






BEAVER 
MODEL-B 







“Super” Performance 
Plus Many Patented Features 








A highly-efficient and portable % to 2” Pipe and Bolt Machine of excep- 


tional merit. 2% to 8-inch with geared tools and drive shatt. 


Model-B is a compact, portable utility machine embodying many advanced 
features heretofore available only on higher priced machines . . . Complete 
range ' to 8-inch pipe: “% to 1 inch bolts . . . Rack-and-pinion feed; .. . 
60% more power;... 
metal housing; ... 
.. or can be furnished with rugged portable stand with steel wheels or rubber- 

. All-steel geared universal % to 2-inch chuck—with safety 
automatic chuck wrench ejector; . . . hinged full-range reamer: . . . sliding 
wheel or knife cutoff; . . . ring-type opening adjustable dieheads—no hinge 
. Automatic gear-driven oil pump . . . Gears fully enclosed and run in oil 

. Adequate motor ventilation . . . Choice of 110 or 220 volt universal reversi- 

. Easily portable when mounted on stand with 17-inch wheels... 
Weight approximately 280 lbs... 


tired wheels. . 





Highest Quality * WARREN, OHIO * For~ 46 Siew 


Sold by Leading Supply Houses Everywhere! 


one-piece cast steel-iron base and cap—no flimsy sheet- 
socket for pipe legs to form inexpensive but sturdy stand; 


Price $354.00 and up. 
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Looking pehead 


Of all the subjects to which sales- 
men and distributors are giving 
thought to these days, salesmen’s 
compensation is probably the one 
that gets the most attention. It 
is only natural, therefore, that your 
favorite magazine reports on the 
subject frequently. Next month 
the details of a company’s brand 
new salesmen’s compensation plan 
will be explained fully. 








as both large and small buyers of 
items sold by distributors. What 
is the true picture? You'll get the 
answers in the November issue of 
MILL SUPPLIES. 

@ Have you ever given thought 
to establishing a new unit in your 
company—a technical department? 
At least one distributor passed the 


thinking stage and did it. You'll 
want to read about it. 
e Yes, there'll be lots more in 


est you. For example, there'll be 
a timely editorial; there’ll be 25 
questions and answers to test your 
V-belt knowledge; there'll be the 
straight -from-the-shoulder com- 
ments of the publisher in “back- 
fires’; there’ll be a description of 
all the new products of interest 
to the industry; there'll be scads 
of news items about the men you 
know, and there'll be... . well, 
the list is just too long. 























# 
HOLO-KROME .~ 
DISTRIBUTORS ~ 


APPRECIATE THIS FEATURE! 


“FIBRO FORGED Screws—the 
Completely Cold Forged Screws.” 
This fact, an exclusive Holo-Krome 
sales feature, builds new business 
and a constant flow of repeat 
orders for Holo-Krome Distributors 
... 90cket Screw users, too, appre- 
ciate and value this exclusive . 
Holo-Krome feature. 











THE HOLO-KROME SCREW CORP. 
HARTFORD 10 CONN. U.S.A. 


HOLO-KROME /S SERVING ITS DISTRIBUTORS 
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A New Method 


Co Jill your customers needs 
Sparked by a complete understanding of industrial lubricating prob- 
lems, GRACO now brings you a new method of selecting the proper 
lubricating equipment for your customers’ needs. 

Recommending the right sized unit is no longer a matter of guess = 
work. GRACO has made it easy and profitable. Now you can serve As a 
your customers better and do it with positive assurance. ke uP TO 

First—determine the number of bearings in your customer's plant ca 100 a= 
that require high pressure lubrication. Then, turn to the equipment : 
index (page 10) in your GRACO Industrial Lubricating Equipment ie BEARINGS 








































Catalog. You'll find the answer to your problems quickly. Other baa 
fact-filled pages place helpful sales and engineering data at your Bi Lever Gun, 1 Ib. capacity, handles 
Gasertine 4} any lubricant from oil to fibrous 
4 'P J : ‘ . “| grease. 
Lubricating equipment, the natural sales partner of mill supplies J Push Type Gun, 13/, Ib. capacity, 


easily operated with one hand. 
Gun Loader, 28 Ib. capacity, avail- 
able tor filling either gun. 


and industrial equipment can work for you. Investigate the profit- 
able GRACO line by writing today for your copy of GRACO’S 
Industrial Lubricating Equipment Catalog No. IN 1305. 
















For Extra Profits —Sell Industrial Lubricating Equipment , 


at SELL GRACO! 











GRAY COMPANY, INC. 


GRACO SQUARE, MINNEAPOLIS 13, MINNESOTA 


UP TO 


BEARINGS 
e 


Block Buster, 28 Ib. capacity buck- 
et pump. Handles any lubricant 
that seeks its own level. Adjustable 
handle for high, medium or low 
pressure. A superior unit for all- 
around plant lubrication. 






















UP TO UP TO 
432 300 
BEARINGS BEARINGS 


Air-Opereted 
Portable 
kLubri- "50" — 
50 pound capa- 
city, high pres- 
sure, portable for many plant and 
shop uses. Modern shield type. 

Easily moved and operated. 














Alr-Operated 
Truck Type 
Drum Pump 


Stetionery 

Drum Pump for 

100 Ib. drums. 

Alr-Operated Stationery Berrel 
Pump for 400 Ib. drums. 

Both units are designed to dispense 
lubricants to pipe systems. Avail- 
able in several pressure ratios. 








100 Ib. capacity, high pressure. 
Mounted ona handy, durable truck 
for indoor and outdoor use. 
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Copyright, 1946, Dodge Mfg. Corp. 


Nr he | ( 


DODGE PUTS TIMKEN BEARING PRECISION 
into Morne Clomes 





















THE DODGE-TIMKEN DOUBLE INTERLOCK PILLOW BLOCK provides a precision 
bearing assembly, ready for immediate service. You simply lock it on the shaft and 
run at full speed and full load. All the parts required for mounting this bearing are 
manufactured by Dodge — cast in our foundry and carried through many precision 
operations on the latest machine tool equipment. Dodge mounts, seals and houses 
the bearing assembly — with its double row of precision-finished rollers — and de- 
livers it fully assembled, adjusted, lubricated — ready to go to work. The Dodge- 
Timken Double Interlock is one of the famous Dodge 30,000 hour line, covering a 
wide range of industrial bearing requirements, and ordinarily is available promptly 


_ from distributors’ stocks. Look for the Dodge Distributor in your classified tele- 


phone directory under ‘Power Transmission Equipment.” 


DODGE MANUFACTURING CORPORATION « MISHAWAKA, INDIANA 


THE SYMBOL THAT CAME TO LIFE 


The man who wears this symbol gives you 
the correct answers to your problems in 
mechanical transmission of power. He is 
the Dodge Transmissioneer. 
Transmissioneering Means 
Advanced Design in wer Drives 











MAGAZINES 











EVERY DODGE AV IN BUSINESS AND INDUSTRIAL 
FEATURES 


THE SERVICE OF DODGE TRANSMISSIONEERS 
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FE JOINT 


PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 


Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily . . . 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 


produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A. 
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WATSON-STILLMAN 
FORGED STEEL 
SOCKET WELD FITTINGS 





SAVE HERE 


Watson- Stillman Socket Weld Fittings 
save measuring and cutting time. Pipe 
need not be cut to exact length or with 
square end, as deep sockets provide for 
ample come and go. 



















The same deep sockets support 
and align the pipe—save weld- [im AND HERE 
ing time by eliminating tack welding 
and making the use of special fixtures 
unnecessary. 


- 


Designed to take a properly 
proportioned fillet weld, W-S 
Socket Weld Fittings fuse with pipe into 
one integral unit, permanently tight and 
leak-proof, cues by vibration, dis- LESS MAIN ly 
tortion and shock. Position of weld pre- es 
vents welding icicles inside pipe. Result: — - 
no clogged lines, maintenance and re- 
placement costs cut to minimum. 


FOUR CLASSES: For Schedule 40, Schedule 80, Schedule 160, and double Extra Strong Pipe. 


ANALYSES: Caron Steel, Carbon Molybdenum Steel, Chromium-Molybdenum Steel, and vari- 
ous types of Stainless Steel. Write for Bulletin A-3 Ed. 12. @® 





W-S Socket Weld Fittings Conform to proposed American Standards 
Sold only through authorized distributors 








Designers ond Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 


VAN DORN 
y 
HEAVY DUTY 
SANDER 


his One POWER TOOL 
DOES ALL«:- 


Seil the versatility of Van Dorn 
Portable Electric Sanders. . . and 
you build continuing sales of at- 
tachments for an endless variety of 
jobs. Attachments include abra- 
sive discs in 19 different grains 
... wire cup brushes for such jobs 
as taking off old paint, removing 
rust and scale, cleaning castings 
and structural metal ... grinding 
wheels for everything from grind- 
ing welds and casting ridges to 


FOR POWER SPECIFY 


surfacing concrete... rotary 
planer heads for work formerly 
done with jack plane and adz. 
Powerful national advertising 
this month ... in The Saturday 
Evening Post and other publica- 
tions ... is pointing out the many 
uses of Van Dorn Sanders. So 
talk Van Dorn Sanders on every 
call. That’s a timely tip from: The 
Van Dorn Electric Tool Co., 717 
Joppa Road, Towson 4, Md. 


(DIV. OF BLACK & DECKER MFG, CO, ) 


PORTABLE ELECTRIC TOOLS 
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 SXRENGIN 
—WONDNESS 


i. | ’ 
“SUPERRENCHES” 


@ If you want the maximum in wrench 
strength and toughness with an absolute 
minimum of bulk and weight... your an- 
swer is a Williams “ Superrench.” 

These fine wrenches are drop-forged from 
selected alloy steel and heat-treated, per- 
mitting trim, slim lines and exceptional 
balance. Made in a wide variety of pat- 
terns and sizes. Attractively finished 
chrome-plate, over nickel, with highly- 
polished heads. Sold by leading Industrial 
Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. 
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E090 holes per hour with 
CLE*FORGE "337. DRILLS 


The production schedule on these coaster brake hubs calls for 
240 pieces per hour—36 holes in each hub. Here is one of the many 


outine jobs where CLE-FORGE High Speed Drills are demonstrating 


their exceptional ability to produce more holes per grind at lower cost. 


ep sa 
| , 


oh 
CLEVELAND.’ © 
| DISTRIBUTORS EVERYWHERE 
\. ARE READY TO SERVE YOU 


a 


This advertisement appears in current issues of 
leading magazines in the metal-working field. 
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On industrial product manufacturing and dis- 
tribution ends there can be no “ifs” or “buts” 
attached to service .. . it must be an all out 
feature. 


This fact is constantly evidenced throughout 
our broad land, for service in its full and com- 
plete sense, has been a definite factor in the 
great progress of industrial America. 

The MILWAUKEE BRUSH organization is in 
this picture all the way for we long ago built 
a service that has effectively worked to the 


BRUSH TOOLS FOR 
TODAY'S PRODUCTION” 
Power Driven Wire Whéel 
Brushes 

*“Mono-Bilt” 

"Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuit” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 
Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 


benefit of our sales outlets. 

MILWAUKEE Industrial Brushes continue 
to demonstrate their exceptional fitness for 
the jobs to which they have been applied. 
These jobs are many and varied—results are 
positive and cost saving. 

Now is the time to figure on meeting indus- 
try's brush needs with MILWAUKEE quality 
—the “TOOLS” that give all around satisfac- 
tion—the “TOOLS” that work to the profit of 
the user and also to the profit of the 
distributor. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 





WISCONSIN 


MILWAUKEE 8, 
E WIRE WHEEL BRUSHES > WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUGHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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No waiting cost here! 


There are no costly delays, no men and 
machines standing idle, waiting for stock to 
be cut off from bars, when the stockroom is 
equipped with a No. 6A or 9A MARVEL 
High Speed Sawing Machine. 


These fast, all-ball-bearing high speed 
saws will cut off accurate lengths or slices 
at almost unbelievable speed. Equipped 
with an automatic bar push up, they will 
cut identical pieces from single or nested 

bars automatically, with no more operator attention than an automatic screw 
machine. Still, at any point, the automatic operation can be interrupted, a 
miscellaneous cut made, and the “production” run resumed by simply re-en- 
gaging the bar feed. A single MARVEL Automatic can keep well ahead of a 
large machine shop, increasing the earning time on all machines. 


There is a MARVEL Saw for every need—in every capacity range and price 
class. Your local MARVEL Sawing Engineer will gladly study your metal 
sawing problems and requirements and make recommendations as to methods 
and equipment. 


Send for Catalog 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People" 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 
Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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WHAT TO DO. submit as many names 


as you choose. They may consist of a single 
word, or two or three, hyphenated or not. No 
name should consist of more than three words, 
however. Judging will be based solely on 
originality and effectiveness in suggesting 
Thermoid products. Do not submit names used 
by other manufacturers, as all names con- 
sidered will be cleared through the trade mark 
division of the U.S. Patent Office. 


ELIGIBILITY. Any employee—including 
officers, partners or owners—of any organiza- 
tion engaged in the distribution of hose, belting, 


THE THERMOID LINE INCLUDES: Transmission Belt- 
ing * F.H.P. and Multiple V-Belts and Drives « Conveyor 
Belting » Elevator Belting * Wrapped and Molded 


Hose + Sheet Packings + Industrial Brake Linings and 


Friction Products. 





brows are hose. 


friction materials, etc., for industrial or oil field 
use is eligible. 


ENTRY BLANKS. Just typewrite, print or 
write the names you suggest on your firm's 
letterhead and mail it to the address below. 
Use only one side of the sheet, and be sure 
to include the name of the sender. 


CLOSING DATE AND AWARDS. 
All entries must be postmarked before mid- 
night, December 1, 1946. Prizes will be awarded 
on or about December 16th. The winner will be 
announced in February 1947 Thermoid trade 
journal advertisements. 
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Gee, folks have been sending in some swell names for me! 
But I’m still waiting for YOUR suggestion. How about sending 
in something super-duper?...A name that describes me, or 
the products of the company | work for. What? Sure | work! 
| help you sell Thermoid products. You'll be seeing me in 
Thermoid’s advertisements and catalogs. Maybe I'll be known 
by the name you suggest. If so, you'll get the $200 Bond. 





Here’s what I’m made of...my body consists of hose, my 
hat’s a coupling, my arms and legs are belting, my feet are 
brake blocks, | have ‘V-Belt” eyes, and my nose and eye- 


Now, think up a good name for me and send it in. Do it today 
and win one of the five big prizes. Read the simple rules below. 


USE OF PRIZEWINNING NAMES. 
Judges will be members of Thermoid'’s Ad- 
vertising Department and Advertising Agency. 
Their decisions will be final. The Thermoid 
Company is to be granted the unrestricted use 
of the winning names by the winning con- 
testants upon the awarding of prizes. 


Extra copies of Prize Contest Folder announce- 
ments are yours for the asking for distribution 
among your employees. Write Thermoid Com- 
pany, 306 Whitehead Reed, Trenton 6, New 
Jersey, specifying number of copies required. 


hermol 


Rubber 






1) i Oa) ee 
DISCUSS... 


DEMONSTRATE... 


‘ 
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ot a Doubt 





OUR experience has shown you 

it is a sound policy to recommend 

quality products. There is no better 
way to create customer confidence...build 
steady, profitable repeat business. 


Abrasive products by CARBORUNDUM 
are favorably known throughout industry. 
Wherever abrasives are aan ...for metal... 
for plastics...for wood...in plants of pros- 
pects and customers, CARBORUNDUM 
is a recognized and respected name. 
Recommended to this large market, these 
products are a profitable item that add to 
your reputation for handling only the best. 


When you feature and sell abrasives by 
CARBORUNDUM, you are backed up by 
a smooth working organization of expe- 
rienced experts. On big jobs involving un- 
common technical problems, our Abrasive 
Engineers are prepared to analyze and sug- 
gest the most practical solution. Familiar 
with grinding problems and latest abrasive 
developments, they render a definite serv- 
ice to your customers... build confidence 
in you as a supplier. 


At the same time, scientists and techni- 
cians are at work in our large modern 
laboratories. It is here that new products 
and uses are developed...and “‘pretested.” 
It is here that old conceptions and ideas 
are revised. It is here that abrasives by 
CARBORUNDUM are subjected to the 
experimentation which often results in 
important advances in grinding and fin- 
ishing practices. 


Nationally advertised to your trade... pro- 
ven in the field...favorably recognized by 
industry...soundly serviced—these prod- 
ucts provide the solution to satisfying your 
customers. They can help build business 
profitably. 


We think you will agree they are worth 
featuring...that they can be recommended 
with real confidence. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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SELL 


WRIGHT 
| HOISTS ana CRANE: 












economical material-handling | :- 










Never before have manufacturers stood in such need of labor— ho 


saving — labor-aiding equipment, and production efficiency. ot 
Not only do they need a Wright traveling crane which will mn 
really put their ceiling to work, but they need Wright's Ey 
years of experience to help cut costs and speed production. ste 

Wright material—handling equipment (cranes, hoists, and Be 


trolleys) is built in a wide range of capacities and to meet 
the most exacting specifications. If your problem is special, pa 


call in a Wright engineer. ..always glad to help. al 
co 
Al > 


nt 





' co York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. Ww 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE ye 


i 1+ perenne 
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“ioodvear Products 
are OUF 


Best Salesmen™ 


— say big distributors 





” true that Goodyear products 
speak for themselves. So well do 
they talk, performance-wise, one 
will often sell all the rest. 


A good example is the case of a large 
naval stores company. They were 
being put to considerable trouble 
and expense in belting a difficult 
hog drive. Conventional “double” 
belts stretched so much, they 
required costly rebuilding every 
month. 


Eventually, the local distributor in- 
stalled a Goodyear COMPASS Cord 
Belt. This belt lasted three years. 
operated continuously at peak effi- 
ciency, without take-up or other re- 
pairs. The saving in maintenance 
alone was $1,200 a year. Today this 
company is a highly valued cus- 
tomer, buys Goodyear products 
right down the line. 


Such salesmanship is commonplace 
with Goodyear Industrial Rubber 
Products. It’s one reason why 
Goodyear distributors have a big 
advantage over competition. When 
you add such other advantages as 
high dollar volume, hefty profit 


Compass —T.M. The Goodyear T. & R. Co 


























margin, consistent year-round ad- A Goodyear franchise may be avail- 
yertising, it’s easy to see why the able in your district now. Why not 
* Goodyear line is classed among the inquire? Write: Goodyear, Akron 
first three money-makers by lead- 16, Ohio or Los Angeles 54, Calif. 


ing distributors. 





GOODYEAR 
LNDUSTRIAL RUBBER PRODUCTS 


Gl") -Specified COMPASS COR 


(truly endless) 


D BELT 


50' 3” long x 20” wide 
for hog drive 












THE GREATEST NAME IN RUBBER 
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JBALT DRILLS 


ON THE TOUGHEST GOING .. . manganese, hard steels, castings, forgings, and 
other difficult to drill material ... Morse Coba/t Drills out-perform standard high-speed drills. 


What’s more, Morse Cobalt Drills can be run about 25°, faster. They hold their cutting 
edges far longer, too . . . and they have the rigidity and strength to buck severe strains, 
when used in a rigid drill press with positive drive that will stand extreme point-pressure. 


NOW ... whether you drill tough steel, brass, plastics, or aluminum, always bear in 

mind that there is one Morse Drill of the right specification, length, diameter and twist- 
cut to do your job best, at lowest cost. And bear in mind, too, that with all these factors, it 
always saves you money to leave the complete specification up to us . . . through your 
distributor of Morse Twist Drills, Reamers, Taps, Dies, Milling Cutters, End Mills. 


Nie Ee , pg ee Plage ee ae A Ras ig 
NEW YORK STORE: 130 LAFAYETTE ST. @ CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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Coutineutal 
COUNTERBORE SETS 


— . 
S a 


'Thtenes 
"OL teem 32, 
man fmew en, 


Rea: 
ences 


oe 


For Every = f.- 


LA 
Counterbores 
and Countersinks 


" °, 
CTW Drive 
Holders 


Counterbores 
(Tool Room Sets) 


Counterhbore 
Pilots 
: i 


SHC i ad ? 


ontinental Interchangeable Coun Hatin Relieved 
terbores are now available in a choice of Cutters 


three sets, each providing a wide variety 
of useful, dependable tools. In complete 
yet compact form, you will find a selection 
designed to fill the needs of the large or 
small toolroom. Set No. 1 (illustrated), for 
the small shop, includes cutters up to 1%." 
diameter, with two holders. Set No. 2, 
also with two holders, has cutters up to 
1%" diameter. Set No. 3 provides cutters 
up to 2” diameter and has four holders. 
Whichever you choose, you will be sure 
to get fine, precision-made cutting tools. 
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Month after month Simonds Abrasive advertising is directing the 




















attention of all users, buyers and specifiers of grinding wheels to the advan- 





tageous service available to them through Simonds Abrasive Distributors. The 


advertisement reproduced here is typical of a current series reaching your 


RE SS a 


customers and prospects through the pages of the leading metal working 
publications with the story of how Borolon and Electrolon Wheels can benefit 
them. Cash in now on this extensive hard hitting promotion. It means profits 


for you. 


Write today for details on Simonds Abrasive Selective Distribution Plan. 


























SIMONDS 
ABRASIVE 
ADVERTISING 





can cause 
is directed to a drooping production curve 


Select from Simonds Abrasive Company’s line of Borolon* 
(aluminum oxide) and Electrolon* (silicon carbide) Grind- 
ing Wheels and -you take the first step toward eliminating 


q production-robbing fatigue. Fatigue in metal through im- 
Pb tn tay ta a proper grinding .. . fatigue of the grinding wheel from 
products are now distin- using the wrong abrasive combination . . . fatigue of the 


—_— by the name operator trying to force the wrong wheel fo cut right . . . 
fatigue of the grinding machine through uneven wear 


SIMONDS ABRASIVE CO.iso = and stress from out of balance wheels. Guard against this 
CUSTO MERS Division of costly factor with efficient wheel selection. 2 
Fe aces Select the right wheels from all the shapes and sizes in 


the Simonds Abrasive line. Select the correct grain, grade, 
structure and bond from these precision manufactured, 


Osher offiisted companies scientifically tested grinding wheels. Select with assurance 
ay, of getting time-proven abrasive products for top grinding 
performance. Large stocks meet all your needs promptly, 

ely, efficiently. In addition to the help of Simonds Abrasive 


Distributors, the Simonds Abrasive Data Book is a valuable 
guide to proper selection. Write for yours today. 


SIMONDS 


| ABRASIVE co. 


= ae 








SIMONDS ABRASIVE COMPANY « PHILADELPHIA 37, PA. + DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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LATHE DOGS 


Squore Head or Sofety Type 


TOOL HOLDERS 


For Every Operation 


Cc CLAMPS 


For Every Requirement 


CUTTERS HOLO-DOWN and 
ypes for Tool Holders SET-UP TOOLS 
All Types ond Sires 


ts & Wash 


$ Coy 
er. WRENCHES 
ete Service 


Mthiy »: 
2,985,229.” “*€vlation oy 
‘ voth Corb and Alloy Slee 





a EYE BOLTS 
} 5 Proof Tested- Dependable 
ARMSTRONG BROS. Cs 
“The Toc! Holder People” -” ne samen 
[a 305 N. FRANCISCO AVE. CHICAGO 12. U.S.A. sateertaggest 2 
Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. . 





Pacific Coast Whse. and Soles Office: 1275 Mission St., San Francisco 3, Calif. 


MACHINE SHOP 
SPECIALTIES 


Exclusive Features 


ARMSTRONG BROS 
CHAIN TONGS 


ty oP : 
For Pipe and Fittings 
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This is one of a series of full-page adver- 
tisements appearing each month in indus- 
trial publications with a total circulation 
of more than 350,000 to help you sell 
KENNEDY Valves. 






q 


& Lia 


DESIGNS 






It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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Heavy Duty Carbide Expanding 


REAMERS , 


WITH FULL-LENGTH 
CARBIDE BLADES 


Straight or 


x \ Taper Shank 
‘ 5 > Heavy Duty 
be Reamer 


Metro’s new Heavy Duty and Shell Type 
Reamers, with full-length carbide blades, 
are winning immediate acceptance through- 
out industry. These precision made tools 
are created especially for the most modern 
machines .. . and assure faster, cleaner 
production. Here is an important Metro 
addition with the same qualities of accu- 


racy and workmanship that have made 


# 


Heavy Duty Shell Reamer | 


tn ie 


_* 


ma 


ry 
r- 
\ 


ee” 


a 
ey 















Metro Tools and Gages so universally re- 
spected by operating men. 

¢ Introduced through national advertising, 
and backed bythe prestige of the Metro 
name, this worthy new product, created to 
fill exacting demands, will.add new zeal to 
your salesmen’s listings and provide sub- 
stantial profits for you. Ask for full infor- 


mation. 


Distributorships for Metro products are open in several good manufacturing territories 


Tool and Gage Company 


oh 
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4240 W. PETERSON AVE., CHICAGO 30, ILLINOIS 
























...+ PRECISION 
ee 
PERFORMANCE 
PROVED 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, New York 7, Atlanta, 

Dallas 1, Houston 2, Minneapolis 5, San Francisco 24, Los Angeles 

33, Seattle 4, Toronto 8 Offices, Factory Branch Stores and 
Distributors in Principal Cities 
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ormation, Please 


¥ DAY OUR SALES AND SERVICE ENGINEERS GIVE CARBOLOY DISTRIBUTORS BOTH. 






“George, wemgeed Carboloy’s help—we’re 
tooling up Jones ® Co.’s entire plant.”’ 


“‘O. K.—be over in a jiffy.” 







“‘__that’s right—we’re having a Distributor Sales 





Meeting —how about telling the boys how to sell 
basic ‘Standards’ ?’’ 


“You bet, Fred. And I'll bring the Sales Kit along.” 



















“It’s us again, Steve. This time we need help planning 


” 


our direct mail program... 





“We've done a lot of it, with swell results—see you shortly.” 


~ 
~ 
i, 
~ 


Our men work with yeurs in Teamwork for Sales 
™s 


CARBOLOY 


Every day, distributors draw on the technical 
knowledge and merchandising know-how of 
Carboloy’s Sales & Service Engineers (near as 
the closest ‘phone). This helps them help their 


customers boost production, increase quality, (TRADEMARK) CEMENTED CARBIDE 

and cut costs—and that spells more sales. Our STANDARD TURNING, BORING, FACING TOOLS « STANDARD 
Sales & Service Engineers back you up with on- BLANKS © CENTERS © WHEEL DRESSERS * MASONRY DRILLS 
the-job engineering advice—“‘shirt-sleeves” co- 

et te an eaeaeee CARBOLOY COMPANY, INC. 
ee Re 11131 E. 8 MILE AVENUE + DETROIT 32, MICH. 





No charge, of course. 
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Jobbers 


Order this new, profitable 
item today! It’s NYLON! It’s 
sensational in performance! 
Destined to be first in soft 
hammer sales. Immediate 
deliveries. DEALERS: If your 
jobber cannot supply you, 
write direct. 














Tre Danco Nylon Hammer out-per- : 
forms, 2'/2 times to one, all other ae 
“soft” hammers — has every good * 
feature of all other “soft” materials 
— no bad features of any one. 


Me 









Beautiful, durable finish 


Replaceable faces with’ p 





Be the first in your area to display 
5 the DANCO nylon hammer. Order 
today! A few territories are avail- 
able. Write for particulars. 


DANIELSON MANUFACTURING COMPANY 


DANIELSON, CONNECTICUT 
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EASY QOES IT- EVERY TIME 


— when your loads move “THRU-THE-AIR’” 


Look at this fellow. He doesn’t waste his time and 
skill “muscling” jobs into place. He just presses 
buttons, and “Thru-the-Air” handling does the rest. 





Smooth electric power lifts, carries, “spots” each 
load exactly where it's wanted. Each load moves 
direct—well above congested aisles—requiring no 
floor space, no costly rehandling. 





Every advantage of “'Thru-the-Air” handling can be 
yours, at low cost, with P&H Zip-Lifte Electric Hoists. 
Better yet, you can apply these savings to every 
plant operation—receiving, processing, shipping, 
a) y storing. Zip-Lifts are easy to install—on hook, jib, 

"A or trolley—ready for action right away. For full 
‘cae details, get Bulletin H20-2. 






zip FT 
HOISTS 





























7 f Re Ng. 6 ety 
cel ai a nS i ll a 











HEAVY DUTY CRANE 











4538 W. National Avenue, Milwaukee 14, Wisconsin 
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put THE TOUGH NUTS 
up to /lew Bnilain 


Here’s strength to spare against the toughest nuts . . . no slips, no breaks— 
but positive knuckle and job insurance. Those are extras you give your 
customers with New Britain Sockets. 


















New Britain builds its Greater Strength-Better Fit with selected alloy 
steel—machined with hairsplitting precision, heat treated to rugged per- 


. fection and exactly broached for sweet fit—on the nut! From 3” to 4” 
square drive, there’s a Socket to suit every job in plant maintenance and 

q repair .. . regular Sockets for everyday service—thin wall Sockets to ease 

s into cramped quarters—extra-deep Sockets to reach over obstacles— 

t flexible Sockets to get around corners. 

q Supporting this hardworking Socket team is a complete Line of New 
Britain Drive Parts—sturdy Ratchets, Speeders, Flex Handles, and Exten- 

> sions that combine to come through in tightest spots. Your customers will 


go for this money-making New Britain Line . . . it spells real profit for 
YOU. Ask about it today! The New Britain Machine Co., New Britain, 
F Conn. 


Mery Bitlet 


REATER STRENGTH © BETTER FIT MWA DRM 
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Choose from 


8 Lines! | 


= with an Allis-Chalmers Franchise 


Choose Any Number of these Lines... 
All in Demand... All Profitable... 
All Covered in One Franchise! 


AND IT’S COMPLETE . . . includes mechanical, electrical 





and hydraulic products! Here’s a franchise cover- 

ing every industrial market! Here’s a franchise with 

products already enjoying wide acceptance from all 

industry! Here’s a franchise of a company that’s big 

_ and still growing! Here’s a franchise for far-sighted 
dealers who want to grow with us! 

Is this franchise for you? It’s tailor-made for dealers 
seeking new volume, higher profits; for dealers now 
having inadequate franchises. Interested? Write Deal- 

ers Sales Dept., ALLIS‘CHALMERS, MILWAUKEE 1, WIS. 


A 2119 









aia sey % ues kes A ak ay ope Re i Sipre fiapienpe 
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RY COMPRESSORS, circuit WELDERS ond MOTORS and CENTRIFUGAL 
‘CONTROLS TRANSFORMERS TOT ACUUM PUMPS BREAKERS ACCESSORIES TEXROPE DRIVES PUMPS 
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V-BELTS, SHEAVES, 


SPEED CHANGERS — 

complete ‘“Texrope’’ V-belt 
drive line. Single or multiple belts for 
fractional to 6000 hp applications. 5 
types: Oil-Resisting, Oil-Proof, Static- 
Resisting, Steel-Cable, and Regular 
Super-7. Constant speed sheaves for 
applications to 6000 hp, adjustable 
sheaves to 300 hp. ‘Vari-Pitch’’ Speed 
Changers adjustable from 1 to 375% 
speed range. ° 


TRANSFORMERS, | distri- 

bution and instrument, up to 

200 kva. Distribution trans- 
formers include Oil-Immersed, Dry- 
Type, and Chlorextol-Liquid Filled 
(non-inflammable), 15 kv and lower. 
Small Dry-Type units especially suit- 
able for mounting in tight spaces. 
Instrument transformers range up to 
15 kv and include: Current and po- 
tential transformers, and outdoor Oil- 
Filled Metering units. 


CIRCUIT BREAKERS... 

franchise covers range up to 

50,000 kva. Includes: (1) 
Small indoor switchboard oil circuit 
breakers, manually operated; (2) 
Small indoor oil circuit breakers, elec- 
trically operated; (3) Large motor 
starting equipment ; (4) Current trans- 
formers designed for tripping pur- 
poses; (5) Subway and Pole Line oil 
switches, 


INDUSTRIAL CONTROL 

for motors up to 200 hp. In- 

cludes following motor start- 
ers: Squirrel Cage, Wound Rotor, Syn- 
chronous, Direct Current. Franchise 
includes all accessories and devices. 
Squirrel Cage starters include general 
purpose across-the-line magnetic ; com- 
bination, and reversing units in open, 
dust-tight or water-tight enclosures. 





L * Dealer Sales Organization * 


Sith vA 


MOTORS AND GEN- 

ERATORS . . . complete 

line, capacities up to 200 hp. 
Basic motor types are 2 and 3 phase 
Squirrel Cage, Wound Rotor, Syn- 
chronous, Direct Current, Gearmotors. 
Types include enclosed fan-cooled, ex- 
plosion-proof, totally enclosed, splash- 
proof, vertical and flange-mounted 
motors. Included also are a-c and 
d-c generators and line of motor-gen- 
erator sets. 


WELDERS AND ACCES- 

SORIES cover entire welding 

field. ‘‘Ampac’’ a-c welders 
available in 200, 400, 750, and 1000 
amps, ‘“Weld-O-Tron”’ d-c units in 40 
and 75 amps. Line of electrodes sold 
under AWS numbers for customer 
ordering convenience. Accessories: 
riveted and non-riveted helmets, jaw 
and screw type electrode holders, op- 
erating kits, and welding cable. 


CENTRIFUGAL PUMPS 


. .. wide range of types and 

capacities up to 10,000 gpm. 
Basic types include single stage double- 
suction; single stage single-suction; 
multi-stage. Mechanical design varia- 
tions include Chemical Pumps, Solids- 
Handling Pumps, close coupled “Elec- 
trifugal” Pumps, Fire Pumps, Hori- 
zontal or Vertically Mounted Pumps, 
and Self Priming Pumps. . 


VACUUM PUMPS AND 
COMPRESSORS are known 


under the trademark, ‘“Ro- 
Flo”. Vacuum Pumps range from 
24 to 2814 hg with capacities from 
52 cfm to 5750 cfm. Rotary Compres- 


sors range from 5 to 35 psig with ca-_ 


pacities from 60 cfm to 5000 cfm. 
“Ro-Flo” units feature rotary sliding 
vanes, easy installation, absence of 
vibration and pulsation, Can be direct 
connected to drive. 
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Here’s the Complete 
Story of New 
Allis-Chalmers 


7 Point Franchise! 


Seven major points that cover one of 
the finest industrial franchises on the 
market today! Check each one care- 
fully and you may see a profitable 
future ahead for you... 


« A share of all factory business 
is turned over to you, « Your 
market is established because 
A-C products are widely used 
by all industry. « Your sales 
territory is sharply defined. 
« The choice of 8 lines covers 
all major industries. « Prices 
are fair and competitive with 
profitable markup for you. « A 
training program to help your 
sales staff. « A supply of mer- 
chandising aids including win- 
dow displays, decals, indoor 
and outdoor signs, and envel- 
ope stuffers. 


* 


A-C Advertising Is Read 
by Millions Every Month! 
Strong trade journal ads reach over 
2! million readers monthly! National 
magazine ads reach another 2 million 
— over 4, million readers a month! 














GUC 





JOB TIME — 


IN DRIVING SMALL SCREWS 





No other tool like it! An air powered screw 
driver for small screws— does a whale of a 
job speeding up assembly operations! 

This sensational new ARO Model 7000 
Air Screw Driver is no bigger than the aver- 
age cigar. Weighs only 8 oz....is 4-%" long 
and %4” in diameter. Capacity No. 1 to No. 6 


screws. Starts automatically — no manual 
throttle. Drives the screw instantly when tool 
is applied. Saves time and cuts costs in produc- 
tion of radios, cameras, electrical appliances, 


SEE 


YOUR ARO 
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instruments, recording devices, optical 
frames, typewriters, light fixtures, fishing 
reels, plastic products, automatic counting 
devices, speedometers, thermostats, elec- 
tronic controls, many other products. 

For many other jobs of screw-driving, 
nut-setting, drilling, grinding and similar 
production work ...there’s an ARO Tool to 
do it faster and better! Precision-built... 
proven dependability. Write for catalog. The 
Aro Equipment Corporation, Bryan, Ohio. 


JOBBER!? 
























r pays you to use Cleveland High Carbon Heat Treated Cap Screws in all hard-usage 
equipment assembly. In most sizes they cost no more than bright full finished screws 
but assure maximum strength to withstand the toughest stresses. Double extrusion, applied 
through the Kaufman Process, creates a more closely knit grain structure on the surface 
while preserving the interior ductility of the steel. Specify Cleveland Top QualityFasteners. 


CLEVELAND | The Cleveland Gap, Sorte Company 


2917 EAST 79TH STREET * CLEVELAND 4, OHIO 


FAST a) t 4 s Worehouses: Chicago and Philadelphia 
} Ask your Jobber for Cleveland Fasteners P| 








MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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WITH ALL LEADING PORTABLE DRILL MANUFACTURERS 
”  W AMERICA, THE STANDARD UG oscececee 


| Puccts Clack 


This overwhelming preference lili 
throughout an industry is substantial 2 : 
proof of the practical design, consis- 
tently accurate performance and 
complete reliability of Jacobs Chucks. 
Backing the aim to make these the . 
world’s best chucks are such qualities 
eee 

5 Nickel alloy steels for strength and 

2 toughness - Areas subject to wear 

“ll carefully surface hardened - Lands 

‘<4 are heat treated forextreme hardness 

but with adequate core strength re- 

ig tained - Grip sleeves are simultane- 

‘f ously ground internally on three 
dimensions for balance - Tools can 
be readily changed and are always 

“aN accurately centered with a sure grip 

“ ~ Minute tolerances permit ready 

3 interchangeability. 





























For every customer in your terri- 
tory ... recommend and sell Jacobs 
Chucks, because “if it's a Jacobs, it 
holds!” 


Jacobs Plain Bearing Key Chuck 





“Electric and air driven 


THE JACOBS MANUFACTURING COMPANY 


Hartford, Connecticut 

















Yarway Strainers are selling by the thousands because 
they are better engineered for the job they do. 


“The Screen is the Thing”—a high-grade, woven 
Monel wire screen that stops the dirt, lets fluids 
flow freely. 


Then, too, purchasers like the body finish—Cad- 
mium plated for protection against corrosion and 
for better appearance. 


And last but not least, Yarway Strainers are easy to 
clean, having a steel blow-off bushing, easily re- 
movable, precision machined with straight thread. 
Screen and bushing come out together, go back 
together, aligning automatically. 


Six sizes, Yo" to 2", for pressures up to 600 psi, 
serve practically all strainer needs. 


Supply house strainer sales curves are rising 


YARWAY STRAINERS 


‘Police the Pipelines”’ 


fn. and ip the OALLS tier! 


speak for themselves of the popularity of Yarway 
Strainers. Completely described in Bulletin S-201. 


YARNALL-WARING CO., 111 Mermaid Ave., Phila. 18, Pa. 





- YAR WAY FINE SCREEN STRAINERS 
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THESE Sales Aids Really HELP YOU SELL... 


WIRE WHEEL 


BRUSHES 


Easy-to-use 
BRUSH CIRCULAR Thor Wire Wheel Brushes, like Thor Tools, 


A complete, condensed sales . . 
Aeon are the finest you can sell. Customers come back for 
help that makes it easy to 


choose the right Thor wire them time after time because they do fast, quality 





brush for any job. Shows types, r . 
ee ee work and are made to last. You get quick turn-over 

uses, sizes, styles and materials 

in simplified, quick-finding with minimum inventory in a line built around fast 

form, Available in quantity to : . . ' : . 

; sellers that bring frequent repeat orders. A solid sales 

Thor Distributors. 

promotion program effectively helps increase your 

Sates business. 

COUNTER DISPLAY CARDS 


Attractive, eye-compelling dis- A COM PLETE Line of Popular Sellers 


play cards in convenient size 





Thor brushes are available 












for counter, case and window in sizes from 4" to 12" 
use. Get a quick, complete diameter in single-unit, ar- 
reminder message over to your bor hole adaptor or metal- 
‘oy > . center sectional type. Brush 
store trafhic. : ; : 
j They sections filled with Double- 


Durable crimp wire in gauges 
up to 30. 
Wide-Spread 

CONSISTENT ADVERTISING 


16 Leading industrial publica- 





yong vet i pet hal tions consistently bring the 
i fu ae , message of Thor Wire Wheel 


Brushes before thousands of 






prospects .. . and direct them Now NEW 





ee 
ee ur PS to Thor Dealers. DISTRIBUTOR 
Mey DISCOUNTS and 

° PROMPT 

SHIPMENT 


Write, or ask 
your Thor repre- 
sentative about 
higher discounts 
on Thor Wire 
Wheel Brushes. 
Prompt delivery 
on all sizes. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 
BRANCHES IN PRINCIPAL CITIES 








PORTABLE POWER 


ees #865 €@€@e60e 8 39 CORP OOF 


















ONLY THOR OISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER’S EVERY JOB 
37 








MILL SUPPLIES «© OCTOBER, 1946 


thre « 
machine « 
im one 


This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 


An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16" and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog -— giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO “OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.,2695 N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DURO HAND TOOLS 
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STAR SELLERS 


SOME TERRITORY STILL OPEN FOR THESE POPULAR LINES * 


















. Star Sellers ... 
that are Steady Sellers 


"Unbrako” 
Socket Set 
Screw With 
Knurled Pat’d & 

Cup-Point Pat. Pend. 








Any one of the many outstanding “Unbrako” 


and “Hallowell” products is a star seller... 








and a steady seller, as evidenced by the 


"Unbrako" 
Knurled 





wide popularity they enjoy, and the continu- 






Socket Head . . Fig. 732 
Cap Screw ous repeat orders. With the backing of ex- Ferd. & Pats. Pond 
tensive advertising . . . and the fine quality 
é. of the products themselves . . . these lines 
"Hallowell" are an asset to any distributor! And “Hallowe! 
Key Kit os s fs we Workbench o* Stee 
Unbrako” and “Hallowell” products are 
“HALLOWELL™ a sold entirely through distributors. 
KEY Ki ees 
d 

iibrd site We 
socket screws are ° . . 

d. The holl . 
nando ettow a ’ There is still some territory open. Why not 

. ic - . . P ’ 
tains the neces- write to us today for our attractive dealers 
2 oes vs 
superior” alloy proposition? 
steel. Bits chuck- 
ed as shown, 
when used. Their 
every-day and ev- , 
erywhere useful- Fig. 3019 
them i ~ "Hallowe Chair of Steel 
popular 


OVER 43 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX QE) BRANCHES: BOSTON + CHICAGO - DETROIT + INDIANAPOLIS - ST. LOUIS + SAN FRANCISCO 
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HE experience of distributors of American power-trans- 

mission products proves that the line is a ‘natural’’—that 
it is easier and more profitable to sell because of its broad 
application and many unique advantages. 


American Econ-o-matic short-center flat or V-belt drives pro- 
vide real automatic control of belt tension. They eliminate 
belt-slip and increase belt life because the belt tension is 
always accurately matched to the load. Their exclusive 
design and advantages build sales, profits and good will. 





American Reduction Drives provide easy-to-install, flexible 
slow-speed power. The Drives’ exclusive design eliminates the 
need for costly space consuming foundations because the 
units are mounted on the shaft of the driven machines. 
They also provide for easy change of output speed by merely 
changing the ratio of the primary belt drive. 


American Speed-Jack Drives are the answer where fractional 
horsepower variable-speed is required. These Drives can be 
mounted anywhere in or on the machine and in any position. 
They provide mechanical control of ratios and easy adapt- 
ability to remote control. 


In addition to these drive items, the American line also gives 
you all the basic items called for in today’s modern trans- 
mission of power through belts. That is why the American line 
is a major line with so many distributors. Write today for 
information about the availability of this easier-to-sell, more 
profitable American power-transmission line in your territory. 


The Cmerican Yalley Company 


4200 WISSAHICKON AVE., PHILADELPHIA 29, PA 





SPEED REDUCTION 
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Good news for production men! You can get quick 
delivery from stock of Super Carbide Tipped Milling 
Cutters designed especially for cutting cast iron. 
Available in all standard sizes, these cutters incor- 
porate up-to-the-minute design improvements that 
cut costs, speed production and improve finishes. 
For the extra toughness and efficiency of carbide 
tipped mills plus the advantages of Super Tool 
engineering and design combined with surprisingly 
low prices . . . specify SUPER Carbide Tipped 
Milling Cutters . . . and see the difference! 


Carbide Vipepeed “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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SELF-LOCKING 


y/ 4G 


THE AUTOCAR TRUCK 


WZ 
VK ON HEAVY DUTY TRUCKS 


-— with the Red Elastic Collar that 
protects permanently against VIBRATION 


The adoption of ESNA Elastic Stop Nuts 
on terminal connections has been a con- 
tributing factor to the outstanding repu- 
tation of Autocar Trucks for continuous 
heavy-duty service. 

» Early test runs proved that ordinary fas- 
teners vibrated loose. Lock washers tore 
terminal connections and steel fasteners 
permitted electrelysis and corrosion to 
‘freeze’ mated parts. 

Final tests prove that self-locking, self- 
sealing brass E-NA Elastic Stop Nuts re- 
pay their application cost many 
times over. Their vibration-proof 
grip makes night driving safer by 


preventing light failures ... makes contin- 
uous performance more certain by pre- 
venting ignition failures ... makes engine 
fires less likely by preventing destructive 
arcing. And easy removal speeds servicing. 
ESNA Elastic Stop Nuts protect against 
Vibration, Corrosion, Liquid Seepage, 
Thread Failure and Costly Maintenance. 
They permit full fastener standardization 
—and its resultant economy. For further 
information address: Elastic Stop Nut 
Corporation of America, Union, New 
Jersey. Sales Engineers and Dis- 
tributors are conveniently lo- 

cated in many principal cities. 





WL! TL 
"WEL 2 Wl 


LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and permanently 
elastic. Every bolt — regardless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to fully 
grip the bolt threads. In addition, 
this threading action properly seats 
the metal threads—and eliminates 
all axial play between bolt and 
nut threads. 

All ESNA Elastic Stop Nuts — re- 
gardless of size or type — lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed or 
positioned settings. 





ELASTIC STOP NUTS 


PRODUCTS OF: ELASTIC 


42 


INTERNAL -s-- ANCHOR 
WRENCHING = 
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INSTRUMENT SPLINE CLINCH CANG CA 
NSTRUMEN g % aes, CNS, P 


STOP NUT CORPORATION OF AMERICA 















Goalheam 


HIGH SPEED STEEL 


TOOL 


* 






















GORHAM | uted Ye wanted 7 
STANDARD or prompt shipment. 


... for the 
Commercial Field 


GORHAM 
M-40-B 


... for Heavy Cuts 
in Hard Materials 


GORHAM 
GORMET 


. .. for more 
Abrasive Maoteriols 


SSBB eas 


GORHAM TOOL CO. 
14400 WOODROW WILSON \\> 
DETROIT 3, MICH. 


SSSSSSSSSSSSSSSSSBBeBBeBeeennnase 





see een ee eas 
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Te "Resin Bond’”’ 
ABRASIVE DISC 


FOR ANY 
SANDING OR 
LEVELING JOB 


The tough sharp grains of tempered alumi- 
num oxide, are combined with heat resist- 


ing phenolic resin on a resin impregnated 


fibre backing to make this moisture proof, we £ KY | N - B ON D 


fast cutting, cool and clean running, long- 
_ PHENOL 


Open coat—supplied in 16-24-36 grit 


only—7" or 9". Especially adapted for soft ABRASIVE 


metal, wood, sanding old paint from auto 


bodies, etc. D i Sg @ 


Sold Only Thru Authorized SIOUX 
Distributors 


ARS 
STANDARD THE inte WORLD OVER 
e-5 
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| FINE, CLEAN-CUT LINES 
p @ sitetR of 
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Brown & Sharpe has always put into fine machinists’ 
tools the largest possible measure of good workman- 
ship, fine materials, sound design and careful finish. 
That’s why skilled machinists have always held 
Brown & Sharpe Tools in highest regard. 


For example, the machine-divided graduations on 


Brown & Sharpe Vernier Tools. Lines are narrow, 
uniform in width and depth and extremely accurate 
in their spacing. Accurate matching of graduations 
on vernier plate with those on the scale is positive, 
easy. 

In every quality that distinguishes fine tools, 
Brown & Sharpe machinists’ tools are distinguished 
... they give every purchaser a generous return on 
a sound investment. Brown & Sharpe Mfg. Co., 
Providence 1, R. I., U.S.A. 


\ 


YZ 
Z 
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x “Blueciad” “Blueclad” “Blueclad” 
Drop Forged _ Heavy Duty Wire Rope 
Open Sockets Steel Thimbles Clamps 


“Blueclad”’ 
Galvanized 
Wire Rope Clips 


PACEMAKER IN WIRE PRODUCTS 


WIRE ROPE AND STRAND « FITTINGS « SLINGS « AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS -» SUSPENSION 
BRIDGES AND CABLES «+ AERIAL WIRE ROPE SYSTEMS « SKI LIFTS 
ELECTRICAL WIRE AND CABLE « HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, FLAT WiRE, 
COLD ROLLED STRIP AND COLD ROLLED SPRING STEEL » SCREEN, 
HARDWARE AND INDUSTRIAL WIRE CLOTH - LAWN MOWERS 
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WHEN A MAN NEEDS WIRE ROPE, he can’t use excuses. He expects 
you to have what he wants and to be able to deliver it quickly. 


With more than a dozen completely stocked Roebling warehouses 
in principal cities throughout the United States you can offer faster 
delivery on practically any item any- 

where in the country. 

This is the kind of service that wins new 


customers... builds profits. Yet this is 
only one point of the Roebling program. 7 pion ao 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 


ROEBLING 


& 
a HALF A MILLION MEN who 
RF : buy or who influence the buying 
Roebling engineers and re- NAVEL 3 of wire rope are constantly being 
search men in the mill and ; a 9 reached with big, colorful, 2-page 
in the field are ready to help hs oN y) advertisements. These messages, 
you solve tough technical _— so g. appearing in the leading business 
problems. The results have | we SE i biz and industrial publications, mean 
won much repeat business " greater sales for agencies handling 
for other suppliers handling 45 e Roebling Wire Rope. 
Roebling Wire Rope. They Sd 
can for you, too. 
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CUT-OFF 
WHEELS 


ere" THRRRIFTY" 


Here at last is an excellent 
low cost diamond cut-off 
wheel, opening up a host of 
new sales opportunities for 
Bay State distributors. These 
wheels have been especially developed for 
economically cutting quartz, glass, tile, cer- 
mics and all types of hard, brittle, non-metal- 
lic materials. The diamonds are anchored 
with such, security that considerably higher 
surface speeds. are now possible, offering 
FASTER, more ACCURATE and COOLER cuts. 


Send for folder which lists materials suit- 
able for cutting, and prices. Ask also for a 
Distributor Discount Schedule. 


BAY 


BAY STATE ABRASIVE PRODUCTS CO. > WESTBORO, MASSACHUSETTS, q 
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HEAVY PAPER 
SEPARATOR 


% Yes, and hundreds of repeat orders from all over Rubber jacket is extruded type, cured by continuous 
the country prove the fact that "MAJOR WELD- vulcanization process, which produces a tough, dura- 
ING CABLE is a FAST SELLER! ble, and waterproof cover. This offers a maximum 
Many fine copper wires, properly stranded, give ‘esistance to abrasion, etc.— it is high in tensile 
highly desirable flexibility. strength. 


Prompt Shipments usually from Stock 





SPECIFICATIONS 


Strand 0.D LD — ra > @ Copper conductor consists of fine bare wires, 
rancs Vv. Vv. r x ‘ o - ; - 
950 400 210 132 properly stranded to give extreme flexibility 


1029 495 .275 202 A separator is applied over the conductor to 
1323 -500 305 235 strip rubber in order to leave bare copper 
1666 560 295 for quick, clean attaching to lugs for electrode 
2156 625 r 373 holders. 

2646 675 d 450 Rubber jacket has high tensile strength, maxi- 
338! -750 D 570 mum abrasion resistance. It is tough, durable, 
4284 815 . 705 waterproof and extremely flexible. 

5376 200 —. d 860 
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Your customers save a lot of mixing time — and that’s money — 
when they paint with Permite Ready-Mixed Aluminum Paints. 
Permite Paints are always ready when the can is opened because 
their carefully processed ingredients — completely stabilized — 
stay in velvet-smooth solution for easy application. 


The Vehicle makes the difference! Synthetic resins and specially 
adapted oils are expertly blended, then scientifically combined 
with 99+% pure aluminum pigment. The result is finely mixed 
aluminum paint of exceptional multiple leafing qualities — paint 
that seals the surface against moisture . . . longer. 


Permite chemists and engineers work in America’s only plant 
designed especially for aluminum paint making. They make paints 
that give the utmost in lasting protection and sustained brightness. 


Tell your customers about the economy and 
extra durability of Permite, and you'll make 
many extra paint sales. THE Venice 

HE DIFFERENCE! 








ALUMINUM INDUSTRIES, Inc. - Cincinnati 25, Ohio MAKES T 


—_— 


LUMINUM PAINTS 
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Fabits NW ond tor the luture loo! 


Sure! Everything sells now... but IDEAL Products 
will sell tomorrow when the shortage is over. Because 
IDEAL has not only been making quality products but 
strenuously and constantly improving them —and 
promoting them for more than 30 years: by intensive 
sales work; a tremendous and persistent direct mail 
program; as well as advertising in all leading periodi- 


cals reaching its markets. 


The IDEAL Electrically Operated TACHOMETER is an 
example of the kind of product IDEAL produces. 


. 


TACHOMETER 


Exclusive Advantages: 


Guaranteed Accuracy to plus or minus 1% full-scale 
deflection 


Electrically Operated—no delicate mechanical parts 
Meter movement mounted on fine jewels 


Accurately measures belt, shaft speeds and rate of production 
of various machines ° 


Shows whether motors carry too big a load, warns if they 
need repair or readjustment 


These IDEAL Products Are Available 


For Immediate Delivery 


Tachometer Live Centers Dust Collector 
Metal Etchers Lathe Chucks Grinding Wheel Dresser 


Distributed Thurngh 


IDEAL INDUSTRIES, Inc. Siz» 


1000 PARK AVENUE + SYCAMORE, ILLINOIS 


MILL SUPPLIES © OCTOBER, 1946 

















No one color of fluorescent light is best for all pur- 
poses. But it’s significant that since G-E introduced 
the new 4500 White in 40 and 100-watt lamps a year 
ago, the popularity of this refreshing color has grown 
by leaps and bounds. Now, to meet an ever-increasing 
demand, G-E has placed in production a complete line 
of 4500 White Fluorescent Lamps, from 6 to 100-watts, 


including Slimline and Circline. 


Up 





Before you order new lamps, 
be sure to see the new 4500 
White. Call your G-E lamp 
representative and ask for 
a demonstration. 


Now! A complete line of G-E Fluorescent 
Lamps in the popular new 4500 white 


G-E LAMPS 








1500 White was developed by General Electric 
Research to provide a fluorescent lamp with color 
characteristics between the 3500 White Lamp and the 
6500 Daylight Lamp. Here’s a happy medium in white 
lighting ... cool without being cold ... near enough 
to daylight to meet most needs for color discrimina- 
tion... and psychologically pleasing for indoor 


illumination use. 


Stay Orgies 
Longer/ 
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OF MACHINERY 
AND EQUIPMENT 


with this 3-star 
time payment plan 





* Helps you get business immediately which otherwise might be lost 


* Pays you your full selling price in cash 


* Involves no cost, credit risk or contingent liability on your part 


Here is a plan that helps you step up your sales .. . by 

HERE'S TH E LOW cos T ine y-mnata the convenience of prods terms = 
purchases of heavy machinery and equipment. 

TO YOU R Cc US TOMERS Commercial Credit’s Heavy Machinery and Equipment 

Financing Plan provides low cost financing for your 


e e 
per $ J ,000 of fi nancin g customers . . . and operates entirely without cost to you. 


We purchase your customers’ paper from you without 
12-Month Terms... . . . $ 32.50 sous cas i get your full selling price in cash .. . and 
24-Month Terms ...... 67.50 you are in no way liable if your customer fails to complete 
36-Month Terms ...... 107.50 payments under the financing agreement. 

_— A booklet which you can use in offering this plan is 
yours for the asking. Let us send you a copy. . . with 
more information about how this plan will work for you. 


‘Se! — ge ' apie ol Commercial Credit office listed below 
ON 


0 , . 
Capital and Surplus $80,000.0¢ : COMMERCIAL FINANCING DIVISIONS: 


BALTIMORE 2, aD: . Baltimore, New York, Chicago, Los Angeles, 


- " San Francisco, Portland, Ore. 


OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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WALKER- -TURNER 


achine 
Tools 


RADIAL DRILL 


You can move fast \N ANY DIRECTION 
WITH WALKER-TURNER TOOLS 


Materials, design, markets and competition are on the move. It will require alert 
management and a flexible plant layout to survive with profit in the days to come. 


_Walker-Turner Light Machine Tools provide both immediate and permanent flex- 
ibility—financially and physically. 


They represent the latest achievements in speed, ease of handling and safety and, 
because of their low cost, they write themselves off the books in a few months. 
When quick changes are necessary, you may choose from a wide range of speeds 
—and a variety of cutting tools. 


Walker-Turner Light Machine Tools have extreme flexibility of application. They 
may be operated as bench models, floor models—in groups or as special set-ups. 
Plan your operations to speed up production in many directions with Walker-Turner 
Machine Tools—and use the guidance of your nearest Walker-Turner distributor in 
helping you with the know-how. 


TILTING 
ARBOR SAW 


RADIAL 
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OF MACHINERY 
AND EQUIPMENT 


with this 3-star 


time payment plan 





* Helps you get business immediately which otherwise might be lost 


* Pays you your full selling price in cash 


* Involves no cost, credit risk or contingent liability on your part 


HERE'S THE LOW COST 
TO YOUR CUSTOMERS 
per $1,000 of financing 


1 2-Month Terms eoeeeee s 32.50 
24-Month Terms eoe0e5#ee 67.50 
36-Month Terms ...... 107.50 


COMMERCIAL CREDIT 
CONPANY 


| and Surplus $80.06 
ND. 


0,000 
Capita 
BALTIMORE 2, 


Here is a plan that helps you step up your sales . . . by 
offering customers the convenience of easy terms on 
purchases of heavy machinery and equipment. 


Commercial Credit’s Heavy Machinery and Equipment 
Financing Plan provides low cost financing for your 
customers . . . and operates entirely without cost to you. 
We purchase your customers’ paper from you without 
recourse... you get your full selling price in cash . . . and 
you are in no way liable if your customer fails to complete 
payments under the financing agreement. 


A booklet which you can use in offering this plan is 
yours for the asking. Let us send you a copy... with 
more information about how this plan will work for you. 
Write to the nearest Commercial Credit office listed below 


for booklet HI-1. 


COMMERCIAL FINANCING DIVISIONS: 
Baltimore, New York, Chicago, Los Angeles, 
San Francisco, Portland, Ore. 


OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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WALKER-TURNER 


Machine 


Tools 


RADIAL DRILL 


You can move fact \N ANY DIRECTION 
WITH WALKER-TURNER TOOLS 


Materials, design, markets and competition are on the move. It will require alert 
management and a flexible plant layout to survive with profit in the days to come. 
Walker-Turner Light Machine Tools provide both immediate and permanent flex- 
ibility—financially and physically. 


They represent the latest achievements in speed, ease of handling and safety and, 
because of their low cost, they write themselves off the books in a few months. 
When quick changes are necessary, you may choose from a wide range of speeds 
—and a variety of cutting tools. 


Walker-Turner Light Machine Tools have extreme flexibility of application. They 
may be operated as bench models, floor models—in groups or as special set-ups. 
Plan your operations to speed up production in many directions with Walker-Turner 
Machine Tools—and use the guidance of your nearest Walker-Turner distributor in 
helping you with the know-how. 


TILTING 
ARBOR SAW 
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WORTHINGTER. Oe 





The salesman with the most items “‘in his bag’ has 
a better chance of filling any customer's need than 
a salesman with fewer items. That’s why Worthing- 
ton Distributors’ salesmen have such big batting 
averages based on number of calls. 


MORE THAN 5000 ITEMS 
IN WORTHINGTON’S TWO 
VALUABLE FRANCHISES 


1. industrial Machinery Franchise, including com- 
plete lines of standard: 


1. Centrifugal Pumps... 2. Steam Pumps... 3. Power 
Pumps...4. Rotary Pumps...5. Vertical Air Compres- 
sors... 6. Horizontal Air Compressors... 7. Industrial Meters 
for Oil, Hot and Cold Water .. . Plus Other Related Items 


With seven complete lines plus related equipment 
. . how can a salesman miss when he sells Wor- 
thington. Especially when these products all carry 
the proved sales value of the Worthington name, 
famous in pump and machinery manufacture for 100 
years! 





ll. Multi-V-Drive Franchise, including complete lines of: 


1. Worthington QD Sheaves... 2. Worthington-Goodyear 
V-Belts 


Two top-flight lines in the power transmission field! 
The Worthington QD Sheave — the only sheave 
that’s easy to get on, easy to get off, yet always 
tight on the shaft. And the Worthington-Goodyear 
EC Cord V-Belt — another sales-getter in Wor- 
thington’s 2-Way Multi-V-Drive Plan that gives 
industry the benefits of balanced drive performance. 


OTHER FRANCHISE ADVANTAGES THAT 
MAKE WORTHINGTON PRODUCTS 
EASY AND PROFITABLE TO SELL 


Protected territories, under selective distribution 
plans. 


A sound merchandising plan, supported by a clear- 
cut, published statement of policy. 

Nation-wide sales and engineering service. 
Simplified, easy-to-read Dealer Catalog. 


SE MILL SUPPLIES © OCTOBER, 1946 





Related Produdt Selling 





---BY MAKING 
iT EASIER TO 
BUILD 


OF RELATED 
PRODUCTS! 





a comprehensive advertising campaign in leading 
industrial and engineering publications . . . Readers’ 
attention called to your name, listed in THOMAS’ 
REGISTER ...A full supply of well-planned direct- 
mail literature and sales helps. 


3 MORE WORTHINGTON 
FRANCHISE ADVANTAGES 


Consider the advantages of the nine complete lines 
in Worthington’s Two Franchises when you tackle 
the problem of Related Products Selling. 


1. Once a salesman has sold a customer on the more 
worth in Worthington to get the first sale, the transi- 
tion to another line introduces no new name to 


build sales resistance. 





2. When you have the Worthington 8 in 1 Franchise 
you are selling 8 complete lines of industrial ma- 
chinery that can be capitalized on with the same 


selling effort and the same selling expense. 


3. This places you in the enviable position of sell- 
ing related products and related accessory items that 
will increase your sales volume — not only in 
Worthington products but in other related items 
which you may carry — again with the same sell- 
ing effort and the same selling expense. 


SEND FOR FACTS 


A few desirable territories are still open. Write 
today for complete details on either or both of 
these profitable Worthington Franchises — the 
Industrial. Machinery and the Multi-V-Drive. 


WHEN YOU SELL WORTHINGTON—YOU SELL RELATED PRODUCTS 


wo RT cs | a G T @ ] INI Products Based on Market Research 


» 
e-: I, 
Se 


ail mas S 
oo Wh; 1(@ AAW Se 
ZINN LAIR 


WORTHINGTON PUMP and MACHINERY CORPORATION 


Merchandising Division — General Offices, Harrison, New Jersey 
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COMPRESSED 








ASBESTOS GASKETS 


FACTS 








1. Gaskets cut from DURABLA do not 
leak or show distress at 1650 lbs. 
steam pressure at 850° F. Extensive 
testing bears this out. 






Registered Trademark All Over 
the Sheet 






EZ. DURABLA gaskets remain tight at 
3700 Ibs. hydraulic pressure at 80° F. 
both before and after the steam test. 





For these reasons, Manufactur- 
ers of Valves, Traps, Engines, 
Meters, Stills, Tanks, Ice Ma- 
chines, Heat Exchangers, etc., are 
making DURABLA Gaskets a part 
of their product. 













a For water at low temperatures, and 
all other services, including Oil and 
all Refrigerants, as well as Steam, 
Water, Gasoline, Ammonia, Acids, 
Alkalies, and Volatile Vapors, at all 
temperature-pressure combinations. 


Our every effort is 
pledged to keep 
DURABLA a product 
without equal—a stand- 
ard of QUALITY and 
ECONOMY. 


NOTE: DURABLA ENGI- 











The uniform compression and tex- 
ture make DURABLA. the ONE 
Gasket providing insurance against 
accidents. . 


NEERING DATA, cover- 


- ing Gasket Pressures and 


“Gasket Proportioning” 
will be sent on request. 
Reference: 6S10 


DURABLA MANUFACTURING COMPANY 


114 LIBERTY ST. 
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NEW YORK 


BRANCHES IN PRINCIPAL CITIES. FOR CANADA REFER: CANADIAN DURABLA LIMITED, TORONTO 








CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigan 
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at 
Three gairbanks Fe 


Union Bonnet Bronze Gate Valve 
for 200 Ibs. Steam, 400 Ibs. Water, 
Oil and Gas Pressure (Non-Shock) 


While no picture can do full justice to rugged- 
ness of design and construction, the big cut- 
away view gives you at a glance the most 
important features of a widely applicable valve 
suited for severe operating conditions in proc- 
essing and other work. 


ey ; 


Se @ SSS Union bonnet construction provides for 
easy dismantling and reassembly where 
frequent cleaning or inspection is neces- 
sary. Threads on outside of body are not 
subject to attack by fluids in line. 


@ee@ ww a Heavy octagonal bonnet nut holds radial 
body bonnet joint in pressure-tight align- 
ment. 

ee Se SF Nickel alloy wedges and renewable seat 

»” rings provide extra long service through 
hardness and resistance to corrosion under 
pressure. Valve may also be had with in- 
tegral bronze seats. 


Fit 2 ee 
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This valve is furnished with rising or non-rising 
stem. Low in maintenance cost, this 200 Ib. 
bronze gate valve is typical of the Fairbanks 
line of bronze, iron body, and all-iron valves. 
Write today for further information. 


a, 


 fairbankso™ «7 
393 LAFAYETTE STREET, NEW YORK 3, N.Y 


520 Atlantic Ave., Boston 10, Mass 748 M & M Bidg., Houston 2, Texas 15 Ferry St., Pittsburgh 22, Pa 


IT’S WORTH LOOKING INTO BY EVERY INDUSTRIAL DISTRIBUTOR interested in a feature-crammed profit-building velve 
> item “made te order for orders” . . . strongly backed by the long-established name of @ well-known manufacturer. 
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* A Fast-Selling Line of Top-Quality Extinguishers 


When you sell Randolph you sell a line of fire-extinguishers with 
real sales-appeal. Your customers like the split-second speed and 
cleanliness of Randolph’s carbon-dioxide fire-fighting action. They 
like the easy-to-use effectiveness of Randolph’s exclusive thumb- 
trigger operation. They know Randolph fast-action extinguishers 
provide modern fire protection. With the complete range of sizes 
—2, 4, 10, 15, and 25 pound extinguishers—you can meet the 
exact requirements of your customers, 


+ Strong Advertising Support 
in National Publications 


Your selling efforts in the field receive constant support from y\ 

Randolph’s national promotional campaign. Advertising which §& Ye 

sells fire-extinguishers for you reaches thousands of prospects g a aa 

every month, You have been preceded on each of your calls by “oration, b 

a strong selling message from Randolph—and after each call ; HAZARNS a 000 000 Byer 
your prospects are followed up by other Randolph advertising eon. . ino 

which helps you close profitable sales. 


+ Eye-Catching Product Displays 


for Your Showroom 


Randolph provides you with product-display stands which 
really work for you—in your window or in your showroom. 
Strong selling copy with action pictures plus an actual Ran- 
dolph fire-extinguisher on display—gives you a real sales com- 
bination. Put this silent salesman to work for you and watch 
it bring in those extra sales-profits! 


> Sales-Making Literature and Catalogs 


Randolph supplies you with a complete selection of literature 
planned to help you sell your prospects. Packed with informa- 
tion and selling facts—designed to combine eye-appeal and 
sales-appeal—every piece of Randolph literature is a hard- 
working Randolph salesman, When you use Randolph sales 
literature you increase your profitable Randolph sales. 
7 Helpful Sales-Aids to Make Your Selling Easier 

You have a variety of interest-compelling sales-aids to help you self 
Randolph extinguishers: book-matches which keep your name and Ran- 
dolph’s before your prospects; illustrated installation guides to help you 
demonstrate Randolph’s special advantages; slide-rule selectors to help 
you recommend the right extinguisher for your prospects’ needs. 


You have a wide and profitable market for Randolph fast-action fire-extinguishers. To realize the full 
potential profit from your market—take full advantage of Randolph’s 5 Star Sales Features. Write us 
today for more information on Randolph’s selling advantages. 


LABORATORIES, INC. 


_16 EAST KINZIE STREET, CHICAGO 11, ILLINOIS 
FASTER THAN FITS isan 
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NEW OPPORTUNITY for MORE SALES... 


New additions continually make the SKILTOOL 
Line more worth-while for Distributors ...and see 


how we keep your customers posted in leading 
ae LM LLL 
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Machine, carriage and lag bolts. 
Hot pressed, cold punched, semi-fin- 
ished nuts. Rivets. Boat and dock spikes. 
... These, and many more, are the types 
of products you'll find among Bethle- 
hem’s complete line of fastenings—a 
line so broad in scope that it comprises 
more than 3500 individual items. 

Bethlehem fastenings are the 
kind your customers like. They’re strong 
... sturdy... dependable. And because 
they are made by precision methods, 
with critical inspections during manu- 
facture, both you and your customers 
can count on uniformly high quality. 

Whenever fastenings are needed 
—whether small or large, standard or 


special, get in touch with Bethlehem. 


BETHLEHEM STEEL COMPANY 


BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


ETHLEHEY 
+ aot 
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Here is a stainless steel valve that has a special sales feature—certi- 
fication of analysis. Cooper amplifies routine foundry practice by 
actually registering and certifying the analysis of each heat that 
goes into & valve castings. The heat number is stamped on each 
casting certifving to the analysis of all parts that come in contact 
with the fluid handled. A certificate covering the analysis of each 
unit is available upon request. 


SELLING COOPER CERTIFIED STAINLESS STEEL VALVES [S AS SIMPLE AS A.B.C. 


A—When you recommend a & Valve you eliminate guess-work. . . . You and your 
customer know the analysis. Duplication of analysis is simplified when re-ordering 
ond the possibility of a mix-up in storage is minimized. 


8—When you deliver a Cooper Certified Stainless Steel Valve you may lean back and 
relax, confident that you have added another satisfied customer to your “Best Seller” 
list. 


G—Other salient sales features that make both Cooper 5.S. Valves and S.S. Fittings 
easy to sell... and easy to build profitable repeat business are: 





Made in the country's largest foundry specializing in stainless steel castings. 

Cooper's facilities for machining stainless steel. are the largest and most 
modern in the industry. 

Complete laboratory control over raw ee. pane and products. Ex- 
pert inspectors employ X-Ray and Gamma-Ray and Zyglo ultra violet rays for 
detection of defects. 

Ad methods of both hand and machine molding. 

_ Accurately machined threads in perfect alignment promote faster assembly of 
piping layouts. “ mA 
The — of these Stainless Steel Valves reflects the unexcelled “know-how 
developed during 25 years of superior valve making. é : s 

Ss & butt-welded and other special use valves and fit- 
tings available in a full range of sizes from 4”. 

Available in LUSTRACAST finish with a sparkling appearance and greater 
resistance to corrosive liquids. mas 

Backed by national advertising read each month by 110,000 key buyers of fittings. 











THE COOPER ALLOY FOUNDRY CO. 
130 Bloy Street 
Hillside, New Jersey 


ALLOY FOUNDRY 


STAINLESS STEEL VALVES 
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© Heat treating of costings up to 
thx feet. 

© X-ray and Gomma-ray inspection. 

©@ Zyglo detection of surface imper- 
fections. 


i trethen Casta: 
@ Machine shop . . . speciolly : 
equipped for finishing stolnless 








MICROMETER CONTROL 


Micrometer Control is an exclusive Eject-O-Matic feature. The MORE POINTS OF SUPERIORITY 
micrometer wre snieaniatttted located in the handle of the 0: duieiwaliiciiad 
Ejecto-O-Matic, provides accurate control of the amount of 

solder ejected—from 1/16 to 3/8 inch lengths. You can set the 2. Anti-fatigue Balance — Light Weight 
wheel to eject a fixed amount of solder and if, during the 3. Automatic Retracting Feature— 


course of a job, more or less solder is required, a touch of the Prevents Melting of Excess Solder 


micrometer wheel instantly changes the amount ejected. This . Drop-forged, Multi-Clad 


means neat, uniform joints—faster production. Non-corrosive Tip 


The Eject-O-Matic is now available in 50 and 75 watt models. . Cooling Vanes Dissipate Excess Heat 


100 and 150 watt models will be in production as soon as 
: . Safety, Utility Base 
materials become available. 


Model 19-5 (illustrated) with base—retails at $18.95 


Individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 
Send for literature 


MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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ANOTHER MEMBER OF THE LARGE GILMER FAMILY 


The "two-in-one” belt that speeds up sales 


It’s the ideal belt to offer a customer who wants a 
tough, serviceable belt that will deliver maximum 
power and stand up long in hard, continuous serv- 
ice. Gilmer Kable Kord Endless Belt is built with 
continuous cords on the contactor principle — one 
belt for grip; one belt for power. It is exceptionally 
stretch-resistant and highly flexible, making it 
specially well-suited for quarter-turn and half- 


turn drives. 


Gilmer Kable Kord Flat Endless Belts are supplied in 
a wide range of sizes and in six widths, from light to 
triple heavy — and, when desired, specially treated 
for use where there are conditions of excessive oil, 
heat, static, abrasion and chemical fumes . . . pro- 
viding a well-rounded line that will help you to 
increase your flat, power-belt sales. 


office 
enced branch OTN Aad. 4 
assistonce wt Branch Wore 


L. H. GILMER COMPA 


acony, Philadelphia 35 
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from STOCK 


The Distributors of Johnsom,QUALITY Bronze are once again giving 


their usual prompt service to ALL of their trade. The return of many 
of our skilled veterans from the war plus new and enlarged facilities 
have made it possible to rebuild our stocks. Now the customers 


Ci [ can get what they want, when they want it without delay. 
atalogue 


And our distributors are making money too! They offer their cus- 
Lists and describes the most com- tomers a complete bearing service . . . bearings. . . bushings... 
plete Sleeve Bearing Service bar bronze and babbitt. Every item in the line is the highest quality 
available. Write for your FREE - possible. There are no rejections . . . no customers complaints. 


copy. 
Isn't this the type of service you would like to offer your trade? Why 


not write TODAY for complete details. 


JOHNSON @m™ BRONZE 


SLEEVE BEARING vA HEADQUARTERS 
535 $. MILL STREET Wy NEW CASTLE, PA. 
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_.ein your hands 


mericaf Philli gin your sav- ws are m 

ith speed mJ which means they are 54 

the 4-7 rf into us sembled with these BOOT” 
Amer- i i s + fastenings are 


assuced bY the fact that Users don’t have to leave a vac Ss any other 
forrd one single, straight-lio ie, ostitips-assembled product) ! le because * 
costs drop 50%: “screw is loose somewhere.” American 
And Americal tops your savings @ Paillige Screws, BO, 0 he poe a 
others by its special knowledge re) and stay there for e life of ee product: 
_..noton and bronze, but 
steels, MO alumi everdur 
your f 

tion Center,” @ 

ings from the greater meta ical * - if you aren't ysing them --- add them now 
how” of Americao Phillips engineers. to your sales promotio® program. 


merican Phillips Screw® in your 
merchandise them for all they're 
they're worth plenty! 


AMERICAN SCREW COMPANY, pROVIDENCE 1, RHODE ISLAND 


Chicago 589 &. Winols S- Detroit 2: 502 Stephenson Bidg- 
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| dont worry 


—about a job | do with Spang 


Pipe because long after it’s fin- 


ished | know that Spang quality 
will be in there working for me 


year after year. 


Division of The National Supply Co. 
EXECUTIVE OFFICES: PITTSBURGH, PA, 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Les 
Angeles; New York; Philadelphia; Pitrsnurgh; St. Louis; Sen Francisco; Tulse 
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E MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 


enuf 
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@ Experts point to the locking lever as a most vital part of a padlock. Notice 
Master's massive locking lever . . . precision-machined for a snug fit into the 
notch of the shackle and of patented design to give dependable protection against 
“rapping”. This wide, heavy bar of solid brass is engineered to provide the exact 
balance of hardness between lever and shackle, guaranteeing maximum strength. 
@ Husky, well-designed levers are another reason why padiocks built by Master 
are preferred by lock experts the world over. Recommend Master padlocks — the 
finest for protection of plant and property. Sold only through distributors. 


WER BETIS 


EVERY ONE ‘AN. OUTS BaNOING VALUE 


Master Jock Company, Milwaukee. Wis. « Worlds Leading Padlock Mauujact 
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This is a part of our factory — these are some of our skilled workmen. Most of 
them have been with us for a long time, for we're pioneers in the field of Stainless 
Steel Fastenings. We've been making them for nearly twenty years. 


Our stock room is full; we can furnish almost every standard size, in standard 
analyses, at once. We're proud of that, but we're even prouder of our ability to 
produce the Stainless Steei Fastenings oe want in the dune possible time — to 


your specifications, in the type of Stainless Steel you require. We'll be glad to quote 


you on any quantity at any time, standard or special. 


Nuts, bolts, machine and wood screws, rivets, nails, cotter pins, welded and seam- 
less pipe, pipe fittings — all STAINLESS STEEL! Over 100 items — over 7,000 sizes! 


Write for our catalog and stock list. Address Anti-Corrosive Metal Products Co., 
Inc., 55 River Road, Castleton-on-Hudson, N. Y. 
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Cor osive Metal Products Co.Inc. 


CASTLETON-ON-HUDSON NEW YORK 
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<i PIPE PLUG HOLLOW 
SOCKET HEAD CAP SCREW SET SCREW SHOULDER BOLT 
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PHILLIPS SLOTTED COUNTERSUNK SLOTTED 
TYPE SCREW SCREW SCREW SCREW 























HALL ()WELL 
"SOCKET SCREW” KIT 


with interchangeable bits 








For men who like to have a complete supply of tools, yet dislike bulk ond 





confusion, the Hallowell ‘Socket Screw" Kit is the answer. It is one of the 






neatest tricks of the year. The hollow Celanese” plastic handle holds inter- 






changeable bits for most all purposes . . . Phillips, Hex and Flat. There 






is a swivel bit-chuck, which locks securely in position, and makes it possible 










to twirl a screw using the vertical position, and then snapping the chuck 
to an angle or ell position, to get the final tightening pull. 

Not illustrated: “Socket Wrench" Kit; the “Auto” Kit; the “Home” Kit. 
Write for our 8-page booklet that fully describes these handy Too! Kits. 


Obtainable at Suppliers throughout the country. 


Add these Kits to your Standard Pressed Stee! line—they have the same se/f- 
selling qualities of utility and fine workmanship that are embodied in all 
other Standard .Pressed Stee! products. 


OVER 43 YEARS IN BUSINESS 






4, PENNA, BOX Eb] - BRANCHES "10s 910). eee G «+ DETROIT + INDIANAPOLIS - 
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y Years of Actual Use 


installation. Their hard smooth surface 
resists scratching and abrasion. They have 


If your customers are looking for gauge 
glasses with long life, economy and trouble- 
free performance—and rest assured that 
they are—by all means give them Pyrex 
and Corning Gauge Glasses. 

These gauge glasses have proved their 
qualities in years of actual use. They are 
machine drawn to close tolerances that 
reduce installation strains a.d facilitate 


remarkable resistance to the solvent 
action of hot water and steam. 

Pyrex and Corning Gauge Glasses 
create satisfied customers and repeat busi- 
ness. And the line is complete for all ser- 
vice conditions. Corning Glass Works, 
Corning, N. Y. 


“PYREX” and “CORNING” are registered trade-marks and indicate manufacture by Corning Glass Works, Corning, N. Y. 

















For production economy ond efficiency, you must, of course, 
hgve good valves to begin with, That's why maintenance 
men prefer Lunkenheimer longer-life Volves . 

COMPLETE correctly engineered, quality built, dependoble. 

STOCK ROOM > : 
myo Yet in themselves even the best volves are not enovg 


A convenient source of supply ond dependoble 
service are equally important. 





Distribut loceted in principal industrial centers, 
render o complete valve service thot saves time, 
trouble and money. Trained, qualified representatives 
ore ot your coll to help with your valve problems 










for better, experienced valve service, call your 


ea Se Db be ast 





neorest L 


=e me Ae 
NKENHEIMER CO. 
CINCINNATL 14, OHIO, U4 


“SRONZE, 180 ia TANT ALLOY VALVES 
wer Gr DRONEE, IRON, STEEL, ond CORROSION RESISTANT ALLOY VANES, 


UNKENHEIMER ADS HAVE 









a 
1 


25 v0 3500 ry $.P.; BOILER MOUNTINGS, LUBRICATING 








; f 
COTTON * POWER PLANT encineenitt SOUTHERN POWER & INDUSTRY * MECHANICAL ENGINEERING * PURCHASING 
INDUSTRY & POWER © NATIONAL ENGINEER * CHEMICAL & METALLURGICAL ENGINEERING ° PETROLEUM ENGINEER 
PAPER INDUSTRY & PAPER WORLD * SUGAR REFERENCE BOOK * OIL & GAS JOURNAL * FOOD INDUSTRIES * POWER 
TEXTILE WORLD * MANUFACTURERS RECORD + MILL & FACTORY © FACTORY MANAGEMENT & MAINTENANCE * SUGAR 
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Lunkenheimer 






shown here ap- 






the publica- 











eee: 
These publicationS“sread by 


technical men, purchasing agents, 






executives — cover virtually every 







industry. And their total combined 
circulation exceeds 380,000. 







Lunkenheimer ads have a two- 






fold objective. Their aim is to sell 





both the superior quality of 






Lunkenheimer Values and the 








better value service rendered by 


Lunkenheimer Distributors. 












ESTABLISHED 1862 


ot LUNKENHEIMERCS: 


—="QUALITY = 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13 CHICAGO 6 
BOSTON 10 PHILADELPHIA 7 













EXPORT DEPT. 318.322 HUDSON ST., NEW YORK 13. N. Y. 










OVER 380,000 
INDUSTRIAL READERS! 


Above is one of the ads appearing in the 
following publications, with a combined 
total circulation of over 380,000 readers. 













HERE’S HOW “THE CHART 
THAT THINKS” WORKS 


First establish a “quota” figure . . . be it for 
salesman, branch office, or total sales. Fold 
the chart twice where the quota figure shows 
and slip the Chart into. the Kardex visible 
margin. Move your Graph-A-Matic signal 
along the margin and as ‘“‘sales-to-date”’ fig- 
ures are charted, the pertinent percentage 
figure is AUTOMATICALLY spot-lighted on 
the visible margin for instant recognition! 


KARDEX S 


ALES CONTROL FCW 


PORTRAIT OF A GIRL 


5 HE IS SECRETARY to the Sales Manager. Her number-one job, at the moment, is 
the compilation of facts and figures that he will direct toward achieving a more 
profitable sales effort. But why the time-consuming slide rule... ? 


To famous, easy-to-analyze Kardex Sales Control has been added a new efficiency 
device .. . THE CHART THAT THINKS. With a slide-rule’s precision, and 
none of it’s complexity, it provides an automatic means for computing sales 
figures in percentage terms! The Chart That Thinks is wholly automatic. An 
integral part of the Kardex visible margin, it produces it’s calculations as a 
by-product of exclusive Kardex signaling. 

The Sales Manager, with this new Kardex development, has added CONTROL 
over the figures that produce profits. He knows at a glance when and where 
to direct extra sales effort . . . and the facts that make this control possible are 
automatically computed and presented visibly for instant action. 

FOR DETAILS about what Kardex is doing today for other successful sales 
managers, write for the illustrated 96 page GRAPH-A-MATIC CONTROL FOR 
SALES MANAGEMENT. No cost or obligation. 

THINKS 


THE CHART THAT 


246 
21 | 41 | 62 | 82 1103 123 


380 
470 | 25 | 50 75 |100 = 
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15 YEARS OF RUGGED SERVICE... THAT’S THE RECORD OF 


THIS WHI TRANSMISSION BELT! 


Day-in and day-out for fifteen years, this tough 
BWH Transmission Belt has powered a Beater 
drive in one of America’s great paper mills. 

Made by the famous Rotocure process of 
continuous vulcanization — which eliminates 
potential trouble spots and increases operat- 
ing life — this belt proved it could take it... 
under high stress . . . difficult operating condi- 
tions . .. and on peak load starting. 


The success stories of BULL DOG Trans- 
mission Belts are matters of record in ore- 
crushing, refinery, paper, lumber, and textile 
industries . .. to name a few. So look to BWH 
for dependable ruggedness... BWH distribu- 
tors for dependable service! 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems . . . we're specialists in 
solving them. Consult your nearest BWH distributor, or 
write co BWH direct. 


Boston Woven Host & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS., U.S.A. 


®. 0. BOX 1071, BOSTON 3, MASS. 
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Talk of the Trade 


NO FOOLIN’: About 80 percent of the people who meet E. T. B. Penman’s 
(Neal & Brinker Co., New York) assistant for the first time say exactly the 
same thing: “No kidding.” . . . The remark is prompted by the assistant’s name: 
Andrew Jackson. 


BATTER UP: Distributors in Boston received lots of mail last month... . 
All their “friends” wanted them to get tickets for the World Series. Don't say it 


SPOOKY: Ralph Bingham (Bingham Tool & Supply, Cincinnati) can tell you 
80 many stories about fortune tellers and mystics that even the greatest of 
skeptics begins to wonder . . . Ralph, incidentally, doesn’t believe in super- 
natural doin’s. 


ON THE ROAD: H. T. Walron (Frank Groves Co., San Francisco) recently 
returned home after “visiting factories” in the east. .. He brought back a new 
car... Mildred Sanders (Klinger-Dills Co., Dayton, O.) made a flying trip to 
New York with her husband and was quite impressed by a visit to a broad- 
casting company. . . One of the radio company’s big wigs was formerly a 
student of Mr. Sanders’. 





SHOCKING NEWS: R. R. Poynter (Standard Mfg. & Sales Co., Lebanon, Ind.) 
received “such a shock” when he read a communication from The BMC Mfg. 
Co., Binghamton, N. Y., that he sat right down and wrote a letter . . . The com- 
munication announced a price reduction . . . Poynter declared: “This is the 
first price reduction we have received in quite a few years as most of them are 
increases of 30 to 40 percent.” . . . Poynter continued by stating that plenty of 
production of quality merchandise is what is needed to lick inflation. 


BUILDERS: J. Bryce Weaver (W. T. Weaver & Sons, Washington, D. C.) 
knows about material shortages from both a business and a personal standpoint 
... Bryce and an architect friend are building (with their own hands) a vaca- 
tion home on the shores of Chesapeake Bay but there’s no telling when it'll 
be finished . . . Bryce hopes some day to use it for entertaining visitors and 
manufacturers’ men. 





SALESMAN’ VS. EXECUTIVE: Recently discharged from military service, 
Merrifield Woodis (Woodis Industrial Supply Corp., Worcester, Mass.) now 
prefers calling on customers to holding down the president’s chair in the office. 


FAMILY MAN: A recent item in a purchasing agent’s publication called atten- 
tion to the fact that T. G. Vaughan (W. M. Pattison Supply Co., Cleveland) 
is almost up to Eddie Cantor’s record. . . Vaughan has four daughters, one, four, 
eight and ten years old. R. W. B. One man's family 
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.-.and another chance for 
Jenkins Distributors to cash in! 


There’s a sound idea in back of the 

t series of Jenkins advertisements 

ed to top management. It is dram- 

izing the fact of rising wage levels and 

terial costs, and their relation to 

e selection, in messages that can’t 
missed. 


Appearing in FORTUNE, BUSINESS 

EK, and other magazines, these mes- 

ees reach 430,000 readers regularly. 

ong them are the important operat- 

f executives in every valve-using in- 

ry, whose concern with mounting 
nance expense can materially in- 

LUMI | 


ORC ee 4) - 


Because it points up the problem 
uppermost in the minds of today’s busi- 
ness management, this advertising is 
being widely read, remarked about, 
heeded. 


For Jenkins Distributors, it provides 


LOOK FOR THIS 27-0" 


eh 


SINCE Dentine Abmry 


another chance to cash in on sales 
opportunities stimulated by sound 
advertising. Since this is only part of a 
plan of equally resultful sales promo- 
tion, is it any wonder distributors say 
there’s no better bet than the Jenkins 
franchise? 

Jenkins Bros., 80 White Street, New York 13; 
Bridgeport; Atlanta; Boston; Philadelphia; 
Chicago; San Francisco, Jenkins Bros., Ltd., 
Montreal; London. 


DIAMOND MARK 


1864 


JENKINS VALVES 


For every Industrial, Engineering, Marine, Plumbing- 


Heating Service . . 
Corrosion-resisting Alloys . . 


. In Bronze, Iron, Cast Steel and 
. 125 to 600 Ibs. pressure 


Sold Through Reliable Industrial Distributors Everywhere 








This message is directed 
to the salesmen of Re- 
public Distributors from 
coast to coast. 


REPUBLIC’S 
POINT POLICY 


LINE 


A line of rubber items sufficiently com- 





plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY © IT IS A RARE PLANT OR 
A quality of product uniformly good INDUSTRIAL OPERATION THAT 


and capable of delivering service results 


that should reasonably be expected. DOES NOT EMPLOY MECHANICAL 
PRICE 


A price basis inducing and making pos- RUBBER PRODUCTS IN SOMEWAY. 
sible aggressive competition with reason- 


able profit return. FEW LINES OFFER SUCH VAST 
FREEDOM SALES OPPORTUNITIES . . . FEWER 


Freedom from competition from his 


source of supply, either direct or indirect, STILL WITH SUCH WORKING AD- 
among the trade covered by his day to day 


oo VANTAGES AS THOSE OF THE 
SELLING 
Selling helps of reasonable amounts so 5-POINT POLICY. 


that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 
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W. F. CROWDER, Editor 


OCTOBER, 1946 


R. W. BARNETT, Managing Editor 


BACKING 


Mix Suppuigs is conducting in be- 
half of the industrial distributor, as 
described in our September issue, is 
receiving a fine response from distribu- 


T« ADVERTISING CAMPAIGN which 


the country. 


From the Southern Supply and Machinery Dis- 
tributors’ Association: 

“WHEREAS, Mitt Suppiies magazine has voluntarily 
sponsored and conducted an advertising campaign in eleven 
of the nation’s leading business papers forcefully calling to 
the attention of the millions of readers of these papers the 
services rendered by wholesale distributors of industrial 
equipment and supplies and the advantages to be gained by 
industrial buyers who channel their purchases through such 
industrial distributors; and 

“WHEREAS, Mitt Suppties has prepared a sixteen-page 
booklet, “Service and Dependability,” outlining in detail 
the services rendered by distributors that can be used by 
individual firms as a mailing piece to their customers and 
prospects; and 

“WHEREAS, Mitt Suppties will continue its advertising 
in several leading industrial publications for the balance of 


tors throughout the nation. Letters of 
appreciation and thanks have been re- 
ceived by your editor from all parts of 


Both the Southern Supply and Ma- 


chinery Distributors’ Association and 
the National Supply and Machinery 
Distributors’ Association have passed 
resolutions of appreciation. These reso- 
lutions follow: 


the year selling the services of the distributors to their cus- 
tomers; Therefore be it 

“RESOLVED, That the Southern Supply and Machinery 
Distributors’ Association hereby expresses its sincere appreci- 
ation to Mitt Suppuies for this extremely valuable and 
timely advertising campaign in behalf of industrial dis- 
tributors.” 


From the National Supply and Machinery Distribu- 
tors’ Association: 

“BE IT RESOLVED by the Executive Committee of the 
National Supply and Machinery Distributors’ Association 
that we hereby express our deep appreciation to Mitt Sup- 
pies, for the extremely valuable campaign they are conduct- 
ing in eleven trade papers to emphasize the availability and 
importance of the services rendered by wholesale distribu- 
tors of industrial supplies.” 


Such a national advertising campaign 
with all its ramifications (see page 83 
of this issue) cannot help but make a 
dent on the consciousness of industrial 
huyers—the customers of industrial dis- 
tributors. For this program to be of 
maximum effectiveness to each indus- 
trial distributor, however, he should tie 
in with the program in his own locality. 
By availing himself of a supply of the 
booklets, “Service and Dependability,” 


and using them to circularize his cus- 
tomer and prospect list, the individual 
distributor can identify his concern as 
the local industrial distributor to which 
buyers are directed in the national ad- 
vertisements. 

These booklets prepared by MILL 
Supptigs are available to industrial dis- 
tributors on a cost-to-us basis. 

By tying in locally the effectiveness 
of the campaign can be helped immeas- 
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urably. Your customers will be hit from 
all angles with the message that it is 
economical and convenient for them to 
purchase their supply and equipment 
needs from their local industrial dis- 
tributors. 

Furthermore, this message needs re- 
peating and repeating in the months 
and years ahead. This should not be one 
short affair. Distributors must keep 
everlastingly at it. 





N. A. W. 


THOSE INITIALS stand for the newly created Nationa] Asso- 
ciation of Wholesalers. Over the next few months and years, 
those initials may become as familiar as N.A.M. for the 
National Association of Manufacturers and C.E.D. for the 
Committee for Economic Development. Certainly, the need 
is as great and the economic functions covered are as 
significant as those embraced by the work of N.A.M. or 
C.E.D. 

No other major division of the American economic struc- 
ture is so little understood as wholesaling. The public appre- 
ciates the vital need for agriculture, mining, manufacture, 
processing, and retailing, but it has never shown any marked 
or intelligent interest in the operations which are necessary 
to move the goods from the factory, mine or mill through the 
channels required to reach the ultimate consumer. 

Misconceptions of the fundamental functions of whole- 
saling have provided many persons and organizations both in 
and out of government with false propaganda that seeks to 
convince the public that the retail prices of commodities 
would be much lower by the elimination of the, so-called 
middleman. 

On the contrary, those familiar with the business know 
that were there no wholesalers, cost of getting the goods to 
almost 2.000.000 retailers, 140,000.000 consumers and tens 
of thousands. of industrial customers would be fantastically 
high. 

The National Association of Wholesalers is made up of 
wholesale associations in all major branches of wholesaling. 
Individual wholesalers will participate and support the work 
of N.A.W. through the cooperation of their own associations. 
The N.A.W. will not minimize the need for the activities of 
wholesale associations in each field but, rather, will afford 
a means for forcefully presenting the opinions of this $100 
billion wholesaling industry on problems of mutual interest 
to all wholesalers. 

Functions and activities of the N.A.W. will be confined 
primarily to publicizing the true service rendered by whole- 
salers and to correct the common misconception that the 
middleman, particularly the wholesaler, adds unnecessarily 
to the cost of living. In connection with the latter aim. the 
N.A.W. will establish a research bureau to compile statistics 
both on the function of wholesalers. and their various methods 
of managing, warehousing. accounting. merchandising. and 
delivering with an eye toward improving present practices 
and lowering wholesaling costs. 

As we have stressed in numerous editorials. there is great 
need for selling the public on the importance of economic 


functions performed by the wholesaler. Our best wishes for 
success go to N.A.W. in the vital job it has cut out for itself. 


Challenge to Sales Management 


THE RECENT BOOKLET bearing this title, prepared by the Sales 
Methods Committee of the American Supply and Machinery 
Manufacturers’ Association. lists 12 basic aids for directing 
salesmen. While this booklet was prepared primarily for the 
sales management and for the salesmen of the manufacturing 
concerns who are members of the American Association, there 
is a message here for each distributor and his salesmen. 

All 12 points listed deserve careful attention, but the first 
two aids listed are of particular interest. 

1. Does the salesman know where to go? 

Intensive market analysis will aid— 

a. on product application to develop in advance what basic 
industries use the product, where they use it. on what appli- 
cation. where to go to find an application. who to see to sell 
the product . . . as the basis for planned selling; 

b. on the development of satisfied users of the product in 
each territory as the basis for expanded sales contact through 
using your users; 

¢. on customer evaluation to establish call-frequency to 
make the most of selling time; 

d. on territory evaluation to put selling strength where it 
will count, alsu as the basis for quota establishment. 

2. Does the salesman know what to say? 

Knowledge of products and knowledge of presentation tech- 
niques will aid the salesman. make an effective sales talk 
in which the salient features of the product are outlined 
from the user’s standpoint. Frequently, too much of this is 
left to the individual salesman which may account for the 
many ineffective sales presentations. This, of course, is cov- 
ered in sales training, but must be watched with vigilance to 
keep the salesman’s product presentation at the highest level 
of productivity. 

The story is recounted in the bulletin of the oldtimer who 
asked his salesmen to answer the “Who and What and Where 
and When” of their next week’s work. Just half of them 
could tell him definitely “where” they were going to be on 
next Monday. Of those, less than half could tell quickly 
“who” they were going to see. And of those who passed that 
test. hardly any could tell him “why” they were going 
to call on the specific individual or “what” they were going 
to do after they got there. 

Do you think this experience is unusual? Try the “Who— 
What—Where—When” test on your salesmen! And, sales- 
men, make the test on yourselves! 
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SELLING THE DISTRIBUTOR 


MILL SUPPLIES’ campaign brings widespread praise, hundreds of distributors 
pledge support, order booklet "Service & Dependability"; manufacturers cooperate 


ed Mitt Supp ties’ campaign to sell 

the distributor’s services to in- 
dustry has prompted the management 
of your magazine to continue an adver- 
tising program for the rest of the year. 

A flood of letters from distributors in 
all sections of the country furnished 
indisputable evidence that distributors 
are aware of the need for presenting the 
story of distributor selling to industry’s 
buyers. They indicated this both in 
notes expressing appreciation- for MILL 
Suppuies’ efforts and in orders for 
hundreds of copies of the booklet 
“Service and Dependability.” 

Pledges of cooperation also came 
from numerous manufacturers with the 
result that there has been a noticeable 
increase in the mentioning of dis- 
tributors in advertisements published in 
magazines read by your customers. 

Both the Nationa] and the Southern 
Supply and Machinery Distributors’ As- 
sociations praised the campaign. Each 
organization sent out a bulletin to its 
membership. advising them of the cam- 
paign and urging their support. In addi- 
tion, the executive committees of both 
organizations adopted resolutions ex- 
pressing their gratitude. 

As a follow up to the publication in 
business magazines of the overall ad- 
vertisement pointing up the distribu- 
tor’s services, Mitt Suppties plans: 

1. To carry ads in American Ma- 
chinist and in Factory Management 


T= ENTHUSIASTIC RECEPTION accord- 





The Cover Photo 


EPECOGNIZING the importance of 
MILL SUPPLIES’ campaign to sell 
the distributor’s services to industry, 
distributors in many cities called their 
sales staffs together to inform them 
of the drive. One such company was 
the Industrial Supply Corp.. in Rich- 
mond, Va., and Lloyd B. Mize, presi- 
dent, is pictured telling his salesmen 
about the booklet, “Service and De- 
pendability.” 

Mr. Mize, who is president of the 
Southern Supply and Machinery Dis- 
tributors’ Association, was the first 
distributor to order a quantity of 
booklets. 








DISTRIBUTORS’ THOUGHTS ON THE CAMPAIGN 


From typical letters received from distributors: 


Mill Supply & Machinery Co., St. Louis 


We think the advertising program you are sponsoring in America's foremost publica- 
tions should be very beneficial to mill supply dealers. The sixteen-page booklet entitled 
"Service and Dependability" should help and our salesmen wi!l want to leave copies with 
a selective group of customers. We suggest you send us 500 copies.—£. H. Wessel. 


Pye-Barker Supply Co., Atlanta, Ga. 


We certainly want to compliment and thank you for this cooperative help to the 
industrial supply distributor. You have most effectively illustrated the advantages of 
using a local distributor which should benefit all distributors and make them more 
conscious of the tremendous help MILL SUPPLIES is constantly giving them.—J. (C. Pye. 


George F. Motter's Sons, York, Pa, 

Your effort in our behalf is a good program and we know the campaign will help our 
industry at this time. Programs of this kind will elevate the industrial distributor to the 
high level we are all working towards.— W. S. Brenner, 

W. J. Riley Supply Co., Monroe, La. 

We certainly think this is a most ambitious and helpful advertising program. We, of 

course, will want a quantity of these 16 page booklets. —E. H. Miller. 
Smith & Klebes, Inc., New Britain, Conn. 

We wish to congratulate you on the full page ad which you are running in various 

magazines. We as distributors surely appreciate your interest in us.—A. N. Klebes. 
Dodge-Newark Supply Co., Inc., Newark 

We think this is a very, very fine piece of work, and should do a great deal of good 
in behalf of our industry.—L. L. Seggel. 

Strong, Carlisle & Hammond Co., Cleveland 

I'm going to call the attention of our entire sales organization to this promotion. 
We'll be glad to cooperate with you in any way we can.—E, E. Swan. 

Frick & Lindsay Co., Pittsburgh 

You and your company, in putting on this campaign, are doing, in my opinion, an 
unusual and tremendous job for the distributors. | am sure that the benefits to our own 
company here in Pittsburgh will be very great indeed.—Wm. M. Patterson. 

Theo. C. Ulmer, Inc., Philadelphia 

We wish to express our thanks and appreciation for your efforts in this Instance as 

well as for the good work you have been doing for many years——George D. Knopp. 
Hays Supply Co., Memphis 

The work that you are doing for the mill supply distributor is far reaching and it ts 
greatly appreciated.—George 8B. Hays. 

Pratt-Gilbert Hdwe. Co., Phoenix, Ariz. 

For our own part we wish to thank you for this program, which fs simply another evi- 
dence of the cooperative efforts you have put forward in your publication and in other 
ways to support distribution through the distributor —Edward Gollwitzer. 

Buford Brothers, Inc., Nashville 

This type of advertising aids us in obtaining business which otherwise we would be 
unable to obtain—Lynn T. Williams. 

Vonnegut Hardware Co., Indianapolis 


Such a campaign is ideal te combat purchasing agents buying direct from manufac- 
turers and | believe you have the answer to what mill supply distributors have been want- 
ing to do for years but could never get together on.—£. G. Vonnegut. 


Kasper & Koetzle, Inc., Brooklyn, N. Y. 


We believe this to be an excellent program, one of which we are reminding our sales 
force should be used to full advantage.—W. L. Koefzle. 











and Maintenance for the rest of the 
year. These advertisements are now 
being drafted and will feature more 
specifically the services performed by 
distributors. Reprints of the advertise- 
ments will be made available for the 
use of distributors, either as mailing 
pieces or as copy for their own adver- 
tisements in lecal mediums. 

2. To run a second printing of the 
sixteen page booklet, “Service and De- 
pendability”, so that copies will be 
available for distributors who wish to 
send them out with their own names 
imprinted on them. The booklets are 
being offered at cost, $8.00 ner hundred 
copies. 

3. To continue to urge manufactur- 
ers to cooperate by mentioning or 
featuring the industrial distributor in 
their advertising directed at users. 

The third point, the enlisting of man- 
ufacturers’ cooperation, was the first 
step taken by Mitt Suppvies last sum- 
mer when plans for the campaign were 
formulated. 

Hundreds of manufacturers have 
demonstrated that they are aware of the 
vital role played by distributors. Al- 
though by no means complete, a check 
of leading business publications re- 
vealed that there were more than 125 
manufacturers advertising the indus- 
trial distributor in their copy. Time 
would not permit a more thorough 
check; if it had, the list which starts 
at the bottom of this page and is con- 





THE INDUSTRIAL DISTRIBU- 
TOR’S ability to render service is 
played up in the current Lunken- 
heimer Co., advertising. This ad- 
vertisement is being published in 
eighteen business publications. 

In a letter to MILL SUPPLIES, 
Fred CG. Berling, sales promotion 
manager in charge of advertising for 
Lunkenheimer, explained “this ad- 
vertisement was directly prompted 
by your recent letter in which you 
stated that MILL SUPPLIES would 
earry an advertisement featuring the 
distributor’s services.” 








tinued on page 258 would be much 
longer. However, in succeeding issues 
Mitt Suppuies will publish supple- 
mentary lists of manufacturers who 
mention distributors in their consumer 
advertising. 

(The down-to-earth comments of 
Publisher A. M. Morris on the subject 
of manufacturers’ cooperation will be 
found in “backfires” on page 300). 

The extent to which manufacturers 
go in publicizing distributors varies. 
Black & Decker Mfg. Co., for example. 
recently .ran an advertisement in the 
Saturday Evening Post in which the 
distributor’s part in the industrial 
picture was featured. The advertise- 


ment drew widespread comment in the 
advertising field and magazines serving 
that field published detailed accounts 
of the Black & Decker campaign to 
make industry distributor conscious. 
Some of the Cleveland Twist Drill Co.’s 
advertising constitute another concrete 
example of “all-out” cooperation with 
distributors. A third and the most re- 
cent example is that of the Lunken- 
heimer Co., which will appear in Oc- 
tober issues. (See reproduction of ad- 
vertisement above). 

Although some manufacturers have 
not featured the distributor in recent 
advertisements, many have adopted 

(Continued on page 258) 





THE SYMBOL THAT 
CAME TO LIFE 


Here are the manufacturers whose advertisements, as revealed in a check by 
MILL SUPPLIES, mentioned the industrial distributor: 


Advance Car Mover Co. 
Ahiberg Bearing Co. 
Air-Speed Tool Co. 
Albertson & Co., Inc: 
Alemite Division 
Stewart-Warner Corp. 
Alien Manufacturing Co. 
Aluminum Industries, Inc. 
American Swiss File & Tool Co. 
Aro Equipment Corp. 
Arro Expansion Bolt Co. 


E. C. Atkins & Co. 

Bay State Tap & Die Co. 
Belmont Packing & Rubber Co. 
Beall Teo! Division 

Hubbard & Company 

Billings & Spencer Co. 

Bird & Son, Inc. 

Black & Decker Mfg. Co. 
Blackhawk Manufactaring Co. 
Black Manufacturing Co. 
Bliss & Laughlin, Inc. 


CLASSIFIED TeLepHONt 00 


Boston Gear Works, Inc. 
Brighton Screw & Mfg. Co. 
Brown & Sharpe Mfg. Co. 
Bunting Brass & Bronze Co. 
Cantol Wax Company 
Carborundum Company 
Chamberlain Engineering Corp. 
Chicago Screw Co. . 
Cincinnati Tool Co. 

Clayton & Lambert Mfg. Co. 
Cleveland Cap Screw Co. 
Cleveland Twist Drill Co. 
Clipper Belt Lacer Co. 


(Additional cooperating manufacturers listed on pages 258 & 259) 
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the VERY YEAR manufacturers spend 
‘ing I thousands of dollars in sending 
ints representatives around to work 
to with distributors and their salesmen in 
pus. the presentation of products to cus- 


‘0.8 tomers. And, for the most part, it is 
money well spent for the teamwork be- 
tween distributor salesman and factory 
re- representative, if intelligently applied, 
spells not only more sales but well satis- 
fied customers. 

ad- Just how does one go about getting 
the most out of association with a fac- 
tory man? More than that, what does 


ave 
ent the average factory man have to offer 
ted to the distributor salesman? 


Interviews with salesmen on this sub- 
oe ject boiled down the answer thusly: 

1. The factory man is a source of prod- 
uct education. 
2. He offers technical assistance and 
know-how. 
3. By learning to see through his spe- 
cialized eyes, the salesman’s ability to 
recognize sales opportunities is broad- 
ened. 

So far as the “how” of getting the 
most out of working with manufacturers’ 
men is concerned, the salesmen stressed 
the following points: 

1. Before a manufacturer's man calls, 
get all of your problems and questions 
in one pile. Keep notes on questions 
that bothered you, on applications that 
raised doubts in your mind and on ar- 
guments for competitive lines that found 
you without a ready and satisfactory 

, answer. 

2. Have your calls set up for the ar- 
rival of the factory man. Be sure that 
these are calls which will be mutually 
profitable and where the factory man’s 
specialized knowledge won’t be wasted. 

Both of these preclude a big “must” 
for both the factory man and the dis- 





WANT TO 
SELL MORE? 


Pointers on increasing sales through working with manufacturers’ men are 
given by supply salesmen; product knowledge, better sales presentations stressed 


tributor salesman. The factory man 
must let the salesman know when he 
expects to arrive and he must keep his 
appointment. The distributor salesman 
must cooperate, too, in keeping and be- 
ing prepared for the appointment. 


Ex-Factory Man Reports 


Regarding these and other aspects 
of how to make the relationship between 
distributor salesman and factory man 
mutually profitable, the remarks of 
F. M. Daniel, salesman for the St. 
Louis firm, Mill Supply & Machinery 
Co., are interesting because Mr. Daniel 
has been on both sides of the fence. Un- 
til recently he was a tool engineer for 
Wendt-Sonis Co., and, indeed, conducted 
that firm’s school for distributor sales- 
men. 

Drawing on his experience as a fac- 
tory man, Mr. Daniel said that his chief 
gripe was against non-cooperative dis- 
tributors. 

“TP was very discouraging,” he said, 
“to call on a distributor (owner, sales 
manager or other responsible executive ) 
after writing ten days or two weeks in 
advance and then find that no advance 
preparations had been made for the 
call: no questions, no selected calls.” 

Mr. Daniel said that fortunately this 


Know your products or lose sales, says 
F. M. Daniel (top) who looks to factory 
men for technical sales information. 


Sales horizons expand as a result of 
working with manufacturers’ repre- 
sentatives, according to Salesman R. 
A. Grass (center). 


It is helpful when manufacturers’ rep- 
resentatives schedule calls in advance, 
and maintain the schedule, says James 
Hughes, (bottom.) 
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Tough accounts can be cracked with 
the aid of factory specialists, reports- 
R. W. Koenig speaking from experi- 
ence. 


To get the most out of visits from 
factory representatives prepare ques- 
tions and calls in advance, advises 
Walter Gerhardt. 


On the first joint call with a factory 
man Jesse Leuchtner stresses product 
information. He makes a follow-up 
call to sell. 


lack of cooperation was not met too 
often in such extreme. 

“One thing that it will pay the manu- 
facturer and distributor alike to remem- 
ber is that no distributor salesman, 
pushing various lines, can be an expert 
in all,” he said. “If a man has a dozen 
or more lines to push, he will push the 
one or two that he knows the most about. 
This, of course, is a hint to the spe- 
cialty man to educate the salesman in 
his line. 

“One big reason why the specialty 


and the distributor men should work to- 


gether is this: The specialty man calls 
on big companies; he cannot make every 
little shop. Therefore, if the specialty 
man cannot get his line into the big 
places and educate the distributor sales- 
man, it is plain that he will have little 
success in his territory in getting the 
distributor salesman selling successfully 
in the smaller shops. In many cases, the 
smaller accounts are the distributor 
salesman’s bread and butter and if he 
doesn’t know his line he can’t sell and 
then he wonders why his earnings are 
failing to meet his living expenses.” 


Mutual Aid Necessary 


The working relationship between the 
mill supply salesman and the manufac- 
turer’s representative depends for its 
productiveness upon mutual aid, ac- 
cording to H. W. Bendel, Brown Engi- 
neering Co., Reading, Pa. The joint 
customer call loses much of its value if 
it becomes a one-sided effort. 

“The distributor salesman knows his 
customers, and the manufacturer’s man 
knows his product line. It is the re- 
sponsibility of the distributor’s sgles- 
man to direct the selling approach of 
the manufacturer’s representative, de- 
pending upon the particular customer, 
so that sales effort will bring the maxi- 
mum results. For example, high pres- 
sure selling methods won’t work with 
some customers. The manufacturer’s 
representative must be made aware of 
this by the distributor, who knows the 
customers best.” 

Tempered by a knowledge of a cus- 
tomer’s likes and dislikes, added Mr. 
Bendel, the manufacturer’s man can in- 
telligently and tactfully inject his broad 
product knowledge into the joint inter- 
view and do much toward the cultiva- 
tion of customer respect and patronage. 

“For my money,” Mr. Daniel contin- 
ued, “I like the factory man who shows 
how. I have in mind one representative 


who came to me and talked; telling me 
about the line he represented. I learned 
a little. Then another man, for a differ- 
ent line came along. He said: ‘Will you 
spend an hour with me?’ I said I 
would. Then he took off his coat and 
asked me to do the same. We went 
back into stock and he took a piece of 
equipment apart and put it together. 
Then he demonstrated applications. J 
learned a lot. I was sold. 

“One thing that any distributor sales- 
man ought to have no hesitation about 
is pulling the specialty man down to his 
own (salesman’s) level. Too many rep- 
resentatives of factories get to talking 
over the heads of the distributor sales- 
man and this is the natural product of 
the factory man’s specialized knowledge. 
And, by the way, it’s a good idea to 
keep a record of where you take the fac- 
tory man so as not to make too many 
calls on the same account with the 
same man.” 


Advance Preparation Vital 


Regarding the importance of setting 
up for the arrival of a factory man, 
R. A. Grass, salesman for Tools & Sup- 
plies, Inc., St. Louis, feels that such 
preparation is the only way to get the 
most out of the time spent by both par- 
ties. In fact, with the resident factory 
men, at least, a close working agree- 
ment has been reached. When they 
leave town they notify Tools & Supplies 
which keeps a chart showing just where 
each is and when he will return. Need- 
less to say, Mr. Grass works very closely 
with factory representatives. 

“I learn on every trip I take with a 
manufacturer’s representative,” Mr. 
Grass said. “It is much better than a 
sales school. When you are out with a 
man you hear and see his performance 
on the firing line. Sometimes you see 
hi:n tear a machine down and do a real 
sel'ing job. Those are the times I really 
learn something worthwhile. Many 
times a factory man will see opportuni- 
ties tor sales that the distributor will 
completely miss. This is an angle ] 
cannot stress too strongly for I feel that 
I never will quit learning and every in- 
telligent specialty man has some knowl- 
edge to impart. For instance, I got a 
factory man into a plant the other day 
and he suggested to me that I try to 
sell some balancers for pneumatic tools. 
I sold 22. I had been overlooking 
$500. 


“ 


peaking of pneumatic tools, here 














ig an example of how close teamwork 
between manufacturer's representative 
and distributor salesman spelled suc- 
cess: 

“On a regular account I'saw a chance 
for selling sume portahle air tools. In 
talking with representative of an air 
tool firm I found out how right I had 
been. The company was on the verge 
of ordering 100 screw drivers and air 
drills from a competitor. Now we did 
not carry an air line at that time, but 
we had been considering the line han- 
dled by my manufacturer friend. He 
could not crack the account. I knew [ 
could get an audience but had no air 
line. To make a long story short, 
we took on the line, I got the factory 
man into the plant and between us we 
got half of the order after the specialty 
man supplied engineering data, con- 
ducted demonstrations and sold the 
qualities of his line.” 


Pre-arranged Schedules Urged 


Selling welding equipment and sup- 
plies requires departmentalization and 
concentrated selling efforts, says James 
Hughes of S. Donald Fortson Co., Au- 
gusta,Ga. Mr. Hughes does the selling 
of these items for the Augusta supply 
firm and he believes manufacturers’ 
men play an important role in the sup- 
ply firm’s ability and willingness to 
give adequate and reliable service with 
the products it sells. 

While the supply firm can assist the 
customer with a majority of prohlems 
which are always arising in welding, 
the few times when excellent expert ad- 
vice is required, as in the performance 
of some complicated welds involving a 
knowledge of technique and metallurgy, 
the appearance of a factory man obvi- 
ates guesswork and assures the cus- 
tomer of a solution based on sound 
principles, according to Mr. Hughes. 

The frequency of a factory man’s visit 
depends upon the product, whether it 
requires instruction in handling or 
whether it could be used without much 
preliminary instruction. The type of 
work customers do with the equipment 
also determines frequency of visits. If 
the work is routine, visits by manufac- 
turers’ men need not be so frequent; 
if general, visits may have to be often. 

Mr. Hughes receives visits from fac- 
tory men on a schedule based upon 
these considerations. Thus, one fac- 
tory man calls every two weeks, two 
others every three weeks and still an- 





is prepared fur each visit in order that 
as many customers as possible might 
benefit from consultation and advice. 


Customer Won by Test 


Testimony on the effectiveness of the 
reservoir of valuable technical informa- 
tion maintained by most factory repre- 
sentatives cume from R. W. Koenig, 
salesman for Colcord-Wright Machinery 
& Supply Co., St. Louis. 

Mr. Koenig spoke of a large account 
which used grinding wheels. “They 
used a competitor’s wheel, and though 
I had friends in the plant I could not 
seem to get the business,” he said. “I 
talked this situation over with the 
resident representative of our abrasive 
supplier and we cooked up a plan 
whereby I would use my contacts to 
ask for a test run. I did and suc- 
ceeded in getting a favorable reply. 
The factory man then went with me to 
the plant and, after inspection of the 
type of grinding done, the equipment 
used and other considerations, we went 
back to Colcord-Wright and made a 
complete report, recommending two 
wheels of two different gradings. This 
report then was submitted to the fac- 
tory for analysis by an engineer special- 
izing in that type of grinding. After 
we got his report the next step was to 
go back to the plant. 

“We installed the recommended 
wheels for the tests which were run 
by a regular employee. Casting and 
wheels were weighed before the work 
started and after the work was com- 
pleted, with a record kept of the time. 
The kind of job done, the amount of 
abrasives used and the time in which 
the work was done all were favorable 
for us and consequently I got an order 
which has been good for repeat busi- 
ness ever since.” 

Mr. Koenig said that about “99 per- 
cent of the manufacturers’ men I have 
run into have been okay. 

“A manufacturer’s man, to get any 
place with me, must know his product. 
He must have an acceptable appearance 
and personality and, above all, he must 
be willing to work. I won't waste my 
own time and [I won’t let anyone else 
waste it for me. 

“Usually I try to spend a day or two 
with the men representing the more 
important lines. I always set up ac- 
counts for him and have all my little 
(Continued on page 269) 
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other, every three months. An itinerary’ 























Manufacturers’ men need not be 
salesmen, so long as they are 
equipped with technical knowledge, 
deciares John A. Wright. 

























John E. Dublin has found that manu- 
facturers’ men can be extremely help- 
ful in aiding salesmen to open new 
accounts. 




























The extensive product knowledge 
that factory men have can often re- 
solve a customer’s indecision, Leon 
H. Wessner has found. 
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Eli Phaneuf, salesman for J. T. Wing 
Co., Detroit, starts out from his home 
at about 7:30 a.m. 


Hf he plans city calls, Mr. Phaneuf 
first goes into his office and checks 


his board for material from Sales 


Manager David S. Piggott. 


HOW DO SALESMEN 


SPEND THEIR 


Majority of industrial supply men report interviews 
with customers absorb 112 to 2 hours daily. Average 
day with Detroit distributor salesman pictured 


industrial supply salesman spend 
with his customers? 

There have been numerous studies on 
the subject, some superficial, 
fairly exhaustive. But, it is still diffh- 
cult, if not impossible, to establish a 
yardstick by which every salesman can 
measure his individual efficiency. There 
are many variables; new and extenuat- 
ing circumstances seem to appear con- 
stantly. However, it is an extremely 
interesting field for,each salesman to 
explore. The interview with a cus- 
tomer ranks second in importance only 
to the obtaining of an order. 

Although most salesmen find it dif- 
ficult to estimate how long each day 
they are in the company of potential 
customers, a check with supply men in 
various parts of the country revealed a 
comparatively small range in estimates. 
The highest was two and a half hours; 
the lowest, one hour. The majority, 
however, replied in identical fashion: 

“About an hour and a half to two 
hours a day.” 

This average is about the same as 
A. H. Fensholt reported in a booklet 


ie MUCH TIME each day does an 


some 


entitled “Mechanized Selling”. He 
disclosed that industrial salesman spend 
about 100 minutes a day in actual sell- 
ing. A higher average was reported by 
Col. Charles M. Piper in Printers’ Ink 
some time ago. He estimated ‘that 
salesmen spend two to three hours per 
working day in the presence of cus- 
tomers. 

A survey by Factory Management & 
Maintenance revealed the average in- 
dustrial salesman spends 500 hours c 
year on actual customer contacts. While 
this figure may seem high when it is 
considered that the average working 
year consists of 244 working days, it 
has been pointed out that “a 50 per- 
cent figure is representative of the ca- 
pacity of the salesman who is hitting 
on all clyinders—i.e, the man who 
makes maximum use of his working 
hours.” 

How each individual industrial sup- 
ply salesman’s time is spent depends 
upon many factors. 

How large geographically is the ter- 
ritory he covers? Obviously, the sales- 
man who can walk out of one plant into 
another, will make more calls per day 
than the salesman who has to travel 
ten to fifteen miles from one plant to 
another. 

Are his accounts large or small? 
Large accounts usually mean an in- 
crease in waiting time to see buyers. 

Does he specialize on one or two 
items or does he sell the book? Selling 
a host of items often means waiting to 
see more than one buyer. 


The material clipped to the board usually 
results in a conference with Mr. Piggott. 





TIME ? 


By R. W. BARNETT 
Managing Editor 


How much time does he have to spend 
in his office? Some firms make it a 
practice to keep salesmen inside at 
least one day a week. 

How much telephone work does he do 
each day? Salesmen who have ce- 
mented their friendship with buyers 
often find they can frequently substitute 
a telephone call for a personal visit. 

Factory’s study, while dealing with 
the broad classification of “industrial 
salesmen”, showed this breakdown of 
the average salesman’s time (2,500 
saiesmen were included in the study) : 

50 percent is spent in the presence 
of customers. 

38 percent in traveling or awaiting 
interviews. 

12 percent on reports. sales meetings 
and office work. 

To make an effective study of his 
time, a salesman must first know both 
himself and his work. Simple arithme- 
tic will reveal how many working hours 
per year he has at his disposal. In 
most cases, salesmen work 244 days 
per year and, if the working day con- 
sists of eight hours. he has 1.952 work- 
ing hours. 

How do you,. as a salesman, use 
those 1,952 hours? 
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After making an average of dx to eight calls and spending an hour and half 
to two hours with customers, Mr. Phaneuf hurries back to the office. He has 
educated customers to the fact that he usually is in the office after 3 p.m. 
and It is then that he gets the majority of his calls. 


Mr. Phaneuf, having more than 20 years selling experience 
in back of him, experiences little difficulty in talking to poten- 
tial customers right on the job. 


By 9 a.m., office routine has been cleared up and Salesman 
Phaneuf starts out on calls. Days when he works out of the 
city proper, Mr. Phaneuf leaves directly from his home. 





“THIS 1S THE HOUSE 


THAT JACK BUILT” 


Los Angeles distributor likens related selling to child- 


hood game, warns that salesmen who do not follow 


through are not servicing accounts completely 


such as tools and abrasives, it is 

necessary to know and have thor- 
oughly charted in one’s mind the se- 
quences that go before or follow after 
each item in the line. 

No one tool stands alone as a perfect, 
indivisible sales atom that you can sell 
and then be on your way. It is only the 
nucleus. It has “protons” and “neu- 
trons” all bound together by “electrons”. 
If you can bust this atom wide open, it 
is found to have astounding sales po- 
tentials. 

This is as far as I can go into the sub- 
ject atomically speaking, being no Ein- 
stein. So let’s get down to what we 
all know about, but don’t usually more 
than half apply, and that is “Sell the 
related items at every opportunity all 
the time.” 

When you sell a twist drill, or take 
an end mill or milling cutter order for 
example, do you have a mental picture 
of all the other sales possibilities that 
are tied in with that order? 

If it is a drill, de you just find out 
if they need a drill grinder, and when 
they say no, do you let it go at that? 
Or do you find out what the too! involves 
other than just hole making? Is the 


rT successfully sell specialized lines 


drilled hole going to be reamed? If so, 
how about reamers? Are the holes go- 
ing to be tapped and how are they fixed 
for taps and tap sharpening equipment? 
Do the tapped holes take screws. either 
fillister or flat head, and if so, how about 
counterbores? 

It can be seen that there is a kind of 
routine to be gone through here in build- 
ing the sales of related items. The bet- 
ter you know the he more 
closely you follow it on every occasion, 
the greater the figures will be on your 
monthly sales sheet. Successfully build- 
ing sales in this way may be likened 
to the “House that Jack Built.” As 
youngsters, remember how we used to 
go through the repetitious routine in 
sequence. We had to be good. We 
couldn’t forget anything or someone else 
would jump in and take the ball away 
from us. 

I can conscientiously say that if I, or 
any of our salesmen, do not go through 
the whole chart of sequences, we have 
not completely or intelligently serviced 
the account. 

Roughly sketched here, in Chart 1, 
are the sales sequences, or perhaps we 


By L. E. BERGHAUSER 
President, Allied Tool & Abrasive Supply Co.., 


Los Angeles, Calif. 


should say “consequences,” of a dril? 
sale that are required not only for the 
maintenance of the drill itself but the 
other items that are, or may be, re- 
quired resulting from the operation of 
the drill. 

Chart No. 2, showing what. can be 
built on an end mill sale, is a little dif- 
ferent, in that this particular “House 
That Jack Built” has a basement. There 
are a lot of items that the tool and ab- 
rasive specialist can figure on in the 
preparation of the raw stock on which 
the mill is to work. 

Again and again, we drill into our 
salesmen that the approach to any cus- 
tomer is based on two fundamentals: 

(1) to do anything possible to help 
the customer improve his product 

(2) to do everything to help him 
lower his production cost 

Manifestly, when a salesman sells a 
tool and stops there, he is not perform- 
ing either of these functions. He must 
know the sequence by heart. He must 
not overlook or deliberately bypass a 
single one of the elements. 
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New recommendations get 
industry approval to elim- 
inate excess wrench sizes 


MORE WORKABLE and efficient line 
A: open end and box wrenches, 

made from carbon and alloy steels 
should result from recent adoption of a 
Simplified Practice Recommendation by 
manufacturers. Nearly 400 manufac- 
turers, distributors and users of these 
tools in all parts of the country were 
circularized with suggested sizes and 
indicated their approval of the recom- 
mendations before it was published in 
cooperation with the National Bureau of 
Standards. 

The new recommendation provides for 
elimination of 85 of the 340 different 
sizes and varieties of open end and box 
wrenches previously manufactured, re- 
ducing the total to 255. According to 
the Service Tools Institute, who devel- 
oped the recommendation, the sizes 
eliminated were excess varieties which 
had crept into the wrench line over a 
period of years, and for which there 
is little or no demand. Therefore, users 
should not be seriously inconvenienced. 

In working out the Simplified Practice 
Recommendation, provision was made 
for wrenches to fit every size of bolt, 
nut, cap and set screw in each standard 
used in this country. To insure full cov- 
erage, leading bolt, nut and cap screw 
manufacturers were consulted. 

The recommendation covers all alloy 
and carbon double head, open end and 
box wrenches, except small ignition or 
electrical wrenches, midget type box 
wrenches, and others with openings not 
based on standard bolt siz: s. 

Committees of the Service Tools In- 
stitute, whose membership includes 


‘head 


Standard sizes of open-end double- 
alloy-steel 15 degree 
wrenches have been cut from 50 
to 41. 


many manufacturers of mechanics’ hand 
tools, included: 
Alloy Wrenches— : 

E. J. Wilcox, chairman, J. H. Wil- 

liams & Co., Buffalo, N. Y.; W. D. 

Endres, Billings & Spencer Co., Hart- 

ford, Conn.; Horace Armstrong, Arm- 

strong Bros. Tool Co., Chicago, IIL; 

F. S. Durham, Bonney Forge & Tool 

Wks., Allentown, Pa.; W. R. Hosford, 

Duro Metal Products Co., Chicago, 

Ill.; M. B. Pendleton, Plomb Tool 

Co., Los Angeles, Calif. 

Carbon Wrenches— 

Horace Armstrong, chairman, W. D. 

Endres, E. J. Wilcox. 

The Institute also acknowledges the 
assistance rendered to the committees 
by George E. Umhau of the National 
Bureau of Standards. 

Changes made in various wrench types 
are as follows: 

Table 1 covers open end double head 
alloy steel 15 degree angle wrenches 
and recommends 41 sizes as against ap- 
proximately 50 sizes previously made. 

Table 2 covers open end double head 
carbon steel 15 degree angle wrenches 
and recommends 66 sizes instead of 104. 

Table 3 covers double head check 
nut wrenches, carbon steel, and recom- 
mends 20 instead of 24 sizes. 

Table 4 covers regular or heavy “S” 
wrenches, carbon steel, and recommends 
22 instead of 23 sizes, 


MILL SUPPLIES © OCTOBER, 1946 


The Simplified Practice Recom- 
mendation lists 41 instead of 50 
sizes of double-head alloy-steel 
long pattern box wrenches. 


Table 5‘ covers light service “S” 
wrenches, carbon steel, and recommends 
the continuance of the present 18 sizes, 
with no eliminations. 

Table 6 covers double head set screw 
wrenches, carbon steel, and recommend: 
13 instead of 21 sizes. 

Table 7 covers box wrenches, long 
pattern, both 15- and 45-degree angles, 
alloy steel, and recommends 41 instead 
of 50 sizes. 

Table 8 covers box wrenches, short 
pattern, both 15- and 45-degree angles, 
alloy steel, and recommends 11 instead 
of 15 sizes. 

Table 9 covers combination box and 
open end wrenches, alloy steel, and rec- 
ommends 23 instead of 35 sizes. 

Also included in the recommendation 
is a chart listing all standard bolts, 
nuts (in light, heavy and regular 
series), also cap and set screws, ma- 
chine screw nuts and store bolts, show- 
ing correct nominal sizes of wrench 
openings. 

It covers a range from #z in. to 6% in. 

A limited supply of the Simplified 
Practice Recommendation No. R220-46, 
giving full details of the new prescribed 
standard, has been set aside for free 
distribution. You may obtain them fram 
the Superintendent of Documents, Gov- 
ernment Printing Office, Washington, 
D. C. When the supply of free copies 
is exhausted, additional ones may be ob- 
tained for 5 cents each. 





This committee has the final say on the adding of lines at Tiemann Hardware 
& Supply Co. Left to right: W. J. Lagendorf, buyer; J. M. Anderson, sales 


manager; 


George H. Heubner, treasurer; 


George W. Gardner, president; 


Henry G. Vogts, secretary and manager industrial depangment; H. P. Roen- 
feidt, buyer; H. O. Head, assistant to president—customer relations; and J. H. 


Hoffeld, buyer. 








Post war reshuffiing of lines is underway; 
distributors active in adding and drop- 
ping lines to meet new market requirements 








the nation are active in considering 

the addition of new lines these days 
not only because there are many new 
companies with new products on the 
manufacturing scene, but also because 
of a well nigh universal desire to take 
every step possible to sustain sales vol- 
ume to offset the effect of considerably 
higher operating expenses. 

How the distributors are going at this 
job of line selection presents a picture 
of wide contrasts. Some have a well-or- 
ganized routine with various tests which 
the proposed new line must meet, 
capped by an executive conference at 
which the final decision is made. Others 
rely more on intuition developed from 
long years of selling experience. The 
result, in any event, is the same in one 
important aspect: Old lines are assayed 
and new lines are added. 

In addition to the virtually all-im- 
portant matter of deliveries, new lines 
under consideration do get a searching 
inspection of margins, distributor poli- 
cies, sales potentials and other related 
factors. Not the least of these other 
factors is price. While the sellers’ mar- 


[ise sai DISTRIBUTORS throughout 
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ket currently is showing signs of wilt- 
ing, around the edges at least, the em- 
phasis still is on delivery, and price is 
secondary. Distributors know, however, 
that competitive selling is on its way 
back and for this reason are extremely 
wary of new products which, under the 
OPA rules, have been priced consider- 
ably higher than their counterparts 
made by old line manufacturers. 

Naturally there are many other con- 
siderations, including the reliability and 
credit rating of a new manufacturer, 
his cooperation through advertising and 
other sales aids, estimated turnover of 
stocks, amount of sales effort required, 
the ability of the distributor himself to 
give adequate representation and the 
opinions of the salesmen who will sell 
the line. These, and other factors going 
into selection of lines, are highlighted 
in the following excerpts from inter- 
views with distributors: 


W. E. Smith, Supply Department 
Manager & Buyer of Industrial Sup- 
plies, Stewe Hardware & Supply Co., 
Kansas City 


IN ADDITION to stressing that with dis- 
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“In periods of changing times, such as 
we are now going through, constant 
vigilance is the price of security—a 
supplier must be able to back up his 
merchandise.” 

—E. A. Barlow. 


ADDING 


NEW 


tributor purchasing agents it is a case of 
caveat emptor and that items which look 
good now may be too high priced when 
competitive selling returns, Mr. Smith 
said that one other pitfall he guards 
against is placing too much credence 


“I always want to know whether a 
line is sold exclusively through dis- 
tributors and, if so, on an exclusive 
or what kind of basis; this isa vital 
factor in weighing a new tine”— 
A. H. Althoff. 
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“A new line must fit into the picture; 
it would be disastrous to load the 
inventory with a lot of unrelated 
items which, though saleable, did not 
conform to our general pattern.”— 
E. J. Davis. 


LINES 


in the experience of other distributors. 

“For instance,” he said, “a manufac- 
turer’s representative may have a very 
bullish story for a line, based on the ex- 
perience of Chicago or eastern distrib- 
utors. However, territories differ, and 


“There is more to selection of new 
lines than merely keeping up with 
the parade of new products; long 
range economic changes have an 
effect on buying habits of industry” 
—C. E. Kane. 


western or southwestern territories. 
What holds for Chicago or Buffalo does 
not necessarily hold for Kansas City and 
each line must be appraised in the light 
of the potentials of our own territory.” 

Mr. Smith said that one of the first 
steps taken in considering a new line is 
a conference with the industrial sales- 
men. 

“Sometimes,” he said, “it may be a 
line that the salesmen themselves have 
called to our attention. Or someone 
may have brought it to the attention 01 
the salesman through an inquiry. You 
know, this frequently happens and it 
is largely traceable to reading habits. 
A purchasing agent who reads American 
Machinist and Factory Management 
and Maintenance and other trade publi- 
cations usually is rather keen on dis- 
cussing new products and applications 
as described in the ads and editorial con- 
tent. Ideas for new lines come from 
many sources and I myself read Mit. 
Suppuies thoroughly for new ideas. 

“When a new product appears to hold 
possibilities for us, then the real work 
of determining whether or not it is a 
logical addition to our lines starts in. 
Often, too, there is a decision to make 
on dropping some other line. One thing 
that makes this job of line selection 
more difficult these days is the fact that 
the Kansas City market is somewhat 
new from the standpoint of diversified 
industrial activity and, barring wartime 
experiences, is an expanding market. 
Therefore, determination of potentials 
—never an easy job—is doubly difficult. 

“Naturally, any new line has to he 


“The salesmen’s attitude toward a 
line is all important; their daily 
contacts and accumulated experi- 
ence provide a reliable measure of 
the worth of a prospective line”’— 
W. T. Ryan, Jr. 





that is especially true when you get into - 


within the scope of our business. And, 
we must be certain that we can do an 
adequate job of covering the market. 
Hence, I ask myself not can the item 
be sold, but rather does it fit in with our 
other lines? 

“After preliminary work has heen 
done in determining to take on a line, 
and distributor policy, margin, cash 
discount and other important tests have 
been met satisfactorily by the manufac- 
turer, the next step involves missionary 
sales work. This is more in the nature 
of a final examination and it is done 
in conjunction with the manufacturer’s 
man, when possible. Various customers 
are approached, their reactions studied 
and application or performance of the 
item in actual use is studied. Mean- 
while, on the basis of information de- 
veloped by actual calls on trade, the 
manufacturer’s recommendation and 
other factors, minimum and maximum 
stock is evolved and orders are placed, 
if the line finally meets all tests.” 


C, E. Kane, manager of supply depart- 
ment and buyer for Orr Iron Co., 
Evansville, Ind. 


SELECTION OF NEW LINES is a process 
of careful and analytical choosing, ac- 
cording to Mr. Kane. 

“Of course,” he said, “there is more 
to it than merely keeping up with the 
parade of new products. For instance, 
long-range economic changes in an 
area will have a profound effect on the 
buying habits of industry. 

“Evansville for many years has been 
identified as a wood-working center. 

(Continued on page 261) 


“Any new line has to be within the 
scope of our business and we must be 
absolutely certain we can do an ade- 
quate job of covering the market be- 
fore we will consider taking it on.” 
—W. E. Smith. 





BETTER BUSINESS 


Distributor incorporates nine features in new plant to de- 
crease operating costs and promote operating efficiency 


ESTRICTIONS on industrial and com- 
mercial construction to further the 
ising program have not dimin- 
ished the interest of the industrial dis- 
tributor in the design and construction 
of new quarters. New buildings which 
increase the operating cfficiency and 
cut operating costs are contemplated 
as “musts” by many distributors. Sev- 
eral distributors did their post war 
planning early enough to be able to 
take advantage of materials when re- 
strictions were lifted temporarily after 
V-J Day. A majority, however, find 


themselves still in the planning stage. 
The design and construction of build- 
ings to be used exclusively for indus- 
trial supply distribution is a relatively 
new art. Therefore, many ideas may be 
obtained from the experience of such 
enterprising concerns as the W. J. Riley 
Supply Co., of Monroe, La., which re- 
cently moved into its new plant. 

Since Monroe is situated on the edge 
of the world’s largest natural gas fields 
and near huge oil deposits, many manu- 
facturing and processing plants have 
sprung up in the vicinity. W. J. Riley, 
owner and operator of the Riley Supply 
Co., backed up his confidence in the 
continued expan.ion of his own firm 
and the growth of the cit, by carefully 
laying his plans for new and larger 
cuarters. When the oppurtunity for 
construeting them arose, he seized it 
and the result is one of the most modern 
and efficient distributing plants in north 
Louisiana. 


Before undertaking the project, Mr. 
Riley conferred with H. H. Land, a local 
architect, and the two deduced; from 
experience and study, that an up-to- 
date, efficient supply building should 
possess nine requirements. These are: 

1. The design and construction must 
facilitate handling of materials into, 
inside, and out of the warehuuse with 
the minimum of lost effort, time, space 
and manpower. 

2. It must be of fireproof construction 
to reduce insurance costs and prevent 
fire losses. 

3. Maintenance must be economical 
and efficient. 

4. It must be located on a plot large 
enough to provide ample parking space 
for customers’ and employees’ cars and 
trucks, outside storage space and room 
for building expansion. 

5. Location must be convenient to 
trackage and accessible to suppliers. 
customers and employees. 











Counter. 











Public space: 
Beg P. 














Spacious offices and show room are featured in the new building. Note location of counter at side. 


wirn BETTER BUILDINGS — 


6. Design of building must provide 
for expansion without demolition. 

7. Office and working quarters “ust 
be spacious, cumfortable and pleasant. 

8. Display area must be large, attrac- 
tive and easily seen from street. 

9. Appearance must be subordinate 
to the functional qualities of the build- 
ing but still distinctive. It must have an 
advertising value. 

Mr. Land wrote all the specifications 
into the plans for the building which 
was constructed by Ford, Bacon & Davis 
Construction Corp., of Monroe and 
New York City. The resuit was a one- 
and-a-half story building on a five-acre 
plot on Louisville Ave. which meets 
all of Mr. Riley’s requirements. It is a 
fireproof structure of red brick and 
glass blocks, and faces 100 ft. on Louia- 
ville Ave., which is a part of the trans- 
continental road, Highway 80. The loca- 
tion provides economical trackage since 
it is directly east of the main line of 


Executives and salesmen do inside 
work under ideal conditions behind 
glass block walls which provide privacy 
and light. 


the A. & L. M. Railroad. The size of 
the tract is more than ample for pres- 
ent needs which takes care of parking, 
storage and expansion. 

The total floor space of the building 
is 24,000 sq. ft. There are two stories in 
front, running to a depth of 40 ft. The 
lower east half is constructed of glass 
blocks, enhancing the modern appear- 
ance. The executive, sales and account- 
ing departments are in this portion of 
the building. Mr. Riley has a private 
office which, along with the other 


offices, is fluorescent lighted and air- 
conditioned, winter and summer. The 
general offices are L-shaped, 20 ft. 
by 70. ft. 

The west portion of the building con 
tains the show room on the first floor 
and more offices on the second. The 
show room is divided from the sales 
office in the eastern half of the building 


‘by large plate glass partitions. This per- 


mits a full view of the show room and 
all visitors from the sales room. The 
show room is 20 ft. by 50 ft. and is 











Give them room is the watchword of 
Riley Supply when it comes to counter 
service. No walls block off stock shelves. 


Storing and moving merchandise in the 
warehouse is unhampered by posts 
because of the truss roof. 





There’s no doubt about what Riley Supply selis. A large, well-windowed 


display area takes care of that. 


visible from the highway 30 ft. away 
through large plate glass windows. The 
first floor ig covered with brown and 
black asphalt tile. The woodwork is 
brown and the walls cream colored. 
The warehouse portion is 100 ft. by 
180 ft. It is 14 ft. from floor to roof 
trusses which reach across the building 
for 100 ft., leaving the floor free of 
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posts. The lack of posts makes it pos- 
sible to utilize all warehouse space for 
efficient storing and moving of mer- 
chandise. 

Provisions for expansion were incor- 
porated into the building. The rear 
wall is of temporary construction and 
may be moved back when an addi- 
tional 100 ft. is added to the building. 
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The walls were built 14 ft. high in 
order to accommodate a mezzanine 8 ft. 
high and 20 ft. wide. This mezzanine 
will run along the entire length of the 
building and will increase the storage 
space considerably. Mr. Riley antici- 
pates the five acres covered with other 
modern buildings to accommodate stocks 
running from $250.000 to $500,000. 

The pipe and steel yard is sur- 
rounded by an 8-ft. steel fence. As 
many as four minimum carloads of 
pipe have been shipped from the racks 
in a single day indicating ample stor- 
age space. 

Suppliers, customers and other busi- 
ness men have inspected the new plant 
and have termed it a model supply 
structure. Mr. Riley is satisfied that it 
contains all the features necessary for 
eficient and economical operations, 
good working conditions, effective dis- 
play and possible expansion. He be- 
lieves it put the firm in an excellent 
position to “get there fustest with the 
mostest.” 


Outgrew Old Place 


Mr. Riley founded Riley Supply Co. 
in January 1945 after a varied experi- 
ence in the plumbing, heating and con- 
struction fields.. The firm was quartered 
in two small, old warehouses at 895 
Grand St. and outgrew these quarters 
in a short time. Aided by such execu- 
tives as E. H. “Bing” Miller, director 
of sales and buyer; H. M. Long, gen- 
eral manager; J. W. Fretwell, plumbing 
and heating, and Howard S. Young, 
credit and office manager, Mr. Riley 
built up sales toward the million dollar 
mark in 18 months. The firm’s cus- 
tomers are mills, industrial plants, oil 
and gas field operators, hardware 
stores, plumbing and heating contrac- 
tors in Louisiana and Arkansas. 
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MILL SUPPLIES HONORED 


Award of merit presented to magazine for editorial achievement 


in 1946; 


received an award of merit in Industrial Marketing’: 

annual editorial competition. The award was made “for 

the best single article or editorial published during the twelve 
months ending July 31, 1946.” 

The article, written by staff members of MILL Supp.ies, 

set forth the jobs facing sales management in preparing 

itself for the impending competitive market. It detailed the 


i Suppuies’ May presentation, “Accent on Selling”, has 


"Accent on Selling’ 


judged best single article 


problems; suggested solutions, and supported the facts with 
case histories from industrial distributing companies in all 
parts of the country. It also clearly showed the salesmen’s 
responsibilities in the over all picture. 

This was the ninth annual competition conducted by Indus- 
trial Marketing. It marked the second time Mitt SuppLies 
scored. In the 1943 competition Mitt Supetirs took first 
place with a report on distribution in England. 
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Srit-sHARING is, in my_gpinion, the 
Pores single factor in assuring the 
continued success of Tools & Sup- 
plies, Inc. It is only through profit- 
sharing that all employees know that 
each has a direct interest in the firm’s 
welfare—an interest which periodically 
is translated into dollars and cents. 
While it is true that even without profit- 
sharing, the employee has a direct inter- 
est in his employer’s welfare, that fact 
sometimes is not so readily apparent. 
The profit-sharing system under which 
Tools & Supplies cuts a melon with its 
employees has been in effect since the 
firm was organized in 1932. And, since 
that time, we have not had to fire one 
employee, nor has anyone resigned. The 
turnover, in other words, is zero. This, 
in itself, is enough to convince me that 


the system is a success. But there are 
many other proofs. 
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Part of the Tools & Supplies working staff that receives 
20 percent of the firm’s gross profits, before taxes, under 


_Sharioy INCREASES 


Industrial distributor finds 
employees creates genuine 
nates goldbricking 


profit partnership with all 
interest in work and elimi- 





profit-sharing plan for 14 years. 


of emphasis on employee-relations. 





Hi ecre is the first hand experience of a man who has operated a 


employee efficiency high. Novel features, such as an equal distribution 
among all employees, make this must reading, especially in these times 


His labor turnover has been nil; 








For instance, some time back we 
hired a new warehouseman. He was a 
nice-appearing, big fellow and we paid 
him $150 a month, For several years in 
his previous place of employment—a 
warehouse—he had drawn $115 a month 
which was little for a married man to 
live on. .Naturally, this man’s resent- 
ment at the low pay and lack of progress 
showed up in gold-bricking on the job. 
It is doubtful if he really put in four 


setae AB 


or five hours a day. And, when he came 
with us,. his old habits came with him. 

It was not long, however, before other 
warehouse employees came to me with 
the request that I discharge the new 
man. 

“He’s gold-bricking,” I was told. 
Another man bluntly said that under a 
profit-sharing system “we don’t want 
that kind of a around.” 

I told the men to hold off a while and 


the company’s profit-sharing plan. The pian stems from 
the president’s determination to keep employees satisfied. 








S| EFFICIENCY 


By ELROY E. BROMWICH 


President and Sales Manager, 
Tools & Supplies, Inc. 
St. Louis, Mo. 


that I’d do something about it. I specific- 
ally asked them to hold off until the 
June 30 profit-sharing distribution. 
When it came time to make the dis- 
tribution, I walked into the warehouse. 
I had the gold-bricker’s check with me. 
On the basis of his time with us it came 
to $60.00. When I came to him, I thrust 
the check out to him without a word. 


He took it. Later that day he came into 


my office. He actually was in tears. 
“You know, Mr. Bromwich,” he said, 


“T’ve never had anyone treat me like 
that before. I know I’ve been loafing on’ 


the job, but I'll promise you that there'll 
be no more of that.” Telling him to 
go back to work, I waited for the re- 
sults. It did not take long. That young 
fellow pitched in and pitched in hard. 
Today he is one of the best warehouse- 
men we've ever had. That’s profit-shar- 
ing. I believe that the efficiency level of 
our employees is the highest in the area, 
as a result of the incentive provided by 
profit distributions. 


How It Works 


Our system of profit-sharing is quite 
simple. Officers and salesmen are ex- 
cluded (the salesmen work on their 
own-profit-sharing plan which is their 
sole compensation: 35 percent of gross 
profit on their own sales in the city; 
40 percent for country salesmen). 
Profits for employees are calculated on 
a straight 20 percent of our gross profit, 
before taxes. And this is distributed, 
share-and-share alike, among our em- 
ployes. It makes no difference whether 
one makes $150 and the other $350 a 
month—each gets his per capita share. 
It was $726 per employee last year; this 
year it will be something in excess of 
$500 the way things look now. 

Naturally, the question has arisen: 
why do you whack up the profits on an 
equal basis: isn’t the $350 man entitled 
to more than the $150 man? My answer 
to that is, no. 
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In my opinion there is no employee 
in our organization who is not a key 
man. Each man has his responsibility 
and each contributes, in his own way. 
his maximum effort toward the firm’s 
success. Of course, some are more im- 
portant than others, their duties vary 
and salaries vary, too, in accordance 
with position and service. But when it 
comes to sharing the profits, it is my 
belief that since the fullest cooperation 
from each man is necessary for the 
firm’s success, then likewise each man 
should get a full share of the distribu- 
tion of profits. 


The Seat of Labor Troubles 


Profit-sharing may not be the sole 
answer to solving present day labor 
strife, but from our experience a gen- 
eral system of partnership between cap- 
ital and labor would go a long way to- 
ward promoting industrial peace. It is 
a sensible approach toward bringing 
into sharper focus the common goal of 
labor and management. When the 
American working man has before him 
a direct and understandable link be- 
tween his own welfare and that of his 
employer, then and only then will the 
way be paved for true rapprochement. 

When the American working man is 
satisfied that he is getting his just share 
of the profits derived from his work, 
then labor-management conflict will lose 
the main excuse for existence. A shar- 
ing of profits is one sure way toward in- 
dustrial peace. It is a system under 
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which the worker is given positive as- 
surance that he is a partner in the busi- 
ness where he works and that as he pro- 
duces so he will be rewarded. In other 
words, the remoteness of the P. and L. 
statement is shed and the firm’s pros- 
perity becomes a very real concern to 
each man. 


Why Not Pay More? 


Personally, I know what the feeling is 
to be on the outside looking in. I was 
poor as a youth. I worked for $3 a week. 
And I’ve had that desperate feeling that 
there was a barrier between me and a 
fatter pay envelope, no matter how hard 
I worked. I wanted to succeed, but yet 
I felt that I had to high-pressure my 
boss to get my fair share of what I’d 
earned for him. 

When I started this business 14 years 
ago, I asked. myself: Why not try to 
give the men as much pay as possible? 
In other words, why not cut in the em- 
ployees as actual participants in profits? 
Profit-sharing was the logical answer. 
And it has brought with it greater en- 
thusiasm among employees, greater care 
in their work, a higher level of effi- 
ciency generally and, above all, a genu- 
ine interest. You don’t find, for instance, 
that too much paper or twine is used 
in wrapping bundles. Nor do you find 
anyone loafing on the job. Fellow em- 
ployees are quick to see to it-that the 
loafer realizes that it won’t do. You see, 
each has a direct financial interest. 









Confidence In Own 
Engineering Aids All 


G. W. Ambrose of the Charleston 
Supply Co., Charleston, S. C., 
studies a grinding wheel ordered by 
a customer. 


A FULL UNDERSTANDING of the customer’s 
problem paves the way to a proper solu- 
tion and gives the industrial supply 
sales engineer confidence in his own 
advice on product application, accord- 
ing to G. W. Ambrose, sales engineer 
for the Charleston Supply Co., Charles- 
ton, S. €. Mr. Ambrose, who is 31 years 
old, started selling industrial supplies 
seven years ago. Of these seven years, 
he spent two in the Navy. 

Mr. Ambrose was graduated from Tri- 
State College at Angola, with a bache- 
lor of science degree and, being in- 
clined to selling, naturally gravitated to 
industrial supplies in order to make use 
of his technical knowledge. 

Prior to entering the Navy, Mr. Am- 
brose learned of some drive difficulties 
at a fertilizer manufacturing plant. 
The plant superintendent was advised 
by Mr. Ambrose and other supply sales- 
men, that a chain drive was the solution. 
The question was what sort of chain 
drive. Mr. Ambrose designed one which 
was thought by some officials to be too 
light. It was a silent chain drive which 
Mr. Ambrose had figured to be eco- 
nomically and efficiently sound and his 
arguments prevailed. 

Upon his return from the service, 
Mr. Ambrose visited the fertilizer man- 


ufacturing plant and was pleased to be 
complimented by the superintendent for 
his installation which had run without 
trouble all the time he had been absent. 


Mr. Ambrose’s confidence had been 
justified and he attributes it to knowing 
exactly what the problem was in the 
first place. 


Regularity Of Calls 
Pays Dividends 





Customers know when to expect 
James F. Dunlap, and purchasing 
agents often ask his advice con- 
cerning plant requisitions before 
placing orders. Mr. Dunlap (right) 
here discusses lighter subjects with 


another Losey & Co. salesman, 
Charles L. Royer. 
THE MILL SUPPLY SALESMAN should 


make it a habit to call on customers 
with dependable regularity, according 
to James F. (Mike) Dunlap, Losey & 
Co., Easton, Pa., who had considerable 
selling experience before entering the 
industrial supply field. The salesman 
whose appearance at customers’ plants 
is unpredictable may be forfeiting profit- 
able orders. 

“I want my customers to place confi- 
dence in me, and for that reason I try to 
adhere rigidly to a schedule of calls,” 
Mr. Dunlap stated. 

“It often happens that a purchasing 
agent receives from some place in the 
plant a requisition for material or sup- 
plies with which he is not familiar. If 
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he knows exactly when a certain dis- 
tributor salesman will be making his 
next call, the purchasing agent fre- 
quently will hold that requisition on his 
desk and ask the salesman to explain the 
product in question and its application. 
I have run across many such cases, and 
they afford a natural ‘in’ to the man in 
the shop who has requisitioned and will 
use the material. And the purchasing 
agent’s encouragement of such an ar- 
rangement is always helpful in swing- 
ing the sale my way. 

“I’m pretty sure, too,” added Mr. Dun- 
lap, “that if purchasing agents could 
not depend on the regularity of my 
calls, there would have been mutual 
loss. The purchasing agent might place 
an order for some equipment he'did not 
fully understand, and he would probably 
place it with a competitor.” 


Advance Notice 
Helps Win Sales 





F. William “Big Bill” Hulvershorn 


believes in notifying buyers of 
impending calls. 


IN A GREAT MANY instances, the practice 
of letting a purchasing official know that 
you are going to call on him, the date, 
and, if possible, the time of your call, 
will pay off handsomely both in sales 
and in time saved, according to F. Wil- 
liam “Big Bill” Hulvershorn of the: 
Evansville Leather & Belting Co., Evans- 
ville, Ind. 

Mr. Hulvershorn always makes it a 
practice to let his accounts know when 









to expect him, doing it by telephone lo- 
cally or by postal card if out of town. 

“It takes but a little time to sit down 
and write a few postal cards based on 
your route list,” he says. “And this 
procedure often contributes greatly to- 
ward keeping the seat of a salesman’s 
pants from becoming prematurely 
shiny.” 

Two instances were cited by the sales- 
man to prove his point. 

In the first it was a case of failure to 
properly notify his account of an im- 
pending call. Mr. Hulvershorn simply 
went into the reception room of this 
company and announced himself. 

“The girl and I talked for a while as 
I waited but, as time wore on, the con- 
versation lagged. Pretty soon the girl 
was shaking me—I’d fallen asleep.” 

With that, the salesman got up from 
his chair, went into the purchaser’s office 
and laid a quarter on his desk. 

“What's that for?” the man asked. 

“That's for the sleep I had in your re- 
ception room while waiting to get in to 
see you.” 

“Take it back,” he laughed. “To tell 
you the truth, that’s just what I’ve been 
doing—taking a little snooze. So we're 
even.” 

The moral of this story is so obvious 
that Mr. Hulvershorn doesn’t elaborate 
further. 

“The positive example of the value of 
advance notice,” he continues, “oc- 
curred recently when I called on.an ac- 
count in another town. I had sent a 
postal ahead, but when I got there the 
man’s secretary said he was out of town. 

“But I wrote him I was coming and 
received no word to the contrary,” I 
protested. 

“Oh.” she said, “You must be Big 
Bill.” 

“And with that she whipped out an 
envelope in which the buyer had en- 
closed a letter explaining his absence 
—and enclosing also an order for sup- 
plies. Furthermore, the note asked me 
to talk to the shop foreman to see if 
there was anything else needed that he 
had overlooked.” 

“So you see,” Mr. Hulvershorn says, 
“advance notice does pay off.” 


Advises Making 
That Last Call 
THERE {s ONE cardinal rule in the book 


of the successful salesman, in the opin- 
ion of E. H. Wessel, senior partner of 











’ trarel 
Mitt SuPpPLy 
ears 
























































FI, FPPC §_« 








"He says he'll be with you just as soon as he looks over some important papers." 


the Mill Supply & Machinery Co., St. 
Louis. 

“When you are ready to end the day 
—make just one more call.” 

Mr. Wessel cited an experience of 
his own to prove the value of this rule. 
It occurred when he was doing some 
field work with one of his salesmen. 
The time was 4:45 p.m., and the sales- 
man was ready to head for home. At 
Mr. Wessel’s suggestion they decided to 
make “one more call.” They visited the 
proprieter of an alley machine shop on 
the other side of town. 

“We called,” said Mr. Wessel, “and 
found the man finishing up a job. We 
sold him over $200 worth of various 
items, sufficient to more than pay the 
salesman’s overhead for his day’s work. 
Often that extra call spells the differ- 
ence between mediocrity and success 
for a salesman, because there is more 
to this rule than the mere chance of a 
sale. 

“For example,” he said, “the man 
who is ambitious enough at the end of 
a hard day to dog through and make 
an extra call really must like his work. 
A man must not only work the pre- 
scribed number of hours each day—his 
heart must be in his work. He must 
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think and then translate the product of 
that thinking into direct action. 

“Furthermore, for the successful 
salesman, the day does not end at 5 
p.m. He does not knock off, go home 
and forget his work. He plans his next 
day’s effort, analyzes the day’s results 
and generally figures out how to profit 
by the lessons learned that day.” 


= 
Before you end the day, make just 
one more call, advises E. H. Wessel, 
Mill Supply & Machinery Co., St. 
Louis. 





Describing methods for keeping sales literature, feeding employees in the 
plant, tagging bins for overstock, and storing drill rod and V-belts. 


Self-Serve Kitchens 
Benefit Employees 


The Essmueller Co., St. Louis, and J. Heller & 
Sons Co., Newark, have well-appointed kitchens 
where employees may keep their luncheon foods in 
iceboxes or cook hot meals for themselves during 
the noon hour. Both kitchens are large, airy rooms 
containing a refrigerator, gas range and running 
water. During a busy period, or on rainy days, the 
distributing firms’ employees appreciate having a 
place where quick dishes may be cooked, food 


warmed up, or a cold snack taken out of the icebox. 


Literature Kept 
Behind Glass 


Supplies of manufacturers’ literature are kept fresh and 
clean by the Biggs Pump & Supply Co., Lafayette, Ind., in a 
bank of ten double-doored cases. The upper tier office cases 
have glass fronts; the bottom, wooden fronts. On each of the 
doors is a label showing, in alphabetical sequence, just what 
manufacturers’ literature is inside. Between the top and 
bottom tiers is a convenient offset, or shelf, upon which to 
place the pieces of literature while making up the desired: 
assembly of the printed matter. Biggs salesmen have found 
the arrangement highly satisfactory for the rapid compilation 
of literature on kindred lines. 


Sam C. Spoon, purchasing agent, Biggs Pump & Supply 
Co., Lafayette, Ind., selects a piece of literature from the 
firm’s storage cabinets. 


The J. Heller & Sons Co. kitchen is on the 
second floor of the firm’s building in Newark. 
Employees of the Essmueller Co., St. Louis, are 
shown eating lunch during a rainy noon hour. 
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The Page, Steele & Flag Co., New Haven, reuses the backs 
of large shipping tags as “Over Stock” notices. When a stock 
man who is gathering items for an order, finds a bin with a 
notice tacked to it, he knows that there is a barrel or box of 
the item -in question on the floor nearby. This system pre- 
vents the emptying of the bins before the over stock is used. 





Drill rod compartments are directly behind a counter at the Vonnegut Hard- 
ware Co., Indianapolis, The space in front of them serves for handling the 
stock and also as an aisle for counter salesmen. 


Using the wasted space be- 
tween the pillars supporting 
the second floor, the Corbin 
Supply Co., Macon, Ga., has 
erected V-belt racks which 
start near the ceiling and 
slope down to the pillar in 
front, thus accommodating 
belts of different lengths. 


_ MILL SUPPLIES * OCTOBER, 1946 


Drill Rod Stored 
In Compact Compartments 


The compact arrangement of rod and 
bar stock by the Vonnegut Hardware 
Co., Indianapolis, permits the com- 
pany to maintain a wide selection of 
sizes in ample supply in a compara- 
tively small space. Special galvanized 
oblongs of uniform height and length, 
but of varying width, are arranged on 
wooden shelves. Each of these metal 


-compartments may be filled full of rod 


stock without danger of it being mixed 
in with other sizes. As shown in the 
illustration, ample room is provided 
between the smaller rod sizes, in the 
right foreground, and the larger stocked 
sizes in the rear, for cutting and han- 
dling. There is a manual cutter in the 
foreground, while the larger stock is 
cut by the power saw shown to the 
rear. 











To Secll Chain Drive 


YOU NEED THE ANSWERS 


Chain drive is a big part of | 


power transmission, and 


your sales argument is no 
stronger than its weakest 
link. These 25 questions, 
with answers on page 281, 
will find your weak points: 


QUESTIONS: 


1. What are the principal types of 
chain drive? 

2. Which two types should be used 
with cut-tooth sprockets? Which with 
cast-tooth sprockets? 

3. The maximum safe speed for chain 
drives is approximately (a). 15,000 
fpm. (b) 800 fpm. (c) 4,000 fpm. 
(d) 1,900 fpm.; and this applies only 
to (e) silent chain (f) finished-steel 
chain (g) rough-finished steel chain 
(h) malleable iron chain. 

4. What are the recommended speed 
ranges for silent, finished-steel, and 
rough-finished-steel chain drives? 

5. Chain drives are particularly suited 
to (a) heavy power transmission in 
confined space at medium and slow 
speeds (b) light power transmission 
in confined space at high speed (c) 
power transmission on a vertical line, 
where a belt would slip too much (d) 
power transmission where there are 
no shock loads encountered. 

6. Why are chain drives, especially 
of the silent and finished-steel types, 
limited in application to short center 
driving when speeds over 1,300 fpm. 
are desired? 

7. Under what other conditions is an 
oil-retaining case imperative, regard- 
less of speed? 

8. The maximum practical speed ratio 
of sprockets with any type of chain 
drive is (a) 3 to 1 (b) 20 to 1 (c) 
7 to 1 (d) 12 tol. 

9. What is considered a good working 
speed ratio for chain drives in gen- 
eral? 

10. For correct application of chain 
drive between motor and shafting or 
machinery what factors must be 
known? 


104 


11. In chain driving (a) the motor 
must be of the synchronous type (b) 
the smaller diameter sprocket is usually 
the driver (c) the diameter of the 
driven sprocket must always be a mul- 
tiple of two times the diameter of the 
driver (d) sprocket rotation speeds 
should be approximately the same. 
12. For speeds lower than 1,200 fpm. 
(a) silent chain drive is the most eco- 
nomical (b) gear drive is best (c) 
finished-steel roller chain is more eco- 
nomical than silent chain (d) belt drive 
is the most satisfactory. 

13. Is there a precise formula for cal- 
culating chain tension which is appli- 
cable to all instances and for any type 
of chain? 

14. To eliminate undue vibration where 
speed variation exists, the chain should 
be (a) one with extra long links (b) 
made of malleable iron (c) run almost 
taut (d) equipped with babbitt metal 
pins and rollers. 

15. Sprocket center positions for silent 
chain drive should be located so that 
(a) there is at least 90 degrees of 
chain wrap on the smaller sprocket (b) 
chain travel is as close to the vertical 
as possible (c) the distance between 
is at least 10 times the diameter of the 
smaller sprocket (d) chain travel from 
smaller to larger sprocket is downward 
at about 45 degrees. 

16. How should an open-running chain 
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drive be lubricated? 

17. What is the function of an idler 
in chain drives? 

18. Both manual and automatic idlers 
are used. Where should an automatic 
idler be located? 

19. A split sprocket is one made in 
two pieces which may be assembled on 
a shaft. When is it used? 

20. How are silent chains kept from 
running off sprockets? 

21. Does finished-steel roller chain re- 
quire any guiding to keep it on the 
sprockets? 

22. In finished-steel roller chain drives 
(a) centers must be on a horizontal 
line (b) greater center distance is pos- 
sible than with silent chain (c) the 
slack must be on the lower side (d) 
the greater the running speed, the 
greater the chain pitch. 

23. Standard chains will corrode if sub- 
jected to corrosive atmospheres or acid 
solutions. Under such conditions, what 
can be done to provide chain drive? 
24. Malleable iron chain is applicable 
for (a) high-power, high-speed work 
over 1,000 fpm. (b) high-power, slow- 
speed work (c) low-power, slow-speed 
work up to about 400 fpm. (d) low- 
power, high-speed work over 3,000 fpm. 
25. What four factors must be consid- 
ered and checked periodically to in- 
sure long life and top efficiency of 
chain drives? 





EDWARD PHELPS WELLES DIES 


Brilliant career as an industrialist 
and distributor terminated by stroke 


beard of Charles H. Besly Co., 

Chicago, died Aug. 24 following a 
partial stroke three months earlier. His 
age was 77. — 

Up until the last three months of his 
life, Mr. Welles was active in the in- 
dustrial distribution industry—a field 
to which he had devoted nearly 60 of 
his 77 years. During those years he 
won national recognition as an author- 
ity on distribution and respect as a 
fighter for high ideals in business. 

Mr. Welles joined the firm of his 
uncle, Mr. Besly, in 1887, an ambi- 
tious youth of 18. He was office boy, 
stock clerk and every: thing-else that a 
young man eager to learn and progress 
gets loaded onto him when he comes in 
on the bottom rung of a growing con- 
cern. Mr. (Ned) Welles worked long 
hours and hard for his beginner’s 
weekly stipend of $5.00. It was only a 
short time, however, when his natural 
merchandising bent displayed itself and 
this talent combined with the untimely 
death of Mr. Besly brought early re- 
sponsibilities on his young shoulders. 

The formative period of Mr. Welles’ 


free P. WELLES, chairman of the 


Edward Kenneth Welles and father, Edward Phelps Welles. 
Picture was taken in 1945 on occasion of the 70th anniver- 
sary of Charlies H. Besly Co. 


Thirty-One Years Ago: 
views a salesman applicant. 
firm’s present quarters. 


career was a turbulent period in the 
growth of Chicago and of the mill sup- 
ply trade that served its lusty industry. 
At about the time that Mr. Welles joined 
Besly the tide of business was shifting 
westward from the firm’s Lake and 
Clark streets location and it was in 1891 
that the first move was made to 10-12 
North Canal Street. In 190] the firm 
moved to North Clinton Street. 


Reputation Made Early 


By this time, Mr. Welles was build- 
ing himself a reputation as a hard- 
hitting sales executive whose word was 
his bond—exceptional in those days of 
dog-eat-dog competition. Selling in- 
dustrial supplies in the 90’s was a 
somewhat different proposition than it 
is today. It was not unusual for a 
distributor to find himself selling lines 
entirely unrelated to the industrial 
field. When, for instance, a growing 
young meat packing concern needed 
equipment and supplies, it might pay 
for them in barrels of salted pork. Then, 
it was up to the salesman to find a mar- 
ket for the meat. 

Six years after Ned Welles became 
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Edward Phelps Welles (right) inter- 
This picture was taken in the 


head of the growing concern, the guns 
of war were booming over Europe: 
orders began to pour in and American 
industry was in its pre-World War I 
boom. It was right around the time of 
the entry of this nation into the war 
that disaster in the form of fire (be- 
lieved to be incendiary) struck Besly, 
razing the building and its contents to 
its foundation. The setback was only 
temporary, however, and soon the firm 
was climbing to new heights. 

During this era of growth in its gen- 
eral line of industrial supplies, Charles 
H. Besly Co., first under the guiding 
genious of the Besly-Welles combina- 
tion and later with Welles alone at the 
helm, was taking steps to diversify its 
activities, A dozen years after the firm 
was founded, it entered the manufactur- 
ing field, taking over a Beloit, Wis., firm 
in lieu of cash payment of a debt. This 
is the source of Besly taps and dies. 
The result of 71 years of business en- 
terprise today is a well-balanced op- 
eration with manufacturing and dis- 
tributing activities contributing about 
equally to the firm’s welfare. 

(Continued on page 277) 














NEW PRODUCTS 





With sales possibilities 





Straight Edge -~ 
Angular 





Sar To BE the first ready-built angular 
straight edge ever marketed on a com- 
mercial basis, a new development by 
Machine Products is designed especially 
for machine builders and rebuilders, to 
simplify the task of scraping and check- 
ing of machine ways and slides. It is 
made of heat-treated Meehanite in any 
size from 18- to 84-in. in length with 
any angle specified. Two faces are 
hand scraped. Supplied in a felt lined 
case, it can be used with or without 
handles at each end.—Machine Prod- 
ucts Corp., Detroit—Mitt Supptirs. 
October 1946. 


Drill Stand 
Folding 


f seer goe 





A DRILL STAND holding 20 of the most 
commonly used tap and body drills, 
fractional, letter. and number, is now 





on the market. The stand folds com- 
pactly with the drills in place, fitting 
into one of the small drawers of a ma- 
chinists tool kit. When closed, the 
stand holds drills firmly in place, even 
though the stand is in an upside-down 
position. The easily read designations 
under each drill show decimal, tap and 
drill sizes, thus saving the time ordi- 
narily spent in referring to drill tables. 
—Geneva Mfg.:Co., Montrose, Calif.— 
Mitt Suppties, October 1946. 


Hinged Section 


Conveyor Line 
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A HINGED SECTION for use in a per- 
manent line of gravity conveyor equip- 
ment has been put on the market. The 
section finds principal use in bridging 
an aisle-way for passage of personnel, 
trucks or equipment by providing 36-in. 
maximum open passage-way through 
the conveyor line. It thereby provides 
means for breaking a line of conveyor 
as often as desired without the neces- 
sity of disturbing a permanent set-up. 
It is opened simply by lifting the mov- 
able part, swinging it upward and back 
until it “rests securely on the stationary 
section.—Rapids-Standard Co., Inc., 
Grand Rapids—Mut Supptirs, Oc- 
tober 1946. 





Elevating Table 
Portable, Hydraulic 





ANSWERING A DEMAND for a range of 
elevation not obtained with standard 
construction, Lyon-Raymond has de- 
veloped a_ telescopic cylinder for 
greater elevation of its elevating tables. 
The cylinder makes possible an elevat- 
ing range from 28- to 50- in., or a total 
lift of 22-in. The strength and rigidity 
of the central column has not been 
lessened, according to the manufac- 
turer. In the handling of dies, jigs and 
fixtures, the telescopic table permits 
leveling with press beds and storage 
racks, allowing for easy transfer. The 
greater range of elevation is also valu- 
able when the table is used for assembly 
work and as a transfer member in a 
conveyor line.—Lyon-Raymond Corp., 
Greene, N. Y.—Mitt Suppuies, Oc- 
tober 1946. 


New Abrasive 
Aluminum Oxide 


A NEW ALUMINUM OXIDE product known 
as 32 Alundum abrasive has been pro- 
duced by Norton. It is made by an 
electric furnace process which produces 
grains of an improved shape and struc- 
ture, each grain being, it is said, a com- 
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MAIN FEATURE 


Angular 

Folding 

Conveyor line 
Portable, hydraulic 
Aluminum Oxide 
Replace separate tools 
Quick-setting 
Dexterous 
Compressed air control 
For coolant 

Speeds grinding 
Aluminum 

Solid round shank 
Oil seal 
Rectangular 
Talistock-type 
Alumiaum, folding 
Strip and selvage 
Nylon faced 
Compact 
Production marking 
Low temperature 
Simple design 

Low power-takeoff 
Flat 











MANUFACTURER 


Machine Products Corp. 


Geneva Mfg. Co. 
Rapids-Standard Co. 
Lyon-Raymond Corp. 
Norton Co. 

Standard Pressed Steel Co. 
Ridge Tool Co. 

Ilinois Pneumatic Co. 
National Pneumatic Co. 
Delta Mfg. Div., Rockwell Mfg.Co. 
Willey's Carbide Tool Co. 
Aerol Co. 

Carboloy Co. 
Johns-Manville Corp. 
Elroy Products Co. 

South Bend Lathe Works 
M. & M. Mfg. Co. 

Jersey Carpet Corp. 
Danielson Mfg. Co. 
Benchmaster Mfg. Co. 
Ideal Industries, Inc. 
Handy & Harman 

T. G. Persson Co. 

Morse Chain Co. 

Spitfire Tools, Inc. 
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plete, single crystal. The manufacturer 
claims that hundreds of tests have 
shown that grinding wheels made of the 
new abrasive have a faster and cooler 
cutting action, have longer life and re- 
quire fewer dressings. Previous types 
of aluminum oxide abrasives have been 
produced with crystals in a solid mass, 
the size and shape of each crystal being 
affected by the adjacent crystals, but 
the crystals of 32 Alundum are indi- 
vidual, with chunky, nubbly shapes. 
Thus, they offer many planes and rake 
angles to increase cutting efficiency.— 
Norton Co., Worcester. Mitt Supp ies, 
October 1946. 





Tool Kits 
Replace Separate Tools 






SEVEN TOOL KITS, carrying interchange- 
able tools in hollow handles, have been 
put on the market by Hallowell. They 
are light, yet rugged, and the seven 
kits are said to replace literally a hun- 
dred tools because, all told, they con- 
tain 50 tools and 3 of the kits have 
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swivel bit-chucks, which give 5 different 
driving and wrenching positions. The 
kits are designed for general use and a 


few special uses. Socket screw kits, 
in two handle sizes for a greater 
range of tools, and with a swivel bit- 
chuck, contain keys for driving socket 
set, cap, Phillips and slotted head 
screws. Socket wrench kits, also in two 
handle sizes and with swivel bit-chuck, 
contain 6 and 12 point hex sockets 
from No. 4 up to and including ¥%-in. 
The auto kits contain small tools for 
auto maintenance, and the home kits. 
tools for use around the house.—Stand- 
ard Pressed Steel Co., Jenkintown, Pa. 
—Mitt Suppuies, October 1946. 


(Continued on page 283) 












Practical applications of industrial 


supplies to pass on to customers 
for solving their production problems 


> 
; 








Plastic Wrap Centrols Plating 
—Slow, costly hand-wrapping of parts 
to be chromium plated has been sup- 
planted by coating with a cellulose 
acetate butyrate (commercially known 
as Eronel No. 900 Thermodip) in plat- 
ing departments of the U. S.: Navy. 
Parts to be plated are dipped in a tank 
of the liquid plastic at 300 degrees F. 
and, after draining and cooling, have 
a 1/16- to 1/8-in. thick protective coat- 
ing. The coating covers the whole 
part, and the area to be plated is un- 
covered simply by cutting with a knife 
and peeling off the coating. After 
plating has been completed, the rest 
of the plastic coating can be quickly 
ripped off. As the chemically inert 
coating can be re-melted and used 
again there is no waste and the process 
is inexpensive. Beside savings in cost, 
there is substantial saving of time. The 
preparation time is only one-fifth that 
required for former methods, regard- 
less of part size or volume of work. 





Fibre Grip Eases One-Man Ladling—A heat-insulat- 
ing, sliding fibre hand grip attached to medium-size ladles 
for one-man handling provide a non-slip grip and does 
away with messy rag binding for protection. The fibre tube 
grip is passed onto the handle either by taking the ladle 
apart or straightening the end loop. A short pin driven into 
the shaft near the ladle bowl acts as a lock for the hook on 
the fibre grip to prevent slip during lifting. When the ladle 
is on the fire, the grip is disengaged and slid back up the 
handle to keep it cool. 
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Bracket Aids Micrometer Taper Checking—tThe incorporation of a 
simple bracket on a standard micrometer increases speed, convenience and 
accuracy of taper determination and checking. Errors are very often made in 
attempting to measure the small diameter of a tapered part, as it is difficult to 
apply the conventional micrometer at the extreme end of the piece being 
measured. With this bracket on the micrometer, readings may be taken at two 
convenient places on the taper, a measurable distance apart, and the small end 
or large end diameters easily calculated from the measured rate of taper. The 
device is also useful in gaging a number of identical tapered parts or comparing 


them with a master taper. Switeh Starts Drill As Feed Com- 


mences —A small push-button switch, 
easily installed, starts the motor of this 
drill press when the tool is advanced 
toward the work, and eliminates grop- 
ing for hard-to-reach toggle switches 
on conventional machine tools. The 
switch is of the “normally closed” 
type, similar to those used inside re- 
frigerators and automobiles to turn on 
a light when the door is opened. 
Mounted on top of the depth-measur- 
ing screw, the switch is depressed and 
held open when the spindle is all the 
way up. As little as 1/16 in. downward 
feed starts the motor, provided the 
standard toggle switch, left in the cir- 
cuit for safety, is “on”. 


Leveling Serews Adjust Toolmaker’s Clamp —In- 
spection and gaging of small parts, which must be held at 
complex angles to reference surfaces, are facilitated by this 
assembly of a regular toolmaker’s clamp, universal joint, 
leveling screws and a flat base plate. The fixture can be 
placed in any position, locked rigidly and accurately, 
adjusted 360 degrees in a plane parallel with the plate and 
up to 5 degrees out of this plane in any direction. The 
clamp is annealed, then drilled with four holes on top as 
shown. The large hole on the line of the jaws takes the 
ball-headed pivot bolt which allows full freedom of move- 
ment, and the other three, at points of an equilateral tri- 
angle, take the leveling screws which bear on the plate. Set 
screws, entering from the side, clamp the adjusting screws. 
Four other holes on top take projecting dowels for posi- 
tioning the cross piece, which fits under the pivot bolt, is 
slotted at one end to clear the single leveling screw and 
channeled to fit over the four guide pins. In operation, : hs 
the three leveling screws are adjusted, set screws tightened, Ali ging oe 
and the center bolt tightened down, thus locking the clamp lugs — 

securely in the desired position on the plate. 
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industrial distributors in the future 

are indicated by an analysis of a 
survey conducted by McGraw-Hill Re- 
search. The study showed that a sub- 
stantial portion of firms expects to in- 
crease their use of the product. This 
information and other data, significant 
to the distributor handling wire rope, 
are features of the survey which was 
conducted to determine the use of the 
item in various industrial fields. The 
survey also attempted to develop data 
that would make possible an estimate of 
the total use of wire rope in each in- 
dustry. The fields canvassed included: 
food processing; chemical processing, 
textile mills; metal working; coal] min- 
ing; lumber, plywood and forestry; 
electric ‘utilities; telephone companies; 
construction contractors; county, city 


eee sales of wire rope by 


Survey Reveals: 


USE OF WIRE 


Analysis of McGraw-Hill study indicates industrial distri- 
butors have opportunity to increase sales; size preferences of 


eleven industries disclosed 


highway engineers; airports and air- 
lines, and railroads and buses. 
Sixty-seven percent of the firms ques- 
tioned expect to use about the same 
amount of wire rope as they did in the 
pre-war period; 26 percent thought 
their requirements would be more, and 
7 percent figured their needs would be 
less. Since the number of users antici- 
pating increased requirements is about 
four times as large as the group esti- 
mating reduced needs, some optimism 
regarding increased sales is warranted. 
More specifically, the survey points 
out in what industries the industrial 
distributor should look for substantial 
increases in the use of wire rope and, 
consequently, increased sales. Each of 
the eleven industry groups reported a 
contemplated increase, some more em- 
phatically than others. According to 
the reports, the distributor and his sales 
staff should look forward to decided in- 


creases in sales to al] the industries ex- 
cept textiles and railroads, buses, etc. 
The exceptions expect their future re- 
quirements to be about the same or only 
slightly more than during the pre-war 
period. 

Other findings ir. the survey strengthen 
the assumption that the industrial 
distributor will share in the increased 
sales indicated. More than half (59 per- 
cent) of the users canvassed reported 
that their source of supply for wire rope 
is the industria] distributor. A little 
more than one-fourth (29 percent) re- 
ported buying their wire rope direct 
from the producer. A very small seg- 
ment reported securing its supply from 
hardware stores and other sources than 
distributors and manuiacturers. As 
many of these may be stores with mill 
supply departments, the distributor’s po- 
sition might be stronger than indicated. 
The findings reaffirm the fact that direct 


Methods of Handling 


In the Oregon country, where there 
are large logging operations, wire rope 
is one of the big distributor items. 
Methods of handling the rope in the 
distributors’ warehouses and facilities 
for measuring and cutting off vary with 
the individual house. Here are two 
methods that can be called typieal. 

There are two rows of ree] racks at 
the Douglas Supply Co., Roseburg 
(photo at left). Each row has a capac- 
ity of eight reels. Shafts for carrying 
the reels are individually supported at 
the outer ends. The inner ends are 
carried on three 8x8 timbers, one on 
top of another. 

The rack is served by a hand oper- 


ated chain hoist supported on the 12-in. 
I-beam. The I-beam is the cross mem- 
ber of a pipe-leg carrier which travels 
on casters over the ree] racks to any 
point desired. The hoist travels back 
and forth across the I-beam, using the 
lower flange as a track. 

At the Eugene Mil] Supply Co., 
Eugene, there also are two rows of reel 
racks as shown in the sketch at right. 
Each rack consists of two 4x4’s. Holes 
are bored in the top edges at frequent 
intervals and bolts inserted in pairs of 
holes to hold the ends of the shafts in 
place. like oarlocks. 

Wire is drawn from any ree] to an 
empty spool at the end, mounted on a 
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selling is still the distributor’s chief 
competition. 

No attempt was made in the survey to 
differentiate between those buyers who 
purchase wire rope by the reel and 
those who buy short lengths. This 
omission may account for the finding 
that most of the firms who spend more 
than $2,000 annually for the product 
buy direct from manufacturers. 

Annual purchases up to $2.000 repre- 
sent about 87 percent of all the pur- 
chases reported in the survey. Of these, 
nearly two-thirds are made from the 
distributor, and about one-fifth from 
manufacturers. This reflects the tradi- 
tional preference on the part of small 
and medium-sized purchasers for the in- 
dustrial distributor as a source of sup- 
ply (Mitt Suppuies, Successful Post 
War Selling, May 1945). However. as 
the dollar volume of the annual pur- 
chases of wire rope users grows, this 
preference for this distributor as the 
source of supply tends to vanish. In the 
next class of annual purchase (those 
ranging from $2,000 to $10,000 and 
representing about 8 percent of all pur- 
chases reported) there is a significant 


Wire Rope 


vertical shaft turntable. If it is a short 
piece of cable to be cut off, it may be 
measured and wound directly onto this 
reel. But, if it is of considerable length 
it is turned on this empty reel as on a 
pulley and carried down the 50-ft. meas- 
uring floor to a winding machine, espe- 
cially designed for the company. 
There are two reels on the machine, 
one for the smaller sizes and one for 
the larger sizes. It is driven by a one- 
h.p. motor through a speed gear re- 
ducer. The machine is served by an 
overhead hoist on a short track for han- 
dling the coils when wound. The main 
cable racks also are served by a hoist 
system. 





shift in preference toward direct sellers 
by a small margin. Direct purchases 
were made by a little more than half 
of the users. 

The preference for direct purchasing 
becomes more marked in the next high- 
est group (purchases ranging from 
$10,000 to $50,000, which represents 
about 4 percent of all purchases re- 
ported in the survey). In this category, 
slightly less than two-thirds of the pur- 
chases were made direct and only one- 
third from distributors. This two-to-one 
preference for direct purchasing is re- 
tained in the class of purchases amount- 
ing to more than $50,000 annually, al- 
though these represent only one percent 
of all the purchases reported. 

While the group of purchasers who 
spend more than $2,000 annually for 
wire rope represents the area of great- 
est opportunity for increased sales, the 
distributor must not overlook the fact 
that he has a very strong position to 
maintain among the smaller customers. 
These represent the larger volume of 
sales by the distributor. However, since 
there are only a few large purchasers 
in comparison to the number of small 
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purchasers, the expenditure of addi- 
tional sales effort on the former should 
be possible without an increase in per- 
sonnel. A better-planned and _ better 
executed selling job on the part of the 
regular sales staff, after taking into 
account such factors as reciprocal buy- 
ing, etc., should produce results. 
Knowledge of product application is 
an important selling tool to a supply 
salesman and one which needs con- 
stant improvement. Acquainted with the 
more common uses of wire rope, the 
salesman can concentrate on improv- 
ing his knowledge of wire rope applica- 
tion with these more common uses in 
mind. The survey shows that use of wire 
rope for genera] hoisting is the most 
common application in the 1] industries 
canvassed. One-fifth of the mentions 
made of wire rope applications by these 





















industries were in this category. Alto- 
gether 22 different applications were 
mentioned by firms canvassed. 

The use of wire rope for power shov- 
els, slings and rigging also is very com- 
mon in these industries as all three 
share equal mention in the survey. 
Other applications, in the order of the 
number of times mentioned, are: 
cranes, elevators, hoists and winches, 
cables, mining machines, drag lines, 
general construction purposes, block 
and tackle, logging, maintenance, pile 
drivers, towing services, miscellaneous 
machine applications, handling of ma- 
terials, car spotters, controls, coal han- 


Mr. Dalke is stock clerk and ware- 
house manager of the Arizona Mining 
Supply Corp., Prescott, Ariz. Before 
joining the company he was in the 
store department of the Chicago 
Northwestern Railroad. 


WV hat sized sheaves are you using? 
Is your rope required to operate from 
a small drum over small sheaves? In 
the operation, are workmen required 
to handle the cable? Why was the 
wire rope you are replacing retired? 

All these things, and more, we should 
know if we are to fill wire rope orders 
in such a way that our customers re- 
ceive good service from their ropes. 

The big mines use 1 inch to /gths and 
34 inch for hoist ropes. And down 
te feth for their flusher cords. For the 
bull dozers, cranes, draglines and shov- 
els used in road work and excavating 
around the mines, they use from % 
inch down to feth. 
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dling, dredges and test equipment for 
plant use. 

To the distributor who has to main- 
tain proper inventories and to the sup- 
ply salesman who must be informed on 
industry requirements, the relative use 
by each industry of various sizes of wire 
rope is important data. About 92 per- 
cent of all the wire rope reported pur- 
chased, was in sizes under 1-in. Sub- 
stantial footage was purchased by each 
industry of each size category under 
1-in., with two exceptions. These excep- 
tions were the telephone companies, 
who reported no purchases of wire rope 
of a size more than 34-in., and the metal 


working industry, which reported no 
purchases in the % to 1-in. sizes. 

The most important wire rope cus- 
tomer of all the industries canvassed, is 
the metal working industry which used 
twice as much footage as any other. 
Almost all the footage purchased by 
metal working was 34-in. or less. The 
next largest buyers are coal mining, 
which is also the principal purchaser 
of sizes more than %-in.; chemical 
processing, construction, lumber, elec- 
tric utilities and county, city highway 
engineers, all of which purchased mostly 
from the 7 to 34-in. group. Others in 

(Continued on page 267) 


It Takes More Than A Sales Slip 


By VICTOR L. DALKE 
Arizona Mining Supply Corp. 


Nine out of ten orders for this type 
of cable specify preformed. Where 
ropes are to be used over small sheaves 
and from small drums, the preformed 
is preferred. Also, if workmen are to 
handle the ropes, the preformed is con- 
sidered safer because broken surface 
wires do not project and barb to cause 
hand injuries. 

We have found that in many cases, 
when the operator enlarges his sheave 
grooves, a larger sized rope can be 
used and thereby double the rope life. 
For example, we have one large user 
who formerly ordered 1-in. steel center 
preformed for his 21-yard shovel. By 
re-grooving all the sheaves, he was able 
to use 1144 rope, same type, and get a 
much longer safe rope life from each 
purchase. In one case where a record 
was kept, the difference was 114,056 
tons in 242% shovel hours with the 
l-in. rope, before sheave grooves were 
te-grooved; and with the 11-in. rope, 
same type, wit? sheave grooves re- 
grooved, doing same type of work, 257,- 
967 tons. Here is a saving which the 
purchaser appreciates. This sort of 
adfice and service on the part of the 
supplier is a big factor in securing 
repeat orders. 

At the rear of our main stock room, 
near the loading dock, we have a steel 
frame, 12 ft. high, which will accom- 
modate 24 average reels of wire rope. 

Across the rear of the warehouse we 
have the floor marked off with 50 one- 
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foot markers. This greatly speeds fill- 
ing short rope orders. 

In our storage warehouse which is 
along a main spur of the railroad, we 
have a wire rope compartment where 
we store reserve cables. This section 
is water tight and the reels are stored 
on the floor with a ramp leading to the 
main dock. From this point we fill full 
reel orders. We try to keep on hand 
at least one car load of cable in the 
storage warehouse. 

When a wire rope end is cut, we 
wrap the remaining end several times 
with a small wire. We have found that 
customers believe all wire rope should 
be seized when cut so we follow the 
same policy of seizing with both non- 
preformed and preformed. 

In removing wire rope from a new 
reel and placing it on a reel for de- 
livery, we are always careful to re- 
wrap the rope on the second reel in the 
same way it was wrapped on the origi- 
nal reel. 

We try to see that our customers buy 
ropes which will give them the best 
service and the longest possible safe 
life. We have a shop for handling re- 
pair and rebuilding work. If the re- 
grooving of a sheave or set of sheaves 
will account for longer rope life, we 
suggest this service. 

We have found that you must know 
a good deal about the user’s operation 
requirements and his equipment in 
order to be able to properly serve him. 
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BEFORE» 


GROUP A 


Osborn Brushes help keep 
America’s Airliners soaring 
safely in the skies! 


LEAN spark plugs are important anywhere, 
but they’re an absolute “‘must” in the skies. 
Airline operators insist on a periodic and very 
thorough cleaning; one air transport company 
alone cleans 75,000 plugs every week, reports 
“after trying various solutions and methods, the 
following procedure was found to be not only the 
best but also the most efficient”. 
The procedure referred to was to use an Osborn 
Monitor or Wheel on the threads (shown before 
and after cleaning in group A) and an Osborn 


. End Brush and Situft with solvent on the barrel 


well (shown before and after in group B). ‘The 
work is fast and does not affect the continued 
engine service of the plugs”. 


Not only the aircraft industry but a// industries 


BEFORE => 


AFTER=,) 


GROUP B 


and virtually all products have areas which should 
be surface finished to get peak performance from 
the part and maximum sales appeal for the 
products. 


An Osborn engineer will bring you up-to-date 
on the latest Osborn-developed brushing tech- | 
niques and show you how they can be applied to 
your business—to get a better-performing, better- 
looking, better-selling product. Just ask us to 
have him call, without obligation to you, of course. 


New Booklet available! When and where to use power 
brushes—and how to select them. Write for your copy today. 


Tye Os80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES POR INDUSTRY 
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Orderper Volume Sizeof Order per 
Sales Salesman per Average Working 
Area Indicator perDay Salesman rder Day 


North Atlantic 367.0 fe $14,000 $31.20 97 
A 343.0 14 13,500 33.20 106 


Southern 304.0 17 $18,350 $34.30 105 
A 343.0 16 19,600 33.40 119 


North Central - 263.0 


14 $13,300 $34.50 
292.0 16 1 


ss 
4,800 34.10 115 


Western 369.8. 9 $13,040 $62.40 85 
- 441.0 9 15,600 71.50 82 


Pacific 356.0 12 $11,830 $28.80 
380.0 13 10,200 27.80 


THE SALES INDICATOR hit another new high of 333 in at $33.10, showed little change from the previous month, 
August, a jump of 19 points over July. Orders per work- while the volume per salesman, at $15,290, was at a peak 
ing day rose from 94 to 112. Size of the average order, for this year. The salesman averaged 15 orders per day. 








100= month 1934-38 
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“BESTOIL’ ee 
Kills Heat! Saves Dies! 


| OR BETTER PIPE THREAC 


| (OSTER. | 


That’s why Oster “BESTOIL” continues to be a top-notch, 
business-getter! 


The first drum sold to a customer is the starter of those repeat 
orders that mean easy profits. 


Oster ‘““SBESTOIL” is a specially compounded sulphur base cutting 
oil that soaks up and throws off frictional heat, protects dies, 
assures better work, flows freely in cold weather and is clean, 
sterile and free of any tendency to cause skin infections. 


Best of all, Oster ‘‘BESTOIL” costs no more than many inferior 
cutting oils on the market. Here’s a sure profitmaker for you 
with excellent “repeat” possibilities. Complete details will be 
forwarded to you promptly. 
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Fixed Price Policy 
Adopted By W.A.A. 


Frixep prices will be established wher- 
ever possible in the disposal of surplus 
merchandise, War Assets Administra- 
tion announced with the completion of 
a nine-volume price register designed 
as a national clearing-house of price 
information on surplus property. In 
general, auction. sealed bid and nego- 
tiated price sales will not be used until 
the fixed price method has proved un- 
successful. 

The register represents the first at- 
tempt to catalog all items priced » 
a national basis in a convenient and 
usable form for quick and accurate 
reference. It covers thousands of items 
broken down into the following sur- 
plus goods categories: automotive and 
machinery; hardware, plumbing and 
general products; paper, furnishings. 
furniture, office machinery and equip- 
ment; drugs and medicines, textiles, 
apparel and footwear; general indus- 
trial equipment; materials and sup- 
plies: metal working equipment, and 
metals. 

Administrator Robert M. Littlejohn 
has determined that WAA’s policy in 
establishing the fair value of surplus 
property to make allowances for con- 
dition, packaging, whether an item 
is a current or obsolete model, supply 
and demand, and quantities and loca- 
tions of goods with respect to the nat- 
ural market. These conditions may 
permit fixed prices to be higher or 
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lower than the acquisition cost, but 
may not exceed OPA ceilings. 

Discounts may be granted only for 
services rendered in the distribuition 
of commodities to various levels of 
trade. They may not he granted for 
volume purchases. 


Priorities Disrupting 
Steel Distribution 


\N INCREASE in the number of steel 
priorities for certain consumers has dis- 
rupted the regular quota system of dis- 
tribution set up by the industry, off- 
cials of steel companies in Pittsburgh, 
stated. Although the effects of the coal 





DISTRIBUTOR'S 


Changes in wholesalers’ sales for 
July, 1946 as reported by the Bureau 
of the Census, Department of Com- 
merce, in cooperation with the National 


BAROMETER 


Percentage Changes 
July 1946 July 1946 From 
vs. vs. 7 mos. 
July 1945 June 1946 1945 
Automotive 
Supplies 
Industrial 
Chemicals 
Paints & 
Varnishes 
General 
Hardware 
Plumbing & 
Heating Supplies. 
Lumber & Bldg 
Materials : 
Machinery, Eqpt. 
& Supplies 


+43 
+3 
+18 
+40 


+17 
+51 
+63 
+45 433 
415 


+-19 


+28 
+14 
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and steel strikes are still being felt, 
the imposition of additional priorities 
by the Civilian Production Administra- 
tion has further aggravated the distri- 
bution picture. Some officials look for 
a more complex situation in deliveries 
within the next few months. 

It was charged that preference orders 
are being granted today without re- 
gard to the actual amount of steel 
products being turned out. Moreover, 
OPA’s delay in providing an increase 
in scrap ceiling prices is holding up 
the flow of this material. 

Steel companies appeared to be in no 
hurry to open books for the first quarter 
of 1947, this being considered merely a 
gesture in view of the heavy carry-overs 
on most steel products. Some sources 
believe that total carry-overs at the end 
of the year will almost fill first-quarter 
mill schedules. 


Steel Employment 
At Peak In July 


THE IRON AND STEEL industry recorded 
increases in employment, payrolls and 
average hourly earnings over June, ac- 
cording to the American Iron and Steel 
Institute. The employment total was the 
highest for any month since December, 
1943. The industry employed an aver- 
age of 585,100 persons during July, com- 
pared with 578,000 the month before 
and 604,730 in December, 1943. Pay- 
rolls during July amounted to $137,- 
988,900 compared with $125,589,900 in 


June. 











ALEMITE HAS THE EQUIPMENT 


For Every Lubricating Need of Industry 


CASH IN ON THIS BIG OPPORTUNITY 


You need never be stumped by any industrial lubricating problem. Alemite has 


developed and makes equipment that fills the bill to a “t.” Shown on this page 


are just a few pieces of Alemite equipment you can sell right now. 


Model 2428-C, a complete lubrication department on wheels 
equipped with a new electric high pressure pump. It's 21” 
wide, 5514” long, 39” high. Ideal for high pressure lubrica- 
tion, filling hydraulic systems, servicing oil reservoirs, lubri- 
cating gear housings, refilling oil cans and grease guns. Write 
for complete details. 





Alemite High Pressure Volume Delivery Gun 


Model 6679 is a rugged, precision-made gun that can take 
abuse and still do a dependable lubrication job. Has a 21 oz. 
capacity—handles fibrous, heavy and light bodied greases. 
Easily develops up to 5000 Ibs. pressure. Fills through a 
loader valve, or by removing the cylinder head. Used with 
hose or adaptors for lubricating all kinds of pressure fittings. 
Write for complete details. 


a 


eto) 


ALEMITE 


REG. U.S. PAT. OFF 


Fiut in Modern Lubrication 


Write for catalog which gives complete details 
about new Alemite Lubrication Equipment 


Get completely up to date on the latest, modern Alemite Equip- 
ment. You may be missing out on profitable sales. Remember — 
Alemite works with industry in solving tough lubrication prob- 
lems. Cash in on this vast “know-how,” and Alemite’s advertis- 
ing to your customers and prospects. Alemite, 1886 Diversey 
Parkway, Chicago 14, Illinois. 


Alemite 
Portable 
Air Powered Gun 


Model 6184 —a 25-Ib. 
capacity gun, provides 
fast, positive, high pres- 
sure lubrication with 
light bodied greases. It 
delivers 12 ounces per 
minute with 100 pounds 
air pressure—develops 
grease pressure 33 times 
air pressure. Is easily 
rolled about on 3 Bas- 
sick casters. Write for 
complete details, 


Alemite Loader Pump 


Model 6425 . . . portable, 35-lb. 
capacity pump for loading grease 
guns with light-bodied and semi- 
fluid lubricants. A very practical 
unit where machines being serv- 
iced are some distance from main- 
tenance departments. Economical 
because it delivers lubricant only 
when gun is placed on loader 
valve. Complete with adapters 
and bracket for carrying gun. 
Write for complete details. 
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STEEL PRODUCTION and demand are the 
major factors in evaluating how fast 
overall production can achieve peak 
level. All present indications point 
toward a demand greater than possible 
supply for the rest of this year and at 
least half of 1947. — 

Although the industry believes there 
is sufficient producing capacity to sup- 
ply stepped-up production rates, only 
experience can actually determine the 
extent of the demand for goods re- 
quiring steel in their manufacture. That 
steel production will be the crucial 
bottleneck in industrial production 
seems clear, because production, cou- 
pled with an unprecedented demand 
backlog, is higher than at any time pre- 
war, while steel production capacity is 
little more than it was in 1941. 

In a report recently published by 
Business Week for executives, it is 
pointed out that the demand for steel, 
in the year ending June 1947, will be 
about 67 million product tons, as 
against 49.3 million in 1940. Of the 
67-million ton estimated demand, per- 


Non-durable mfg. 


2RODUCTIORN 





Aug.* July Aug. 
1946 1946 1945 
Total Production.......... 176 174 186 
Durable Manufactures. . . 206 202 239 
Non-durable Manufactures.. 162 160 157 


* These figures are preliminary and subject 
i. minor revision on the basis of additional 
ata. 





centage requirements by industries are 
expected to be about as follows: 


18.0 
17.0 
13.5 
12.0 
10.5 
29.0 


Machinery 
Autos & Trucks 
Construction 
Exports 
Railroads 

All Others 


To satisfy this probable demand for 
67 million product tons there exists a 
practical steel ingot production capacity 
of around 86 million tons. But allow- 
ance for scrap loss in rolling sheet, 
rail, plate and structural shapes shrinks 
this total to 60 million tons of finished 
product. Thus the demand is expected 
to exceed supply by approximately 11.5 
percent. 


1935-39 =100 


7 


Despite a favorable chance of over- 
coming present scrap and coke short- 
ages for the production of sorely needed 
steel, there is little doubt that sfeel 
output will determine the course of in- 
dustrial production for the next 18 
months, rather than vice versa. 

The Federal Reserve Board index of 
total production in August rose two 
points over July. Durable manufactures 
rose 4 points, and non-durable 2 points. 
With steel production currently at 90 
percent, and barring work stoppages in 
major industries, the total production 
index should continue its upward move- 
ment through the rest of the year. A 
healthy, gradual increase would bring 
it near the 185 mark by the end of 
1946, or about 20 percent higher than 
the average for 1941. 

Production of machinery, according 
to Federal Reserve Board statistics, 
shows a steady increase, month by 
month, since February of this year. 
This presages an increasing flow of 
consumer goods from reconverted and 
new plants. 


1929 "30 ‘31 32 33 '34 35 "36 °37 °38 39 40 41 42 434445 SFMAMJJASOND JFMAMJJASOND 


Source: Board of Governors of the Federal Reserve System. ® 
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in Every Type of Plant.... for 


Profitable Dumore Grinder Sales 


You are not restricted to a limited market for the sale of Dumore 
Grinders. Almost any type of plant is a logical prospect for these 
versatile tools. Their dependability and economy are selling features 
with which you can build a profitable volume of production application 
sales. Dumore Grinders are adaptable to a wide variety of quick set-ups 
for all types of grinding. This, plus their high operating precision, is a 
selling feature that provides you with a substantial volume of toolroom 
and maintenance sales. Don’t limit your calls to tool-and-die shops and 
metal-working plants. The illustrations on this page suggest the wide 
market for profitable Dumore sales. 


DISTRIBUTORS: 


A few Dumore Industrial Franchises are 
available. If you are interested in han- 
dling Dumore Industrial Tools in your area, 
please write us for further information. 
The Dumore Company, Dept. J-31, Racine, 
Wisconsin, 


IRON (Oa 


PRECISION TOOLS 









SOLD BY LEADING INDUSTRIAL DISTRIBUT 
IN ALL PRINCIPAL CITIES 
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Crawford, 


00 
YEARS 
QLD 


When T. S. Crawford, president of Montgomery & 
Spartanburg, S. C., purchased a half interest 


in the firm the capital was $12,000 and the first year’s sales were $40,000. 


He and his son, J. E. Crawford, vice-president, look over their new catalog. 





als 8 ak 


E. W. White !s the oldest employee Textile mills are served by Mont- 


In addition to a mill supply depart- 
ment, the 50 year-old Spartanburg 
firm has an electrical department, 
which is headed by Frank McHugh 


gomery & Crawford. Here T. (Sam) 
Means, left, one of the oldest em- 
ployees in point of service, shows 


in point of service. The company 
was founded on Jan. 1, 1896 and Mr. 
White started to work Aug. 4, 1904. 


(right). He’s examining a gage with 
W. Harold Manrick of the mill sup- 
ply department. 


When the business was 
there were two employees. 
there are 140 on the payroll. 


Frank Fielder the qualities of gal- 
lun calf skins and how they are used 
in covering spinning rolls. 


launched 
Now 





Service-From Supplies To Bridges 


BBRIDGE CONSTRUCTION is not usually connected with indus- 
trial supply as an associated venture but Lloyd E. Jones, one 
of the partners in the Jones-Sylar Supply Co., Chattanooga, 
Tenn. distributor, manages to make the combination a happy 
one. Besides his interest in the industrial supply firm, Mr. 
Jones is head of the Lloyd E. Jones Co., fabricators of small 
bridges. The Jones Co., constructed the Valley River foot- 
bridge in Murphy, N. C., for which it received first prize in 


Class C of the annual bridge award for the most beautiful 
bridge built in 1939 from the American Institute of Steel 
Construction. The certificate of award and pictures of the 
prize-winning bridge are framed and hang in the reception 
hall of the Jones-Sylar Supply Co. Mr. Jones’ other partners 
in the supply firm are Don L. Jones and Charles A. Sylar. 
The company occupies modern quarters in a manufacturing 
area. 
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PIPING FLEXIBILITY «ce Edward C 


Valuer 


screwed or welding ends—there isan 
Edward steel check valve to meet 
your requirements. Many sizes and 
types are in stock for immediate 
shipment. 


For large, medium or small lines 
.. + for horizontal, vertical or angle 
installations ... for 150 lb to 7500 lb 
service . . . stainless steel or Stellite 
trim ... whether you need flanged, 


BIG CHECKS 


Vibration, clatter and dam- 
aging shock to piping are 
eliminated with Edward pis- 
ton-type check valves. In- 
tegral guide ribs, cored out 
for free flow, guide the hour- 
glass disk-piston throughout 
travel to prevent hanging up. 
New flow contours reduce 
pressure loss, increase oper- 
ating efficiency. Built in sizes 
through 14 in. 


AVAILABLE IN HORIZONTAL_m_ .. 


MEDIU 


-ANGLE[—... VERTICAL | 


Exclusive Edward 
disk guide lip aids 
tight seating and 
cuts wear on seat 
and disk through 
momentary thrott- 
ling action. 


Edward check valves 
may bedisassembled 
without removing 
from the line. Covers 
are forged steel. 





Edward forged 
steel check valves 
are spring loaded 
to insure quick, 
accurate seating. 
Bodies are 
streamlined 


For viscous fluids 
or hydraulic serv- 
ice, Edward ball 
checks are ideal. 
Stainless steel 
ball is mated to 
seat. 


Design of small 
Edward checks 
permits use in 
either horizontal 
or vertical lines. 
Built in sizes 
down to 14 in. 


AVAILABLE IN HORIZONTAL ——~—... ANGLE ‘a » ++ VERTICAL | 


A request on your company letterhead will bring you an Edward Catalog. 


a 


os 
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Behn & Co. Occupies 
New Quarters 


The H. J. Behn & Co., Inc., distribu- 
tor of industrial supplies and equipment 
in Fairfield, Conn., has purchased and 
occupied the building at 750 State St. 
Extension, Fairfield, Conn., following a 
fire on Aug. 3, in the old building at 
239 Water St. 

Although the fire started in the floor 
above the one occupied by the company, 
Behn & Co. was flooded out by water 
poured in by the firemen. A good por- 
tion of stock was damaged and several 
holes were burned through the roof. 
Business was not suspended but car- 
ried on under handicaps such as discon- 
nected telephones and only one tempo- 
rary wire in the new building. 

A regular switchboard has been in- 
stalled in the new building with three 
outside wires and practically all stock 
has been replaced. Inspection of the 
new quarters, which include a modern 
warehouse, has been solicited from cus- 
tomers by H. J. Behn, pres. 


Industrial Specialties 
Adds New Salesman 


Jerry Martin, formerly in the engi- 
neering department of Boeing Aircraft, 
has been made a resident salesman in 
the Seattle office of Industrial Special- 
ties Co., Portland, Ore. 

M. B. and Paul Kulberg, partners in 
Industrial Specialties, announced that 
lines of pneumatic tools, grinding 
wheels, air cylinders, resistance welders 
and other pneumatic products have been 
added. Paul Kulberg was made chair- 
man of the Portland section of the Amer- 
ican Welding Society recently. 


Spartanburg Firm 
To Move Quarters 


Hall & Co., newest Spartanburg, S. C., 
industrial supply firm, plans to move 
to a new location, 197 Main St., before 
December. The new location is being 
made ready with modern fixtures and 
storage facilities for supplies. 


122 


Part of the program committee of the Central States Association gathers to 
put the finishing licks on the program to be held in Chicago November 18. 
Left to right: (seated) Oscar Iber, president, O. Iber Co., program committee 
chairman; Miss Anne Greene, executive secretary; J. H. Ruddell, vice-presi- 
dent and sales manager, Central Rubber & Supply Co., Indianapolis, and 


association president; 


(standing) A. A. Beaufils, 


H. Channon division, 


Hibbard, Spencer, Bartlett & Co.; A. M. Steed, Barrett Hardware Co.; Ross 
Dickson, W. D. Allen Co.; W. H. Clark, Samuel Harris & Co.,and E. C. 


Hirschfield, The Queen City Supply Co. 


Central States Mill Supply Association 
To Hold Fourteenth Annual Meeting 


Plans for a down-to-earth, get-to- 
gether meeting of members of the 
Central States Mill Supply Association, 
and their suppliers highlight the pro- 
gram for the annual meeting of the 
association, Nov. 18 in the Palmer 
House, Chicago, according to Oscar 
Iber, president of O. Iber Co., and 
chairman of the program committee. 

The meeting will be preceded by an 
entertainment feature Nov. 17 at the 





F..T. Sibson, Syracuse 
Supply, Succumbs 


Frederick T. Sibson, product super- 
visor of mill supplies at the Syracuse 
Supply Co., Syraeuse, N. Y., died on 
Sept. 1 at his home. He had been an 
employee of Syracuse Supply for the 
past 45 years. Surviving are his wife, a 
daughter, a son and: three sisters. 


Haseltine Opens 
Spokane Branch 

J. E. Haseltine & Co., Portland, Ore.. 
opened a branch store in Spokane, 
Wash., at 1101 Division St., under the 
management of Glen Wilson. Ted Wil- 
liams is now salesman working out of 
the Spokane office. 
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Continental Hotel where an afternoon 
reception will be followed by an aqua- 
cade and water ballet in the hotel’s 
swimming pool, for many years the 
scene of championship swimming 
events. On Nov. 19, the distributors 
will meet with the Marketing Methods 
Committee of the American Supply & 
Machinery Manufacturers’ Association. 

A highlight of the distributors’ 
meeting on Nov. 18 will be a thorough- 
going analysis of line evaluation. Two 
comprehensive surveys are underway 
which will form the basis for discus- 
sion of the merits and demerits of 
various lines. Carl Channon, president 
of the Great Lakes Supply Co., is having 
IBM analysts going over his complete 
line and evaluate each. This informa- 
tion will be analyzed by Mr. Channon 
and presented at the meeting. In addi- 
tion, the association is gathering data 
on eight lines only, but from a repre- 
sentative cross section of the trade. 
The two studies complement each 
other. The latter study will be pre- 
sented jointly by D. W. Northrup, 
president, Henry G. Thompson & Son 
Co., and Rhae M. Swisher of the 
management engineering and account- 
ing firm bearing his name. Mr. Iber 
promised that both Mr. Channon and 
Messrs. Northrup and Swisher would 














Saves Time, Cuts Costs 





Sell It asa 

Pertable Tool... 
The '4," Heavy-Duty Drill drives twist 
drills up to 1/4", wood augers up to '/2”, 
Hole Saws for cutting clean, round holes 
up to 114" in diameter, in any material 
a hacksaw will cut. 


Every Piant’s a Prespect for this ver- 
satile drill. And you can sell plenty of 
accessories, too. Twist Drills, Wood 
Augers, Hole Saws, Grinding Wheels, 
Wire Wheel Brushes, Drill Stands, etc. 
We’re backing you up this month with 
big, coior pages in leading industrial publi- 
cations. It’s your move... for more 
business! The Black & Decker Mfg. Co., 
617 Pennsylvania Ave., Towson 4, Md. 
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Sell It as a 
Drill Press... 


Mounted in a Black & Decker Bench Drill 
Stand, this Drill makes a powerful drill 
press. Plenty of leverage to put on the 
pressure. A slow, smooth feed for more 
precise work. 
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Blackil Decker 


PORTABLE ELECTRIC 


on Wide Variety of Jobs! 



















Sell It asa 

Multi-Use Tool eee 
Mounted in a Black & Decker Horizontal 
Drill Stand, the '/4,” Heavy-Duty Drill 
does stationary drilling and reaming. 
Drives wheels for light grinding, wire 
brushing and buffing. 






TOOLS 





Come to headquarters for the greatest 
variety of top-quality accessories avail- 
able ... mounted and grinding wheels 
in all grades, grains, shapes and sizes 
. - - tool and cutter wheels .. . cups 
. - . internal wheels . . . wheels for 
center lapping machines . . . drum 
sanders and bands ... wire brushes 
. - . felt and rubber polishers .. . 
miniature cutters. 


You'll find ALL your requirements in 
the famed CHICAGO line! 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


Send Catalog. Interested in 
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pull no punches in making their find. 
ings plain to the attending membership, 

One of the features of the program 
for the annual meeting is that, wher. 
ever possible, the pro and con of speak- 
ers’ subjects will be presented. For 
instance, where a distributor speaks on 
“Some Of The Problems In Handling 
Small Orders—A Remedy”, he will be 
followed by a supplier who will air 
his views on the same topic. Both talks 
then will be followed by floor discus- 
sion. Other subjects to be discussed 
include direct selling, cash discounts, 
confusion and cost of changing stand- 
ard list prices, and a survey of current 
trends in the industrial supply industry. 


Distributor Sees 
Volume As Antidote 


Rising costs and the squeeze on mar- 
gins make the industrial supply busi- 
ness a virtual foot race to gain an in- 
creased volume of business in order to 
maintain a static profit, according to 
E. B. Ijams, general manager of Terre 
Haute Heavy Hardware, Inc., Terre 
Haute, Ind. 

Mr. Ijams pointed out that while 
price relief to meet rising costs is being 
granted elsewhere, the mere fact that 
the distributor may pass on such rises 
does not in any way offset his own in- 
crease in the cost of doing business. 
If anything, it makes matters worse, 
Mr. Ijams added. The distributor has to 
sell a higher priced item to maintain 
the same margin, he pointed out. 


Rising costs and squeeze on mar- 
gins make the industrial supply 
business a foot race to gain volume 
and maintain profit according to 
E. B. Ijams, general manager of 
Terre Haute Heavy Hardware, Inc., 
Terre Haute, Ind. 





Save Power on Punch Press and Shearing 


Applications with 


@ Century SCT motor 
driving a punch press. 


High Torque, 
High Slip | 


Motors 


C entury high torque, high slip 

(type SCT) motors cushion 
the shock of the peak of high im- 
pact loads. As the machine reaches 
the peak of the operating cycle, 
the motor speed pulls down and 
the machine absorbs energy stored 
in the flywheel. Then the motor 
speeds up again, storing energy 
for the next cycle. 


Century high torque, high slip 
motors are particularly adaptable 
to applications where the length of 
the cycle allows time for speeding 
up and slowing down. 


The use of the high slip motor on 
such applications results in smooth- 
ing out the load curve and saving 
wear and tear on mechanical 
transmission equipment. 


Specify Century motors on all your electrically 
powered equipment. Engineered to the functional 


characteristics of 


the machines they drive to assure 


top performance — Century motors are a vital fac- 
tor in producing a better product at a lower cost. 


They are built in a wide range 
of types and sizes from 1/20 to 
600 horsepower. 


CENTURY ELECTRIC COMPANY 


1806 Pine Strest 


St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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PRECISION 
EDGE SAWING 
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ON 
INTERNAL 
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Manufacturing and custom work 
are the prime reasons for this ma- 
chine shop at The Essmueller Co., 
St. Louis distributor. 


Distributor's Shop 
Does Custom Work 


Although manufacturing and custom 
work are the prime reasons for the 
maintenance of a machine shop at The 
Essmueller Co., St. Louis, the shop is 
an important factor in the sale of indus- 
trial supplies and equipment. 

Through the machine shop, the Ess- 
mueller Co. is able to render customers 
unusual service. For example: the turn- 
ing out of special sizes of gears from 
blanks is a routine job. Repair of 
equipment is another. 


Distributor Presents 
Educational Exhibit 


The E. Keeler Co., Williamsport, Pa., 
in cooperation with the Williamsport 
Technical Institute, the West Branch 
Manufacturers’ Association, the local 
chapter of the American Society of 
Technical Engineers and various manu- 
facturers represented by Keeler, is stag- 
ing the Williamsport Educational Indus- 
trial Exhibit Oct. 21-24 inclusive. The 
Exhibit, which fits in perfectly with the 
Keeler Co.’s long range sales program, 
is being held in the R. & G. Knitting 
Mill Building at 1005 West Third St., 
Williamsport. 

In discussing Keeler’s presentation of 
the show, K. W. Dittmar, sales manager, 
said, “At the present time, which is 
most frequently referred to as a ‘seller’s 
market’ by salesmen and manufactur- 
ers, some persons, on snap judgment 
may, in view of manufacturing difficul- 
ties and present delivery dates, question 
the advisibility of such a promotion. 
However, we believe that ‘the party is 
over’ and the regular order takers will 
not survive. The interest shown by man- 
ufacturers and the attendance records 
of the Metal Show last February, and 
the ASTE Show of last April, certainly 
shows that most manufacturers are look- 
ing into the future and discount the fact 








Porto-Power 


TAKES A “TOE-HOLD” TOO! 


TOE 


BASE 
PLATE 
Toe and y ~4 plete thread 
on to ram fdr toe lift com- 
bination. Other standard 
attachments harness the ram 


for ‘1001’ push, pull, clamp, 
twist, spread, Bend jobs, 


Here is a tip! Just check your own 

experience and think of the thousands 

of lifting operations in your territory 

now being performed by crude, dangerous 

crowbar and muscle-methods. Porto-Power 

“toe-lift” combinations are the happy answer for 

these customers and build orders for you on all Porto- 
Power equipment. See the big list of uses and ad- 
vanced postwar models in the new Porto-Power Catalog. 


A Product of BLACKHAWK MFG. COMPANY, Dept. P17106, Milwaukee 1, Wisconsin *Reg. U. S. Pat. Off. 


THERE 1S ONLY ONE PORTO-POWER*... IS MADE BY 


BLACKHA 
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FIRE LOSSES 
CONTINUE 








Help your customers hold down costly shutdowns 
by selling them PYRENE Fire Protection 


from a COMPLETE LINE 


~~ 


Your Sales Opportunities Are Bigger 
When They STANDARDIZE ON PYRENE 


With a complete line of Fire Extinguishers sold under a 
profitable policy, Pyrene ranks as a major line in sales 
: volume with jobbers who 

are on the job to take ad- 

vantage of a fire minded 

nation. And at the same 

time you help to hold 

down fire losses. This is 


a natural. 


{arene Hanufacturing Company} 
a NEWARK 8 NEW JERSEY u 


Affiliated with the C-O-Two Fire Equipment Co 
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that present day orders on the books 
constitute a healthy business outlook for 
1947 and 1948.” 

The show opens at 6 P.M. on Monday, 
Oct. 21 and on 10 A.M. on each of the 
three subsequent days. Booth space, 
each 10 by 8 ft., with panel construc- 
tion eight feet high for backgrounds 
was made available to exhibitors. Elec- 
trical outlets have been installed at eaeh 
booth, both single phase, 60 cy., 110 v., 
and three phase, 60 cy., 220/440 v., to 
make actual demonstrations possible. 

Directional signs advertising the show 
were erected at all points entering Wil- 
liamsport and the exhibit was promi- 
nently advertised in the local news- 
papers and various trade magazines. 
Station WPAK broadcast news of the 
exhibit and plans broadcasts from the 
exhibition building. Educational films 
will be shown throughout the exhibit 
with all projection and sound equipment 
being furnished by the Keeler Co. 


Market, Account 
Analyses Urged 


Wartime changes in the industrial 
supply buying pattern make it impera- 
tive to analyze markets and accounts 
more closely, according to Erwin G. 
Vonnegut, sales manager of Vonnegut 
Hardware Co., Indianapolis. 

In addition to keeping close tab on 
new account possibilities and analyzing 
sales performance of existing accounts, 
Mr. Vonnegut also is seeking a general 
guide in analyses of anticipated post 
war trends as set forth by the Commit- 
tee for Economic Development and other 
studies. 


Erwin G. Vonnegut, sales manager of 
Vonnegut Hardware Co., Indianapolis. 
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A FREE ECONOMY 
IS WORTH FIGHTING FOR 





decontrol machinery, set up by Congress, is 

to be effective. The present price control 
law is far more than a set of instructions to the ad- 
ministrators of OPA; it is a challenge to business to 
be aggressive in speeding decontrol decisions and 
in persuading the Price Decontrol Board to adopt a 
strong stand for return to a free economy. 

Thus far business has not met this challenge. Two 
months after the passage of the new price law not a 
single application for decontrol of a major product 
had been filed by an industry advisory committee. 
This is due in part to the red tape controlling such 
applications. Nonetheless, a continuation of such 
inactivity on the part of business can well result in 
perpetuating price control far beyond the time 
either the present law or sensible economic policy 
require. 

It was the clear intent of Congress to hasten our 
return to a free economy. In the legislation continu- 
ing the general control of prices, Congress formally 
declared its purpose to have it “terminated as rapid- 
ly as possible.” 

To accomplish this, the House originally approved 
a formula which would have made decontrol man- 
datory when production had attained a prescribed 
level. The automatic decontrol provision was dropped 
before the bill was finally passed, partly because of 
the uncertain effects of strikes on production. But 
Congress did not mean to return the timing and ex- 
tent of decontrol to the administrative discretion 
of OPA. 

On the contrary, to assure having price control 
“terminated as rapidly as possible,” Congress created 
« Price Decontrol Board and gave it power to over- 
rule OPA when the board finds price control should 
be removed. Moreover, it gave to industry the right 
and the responsibility to seek decontrol. Also, in a 
further effort to speed up the decontrol process, it 
placed narrow limits on the time allowed for board 
decisions, 

Congress had compelling economic reasons for do- 
ing its legislative best to speed up decontrol. 

1, It is by all odds the best way to eliminate the 


PB ecco must take the initiative if the price 


bottlenecks in production and the black markets 
which have plagued the country since V-J Day. 

Rigid price ceilings promote shortages of 
badly needed commodities by discouraging their 
production. Such shortages both upset the flow 
of production and promote black markets. At 
present a considerable part of American indus- 
try is stymied by shortage of critical parts and 
materials. Price control is much to blame. 

2. There must be flexibility of prices if a round of 
new wage adjustments, which may be forced on 
industry early in 1947, is to be negotiated without 
grave risks of seriously curtailing production. 

When, under the leadership of the national 
administration, the first post V-J Day round of 
wage adjustments was made, price ceilings 
were held rigid while wages were boosted. The 
result was a series of price-wage squeezes which 
upset production. They would have been dis- 
astrous if we had not been in a sellers’ market, 
created by a tremendous accumulation of war- 
time shortages. In 1947, however, many indus- 
tries will be in a buyers’ market. It must be 
possible, therefore, to have wage increases re- 
flected promptly in price adjustments if we are 
to avoid a repetition of the costly post V-J Day 
round of strikes, which often had price contro] 
as the key issue. 

3. Rapid decontrol is necessary to maintain a high 
level of employment and production. 

Almost five years of price control inevitably 
twisted the factors of production and distribu- 
tion far out of the equilibrium which would 
prevail in a free economy to which it is the 
clear purpose of the nation to return. Unless 
the return to a free economy is facilitated by a 
speedy and orderly decontrol, the jolt of an 
abrupt return to competition can be expected 
to upset employment and production seriously. 


It’s Up To Business 


To encourage speed and boldness in decontrol, 
Congress provided for the reimposition of control 
over any prices which, after being released, might 








get out of hand. The dangers of this sort are chron- 
ically exaggerated. During the 25-day period in July 
when there was no price control the Civilian Produc- 
tion Administration found that “manufacturers of 
finished industrial and consumer products have gen- 
erally exhibited commendable restraint in increasing 
prices no more than increased costs.” 

All of this endeavor to speed up decontrol and 
expand its scope is likely to be futile, however, un- 
less business furnishes the driving power for the 
machinery Congress provided. OPA certainly will 
not do it. Neither can the Decontrol Board be ex- 
pected to go out and drum up cases. 

The necessity for vigorous action by business in 
pressing for decontrol is increased by the fact that 
the general legislative standards to guide decisions 
by the Decontrol Board are vague. They must be 
clarified and sharpened by decisions in specific cases. 

The main principle to guide the decontrol of non- 
agricultural products is that price ceilings shall be 
removed when supply is in approximate balance 
with demand. But what precisely does that mean? 
The meaning will become clear only through Decon- 
trol Board decisions, 

The same is true of the principle which makes au- 
tomatic decontrol of a non-agricultural commodity 
contingent on whether or not it “is important to 
business costs or living costs.” Business must press 
cases which will give specific meaning to those vague 
terms if decontrol is to get on apace. : 


Cards Are Stacked 


At present the government has the cards pretty 
well stacked against rapid decontrol. 

First, the key members of the staff of the Price 
Decontrol Board are holdovers from the Bowles 
regime which emphasized the importance of carrying 
on price control rather than speed in getting rid of it. 

Second, in exercising his authority to prescribe 
regulations to govern petitions for decontrol, the 
OPA administrator has required excessively compli- 
cated statistical and economic data. Manufacturers 
who are sure they can convince any fair-minded 
board of the desirability of decontrolling certain of 
their products assert that they are blocked by statis- 
tical entanglements, 

Third, OPA has discouraged business from moving 
immediately under one section of the law to speed 
decontrol. This section provides that products “not 
important in relation to business or living costs” 
may be freed from price ceilings immediately and 
must be freed by December 31, 1946, unles OPA 
specifically finds they are important to these costs. 


Instead of making it possible for business to move 
under this section now, OPA has issued rules which 
have the effect of blocking such a course until the 
end of the year. 

In the light of obstacles such as these, it is not sur- 
prising that the record of decontrol to date is not 
impressive. 


Decontrol Record 


Since June 30 there has been a drop from about 
70% to about 60% in the total value of products 
under price control. But most of the drop has been 
accounted for by food products, which Congress took 
the lead in decontrolling, and by industrial machin- 
ery which was being decontrolled when Congress 
acted. By far the larger part of manufactured con- 
sumer goods remains under control. 

This, however, is no time for business to be dis- 
couraged. Rather, business should accept the obsta- 
cles put in its way as a challenge and work harder 
than ever for speedy decontrol. 

The case for decontrol should not be stated in nar- 
row technical terms. It should be based on grounds 
ot broad public policy, and should demonstrate how 
a speedy return to a free economy can hasten the 
tull release of the nation’s productive power. 

For example, there should be very clear demon- 
strations of how, in far too many cases, rigid price 
ceilings—(1) discourage production of key parts and 
materials by making such production relatively un- 
profitable, (2) create shortages of key parts and 
materials which tie up broad ranges of production 
or result in piling up lopsided inventories of partial- 
ly completed goods, and (3) thus cut away the foun- 
dations of a stable economy and the prospects of 
steadily sustained employment. 

There should be equally full demonstrations of the 
well known sequence from shortages to unrealistic 
price ceilings to black markets. Meat prices are 
rolled back, but the meat is rolled under the counter. 

A free economy is worth fighting for. Liberty is 
preserved only by the constant struggle of those who 
believe in it. Neither the interests of the nation in a 
strong and well-balanced economy nor the interests 
of business itself will be served by drifting at this 
time. Now is the time for business to lead a strong 
offensive for speedy elimination of price control. 


futur 


President McGraw-Hill Publishing Company, Inc. 
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It’s the Yale Midget King Electric 
Hoist. 

There’s top economy in current 
consumption—top speed and effici- 
ency in operation—wherever this 
compact, powerful; general-purpose 
hoist is on the job. It saves effort, 
gets production and maintenance 
tasks done in a jiffy. A flip of the 
wrist on the one-hand bar-grip con- 
trol is all it takes to start fast lifting, 
lowering, spotting of loads. No strain 
on time schedules, no strain on mus- 
cles—but hoisting efficiency that 
cuts costs and boosts production. 

When you sell the Midget King 
you sell quality that pays off big in 
performance—and there’s handsome 
pay in it for you. The range of 
capacities available covers the needs 
of industry for an electric hoist that 
will lift loads as heavy as two tons. 
Put its many features up to your 
prospects and up your income. Then 


to keep boosting your “take”, tell 
them about the heavy-duty Cable 
King Electric Hoist, the handy Pul- 
Lift, and the complete line of high- 
quality hand chain hoists. All are 
easy to sell—and stay sold! The Yale 
& Towne Manufacturing Co., 4530 
Tacony Street, Philadelphia 24, Pa. 











YALE HOIST 
SALES and SERVICE 
Available Through 
Your Distributor 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT ... PROMOTES SAFETY 
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R.H. WILSON 


General Service Manager 
Bell Telephone Laboratories 
New York 


MONEY TIED UP IN STOCK is the major 
part of the working capital in many in- 
dustrial organizations. Yet management, 
although deeply concerned, does not 
have the same measure of control over 
this money as that exercised over other 
money invested in the business. 

To insure this close control of stock 
materials, Bell Laboratories has devel- 
oped a simple routine based on the law 
of probability, which, when applied to 
past disbursements of an item, gives a 
reliable forecast of future demands. 
Once the forecast is determined, it can 
then be used with assurance in a sim- 
ple table to determine the most econom- 
ical lot size to purchase for stock. 

The table takes into account the 
major economic factors shown later 
which are associated with stockroom op- 
eration, 

In the control of items purchased 
from outside suppliers, the aim is to op- 
erate with as low an operating cost as 
possible consistent with maintaining 
enough stock on hand to meet all nor- 
mal demands. 

In an endeavor to accomplish this 
aim, several methods of stockroom oper- 
tion are now in general use. For 
instance, in some concerns general in- 
structions are issued to order stock ma- 
terial on a specific time basis for differ- 
ent groups of items, such as a three 
months’ supply for each item in one 
group. Although this has the appear- 
ance of control, the examples shown 
later will prove that it is far from the 
most economical method of operation. 

Still other companies simply leave the 





* Reprinted from the August issue of Faororr 
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anagement Control 
for Stock Inventories 











THIS article which describes the stock control system used by the Bell 
Laboratories has significance to the industrial distributor and his salesmen 
for two reasons: 

1. It gives a clear picture of the methods used by a progressive manu- 
facturer to control his purchases for stock and it gives an insight into 
his philosophy of purchasing. The thinking back of these phases of one 
manufacturer’s operations can probably be duplicated in thousands of 
manufacturing plants across the nation. These manufacturing plants are 
the customers of distributors and their salesmen. By understanding the 
thinking of these customers (as illustrated in this article), it should be 
possible to adjust selling strategy to their needs and requirements. 

2. The ideas, methods and thinking are good in themselves. While 
the story is that of a manufacturer, the principles of sound stock control 
and purchasing are, with only slight alterations, applicable in the dis- 
tributor’s own operations. To be sure, the methods used in applying the 
principles vary but the principles remain. 

In a broader sense, the control of inventories under present condi- 
tions demands the best attention of management. Overall business inven- 
tories have increased $2,000,000,000 in the past year. On the basis of 
past relationships between sales and inventory, this increase is not out of 
line. But the rate of increase has been very sharp in recent months. It 
will be remembered that inventories were the weak spot in the 1920 pic- 
ture, and again in 1937. One of the prime functions of distributors is 
to provide local stocks against which their customers may draw. They 
must maintain stocks but the stocks should be balanced as nearly as 
possible and should be geared to customer requirements. This requires 
careful, detailed control by lines and items. 


The Editors 











determination of how much and when 
to order for each stock item in the 
hands of experienced rank-and-file em- 
ployees. As a result, management has 
no control over the money invested. 
since the rank-and-file employees are, 
in effect, determining the level of in- 
ventory, and they do this solely on the 
basis of past experience, judgment, and 
any available knowledge of future de- 
mands. The inaccuracy of this method 
can readily be tested by asking em- 
ployees of similar business experience 
to determine how much stock to order 
for any selected item and observing the 
different solutions received, although 
obviously all cannot possibly be correct. 
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There seems to be a definite pattern 
or cycle of events in stockroom opera- 
tion in most orgainzations. When a 
troublesome out-of-stock —_ condition 
arises, management usually seeks to 
remedy this condition by exerting pres- 
sure on the group or on the individual 
employee controlling stock. The result 
is an increase in minimum stock quan- 
tities, and possibly an increase in the 
amount of stock ordered, which in turn 
causes an abnormal increase in inven- 
tory. As the inventory increases to a 
point where it is no longer considered 
economical, management again brings 
pressure to bear in an effort to reduce 
it. As a result, less stock is ordered, o1 
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“Show us how to do it faster... at lower cost!” is the plea 
of your customers today, And, you can “show ’em how” 
when it comes to assembly operations if you sell Thor 
electric screw drivers and nut setters. With Thor’s com- 

: plete line of power units and attachments you can meet 
speed, power, and torque requirements exactly. Using 

n standard equipment, you can provide tools that are vir- 

‘ tually “tailored to the job” to speed unit operations, 

a increase fabrication range and reduce assembly costs. 

0 With Thor, you'll never miss a sale. 
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ONLY THOR DISTRIBUTORS SELL TOOLS 
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makes 


PORTABLE ELECTRIC SCREWDRIVERS 
and NUT SETTERS 


Your “Top-Volume” 
Tools today! 


You’ll Never Miss a 
Sale with Thor— 


the Only Complete Line 


THOR MAKES IT SIMPLE TO CHOOSE THE RIGHT TOOL, TOO 


Only Thor gives distributors such a wide range of assembly 


tools to sell . . . and makes it simple to sell them! Whatever 


your customer’s requirements, Thor engineers who in- 
vented the first power screwdriver can specify and furnish 
from a line of hundreds of attachments exactly the tool 


for the job. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


BIRMINGHAM BOSTON BurraLo CLEVELAND oerro LOS ANGELES MIL WAURES 


PHILADELPHIA PITTSBURGH ST LOUIS SALT LAKE CITY SAN FRANCISCO TORONTO, CANADA LON ENGLAND 


PORTABLE POWER 
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the minimum stock quantities are re- 
duced, and soon there is a repetition of 
the troublesome out-of-stock condition. 
Thus management seesaws between low 
inventories with a high out-of-stock 
condition and high inventories with a 
low out-of-stock condition. 

Two essential difficulties prevent 
management from obtaining the de- 
sired balance of control: 


1. Most forms of control are at- 
tempted on an average basis, whereas 
each item should be controlled so that 
the most economical amount is carried. 

2. Management has not~been pro- 
vided with the knowledge necessary to 
instruct their employees in a method 
of operation which will enable them to 
achieve this result. 


This article shows management how 
to obtain this desired balance of con- 
trol. It describes a plan that permits 
management to control the inventory 
and the out-of-stock condition by pro- 
viding the stock control group with 
simple routines based upon the com- 
panys’ operating factors. This enables 
members of the group to select the most 
economical ordering amount and order- 


ing point for each stock item, thus re- 
sulting in a stable and predetermined 
over-all value of inventory as well as 
protection. = 

The two basic problems in control- 
ling stock items are: (1) The deter- 
the economical 
amount to order, and (2) the determina- 
tion of the quantity of stock that should 


mination of most 


be on hand when a restocking order 
This the 
“ordering point” must be sufficient to 


is placed. quantity called 
provide the required protection against 
going out of stock. The problem of de- 
termining the most economica! amount 


to order will he considered first. 


How Much to Order 


Gen- 
erally speaking, the only factors taken 


Items from outside suppliers. 


into account by the employee ordering 
stock from outside suppliers are the 
past activity records of the item and 
any knowledge available regarding fu- 
ture requirements. 

Some of the basic economic factors 
usually not considered are interest on 
investment, depreciation, obsolescence, 
such costs as are in- 


insurance. and 


NUMBER OF ORDERS : 
PLACED PER YEAR 2 4 5 


SIZE OF 


$500 | $250 | $200 


EACH ORDER 


AVERAGE STOCK 
CARRIED 


COST OF CARRYING 
AT 10 PERCENT 


COST OF PLACING | 
ORDERS AT $1 EACH $4 $5 
(SEE A) 


TOTAL YEARLY COST 
OF OPERATION 
(d) + (e) 


$125 


$25; | $12.50 $10 


$15 


1000 
900 
800 
700 
600 
500 
400 
300 
200 
100 

Stock 


Stock 
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curred in order placing, receiving, in- 
spection, distribution, and paying the 
bill. Although it is readily understood 
how impossible it would be to expect 
someone to weigh each of these factors 
individually when placing an order, th: 
illustration shows that they 
must be taken 
order to be able to 
economical ordering amount. 

For example, suppose that $1000 
worth of a stock item is consumed an- 
nually. There are obviously thousands 
of different ways in which orders might 
be placed with outside suppliers for 
this amount during a year. For instance. 
one order could be placed for the full 
$1000 worth; or two orders could be 
placed for $500; or four orders could 
be placed for $250; or 40 might be 
placed for $25. The exhibit 
is a simple illustration which takes into 
account the basic 
already referred to and includes them 
in (1) the cost of carrying stock and 
(2) the cost of replenishing stock. 

Since the amount ordered during th: 


following 
into consideration in 
the 


select most 


below 


economic factors 


year is varied between a single order 
for $1000 and twenty orders for $50 
totaling $1000. the over-all yearly cost 


$125 


$100 | $62.50 


$6.25 


$8 


$14.25 
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How more sales of DELTA equipment 
help you sell more supplies — 
Neo. 5 of a series. 
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Circular Saw 


( 10” Tilting Table Saw ¢ 10” Tilting Arbor Saw) 
The profit you make from the sale of a Delta Circular 
Saw is just a start on the money you can make. 


During the entire life of the machine, there’s a live 

market for many attachments and accessories: 

1, Those necessary to the primary operation of 
the machine, such as saw blades. Because these 
are regularly used up, replacement business 
keeps coming in! 

2. Those that increase the utility of the machine, 
such as moulding cutters. 


3. Those that make operation of the machine 
safer, more efficient, more convenient, such as 
miter gauges. 


To build yourself some sweet supply accounts, first sell 
Delta Circular Saws to use up the — That’s the way 
to make more money and to stay ahead of competition! 


*Trade Mark Reg. U. 8. Pat. Off. 


Delta Manufacturing Division 
Rockwell Manufacturing Company 
Milwaukee 1, Wisconsin 












DELTA 


PPG US 


wo 
C) You sell more f ° 
Rip Blades. ‘ 


(1 You sell more Cross-cut Blades. 


(C) You sell more Combination Blades, for ra 
both ripping and cross-cutting. 


(1 You sell more Hollow Ground Blades, for 
fine, accurate work of ripping, cross-cutting, 
and mitering. 


C) You sell more Dado Heads and Inserts, 


Fm 
(© 7 
for cutting of grooves. ——— 


39999 @ 


Ada 
Oda 


C You sell more Moulding Cutter Sets. 


( You sell more Moulding Cutter Heads. + 

oF 2 

C You sell more Moulding Cutter ZY; 
Table Inserts, h — Y T 


C You sell more Miter Gages 
for greater accuracy on 





Precision operations, 


C) You sell 
more V-Belts, 
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32 Alundum 


A Sensational New Abrasive 








. «+ The most important abrasive development in over 
45 years—since NORTON introduced the original electric- 
furnace-made aluminum oxide abrasive (ALUNDUM*) / 


32 A.unoum* is an entirely new type 


of electrically fused aluminum oxide abrasive. 





It's radically different in shape 
and in appearance. 


It’s made differently by a Norton 
invented and patented process. 


| Each super-cutting grain is a 
o single crystal—individually pro- 
: duced in the electric furnace— 
not crushed to size. 


It's the first and only abrasive 
with a sharp, nubbly surface for 
a super cutting action. 





It’s the only abrasive which com- 
bines a strong grain structure 
with a cool cutting action. 


STOCK WHEELS AVAILABLE NOW FOR SURFACE, TOOL AND 
INTERNAL GRINDING — OTHER TYPES SOON 


Write for additional information or, better still, call in your 
Norton abrasive engineer or Norton distributor. 


NORTON COMPANY e@ WORCESTER 6, MASS. 


Distributors in All Principal Cities 


aS 
‘e 
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of operation also varies. It will be 
noticed on the lower line F that for one 
certain amount ordered the yearly cost 
of operation is less than for any other. 
Also, since line C is a measure of the 
inventory carried, it is apparent that 
the lowest inventory does not necessarily 
mean the most economical operation. 
Should orders for $50 be placed instead 
of $125, thereby decreasing the inven- 
tory, the operating costs in this instance 
would rise from $14.25 to $22.50 or an 
increase of 53 percent. If this should 
vccur for all stock items, i, would rep- 
resent a real loss in money for no gain 
in efficiency of operation. 

From a study of this exhibit it is 
obvious that any method which attempts 
to control the inventory by establishing 
a given amount to order for any items. 
such as a three months’ supply. etc.. is 
economically incorrect. 

It is unnecessary to go through the 
type of calculation given in the exhibit 
to determine the most economical order- 
ing amount for each item. Mathemat- 
ical study has resulted in a formula 
using the basic principles of the exhibit 
with a factor added to take care of the 


ORDERING AMOUNT TABLE 
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STANDARD 
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effect of the ordering point in the deter- 
mination of the most economical amount 
of stock to order. Through the use of 


the formula a table (see below) 
can he .prepared, which takes into 
consideration all necessary operating 
factors as they exist in any given stock- 
room and enables the stock control per- 
sonnel easily and accurately to select the 
most economical ordering amount for 
any stock item obtained from outside 
suppliers under routines set up and con- 
trolled by management. 


Formula At Work 


Example. From the stock record an 
item is found to be moving at the rate 
of $160 per quarter, and there is noth- 
ing to indicate that this rate will change 
materially in the next few months. The 
-tock control employee refers to a table 
prepared for this particular stockroom, 
which has been simplified through use 
of the formula, so that only two col- 
umns are necessary. In the first column 
is found the quarterly demand in dol- 
lars for the item under consideration. 
and adjacent to this figure in the second 
column is given the amount to order, 
expressed in dollars. In this example. 
for a quarterly demand of $160 the 
ordering amount is $140. This is the 
most economical ordering amount, tak- 
ing into consideration the economic 
factors associated with the stockroom. 

Any anticipated change in future de- 
mands would simply change the figure 
of $160 to a new anticipated quarterly 
rate at which the item will move, and 
the amount to order would then be 
opposite this new figure in the table. 
When the quarterly demand figure is 
small the table indicates a large num- 
ber of months’ supply to order; how- 
ever, as the dollar value of material 
consumed increases, the number of 
months’ supply to be purchased de- 
creases rapidly for economical opera- 
tion. As a result the over-all inventory 
is, in general, kept at a low figure un- 
less a large number of slow-moving 
items are kept in the stockroom. 

The ability to estimate accurately 
future material requirements is a major 
factor in the successful operation of 
most organizations. 

Rising or Falling Markets. After the 
standard ordering amount for an item 
obtajned from suppliers has been deter- 
mined, it may be found that because ot 
discounts or rising or falling markets 
an adjustment may be necessary in the 


standard ordering amount to increase 
over-all economies further. Tables can 
he prepared that will show whether or 
not such an adjustment is economical 

The other basic problem of stock con- 
trol is the determination of the quan. 
tity of stock that*should be on hand 
when a restocking order is placed. Thi+ 
is of considerable importance for two 
main reasons. First, to run out of stock 
on an item may cause disruptions re- 
sulting in a greater loss than the actual 
value of the stock carried for protec 
tion. Second, a large quantity of exces~ 
or safety stock, which is a result 0! 
placing restocking orders when there 
is too large a quantity of stock on hand. 
represents a great deal of capital tied 
up in stock not being used. 

The most common method now in 
operation for controlling the out-of 
stock condition is to establish a “mini- 
mum stock” quantity which is deter- 
mined on a time basis for all or most 
items. For instance. management may 
set the minimum stock for all items or 
all items in a selected group at six- 
weeks’. two months’, or six months’ sup- 
ply. depending on the over-all out-of- 
stock condition. Management tends to 
set this amount as low as_ possible. 
which usually results in a troublesome 
out-of-stock condition. To counteract 
this condition, management then in- 
creases the minimum stock on hand for 
every item in the group causing trouble 
to a point where the out-of-stock con- 
dition is reduced to a satisfactory level. 
Although this will temporarily solve the 
out-of-stock problem, the quantity of 
safety stock is obviously being increased 
for many items which might instead be 
reduced, thus creating a large unneces- 
sary inventory with its associated in- 
crease in operating costs. 


Three Factors 


What management really needs is a 
plan that will adjust the amount of 
protection for each item according to 
its individual requirements. 

After considerable study it was found 
that there are three basic factors com 
mon to all stock items which enter into 
the out-of-stock problem. These are 
(1) number of requests for an item 
during the restocking time, (2) num- 
ber of units per request for the item. 
and (3) time elapsed from the time an 
order is placed until it is filled. 

These basic fa@tors follow detinit 

(Continued on page 275) 
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Powell Plant 








Fig. 1503 


Class 150-pound Cast Steel Gate 
Valve. Has flanged ends, outside 
screw rising stem, bolted flanged 
yoke and taper wedge solid disc. 


Powell Cast Steel Valves of all 
types are available in pressure 
classes from 150 to 2500 pounds, 
) inclusive. 


SEIS > 4 











Fig. 1460 


lron Body Bronze Mounted 
‘‘Master Pilot” Gate Valve. 
Screwed ends, rising stem, 
bolted flanged bonnet and 
taper wedge solid disc. Also 
available in All tron. 


200-pound Bronze Gate 
Valve with screwed ends, 
inside screw rising stem, 
union bonnet, renewable, 
wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


\ ar 


Powell Plant Today 


Powell Valves have gone a long way since the celebrated 
Powell ‘‘Star’’ Regrinding Globe Valve was patented in 1865. 


Today, with a notably complete line of valves, which in- 
cludes every required type, size and design—in bronze, 
iron, steel and many corrosion-resistant metals and special 
alloys—Powell Valves are going a long way in meeting the 


flow control requirements of modern industry. 


Above:all, Powell Valves go a long way in actual service, 
because each valve is designed to give maximum perform- 
ance under the actual operating conditions it will encounter. 


Catalogs on request. Kindly state whether you 
are chiefly interested in Bronze, Iron, Cast Steel 





Fig. 375 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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or Corrosion-Resistant Valves. 





Fig. 190 


150-pound tron Body Bronze Mounted 
‘trenew”’ Globe Valve. Has screwed 
ends, union bonnet and regrindable, 
renewable, wear-resisting ‘‘Powell- 
ium” seat and disc. Also available 
in All Iron for process lines. 





Fig. 150 


150-pound Bronze Globe 
Valve. Screwed ends and 
union bonnet. Regularly 
furnished with renewable 
vulcanized composition 
disc but special discs can 
be supplied for a number 
of different services. 











Wyatt Manages 
Wilson Field Stores 

S. G. Wyatt was named manager of 
field stores for the Wilson Supply Co., 
Houston, Tex., succeeding J. O. Dor- 





raoh, who resigned. Mr. Wyatt was 
former manager of Wilson’s Beaumont 
store. He will supervise operations of 
the firm’s 15 stores located in Texas, 
Louisiana, Mississippi and Arkansas. 

Mr. Wyatt joined Wilson Supply 13 
years ago, serving as store manager at 
Kilgore and Taleo, Tex., and Rodessa, 
La. He served as salesman in the Beau- 
mont area until the establishment ot 
the Wilson store there, when he was ap- 
pointed manager. 

Wayne Harris, who has been with the 
company for several years, succeeds Mr. 
Wyatt in Beaumont. Mr. Harris was 
formerly at the Opelousas, La., store. 


Terre Haute Firm 
Modernizes Quarters 

Industrial Supply Co., Terre Haute, 
Ind., modernized its quarters last win- 
ter, added one-third to its store and 
office space and moved its warehouse 
activities into a building in the rear of 
its store from a location farther away. 
John B. Scofield, president, anticipates 
a generally higher rate of industriai 
and mining activity in the post war pe- 
riod than existed in the pre-war era. 
It was on this hasis that Mr. Scofield 
had the improvements made. 


| then, use and care of hack sew blades. 
Seid Exclusively Through Distributors 


VICTOR = 


VICTOR SAW WORKS, INC MIDDLETOWN, NEW YORK aie &; Siem, sdadlle ot w 


dustrial Supply Co., Terre Haute, 
Ind., which modernized its quarters. 
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misicatira for Perfection 


NCE upon a time the engineering 

operations of small parts manu- 
facturers was relatively unimportant. 
But with the advent of today’s high 
speeds, greater pressures and overall 
power increase, the proper designing, 
testing and engineering of small parts 
is a very important operation. 
Here at Weatherhead we maintain the 
largest staff of engineering personnel 
of any firm in our industry. Our 125 
“prospectors for perfection” are in- 
volved in a ceaseless research program 
of creating, trying and testing all our 
products. Three typical examples of 
our intensive research are as follows: 


1. Hot salt is sprayed on tube 
fittings to test their finish so that 
they will stand up under any 
corrosive substances. 


2. Valves of all kinds are cycled 
under pressure until they actually 
break down so that the material 
and design in these valves have the 
highest safety factor. 


3. Flexible hose assemblies are 
actually operated under 3,000 
pounds per square inch pressure, 
again testing the durability of this 
product. 
This is all part of Weatherhead’s con- 
tinuing program of “prospecting for 
perfection”. These attributes are not 
always visible in the products you buy 
but when you see the familiar Weather- 
head trade mark, that is your guarantee 
that the product so identified is the 
most highly developed, tested and engi- 
neered of its kind. Why accept less? 


WRITE 
FOR THIS 
BOOK 


The complete history of Weatherhead’s 
development, testing and engineering 
facilities are completely explained in our 
new book entitled “Prospecting For Per- 
fection”. Free copy sent upon request. 


ATTENTION DESIGN ENGINEERS 

Look Ahead with , You ean benefit most by calling 

‘ Weatherhead while your product is 

in early design stages. A thorough 

e a e i e cl study of your products can often 

result in improved performance, sim- 

THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO plified serviceability, and savings in 


assembly time and labor. 
NEW YORK ¢ DETROIT ¢ CHICAGO « ST. LOUIS * ATLANTA * DALLAS + LOS ANGELES 
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National Association 
Appointments Listed 


8 RO R Z E a L Members for four committees—Manu- 
| facturers’ Relations, Nominating, New 
| Activities and Membership—were ap- 

STAND THE STRAIN | 


pointed for 1946-1947 by William M. 
Suspend 3 Miles of Drill Pipe | burgh, Pa., association president. The 


Patterson, Frick & Lindsay Co., Pitts- 
appointments: 
















































In modern oil wells the draw works are often required to lower 


and hoist more than 15,000 feet of drill pipe. Think of it! 3 miles Manufacturers’ Relations: Ray C. 
of pipe weighing 30 pounds per foot! Neal, R. C. Neal Co., Inc., Buffalo, 

Brakes on the draw works are constantly in use sustaining the N. Y., chairman; William Pedersen, 
entire load. For this rugged service Raybestos-Manhattan, Inc., Pedersen Bros. Tool & Supply Co., Chi- 
have perfected a brake block and fastening device which de- cago. Ill.: P. A. Converse Marshall. 


pends upon Harper Bronze Bolts to withstand the shearing force 


of this tremendous weight. Newell Supply Co.. San Francisco, 


Harper Everlasting fastenings made from high strength non- Calif.; Charles V. Pattison, The W. M. 
ferrous and stainless steel alloys are consistently specified by Pattison Supply Co., Cleveland, Ohio; 
engineers to fight damp, rust-producing atmospheres and cor- W. L. Reynolds, The L. A. Benson Co., 


rosive chemicals that would soon weaken common steel. 
When you have a fastening problem in your 
industry, Harper engineers can help you. 


Inc., Baltimore, Md., and J. P. Sprague, 
L. L. Ensworth & Son. Inc., Hartford, 








Conn. 
THE H. M. HARPER COMPANY / Nominating: William M. Patterson, 
2622 Fletcher Street, Chicago 18, Illinois chairman ex-officio; W. T. Ryan, Cut- 
Branch Offices: New York City, Philadelphio, * Son A : - . , sdce 
gf wih sag” heh ty Soa Ge ter Wood & Sanderson Co., Cambridge. 
Representatives in Principal Cities Mass., Area One; Eugene F. McCarthy. 


Beals, McCarthy & Rogers. Inc.. Buf- 
| falo, N. Y., Area Two; Charles T. 
Bush, The Chas. A. Strelinger Co., De- 
troit, Mich., Area Three; Walter W. 
: Ethier, The Western Iron Store Co.. 
a B55, Milwaukee, Wisc... Area Four; C. E. 


ee ny : Gollwitzer, Pratt-Gilbert Hardware Co.. 
Draw Works on a modern Manhattan blocks secerely. " Phoenix, Ariz., Area Five; Emil Du- 
oil well. May be loosened easily for > At a | J . 

installation .of new blocks. ~ » | commun, Ducommun Metals & Supply 


Co., Los Angeles, Calif., Area Six. 

New Activities: R. C. Duncan, R. C. 
Duncan Co., Minneapolis, Minn., chair- 
man; R. H. Russell. J. Russell & Co.. 
Holyoke, Mass.; H. H. Kuhn, The 
Hardware & Supply Co., Akron, O.: 
Ray C. Neal; F. Marsena Butts, Butts 
& Ordway, Cambridge, Mass.; William 
T. Todd, Jr., Somers, Filter & Todd Co.. 
Pittsburgh, Pa.; W. M. Patterson, ex- 
officio. 

Membership: J. H. Ruddell. The 
Central Rubber & Supply Co., Indi- 
anapolis, Ind., chairman; Fred H. Page. 
The Page, Steele & Flagg Co., New 
Haven. Conn., and Frank J. Toole, Wil- 
liam K. Toole Co.. Pawtucket, R. I. 
Area One; Arthur Yorke, Hansen & 
Yorke Co., Inc., New York City, and 
F. W. Gierspeck, Gierston Tool Co.. 
Inc., Elmira, N. Y.. Area Two; W. W. 
Radcliffe, The E. A. Kinsey Co., Cin- 
cinnati, O., and E. B. Flack, Flack- 
Pennell Co., Saginaw. Mich., Area 
| Three; John F. Day, John Day Rubber 
& Supply Co., Omaha, Neb., and J. G. 


: Christie, Barrett-Christie Co., Chicago. 
MORE THAN 4850 TYPES OF EVERLASTING Ill, Area Four; Rudolph Orlob, Indus- 


FASTENINGS IN BRASS, NAVAL BRONZE, SILICON BRONZE, MONEL, STAINLESS trial Supply Co., Inc., Salt Lake City, 
Utah, and J. R. Foss, M. L. Foss, Inc., 





« 
| 
% 


i 
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He's hoping, of course, that he doesn’t find 
any. Because in the manufacture of files, 
the best way to keep out “bugs” (defects) 
is keep looking for them. Nicholson inspec- 
tors do that endlessly —through scores of 
inspections, tests and precautions. They 
begin with the scrutinizing of every batch 
of steel, and continue down to the “ringing” 
test for soundness and a final check on the 
appearance of every finished Nicholson or 
Black Diamond file. 

The inspection pictured above is a 


0 
“S.A.” 


“spot” examination, through a hand magni- 
fying glass, of a file that has just come from 
the cutting machine. Its purpose is to make 
sure that the file’s teeth are properly raised 
and correct in shape for the kind of filing 
job they are to do. 
° + . 

It is “eternal vigilance” like this that helps to 
maintain the Nicholson high standard of file 
quality and uniformity and enables the indus- 
trial distributor to “go the limit” in recom- 
mending Nicholson or Black Diamond brands. 


oe 
NICHOLSON FILE CO. * 42 ACORN STREET, PROVIDENCE 1, R. |. QS 
(In Canada, Port Hope, Ont.) "eagee™ 
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Denver, Colo.. Area Five: Wallace 
Campbell, Campbell Hardware & Sup- 
ply Co., Seattle. Wash., and W. John 
Frey, Frey Industrial Supply Co., Los 
Angeles, Area Six; E. V. Vallance. 
Vallance, Brown & Co., Ltd.. Hamilton. 
Ont., Canadian Member. 


Rising Business Costs 
Threat to Distributors 


It behooves the far-sighted distribut- 
ing official to concentrate on reducing 
as much as possible the cost of doing 
business in relation to sales volume, in 
the opinion of S. D. Conant, vice pres- 
ident and treasurer of the Sligo Iron 
Store Co., St. Louis. Even with present 
day volume of sales, the proportionate 
cost factor is one for concern, he pointed 
out, adding that any decline in sales 
volume will be hard to match with an 
equal decline in the cost of doing 
business. 

“There is little doubt,” Mr. Conant 
said, “that a return to pre-war sales 
volume, but with present day wages, 
services and taxes remaining at current 
levels, would cause many distributors 
to operate unprofitably.” 


Parker Appliance 


Reelects Officers 


Shareholders of The Parker Appli- 
ance Co. reelected Mrs. H. M. Parker, 
H. R. Boyer, C. W. Johnson, H. I. 
Markham, C. C. Sigmier, S. B. Taylor, 
and J. A. Weeks directors at their an. 
nual meeting in Cleveland. 

The Board of Directors at its organi- 
zation meeting immediately following 
the shareholders’ meeting reelected 
H. I. Markham, chairman of the board; 
S. B. Taylor, president; C. H. Wegner. 
Jr., vice president and secretary, and 
R. W. Cornell. treasurer and comp- 
troller. 


Distelhorst Returns 
To Cochrane Corp. 


Stuart D. Distelhorst has returned to 
the Cochrane Corp., Philadelphia, as 
sales promotion manager following four 
years service in the Army. During Mr. 
Distelhorst’s absence, his department 
was in charge of Joseph S. Olknow, 
personnel manager, who now continues 
with layout and production of advertis- 
ing and other printed matter in additior 
to personnel. Cochrane Corp. manufac. 
tures boiler and industrial water condi- 
tioning equipment. 
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ee MADE WITH FLEXLASTICS 


unarrectead 


The first all-synthetic belt made for conveying coke was installed in 1936. It 
was made by Manhattan . . . and today after ten years, this original Manhattan 
Paranite Conveyor Belt is still on the job. This is due to Manhattan engineering 
in Strength Members and FLEXLASTICS to produce a conveyor belt to take 


abrasion and oil, while retaining its long life and elasticity. 


Other installations of Paranite-G.O.P. (Gas-Oil-Proof) Conveyor Belts have 
been in successful operation for record periods in power stations, gas works, 


brick and tile, coke, asphalt, chemical and similar plants where oily substances § 
Ins are encountered. 


nant 


ales y ee Photograph below shows the first Paranite-G.O.P. Conveyor Belt 10 years 


ges, | . > ..- old and still carrying coke to the top of a truck-loading hopper where oil is 
rent @ ‘ sprayed on the coke. A Paranite Oil-Proof Conveyor Belt will do equally well 
itors ; a , 

| Poronite Oil-Proof Conveyor Belt corrying for you. Make your next a Manhattan Conveyor. 
§ oil-treated coal in an illuminating gos plant 


FLEXLASTICS is an exclusive MANHATTAN trade mark. Only MANHATTAN can make FLEXLASTICS. 
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tH 
SHOVEL VALUES 


H ns 
clusive ©O 
Ex eed 


pes equipped 
th strongest, most 
made to $ 
d Shovel en 


Ean 
on Features 
Handle Reinf 


mf 


FAMOUS 
BRANDS 


EACH ONE THE STAND- 
ARD OF COMPARISON 
IN !1TS FIELD OF 
QUALITY AND PRICE 


Super Alloy Grade, Premium 
Priced Shovels of final cost econ- 
omy. Mo-lyb-den-um Alloy Steel 
Blades, heat treated, Brinell tested, 
XX Grade Northern White Ash 
Handles, smoothly sanded, thor- 
oughly waxed Unconditionally 
Guaranteed! .. . to outwear any 
other shovels made. 


The Standard of Quality com- 
parison among all popular price 
shovels. High Carbon Steel Blades, 
heat treated. Quality X Grade 
Handles, smoothly sanded and 
thoroughly waxed. 


The undisputed Quality Leader 
among all lowest price shovels. 
Carbon Steel Blades, heat treated. 
Serviceable No. 1 Grade Handles, 
smoothly sanded, thoroughly 
waxed. 


Guaranteed! 


12 PERFECT SHOVELS 
ed wth | TO EVERY DOZEN 


‘orcement. 


ty D Han- 
tented Moly 
ortcle hondle made. 
pecial specifications, 
gineers- 


types supP 





National Organization Specializing Lrclusively in 


SHOVELS GPADEF SCOOPS 
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J. M. Hopwood, president of Hagan 
Corp., (right) presents T. A. “Tom” 
Peebles with a silver tray on which 
are engraved signatures of 80 asso- 
ciates of his earlier days with the 
firm. 


Peebles Honored 
By Hagan Associates 


Eighty-odd fellow workers and friends 
paid tribute at a dinner in Pittsburgh 
to T. A. “Tom” Peebles, vice president 
in charge of engineering of Hagan 
Corp., as he ended 30 active years with 
the company he helped to found. Mr. 
Peebles retired from the position. 

Mr. Peebles was presented with a sil- 
ver tray bearing the signatures of those 
who had worked with him in the early 
days. C. W. Sengstaken of New York. 
on behalf of all Hagan district offices. 
presented him with an atmosphere clock 
whose mechanism changes with atmo- 
spheric pressure so that it never need- 
winding. 

After receiving his engineering educa- 
tion, Mr. Peebles engaged in the mining 
business on the Mesabi range in Minne- 
seta, later going to the Greene Engi- 
neering Co., Chicago, and still later to 
Westinghouse. With J. M. Hopwood. 
Hagan president, he formed the Hagan 
Corp. in 1916. 


Manila Rope 
Restrictions Eased 


Domestic special sales of manila rope 
may now be made without authoriza- 
tion from the Civilian Production Ad- 
ministration according to an amendment 
to Prior. Reg. 13. Special sales are sales 
of equipment, materials and products 
bought for use or fabrication, and not 
for resale in the same form. Special 
sales may be made to users or dealers 
merely on certification that the rope 
will be used or disposed of only in 
accordance with the provisions of Cor 
servation Order M-84. 





Announcing the NEW 
SMPTE Toe IMPERIAL 


AND 


_ PROVIDES MEW FITTING 
DRA 
VISIBILITY SERVICE CENTER 


4 . Glass Front Makes Every Type 
IM PE RI EVE and Size of Brass Fitting, Shut-off 

‘ ‘ ; Be Valve and Drain Cock Easy to 

See ata Glance ...... 


7:3 Eee CO. 


7s 


is EE Here is an entirely new method of stock- 
ing and handling tube fittings which 
brings you new convenience — new sim- 
plicity — BESIDES dramatically calling 
the attention of your store customers to 
the completeness of your tube fitting line. 

Every type and size of fitting has its own 
closed compartment with glass front and 
individual raising lid. Numerical arrange- 
ment of parts makes it easy for even the 








ly ei : inexperienced to fill orders quickly and 

k. er - accurately. Glass front makes possible 

“S. Il quick visual checking of stock. 

ck a Each of its 224 large compartments is 

0- , plainly labeled to show catalog number, 

d- dl ,% size, list price and illustration. Guards 
, a against mix-ups. 

a os Strongly built of steel, attractively fin- 

ng ag ; ished, this beautiful merchandiser will 

1e- ar age build your fitting business — make you 

yi- a tube fitting headquarters! 

" — Ask for Bulletin No. 10,158-E 

vd. i i oo sc. 

an 


pe 51" wide, 75" high, 22" deep 

La- 

\d- Every item has its own compart- 
PATENT APPLIED FOR ment with glass front and indi- 

sat ' vidual raising lid. 

les 

aA THE IMPERIAL BRASS MFG. CO. 


i 511 South Racine Avenue, Chicago 7, Illinois 


PIONEERS IN TUBE FITTINGS AND TUBE WORKING TOOLS 


e eee °® © e » z * * e o oa e © & s ° . 
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RE YOU prepared to fill whatever need a customer may have for maxi- 
mum building protection against the effects of wear and weather? 
am 


The Sonneborn line of ‘Building Savers’ gives you—from a single source 
of supply—a wide variety of products for building construction and main- 
tenance (see chart)—each one a profit-maker in itself and a strong recom- 
mendation for sales of the others—for every type of building. 


Sonneborn ‘Building Savers’’ are regularly specified by architects and 
used extensively by builders in every type of construction, and are recog- 
nized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your territory. 
For details of the Sonneborn ‘Building Savers’’ franchise, write Dept. M9. 


Father and son combinations are 
no rarity in industrial supply but 
here’s an angle on the distaff side. 
Flanked by his two daughters, Alice 
and Arbuts, is O. A. Forslund, owner 
of the Forsiund Pump & Machinery 
Co., Kansas City. The girls serve 
in secretarial and clerical capacities 








BUSINESS-FINDER CHART 





The Product Is 


You Sell ft For 





LAPIDOLITH 


Hardening, wearproofing and dustproofing new or old 
concrete and terrazzo floors, other concrete surfaces. 





LIGNOPHOL 


Preserving and finishing wood floors, trim, doors, panel- 
ing—in one application. 





CEMCOAT Filler 
and Dustproofer 


Protecting and decorating cement and wood floors, 
porches, decks. Colors and transparent. 





TRIMIX 


Improving quality and workability of te and mor- 
tar mixes. 








STORMTIGHT 
(Liquid and Plastic) 


Protecting and preserving, patching and repairing roofs 
of all types, new or old. 





$. 8. P. 
(“Sure Rust Prevention”) 


Protecting iron, steel and other metal surfaces, inside 
and out, against rust and corrosion. 





SONOLASTIC Aluminum 
Paint (Roady-Mixed) 


Protecting and brightening interior and exterior surfaces 
—metal, wood, masonry, wallboard, etc. 





SONNEBORN’S 
Caulking Compound 


Caulking, pointing up, sealing, glazing, etc. Knife and 
gun grades. 








Patching and resurfacing concrete or wood floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and linoleum in one 
application. 





HYDROCIDE Colorless 


SONNEBORN 





Protecting exterior masonry walls against disintegration 
due to excessive water absorption. 


ECTIVE 
p PROTEC 
PAINTS AN 
WAXES 





F S 
TREATMENTS o We) oft! ADMIXTURE 
MPPROOFING 


ROOF COATINGS 


FLOOR -ONCRETE AN 


ROOFING AND DA 


= BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
in the Southwest: Sonneborn Bros., Dallas 1, Texas 
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Wholesalers Groups 
Remodel Organization 


The National Association of Whole- 
salers was organized at a two-day meet- 
ing in Washington, D. C., on Sept. 9 
and 10, and will replace the former 
Council of Wholesale Associations as 
a representative for all wholesalers. 
The Southern Supply & Machinery 
Distributors Association, represented by 
Lloyd B., Mize, president, was enrolled 
as a member of the new organization 
which will function along lines parallel 
to the National Association of Manufac- 
turers. 

Chairman of the former council, 
Joseph Kolodny, who is also manag- 
ing director of the National Association 
of Tobacco Distributors, was elected 
president of the NAW. Other officers 
include M. W. Bayfield, American Coal 
Sales Ass’n., vice president; Dr. E. L. 
Newcomb, National Wholesale Drug- 
gists Ass’n., treasurer; H. B. Patrey, 
National Ass’n. of Tobacco Distribu- 
tors, secretary. Messrs. Kolodny and 
Newcomb were also named _ trustees, 
as were the following: Robert M. Adair, 
Wholesale Dry Goods Institute, who 
will serve also as chairman of the 
board; Sid L. Darling, National Amer- 
ican Wholesale Lumber Ass’n., and 
B. W. Rurak, Motor and Equipment 
Wholesalers Ass’n, 

According to Mr. Kolodny, the func- 
tions and activities of the NAW will be 
to publicize the service rendered by 
wholesalers and to correct the common 
misconception that the middle man, 
particularly the wholesaler, adds un- 
necessarily to the cost of living. The 








@ It was a problem that had to do with beet shredder knives used 
by the beet sugar industry. Because of the abrasive material and 
foreign matter that get mixed in with the beets, these shredder 
knives are subject to very harsh treatment. Yet the nature of the 
work requires that the knives be kept sharp and clean-cutting at all 
times. Resharpening requires both routing and filing, a slow and 
tedious job when done by hand as it formerly was. 


The solution to this tough resharpening problem was found by a 
Disstoneer*. Machines which do the work automatically, with much 
greater speed, accuracy and economy, were developed. Today, these 
routing and filing machines, exclusive Disston products, will be 
found in practically all beet sugar mills. 





Another clear-cut case of Disston 
+ 
*DISSTONEER— a man who combines the experi- 
ence of Disston leadership and sound engineer- 


es 190 ing knowledge, to find the right tool for you—to 


cut wood, to cut metal and other materials—and 
TO CUT YOUR COST OF PRODUCTION— 
not only on special work, but on ordinary jobs as well, 








DISSTON Automatic Beet Knife Filing Machines 


Machines greatly speed up 
work and increase accuracy 
of semi and filing. This 
prolongs life of knives, pro- 
duces uniform cossettes and 
affords better extraction... 
more sugar per ton of beets. 
Type C Machine has 2 heads 
for sharpening. Type F Ma- 
chine has a single head for 
routing. 








Your operations may be vastly different, but if they include the cutting of 
heavy timbers, you will be interested in the... 








DISSTON CHAIN SAW with Mercury Gasoline Engine 


It enables you to cut through heavy timbers in byt a fraction of the time required for cross-cut 
saws. Thousands of Disston Chain Saws are speeding up work and cutting costs in timberlands, 
and construction jobs, in mines and many other industries. Write for full particulars 
Disston Chain Saws are helping users increase production and profits. 














HENRY DISSTON & SONS, INC., 1023 Tacony, Philadelphia 35, Pa, U.S. A. 
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Advertising is reac 

thousands of buyers of cutting 
tools. They will read this adver- 
tisement in the September 16th 
and October 14th issues of 
Newsweek, the September 
28th and October 26th issues 
of Business Week, the Septem- 
ber 15th and October 15th is- 
sues of Modern Industry, the 
September 26th issue of Ameri- 
can Machinist and the Sep- 
tember and October issues of 


Mill and Factory. 


HENRY DISSTON & SONS, INC. 
1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 

Orleans, Seattle, Portland, Ore., San Francisco, 

Vancouver, B, C. Canadian Factory: Toronto. 
Australian Factory: Sydney, N.S.W. 
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This Gooklet revealsa propet- 


It explains the OTC Complete Industrial 
Distributor Policy, Terms and Require- 
ments. It tells about the established and 
rapidly expanding market for OTC 
TOOLS, the approval of leading bearing 
manufacturers, the acceptance by big 
industrial concerns. It unveils the OTC 
Jobber Merchandising Plan—including 
Factory Service and Engineering Co- 
operation, Sales Cooperation by OTC 
TOOL Engineers, National Advertising, 
Service Bulletins, Catalog Pages and 
Jobber Display Easels. 


Write for a copy today. it’s important 
reading in shaping your postwar plans. 


OWATONNA TOOL CO. 


312 CEDAR ST. - <q OWATONNA, MINN. 


a. 


MAINTENANCE 3 . 
ste | 
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association will establish a research 
bureau to compile statistics both on the 
function of wholesalers and their vari- 
ous methods of managing, warehousing, 
accounting, merchandising and lower- 
ing wholesaling costs, Mr. Kolodny 
added. 

Until permanent Washington offices 
can be set up, the association will have 
temporary quarters at 200 Fifth Ave., 
New York City. Among the other prin- 
cipal associations represented at the 
Washington meeting were: Beauty & 
Barber Supply Institute, National 
Ass’n. of Sheet Metal Distributors, Na- 
tional Beer Wholesalers, National 
Candy Wholesalers, National Electrical 
Wholesalers, National Leather & Shoe 
Finders, National Wall Paper Whole- 
salers, National Wholesale Druggists, 
National Wholesale Hardware, National 
Wholesale Jewelers, Optical Whole- 
salers National, United Fresh Fruit & 
Grocers, Wholesale Stationers’ Ass’n. 
of the U. S. A., and Wine & Spirits 
Wholesalers of America. 


Veteran Training 
Requires Tools 


As the result of a high level of de- 
mand for tool kits for On-the-Job train- 
ing for veterans, Langdon Supply Co., 
Kansas City, has set up an assembly 
line for turning out the orders. De- 
scribing Langdon Supply’s method of 
merchandising tools, Roy L. Herod, as- 
sistant manager, said that complete col- 
lections of tools are assembled in a tool 
box. These are put up for ten different 
trades at prices ranging from $50 to 
$100 per kit. The government pays for 
the tools and holds title during the 
training period. After completion of 
training, the veterans receive the tools 
free of charge. 


Roy L. Herod stands by the end of tool 
kit assembly line. 








MILL SUPPLY and 
MACHINERY DEALERS 


LIKE THE MONEY-MAKING 
BOICE~CRANE 
POWER TOOT 
FRANCHISE 


The steady, tremendous demand. 


The terrific number of leads from 
national advertising. 


As the world’s largest manufactur- 
ers of certain equipment, Boice- 
Crane offers the lowest prices on 
a quality line. 

The complete line includes many 
items not available in others. 


The recognized flexibility and 
sturdiness of Boice-Crane equip- 
ment. 


A few territories o pen. 


Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 Central Avenue 
TOLEDO 6, OHIO 


- ae 


BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
THICKNESS PLANER 


BOICE-CRANE 
SPINDLE SHAPER 
pew es UN ie Ok 


«Re N 


BOICE-CRANE 
GAP-BED LATHE 
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BOICE-CRANE 
DRILL PRESS 


x: 
: +. rat 


BOICE-CRANE 


- TILTING-ARBOR SAW 


Pa 


BOICE-CRANE 
SAW-JOINTER 


BOICE-CRANE 
SIX-INCH JOINTER 


BOICE-CRANE 
BELT SANDER 





NAYLOR Gives Your Customers Twice the Pipe 
Footage From the Same Tonnage of Steel 


Even if there were no steel shortages, it still wouldn’t make sense to use twice 
the steel necessary to do the job. Take certain pipe applications, for example, 
where Naylor light-weight pipe can do the job normally requiring heavy wall 
pipe. On such applications, Naylor gives your customers twice the pipe 
footage from the same tonnage of steel. Installation costs are cut practically 
in half and the entire job can be speeded up by Naylor’s revolutionary new 


coupling methods. 


Naylor is the one light-weight pipe built to turn these claims into realities. 
The exclusive Lockseam Spiralweld of this distinctive pipe creates a struc- 


ture that is stronger, leaktight and safer than ordinary light-weight pipe. 


If you do not have all the facts, write for a registered copy of the new 
Naylor Catalog. It is chock-full of money-saving and money-making infor- 


mation that every mill supply house should have. 


Sizes from 4” to 30” in diameter—thickness from 14 to 8 gauge—all types of fittings and 


connections. 


NAYLOR PIPE COMPANY 


General ehiites 





NAYLOR LOCKSEAM 
SPIRALWELD PIPE 


1253 EAST 92ND STREET * CHICAGO 19, ILLINOIS 


New York Office 


350 Madison Avenyve + New York 17, N.Y 
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Roebling’s new plane and officers 
who made first trip, left to right, 
F. S. Burtch, C. M. Jones, C. R. 
Tyson, and E. C. Low. 


Roebling's Plane 
Makes Initial Flight 


The John A. Roebling’s Sons Co. has 
purchased a five-passenger airplane for 
closer contact with its customers, dis- 
tributors and branch offices. The plane 
made its first flight recently covering 
10,000 miles and carrying Charles R. 
Tyson, president; Ernest C. Low, vice 
president in charge of sales; Charles 
M. Jones, vice president in charge of 
public and industrial relations, and 
Forest S. Burtch, manager of wire rope 
sales. 


Reed Is Promoted 
By Allis-Chalmers 


James R. Reed has been named man- 
ager of the commercial research de- 
partment of the Allis-Chalmers Mfg. 
Co., Milwaukee, Wisc. Other depart- 
ment appointments include Jerome F. 
Fitzsimmons as supervisor in charge 
of research and Anson J. Bennett, Jr., 
as supervisor in charge of sales analysis. 

Reed, who attended the University 
of Wisconsin, has been with Allis- 
Chalmers in statistical capacity since 
1941. Fitzsimmons, a 1942 graduate of 
the University of Wisconsin, joined the 
concern in 1943, and Mr. Bennett, a 
graduate licensed pilot of the U. S. 
Naval Air Force, has been with the 
company nearly three years. Messrs. 
Reed and Fitzsimmons are members of 
the American Statistical, American Eco- 
nomic and American Marketing Asso- 
ciations. 

Formerly under the jurisdiction of 
the company’s general machinery divi- 
sion, commercial research is now part 
of Allis-Chalmers’ district office organ- 
ization, although its services continue 
to be available to all departments of 
the general machinery division. 





STORE FIXTURES 
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Sterling Sanders Do The Job 
3 Times Faster Than 
Tedious Hand Sanding 


ANOTHER STERLING SANDER APPLICATION! — 


These and many others are in the market for a Sterling Sander! 


Manufacturers, repairers and reconditioners of: 

[] Home and Office Furniture [] Machine Tool Bases [1] Leather Goods 
0) Millwork [J Boats (] Trucks and Buses [J School Equipment [J Toys 
1) Displays [J Signs [J Plastic Products [J Railroad Cars [J Caskets 


Sterling Tool Products Co. 
384 East Ohio Street, Chicago 11, Illinois 


STERLING portasie exectric 
AMD air-priven SANDERS 
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Cap Screws In All Four Heads 


Cap Screws and Set Screws have to be 
tough these oy to give that extra 


service required for the new higher 
speed machines and equipment. 

ith TRIPLEX on the job, rugged 
ee ee holding power is 
assured. Cap Screws made in Flat, 
Hex, Fillister and Button Heads 
—up to 1” in diameter and 8” in 
length. Choose TRIPLEX and be 
sure. Free wall chart will sim- 
plify ordering. Write for your 
copy today. 


THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue, Cleveland 5, Ohio 


MILL SUPPLIES © OCTOBER, 1946 








David L. Oxenhandler, general 
manager and sales manager of Cen- 
tral Hardware Co., St. Louis, is a 
firm believer in advertising. He is 
shown sitting below a copy of a 
prize winning sign board which 
pictures a scoop and some nuts, 
reading “Everything From Scoop to 
Nuts At Central Hardware.” 





Wickwire Spencer 
Moves Offices 


Wickwire Spencer Steel, division of 
the Colorado Fuel and Iron Corp. has 
moved its general sales manager’s office 
from 500 Fifth Ave.. New York, to 361 
Delaware Ave., Buffalo. This move 
brought the top sales and production de- 
partment officials into one location 
where it will be possible to better co- 
ordinate and bring about maximum efh- 
ciency in their service to the trade. 

Involved in the move on July 5 were 
A. G. Bussmann. vice president in 
charge of sales and H. C. Allington, as- 
sistant general sales manager. The Wire 
Department General Office under C. G. 
Matthews also moved to Buffalo as did 
the Market Research Department under 
Henry Davis. 

The Advertising Department under S. 
E. McCrum will be located in Buffalo 
on and after Sept. 3. 

The Wire Rope Department under 
A. S. Rairden was moved to the plant 
at Palmer, Mass. as of July 22. 

Mr. Bussmann in giving this an- 
nouncement of a change also announced 
the appointment of Percy Jenkins as 
eastern district sales manager with 
offices at 500 Fifth Ave., New York 18. 
Mr. Jenkins will continue his duties as 
sales manager of hardware products. 

The New York City sales office will 
hereafter be known as the Eastern Dis- 
trict Sales Office. 





tion 
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SALES HELPS 


TRADE LITERATURE —— 


Here, arranged in alphabetical order by product, are 
new catalogs, booklets and bulletins with the necessary 
information for keeping your product library up-to-date 


PREFORMED WIRE ROPE—A 24-page 
1 booklet tells the story of the develop- 
ment of preformed wire rope and what it 
has meant to all industry. In non-technical 
language it tells what the preforming pro- 
cess does to the wires in a rope and what 
effect it has on the rope’s final service. 
—Preformed Wire Rope Information Bu- 
reau, Chicago, II. 


CUTTING TOOLS—Information and 
2 data on twist drills, reamers, counter- 
bores, milling cutters, end mills, hobs and 
other standard and special metal cutting 
} tools are contained in a 281 page catalog. 
An engineering data section of 60 pages 
with tables and charts on drilling, milling 
and gears is a feature.—National Twist 
Drill and Tool Co., Rochester, Mich. 


3 GRINDING MACHINERY AND 
GRINDING WHEELS — Illustrations 
and details of horizontal face, vertical sur- 
face, knife, floor stand, cutlery grinders; 
buffing lathes; cut-off machines; special 
grinding machines and grinding wheels are 
contained in a 16-page catalog. The 
Bridgeport Safety Emery Wheel Co., Inc., 
Bridgeport, Conn. ; 


4 GRINDING WHEELS—This is a new 

and revised edition of the Grinding 
Wheel Data Book, containing 127 pages 
with up-to-date information on grinding 
wheels and grinding practices. In addi- 
tion, there is a wheel selection table cover- 
ing many specifications for grinding a 
large variety of materials. — Simonds 


Abrasive Co., Philadelphia, Pa. 


5 TOGGLE ACTION CLAMPS, PLIERS, 
WRENCHES—A condensed compila- 
tion of the general catalog contains 16 
pages of descriptions and diagrams of each 
classification of models produced by the 
company.-Knu-Vise, Inc., Detroit, Mich. 


6 CEMENTED CARBIDES -—- Complete 
buying information on all standard 
cemented carbide products, such as single- 
point tools, etc., and as much information 
as practicable on non-standard items is 
provided in a new catalog of 57 pages. 
Proper selection, application, instructions 
on methods of use and maintenence to in- 
sure optimum performance are added fea- 
tures.—Kennametal Inc., Latrobe, Pa. 


1 BALL BEARINGS—The August issue 

of The Dragon includes an article on 
bearings at work buffing, surfacing and 
grinding; sawing a mile and hour with as 
Many as six saws on a bearinged shaft, 


bearings, 


Fafnii 


war-winning mechanisms with 
and boring with bearings.— lhe 
Bearing Co., New Britain, Conn. 


8 WIRE ROPE—Tips on how to lengthen 
the life of wire rope are a feature of 
a booklet called “Know Your Ropes.” It 
contains 78 “right and wrong” illustrations, 
41 wire rope life savers, 20 diagrams, 
tables, graphs and charts.—Wickwire 
Spencer Steel, Palmer, Mass. 
9 TUBE FITTINGS—A fully illustrated 
catalog describing fittings in O.D. tube 
sizes from \4-in. to 2-in. inclusive provides 
instructions for connections for hydraulic, 
air, water or oil lines.—The Weatherhead 


Co., Cleveland, O. 
10 METAL CUTTING SAWS—Catalog 


and sales manual gives many prac- 
tical suggestions on how to increase sales. 


MAC 


Another item is “Metal Cutting”, an abbre- 
viated textbook on metal cutting problems. 
Victor Saw Works, Inc., Middletown, 


N. Y. 
11 BRAIDED WIRE ROPE SLINGS—A 
new catalog on braided wire rope 
slings is a source book on the products, 
full information on how it is made, differ- 
ent types, safe working loads, and other 
important information.—-American Steel & 
Wire Co., Cleveland, O. 
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12 VALVES—Useful information on the 
selection, placement and maintenance 
of valves is contained in three pieces of 
literature—“Piping Layout” reprints, and 
two booklets—“Where to Use Valves”, 
and “Prevent Valve Failure”.—Jenkins 
Valves, New York. 


1 3 PROTECTIVE CLOTHING, GLOVES 

—The new catalog describes and pic- 
tures the full line of protective clothing 
and gloves produced by the manufacturer. 
It also contains descriptions and illustra- 
tions of a line of general purpose work 
gloves.—Advance Glove Mfg. Co., Detroit, 
Mich. 


CLAMPS AND GENERAL TOOLS— 
Va A complete line of clamps—sizes 
ranging from %-in. to 10 ft. openings, from 
\4.in. to 16-in. depths—is described in a 
catalog which also lists chisels, punches, 
file cleaners, brace wrenches, washer cut- 
ters, etc.—The Cincinnati Tool Co., Cin- 
cinnati, O. 


1 5 SOLDERING FLUXES—The manufac- 

turer offers free technical service and 
metal charts which show melting point of 
all solders and application information. 
L. B. Allen Co., Inc., Chicago, IIl. 





Write in box number of item 
describing one catolog wanted. 











Your 


Mn Surrrses, 330 West 42nd St., New York 18, N. Y. 


j 6 PRESSURE CONTROL VALVES—A 

new catalog contains complete data 
on applications, details of construction, 
and other information on products made 
by the manufacturer.—A. W. Cash Valve 
Mfg. Corp., Decatur, Ill. 


17 LEATHER BELTING, SPECIALTIES 
—Booklet entitled “Short Center Lea- 
ther Belt Drive Data” explains how pivot 
bases give: automatic belt tension, boost 
overload capacity of drives, eliminate any 
possibility of slip and increase machine out- 
put.—Chas. A, Schieren Co., New York. 


18 CHUCKS-—Complete specifications of 
chucks manufactured by this company 
are given in its catalog with full descrip- 
tions and pictures.—Union Mfg. Co., New 
Britain, Conn. 


19 V-BELTS, FLAT AND CONVEYOR 
BELTING—The manufacturer offers a 
guide, data book, catalog of special pur- 
pose belts, and catalog of belts for the 
textile industry. Engineering information 
is given in simplified form.—L. H. Gilmer 
Co., Philadelphia, Pa. 


20 CASTINGS—New booklet gives full 
details on air hardening, oil harden- 
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Your 
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Your Title 
Mis Sureciss, 330 West 42nd S!., 
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Your Title 
Mit Suprcees, 330 West 42nd St., New York 18, N. << 
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ing and other tool steel specialties made 
by manufacturer. Methods of casting jg. 
tricate shapes to narrow tolerances ar 
described.—Allegheny Ludlum Steel Corp, 


Detroit, Mich. 
1 LUBRICANTS — Application guide 
contains information on how to selec 
lubricants for bearings, gears and pumps 
The application tips range from minute 
machinery such as a dentist’s drill to ‘such 
large pieces as a rock crusher.—Keystone 
Lubricating Co., Philadelphia, Pa. 
22 HAND TOOLS—A pocket tool guide 
shows the complete line of tools pro 
duced by the manufacturer as well as use. 
ful information on application and main. 


tenance of these tools.—Mathias Klein & 
Sons, Chicago, Ill. 


23 GRAPHITES AND GRAPHITED 
LUBRICANTS — The manufacturer 
makes available complete sets of graphites 
and graphited lubricant product data 
sheets as an aid to salesmen. Each set of 
data sheets contains 15.—Joseph Dixon 
Crucible Co., Jersey City, N. J. 


4 GRINDING WHEELS—Catalogs and 
engineering forms are designed to 
help distributors and their salesmen to 
solves customers’ grinding problems. This 
is supplemented by engineering service 
which makes tests to determine correct 
size, grain and grade of wheels for each 
problem.—Chicago Wheel & Mfg. Co, 
Chicago, Il. 


25 METAL CUTTING SAWS—A pocket- 
size booklet about metal cutting is an 
instruction manual on the selection, use, 
and care of hack saw blades. The how 
and why is carefully explained.—Clemson 
Bros., Inc., Middletown, N. Y. 


HOW TO ORDER 
YOUR LITERATURE 


Be sure to fill out, completely, 
one coupon for each piece of 
literature you order. (See sam- 
ple below.) This gives your re- 
quest authority and helps the 
manufacturer to address your 
copy completely. 

When you have filled out 
completely one space for each 
catalog or bulletin you want, 
detach along the scored lines 
and drop the cards in the mail, 
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GEARS and PINIONS 





PRECISION CUT TEETH 





sitive (FrANSMULSSLO! 





re pe 
ver Loss, smoothe sf operat 














MLINMOUS SCTULCE 





TOo 
z TH STRENG Ty 





Mey 





ELIMINATE DESTRUCTIVE VIBRATION 
CUT NOISE « SAVE MACHINES UNDER SEVERE SHOCK LOADS 


Tough, resilient Chicago Rawhide gears and pinions are 
industrial lifesavers. They eliminate the metal-to-metal contacts which 


cause breakdowns, transmit power with an extremely high re 
FEATURE /e PRODUCTS 


degree of gear efficiency, save maintenance costs 





by taking the wear from larger gears and 
eliminate fire hazards due to sparking. 


A complete catalog is available. 


CHICAGO Rawhide MEG. CO. 


1205 ELSTON AVE. « CHICAGO 22, ILLINOIS 
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The Beand 1 Hawee on Drills 


helps make sales 


The RB&W EMPIRE Trademark on 
Bolts and Nuts Is Also a Business Builder 


You undoubtedly 

carry a recognized 

line of drills because 

you know that the 

manufacturer’s brand 

helps make the sale 
and that his reputation stands behind the 
product. 


‘Bolts, nuts, rivets and screws aren’t 
branded, but the carton or package is. . . 


and the manufacturer’s name is just as 
important as in drills. Fasteners represent 
a good proportion of your volume and are 
an item of major importance to the user. 
So it is profitable to make full use of the 
bolt manufacturer’s reputation. 


Thousands of users rate the RB&W 
EMPIRE brand at the top. . . because ex- 
perience has proved their superiority in 
terms of speed of assembly, holding power 


and appearance. By capitalizing upon 
this reputation—which is continually for- 
tified by outstanding national advertising 
—the RB&wW distributor can increase his 
share of the potential business on this 
profitable item . . . and at the same time 
protecting the customer good will he has 
built up on other services. 


QUALITIES WE ADVERTISE 
CAN MAKE SALES FOR YOU 


RB&W advertising informs your customers and 
bon ta about the extra values in the RB&aW 

rand—advantages in strength, accuracy and 
appearance—that result from RBaW’s tremen- 
dous investment, over the years, in research and 
development work and manufacturing facilities. 





TACOMA OR ATLANTA... 
THE QUALITY IS THE SAME 


One reason the RB&w brand is preferred lies in 
the fact that the user can depend upon uniform 

uality—throughout each shipment and from 
shipment to shipment. Any RB&W EMPIRE bolt in 
one distributor’s stock will have the same char- 
acteristics as any one in another distributor's 
stock—clean-cut head, accurate well-finished 
barrel, perfect threads, high physical properties. 
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Russell, Burdsall & Ward Bolt and Nut Company _ Factories at Port Chester, 
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REBa&W RUSS ELL, BUR DSA & WwW Ae 
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Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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TO BUILD MORE SCHIEREN LEATHER BELT BUSINESS FOR YOU— 
THIS ADVERTISEMENT IS APPEARING IN ALL THE LEADING 
PUBLICATIONS THAT YOUR CUSTOMERS READ 





Shutdowns are costly—in man-hours and production. How many lost hours—and 
dollars—could you have saved last month with Schieren Leather Belts? When machines 
are stopped to take-up belt slack ..... when difficult operating conditions destroy belt- 
ing long before its normal life expectancy—you lose production that could have been 
saved by installing Schieren Leather Be 


Schieren Leather Belts are built to ee torturing oil, water and abrasive con- 
ditions . . . to permit normal operating conditions at all times . . to cover a greater 
pulley area—deliver maximum speed, extra RPM. 


Schieren Leather Belts take the toughest job in their stride—yet they cost no more 
than other belts. They pay for themselves quickly—in full-time, uninterrupted machine 
output. Regardless of your problem, the custom-built performance that is standard 
with Schieren Leather Belts will fit your most exacting requirements. 


For 78 years, CHAS. A. SCHIEREN & COMPANY has solved countless power 
transmission problems. We have constantly maintained, throughout the years, the 
high quality and complete dependability of our products. For complete, specialized 
service on your belting, packing or strapping problems, consult us. D> it today—our 
years of experience are at your service. 










Let ws send you free book on SHORT CENTER DRIVES 
dora which shew hew pivet beses give 

1 Automatic Beit Tension 

2. Beest Overiced Capacity of Drives. 


2. Eliminate any possibility of slip. 
4. Increase mochine output 


CHAS. A. SCHIEREN COMPANY 
LEATHER BELTINGS @ SPECIALTIES 
HYDRAULIC PACKINGS 

















Ws ae mateoe! Seti 
@ Rockwood Bases. 33 PERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W. Toronte, Ont. 
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Tool room at Indianapolis Machinery 
& Supply Co. 


Service Big Factor 
In Tool Sales 


Indianapolis Machinery & Supply Co., 
Indianapolis, Ind., attributes much of 
its success in the industrial distribution 
field to its reputation for rebuilding and 
repairing machine tools, according to 
Floyd Lively, assistant secretary. 

In the company’s main tool room, 
parts are made or rebuilt for assembly 
in another large room, to the right of 
the tool room. Indianapolis Machinery, 
in addition to new machine tool sales, 
does an extensive business in buying 
and rebuilding for resale virtually every 
type of machine tool, Mr. Lively ex- 
plained. He added that naturally a 
substantial amount of repair and re- 
building work is done for customer ac- 
counts. 

Export business accounts for a good 
portion of the firm’s total business, 
offices being maintained in New York 
City and Mexico City. “Recently we re- 
ceived orders from eight different coun- 
tries in less than one week,” he said. 
He foresaw a continuing heavy demand 
for all types of American-made tools 
from virtually all foreign nations. 


Stout Joins 
Stearns Staff 


Curtis H. Stout, 1808 Beechwood 
Road, Little Rock, Ark., has been ap- 
pointed sales representative for the 
Stearns Magnetic Mfg. Co.,-Milwaukee, 
to cover Arkansas. He formerly was 
associated with the Westinghouse Elec- 
tric and Mfg. Co. at St. Louis, and 
more recently with the Southwest Sales 
and Service Co., Little Rock. 

Herbert L. Piasecki, formerly with 
the Color Print Corp., Milwaukee, has 
been appointed office manager at Mil- 
waukee. 

Frank Brunner, former assistant su- 
perintendent at the Milwaukee plant 
has been advanced to the position of 
superintendent of the firm’s brake fac- 


tory. 














One big advantage in selling the Deming line of pumps 
and water systems is the exceptionally wide range 
of selection available from ONE dependable source. 


It takes a wide variety of pumps to meet the require- 
ments of most plants. Both from the customer's view- 
point and certainly from the distributor’s viewpoint, 
the COMPLETENESS of the Deming line eliminates many 


time-taking details. 


But even more to the point is the advantage of con- 
centrating responsibility for pump performance in an 
organization prepared to back up its products 100%. 


Sell Deming and you sell dependable pump performance. 


PUMPS AND WATER SYSTEMS 


The Deming Company - ‘Salem; Ohio 
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SIDE SUCTION 
CENTRIFUGALS 





DOUBLE SUCTION 
CENTRIFUGALS 





SELF-PRIMING 
CENTRIFUGALS 





TWO-STAGE 
CENTRIFUGALS 





DEEP WELL 
TURBINE PUMPS 





CONDENSATION 
RETURN UNITS 





PISTON PUMPS 





MINE DEWATERING 
PUMPS 





TRIPLEX PUMPS 





VERTICAL 
SUMP PUMPS 





CELLAR DRAINERS 





ROTARY PUMPS 





OSCILLATING 
PUMPS 





HIGH PRESSURE 
PUMPING UNITS 





SHALLOW WELL PUMPS 


(Ate TYPES) 





SET FIPe PUMPS 





DEEP WELL PUMPS 
(ALL TYPES) 





COMPLETE 
WATER SYSTEMS 





FORCE PUMPS 





HAND PUMPS 





SPECIAL SERVICE 
PUMPS 























(GET RID OF LEAKY VALVES 


a the Daeodir way 
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RESEATING | 
MAKES THEM ~ 
LIKE NEW | 


Again! 





Beat rising production costs with proper maintenance. Step replacing 


worn valves. Stop re/ [ving them for repairs. 1] tne 7 / ty: Better — 
Easier — Cheai-er v, Aes ALA 
Dexter V S WEA --° § /pense 
, rs THI 
They SELL YOUR cUSTOME F : ' é reseat 
= 
globe n d p rof it by Reseating 4-than- 
. e Re 
ni © the story er pe industrial, ened 
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win /-power-Planls et py suagesting wes ter 
: this mar sobber © er. - 
equipr, parse Write for our J° 
ac 
Send i our ntw folaer on ‘“‘The Cost of 


Leaky Valves’ — it’s free, interesting and valuable to you. 
Opportunities open for Distributors. 
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| The Leavitt Machine Com 
- River Street 
| Orange, Mass. 


! a _ information on how a Mill Suppl 
make ; Pp 
| Reseating Outfits. money selling Dexter Vales 


Name 
Lacerta 
| Title 


IF YOU CAN'T 
SEND AN 
ORDER ---- 
SEND YOUR 
PROBLEM | 


et 
I ie 
L Address. 
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THE LEAVITT MACHINE COMPANY - ORANGE, MASS. 


AUTOMATIC AIR SEPARATORS 
DRAINS © LATHE CHUCKS 


VALVE RESEATING MACHINES 
















A. T. Huffam is glad to be back on the 
job as salesman for Butts & Ordway, 
Cambridge, Mass., after a tour of Army 
duty. 





Southern Association 
Committees Named 


A Planning and Development Com- 
mittee to formulate plans for making 
the association of increasing value to 
members, was announced by Lloyd B. 
Mize, of the Industrial Supply Corp., 
Richmond, Va., president of the South- 
ern Supply and Machinery Distributors’ 
Association. Mr. Mize announced that 
this committee, which held its first 
meeting in Atlanta on Sept. 24, will 
welcome suggestions from the member- 
ship. 

Appointments to two other commit- 
tees—Area Meeting and Membership, 
and Manufacturer-Distributor Relations 
—were announced by Mr. Mize also. 

The appointments: 

Planning and Development: Ted 
Kenny, S. B. Hubbard Co., Jackson- 
ville, Fla., chairman; John Crimmins, 
Mills & Lupton Supply Co., Chai- 
tanooga, Tenn.; M. N. LeNeave, Alli- 
son-Erwin Co., Charlotte, N. .C.; Har- 
old M. Young, The Murray Co., Dallas, 
Tex., and George G. Weaks, Jr., Weaks 
Supply Co., Monroe, La. 

Area Meeting and Membership: How- 
ard M. Schramm, Turner Supply Co., 
Mobile, Ala.; Harry P. Leu, Harry P. 
Leu, Inc., Orlando, Fla.; Joe W. Pitts, 
Brown-Roberts Hardware & Supply 
Co., Alexandria, La.; Fred C. Robbins, 
Marshall Supply & Equipment Co., 
Tulsa, Okla.; W. J. Anderson, Chat- 
tanooga Belting & Supply Co., Chat- 
tanooga, Tenn.; J. K. Lewis, Hollis & 
Co., Little Rock, Ark.; B. S. Barker, 
Jr., Pye-Barker Co., Atlanta, Ga.; 
J. H. Bobbitt, Textile Mill Supply Co., 








"Be tb ete 50 tube. 


Somehow you now, without being 
told, that the author of “Home, 
Sweet Home” was an American... 


For the simple beauty of his song 
so exactly expresses the love which 
Americans have for home. An atti- 
tude, both strong and reverent, 
born in the cabins of pioneer an- 
cestors and guarded zealousl 
through generations that followed. 
From American hearthstones the 
spark of independence was fanned 
to quenchless flame, and a suc- 
cession of great men and women 
emerged to carry its light abroad 
in the land. 


To people who thus cherish the 
ideal of home, the expression of its 
physical form is no less important. 
So American homes have become 


STEEL PIPE MAKES 


the wonder of the world! Here, the 
home of the Colonel’s lady and 
Judy O’Grady differ in size, location 
and pretension, but seldom in facil- 
ities for necessity or convenience. 


One development, perhaps more 
than any other, makes this possible 
... the invention and mass produc- 
tion of steel pipe. 


Yes, steel pipe makes it possible! 
The conveyance of fresh, pure water 
from its source, however distant, to 
and through the home... . for 
drinking, cooking, bathing, laun- 
dering, cleaning and sanitation. For 
providing conventional heating or 
the advantages of the newly de- 
veloped radiant heat. For cooling 
in summer. For fire protection... 
for a hundred-and-one uses. 


Durable, reliable, economical... 
steel pipe makes these comforts of 
home available to a/l! That’s why 
90% of all home piping is steel 


piping. 

The interesting story of “Pipe in 
American Life” will be sent upon 
request. 


Committee on 
Steel Pipe Research 


OF 


AMERICAN IRON AND 
STEEL INSTITUTE 
350 Fifth Avenue, New York 1,N. ¥, 


IT POSSIBLE! 


-- + better living through pipes of steel for plumbing and heating purposes. 
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for your industrial customers 


THESE ARE three Hammers from the complete Stanley line 
for industrial use. They’re carefully designed and made right 
to do a large number of specific jobs in the hands of industrial 
craftsmen. They always have been “best sellers”! 











For Packing and Shipping Room—No. 1511-16 oz. Stanley Nail 
Hammer — Semi-ripping pattern, cross checkered face, curved claw. 
Forged steel head is securely wedged to hickory handle. 






For Machinists’ Use — No. 310-16 oz. Stanley Ball Pein Hammer — | 
octagon pattern—head forged from high grade steel—handle selected, 
straight grain hickory. Ten other sizes available. 



















For Assembly and Light Metal Forming — No. 594-8 oz. Soft Face Ham- 
mer — regular pattern with renewable tips of tough, resilient celluloid 
composition — steel center body with hickory handle. Other sizes 
and styles available. 





Check up on your stock and see to it that Hammers and other 
good tools of the Stanley line are always ready to meet the 
demand. Stanley Tools, 146 Elm St. New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Trade Mark 


HARDWARE - HAND TOOLS « ELECTRIC TOOLS 


















Charlotte, N. C.; R. C. Barkley, The 
Cameron & Barkley Co., Charleston, 
S. C.; C. C. Krueger, San Antonio Ma- 
chine & Supply Co., San Antonio, Tex.; 
J. W. Nicholas, Machinery Sales & 
Supply Co., Dallas, Tex.; S. B. May. 
Bluefield Hardware Co., Bluefield, 
W. Va., and J. Paul Murphy, Empire 
Machinery & Supply Co., Norfolk, Va. 

Manufacturer-Distributor Relations: 
Richard Alcott, The Reichman-Crosby 
Co., Memphis, Tenn., chairman. P. M. 
Grubbs, Dillon Supply Co., Raleigh, 
N. C., and Joe W. Pitts. 

Mr. Mize explained that the duties 
of the area and Meeting Committee 
members are two-fold. Appointments 
were made according to areas in the 
association’s territory and it is intended 
that the members of the committee will 
act as area chairmen for the purpose 
of calling and organizing local area 
meetings where such meetings are de- 
sired by-members. 


Hoftyzer To Sell 
For Whiting-Adams 


John A. Hoftyzer of Cleveland, O., 
recently released from Army service as 
sergeant, was named territorial sales 
representative by the Whiting-Adams 
Co., Inc., Boston, paint-brush manufac- 
turers since 1808. Mr. Hoftyzer, a na- 
tive of Lakewood, Ohio, was graduated 
from Baldwin Wallace College and 


- immediately entered the Armv. He 


will contact distributors for the Whiting- 
Adams, Star Brush Mfg. Co., Inc., and 
J. C. Pushee & Sons lines of paint 
brushes in Ohio, Michigan and western 
New York. 


John A. Hoftyzer 














QQMME Distriputors:| ig % 
) Here 0 the Line 10 NETO | 
| FOR MORE BUSINESS AND 7 


/ 


GREATER PROFITS TO YOU | 


LONG LIFE 
LINE 


And it's a line that sells and stays sold. 

For more than 88 years, WOOD'S Products have been a constant source of 
distributors’ profits. They sell fast ... speed turnover. They give proven, de- 
pendable, trouble-free service ... make friends for you ... assure repeat 
business. 


Tied in with these Quality Products (to help you sell) is an intelligent sales 
promotion activity ... forceful, consistent business paper advertising . .? and 


prompt, friendly service to you and your customers. 

Investigate the versatile and long life WOOD'S Line; it's a good line to 
tie to for more business and greater profits to you. Some profitable territories 
are still available; write us. 


WOOD’S PRODUCTS 
SONS COMPANY FOR POWER TRANSMISSION 
Pulleys * Clutches * Hangers ¢ Pillow 


CHAMB ERSBURG '" PA, Blocks * Couplings « Bearings * Collars 


V-Belt Sheaves and Complete Drives 








Every Year There Is An Increasing Demand for Weinberg 
& McKee Photo Offset Printed Catalogs 


th (ne-emer | 


cooz-r 


SAMUEL HARRIS CO. 
Chicago, Illinois 

R. C. DUNCAN CO. 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 

STANDARD EQUIPMENT & SUPPSRY CO. 
Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 

INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE CO. 
Joliet, Ilinois 

CENTRAL RUBBER SUPPLY CO. 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

BALDWIN SUPPLY CO. 
Indianapolis, Indiana 

KASPER & KOETZLE, INC. 
Brooklyn, New York 

HARRIS PUMP & SUPPLY CO. 
Pittsburgh, Pennsylvania 

GALIGHER CO. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Tennessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticut 

HARPER FOUNDRY & MACHINE CO. 
Jackson, Mississippi 

LEWIS SUPPLY CO. 
Memphis, Tennessee 

PERTH AMBOY HARDWARE Co. 
Perth Ambov, New Jersey 

R. C. NEAL CO., INC. 
Buffalo, New York 

MACHINISTS TOOL & SUPPLY CO. 
Los Angeles, California 

McCONKEY-DOCKER & CO. 
Phoenix, Arizona 

HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 

PRODUCTION TOOL & SUPPLY CO. 
St. Louis. Missouri 

JONES & AUERBACHER, INC. 
Newark, New Jersey 

WALTER A. CARR CO. 
San Francisco, California 

FUCHS MACHINERY & SUPPLY CO. 
Omaha, Nebraska 

GLOBE MACHINERY & SUPPLY CoO. 
Des Moines, Iowa 

BARRETT-CHRISTIE CO. 
Chicago, Illinois 

COGGINS & OWENS CO. 
Baltimore. Maryland 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

MACHINEPY SALES & SUPPLY CO. 
Dallas, Texas 

A. V. WIGGINS CO. 
Syracuse, New York 

THE BALBACH CO. 
Omaha, Nebraska 

MECHANICAL SUPPLIES CO. 
Cincinnati, Ohio 

WM. H. TAYLOR CO. 
Allentown, Pennsylvania 


~_ 
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RAILEY MILAN, 
Miami, Florida 
STACY SUPPLY CO. 
Springfield, Massachusetts 
CRAWER HARD ARE CO. 
North Tonowanda, New York 
TERRE HAUTE HFAVY HARDWARE 
Terre Haute, Indiana 
M. DPD LARK'N CO, 
Dayton, Ohio 
HAP TFItE!I D-HEALY CO. 
Buffalo, New York 
CROSPIE CoO. 
Washington, D. C. 
MI7E SVPPIY ©O. 
Wavnesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond. Virginia 
CLARK HARDWARE CoO. 
Jamestown, New York 
PEDERSEN BROS. CO. 
Chicago, Tllino's 
PATRON TRANSMISSION CO. 
New York Citv, New York 
McCRACKEN, R. 8. & SONS 
Philadelphia, Pennsylvania 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigan 
MORRIS ABRAMS, INC. 
New York City. New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J.T. WING & CO. 
Detroit, Michigan 
YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washington 
AIRCRAFT STEEL SUPPLY CO. 
Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
THE WARREN COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City, Missouri 
BARRON MILL SUPPLY CO. 
Cedar Rapids, Iowa 
STANDARD BATTERY SUPPLY CO. 
Waterloo, lowa 
TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 
ELLFELDT MACHINERY & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
CAMM BLADES MACHINERY CO. 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC. 
Baitimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO. 
Baltimore, Maryland 
MARSHALL-NEWELL SUPPLY CO. 
San Francisco, California 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & 


610 W. VAN BUREN ST. 


MCREE,. Inc. 








New facade of the Harris tron & Sup- 
ply Co., in Memphis, Tenn. 


Harris Iron & Supply 
Remodels Building 


Harris Iron & Supply Co., Memphis, 
Tenn., has just completed a new front 
on its building. The inside has been re- 
decorated and rearranged for more 
efficiency and economy in handling sup- 
plies. Built from the foundation up, the 
new facade is red brick, inset with large 
areas of light-giving glass brick. The 
office entrance is bordered at the top and 
sides by wide black glass. Over the en- 
trance is a modern, permanent marquee. 

The interior, which is 200 ft. deep and 
136 ft. wide, was rearranged to afford 
“drive-in and out” convenience. The 
driving space circles through the ware- 
house and is wide enough to accommo- 
date large trucks for loading and un- 
loading. 

The way out passes by the office where 
trucks are driven up to a window to be 
checked out, all under one roof. 

The firm, which has distributed iron 
and steel products since 1902, has ex- 
panded its operations by opening up 2 
“household supply department”, featur- 
ing garden tools. A line of glassware. 
cast iron and aluminum skillets and 
broilers, bicycles and other toys for 
children and floor lamps will be carried 
and will be sold to dealers only. 


More Items Removed 
From Price Control 


Recent orders by the Office of Price 
Administration removed the following 
products from price control: ladder 
accessories and attachments; oilers; 
dry batteries; belt lacing, fasteners, 
staples and other belt accessories; 
grease cups and oil cups formerly sub- 
ject to RMPR 136; industrial clutch 
facings formerly subject to RMPR 136; 
industrial brake linings formerly sub- 
ject to RMPR 136; industrial silencers 
and mufflers formerly subject to RMPR 
136; hand operated pumps including 
accessories which are integral and func- 
tional parts, but not those covered by 
MPR 246 covering farm equipment. 








Here’s Why Sales Are Easier 


With This Hoist That 
Cuts Production Costs i 



































@ Today your customers are constantly on the 
look-out for ways to step up output and cut pro- 
duction costs. That’s why you can simplify your 
selling job with hoists that stay on the job longer 
and cut operating costs. Rugged, long-lasting 
Reading Chain Hoists are doing just that in almost 
every type of industry—from bakeries and laun- 
‘ dries to steel mills and processing plants. To you, 
this cost-reducing performance means easy, repeat 


and competitively prited. And equally important, 
it gives you selective distribution that really pro- 
, tects your selling efforts. 


sales. You'll find the Reading Hoist line complete 


So to simplify your selling job, decide today to 
handle the profitable Reading Hoist line. If there 
is a Reading franchise open in your territory, we'll 
be glad to send you full details. Just drop us a 
note, now. 





Here’s Additional Help for Easier Selling! 
The new Reading Chain Hoist Catalog 
No. 60 gives you and your customers 
practical data on how to select the most 
economical hoist for the job. Its 36 illus- 
trated pages provide you with another 
selling wedge, another way to step up 
hoist sales. Write for your free copy today. 









CHAIN HOISTS © ELECTRIC HOISTS © OVERHEAD TRAVELING CRANES 
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READING CHAIN & BLOCK CORPORATION 
2107 ADAMS STREET READING, PA. 









MAKES A BUSINESS GROW 


Here’s one commodity for which the demand is con- 
stant, a basic business need . . . the flawless quality that is 
fundamental in Bower Roller Bearings. Bower design and 
workmanship are guarantees of satisfaction . . . the Two 
Zone Contact for perfect alignment; the rounded flange 
shoulder . . . eliminates noise, and chipping; the extra large 
oil groove assures ample lubrication; and the famous Bower 
“Super Finish” . . . means no run-in period. 

' Full stocks of Bower Roller Bearings mean “ready for 
business.”’ 

' Talk over all your bearing needs, be it roller or ball, with 
the nearest Ahlberg Branch. You tap a broad practical 
experience covering every type of bearing and applications 
of every kind. 


3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 











Materials handling is a favorite 
topic with William (Bill) Quinn, 
salesman for the Charleston Supply 
Co., Charleston, S.C. 





Tornado Supply Co. 
Enlarges Facilities 


Tornado Supply Co., new industrial 
supply firm in Anniston, Ala., has en- 
larged its facilities to handle an ex- 
panded stock and some new lines which 
have been added in order to serve the 
region. A large lot in the rear of the 
building is being inclosed with a heavy 
wire fence and the space will be used 
for storage of pipe and other building 
materials. 

So many plants have ordered fences 
in recent months that the firm has or- 
ganized a staff of six to eight men to 
erect the chain link fence distributed 
by the firm. R. B. Storms, president, 
said that there were an unusual num- 
ber of orders for plant protection fences. 

The Tornado Supply Co. has taken on 
new lines of pipe, power tools, water 
heaters, floor furnaces and_ stokers, 
hoists, hand tools, electric drills and 
grinders, pumps, plumbing fixtures and 
wire rope. E. A. Rowell, vice president, 
said that two additional outside sales- 
men will be added to the present staff 
of three. There are four inside sales- 
men. The firm recently added Raymond 
Croninger, Thomas H. Lewis, James D. 
Poss and Mrs. Cara May Thompson to 
its staff. Fred Merrill, a former cap- 
tain in the army who saw service in 
the Pacific; J. C. Estes, George Robin- 
son and Raymond Croninger form the 
inside staff. 

J. A. Pullen, secretary and treasurer, 
said that supplies are still relatively 
slow and critical items remained very 
much in demand. Some items are be- 
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R/M BRAIDED ASBESTOS ROPE 


The doors on furnaces, gas generators, and many other 
types of equipment require a dense, strong packing that will resist 
temperatures up to 600°F. and furnish a tight seal. 


To meet these conditions, and as a variant from ordinary braided 
asbestos packing, R/M engineers designed the asbestos rope, 

shown above. It is furnished either in solid braided construction 
without a center core, or with a single or double braided asbestos 
jacket over a twisted asbestos rope center. All types are available 
either treated or dry, ready for oiling and graphiting in the engine 
room to the user's specifications. 


These different types of braided asbestos ropes are just a few 

of the hundreds of R/M packings which you can offer your customers. 

For every type of equipment, for every service, R/M has a specially 
engineered packing of selected materials and of proved performance. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE AND PACKING DIVISION 
Manheim, Pa. * Bridgeport, Conn. 

North Charleston, S.C. * Passaic, N. J. 


It’s “Packed with Satisfaction” when you use R/M 
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ANHATTAN 





NEW! 


THE “AMERICAN” 5-TON 
ALL-STEEL HANDIWINCH 


y SELLS FOR $] - 


F.O.B. YOUR WAREHOUSE 


The new “American” Handiwinch 
is simplicity itself and has the 
safety features that users want. Is 
exceptionally well-built, strong, 
dependable. Weighs only 95 Ibs., 
is 16%” by 16%” high. Maxi- 
mum crank load is 70 Ibs. Capacity 
is 10,000 Ib. double reduction or 
1900 Ib. single reduction. Tail 
Yoke weighs 5 Ibs., sells for $4.00 
extra. 


BIG SALES VOLUME, fast turnover and a very satisfactory margin 
of profit are being enjoyed by the distributors and dealers who are 


selling the new “American” Handiwinch. Applications are plentiful 


—for use on trucks and in construction work, oil field operations, 


mines, factories of all kinds! Product is typical “American” top 


quality. Write for complete Distributor Plan information. 


AMERICAN 


HOIST & DERRICK CO. 


CHICAGO 


St. Paul 1, Minnesota 
NEW YORK SAN FRANCISCO 


(Manufacturers of the well-known Genuine Crosby Clip) 
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Officers of the Tornado Supply Co., 
Anniston, Ala., check catalogues on 
supplies. Left to right: E. A. Rowell, 
vice president; R. B. Storms, president, 
and J. A. Pullen, secretary-treasurer 
and buyer. 


coming more plentiful. Mr. Pullen said 
that buyers are becoming more critical 
on purchases and are seeking high qual- 
ity rather than making use of a substi- 
tute. Mr. Rowell and Mr. Pullen were 
associated formerly with the Anniston 
Hardware Co. 


Ohio Tramrails 
Names John Baer 


John W. Baer, recently returned from 
three years service in the Army Engi- 
neers as captain, was named chief engi- 
neer for The Forker Corp. of Cleveland, 
manufacturers of the Ohio Tramrail 
Systems. 

Mr. Baer is a graduate of the Engi- 
neering College of Cornell University. 
Prior to his entering service, he did 
industrial engineering work in the ma- 
terials handling field, covering design 
of equipment and manufacturing. Dur- 
ing the war his work covered supervi- 
sion, operation and maintenance of 
heavy construction equipment. He was 
with The Forker Corp. before entering 
the Army. ‘ 


John Baer 
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Brightboy 
Rubber works with Absasiwe 


to=CUT OPERATION STEPS 
REDUCE ‘REJECTS’ 
IMPROVE SURFACE FINISH ano QUALITY 


BRIGHTBOY FINE-TEX 
Smoother, finer texture for 
, work on softer metals, produc- 
So the, ing special wg and for ap- 
Favorite for burring, finishin #9 “Pokey seme ye “eas Ge comnts 
end pelidhia on te wre ie. “3 Wee wheel might not be suitable. 
variety of metals and metal ' 
parts. 


BRIGHTBOY STANDARD 


BRIGHTBOY TUFF-TEX 


Tougher texture, for finishing hard metals. The 
tougher binder accents ihe abrasive action, yet 
retains the soft rubber cushion, finishing and “ re : 
Pre-polishing in one operation. ‘One-operation’ bridging of production 
WRITE NOW for prices, catalog, and details of steps between the grind and the buff. 


Brightboy's attractive distributor-franchise plan. Removing Tool & Weld Marks, Digs, 


Castings & Paint. 
BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. a 
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Light Weight 
Instant Acting 


UNION 
CHAIN 
HOIST 


The Acme model illustrated is one of a large 

line of hoists manufactured by Union. Its 

outstanding feature is the instant acting 

raising or lowering of the unloaded bottom 

hook without overhauling the hand chain. It 

can be raised instantly to load by pulling the 

slack end of the load chain, lowered to work by pulling the 
ratchet cord and pulling the hook down. The ratchet pawl cannot 
be released while the hoist is loaded. This instant acting feature 
gives the Union Acme Hoist a great advantage over other types 
of hand hoists for many classes of work. It’s light in weight and 
can be easily moved from place to place and is particularly 
suitable for work in its capacities of 4 to 
1% tons. The chain guide is snagproof and 
will not bind or catch hand chain. 








Many years of trouble-free life are built into 
every Union Hoist, the best on the market 
today. Eighty years of continuous, successful 
manufacturing and experience are behind 
all Union Manufacturing Company’s 
products. Our own jobbing foundry provides 
essential parts, so necessary to quality 
control of hoist parts. Write for catalog 
describing our complete line of chain hoists; 
also ask for catalogs on Union Chucks, 
the broadest line of chucks in the world. 


Some territories for Union Hoists available. 
Write now for further details. 


UNION MANUFACTURING COMPANY 


304 CHURCH STREET, NEW BRITAIN, CONNECTICUT 
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E. B. Gardner 


E. B. Gardner Dies, 
Was With Hanchett 


E. B. Gardner, vice president in 
charge of export sales for the Hanchett 
Mfg. Co., Big Rapids, Mich., died sud- 
denly on August 14 of a heart attack. 

Mr. Gardner began his career with 
the Gardner Machine Co., Beloit, Wisc. 
Later he formed the Badger Tool Works, 
which was acquired by the Hanchett 
Mfg. Co., 18 years ago. At that time he 
became sales manager for Hanchett and 
advanced to the position which he held 
at the time of his death. A widow and 
son, Fred, survive. 


Kennametal Makes 
New Appointments 

Kennametal Inc., Latrobe, Pa. has ap- 
pointed Bennett Burgoon as district 
manager of the new Central District, 
which is a consolidation of the former 
Detroit and Cleveland sales districts. 
Mr. Burgoon, who has been manager of 
the Detroit area, will supervise activities 
of the Toledo and Cleveland branch 
offices, from his headquarters at 5531 
Woodward Ave., Detroit. 

Thomas O’Connell, tool engineer, has 
been appointed agent for the South At- 
lantic district, which consists of the 
states of North Carolina, and sections of 
the states of South Carolina, Georgia, 
Tennessee, Kentucky and Virginia. Mr. 
O’Connell will supervise the sales and 
service of Kennametal tools from offices 
in the McIntyre Bldg., Asheville, North 
Carolina. 

Alfred A. Anderson, tool engineer, 
has been placed in charge of the sales 
and service office in Baltimore. Mr. An- 
derson’s headquarters are located at 
North Rolling Road and Powers Lane, 
Catonsville, Maryland. 
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YES, NAPOLEON— 
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ADS, DIRECT MAIL, DISPLAYS, 
STREAMERS, ETC. gj 
BOOST JOBBER SALES! “3 
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THREE DISTINCT LINES 
OF ROTARY FILES 


mp, for the MILL SUPPLY HOUSE 


ZZ 
Z 
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HAND CUT FILES 


Hand cut from High Speed Steel—recom. 
mended for burring ferrous metals. 


GROUND BURS 


Ground-from-solid High Speed Stee] blanks— 
recommended for burring on non ferrous 
metals, plastics and wood. 


CARBIDE BURS 


Ground-from-solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable These complete lines—other shapes and 
sizes available in both 44” and 14" 


shanks—offer maximum turnover with minimum investment. 


FORD 
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Group picture of Packing Clinic at 
Berkshire Mill Supply Co., taken by 
M. M. Hapgood, president. 


Distributor Conducts 
Clinic For Packing 


A packing clinic was held by the 
Berkshire Mill Supply Co., Pittsfield. 
Mass., recently featuring addresses by 
sales and technical representatives. The 
principal speaker was M. K. Cumming. 
assistant manager of packings and 
power specialties of the New York office 
of Johns-Manville for whom the Berk- 
shire Mill Supply Co., is distributor. 

Among others attending were Ralph 
B. Hosmer, Clayton Bunt, C. T. Dear- 
born, J-M Boston district manager: 
Winthrop Cunningham, W. J. Foss, 
treasurer of Berkshire Mill Supply: 
John Madden, Robert Burnick, Harold 
Purinton, Fred Hunt, Dale Crosby, J-M 
sales representative; M. K. Cumming. 
N. J. Adams. J-M sales representative. 


Westinghouse Names 
Hester and Moon 


L. A. Hester was appointed manager 
of the Westinghouse Electric Corp.’s 
Middle Atlantic District’s transporta- 
tion division with headquarters in Phila- 
delphia. R. F. Moon, who formerly 
held this post, was named special repre- 
sentative. 

Mr. Hester was born in Roanoke, Va.. 
on April 5, 1902, and attended the local 
schools there. He was graduated from 
Virginia Polytechnic Institute in 1923 
with a degree of bachelor of science in 
electrical engineering. He joined West- 
inghouse at East Pittsburgh as a grad- 
uate student the same year and served 
in various capacities with the trans- 
portation branch before his present ap- 
pointment. He is a member of the Rail- 
way Business Association and the New 
York Railroad Club. 

Mr. Moon is a native of Norrisville, 
Pa., was graduated from Rutgers Uni- 
versity in 1904 with a bachelor of 
science degree in electrical engineer- 
ing. He was vice president of the At- 
lantic Elevator Co. of New York for five 
years and for eight years a trustee of 
Rutgers University. 
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l Your Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 











Pick up your/Profits with Corbin Screws 


If all screws were exactly alike you could buy ’em any- 


where and use them blindfolded. But keeping screws alike 
calls for never-ending vigilance. Here at Corbin we change 
dies before they are worn. We keep our saws and cutters 
sharp, and maintain very thorough inspection. 

That’s why we recommend Corbin Screws — Regular 
Slotted or Corbin-Phillips — to any manufacturer who 


would like to get more assembled parts per hour. 


“You can. reach 
for a Corbin Screw 
blindfolded— 
and get a good one 
every time!” 





SST-1 
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John C. Derville Jr., assistant man- 
ager of the General Tool Co., Port- 
land, Ore., (left) and George R. 
Bogue, abrasive department head. 





General Tool Co. 
Building Addition 


The General Tool Co., Portland, Ore., 
is building a large addition to its pres- 
ent building on adjacent land belonging 
to John C. Derville, president. The im- 
provement will give the firm 15.000 
sq. ft., of floor space as well as 2,000 sq. s 
ft. adjacent for a parking lot. 

One of the features of the project is 
the tearing down of a solid concrete 
wall eight-inches thick, 50-ft. long and 
two stories high. It is a tedious job with 
When you sell concrete busters, a fragment at a time, 

BUDA Lifting Jacks, and will cost much money. However, 
. the job was necessary in order to make 
you can be sure that your customers are getting 


rien . . the old building and the new one a 
complete lifting satisfaction, because top-notch single unit. 





a — oy 
- me, eee ro 
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quality and dependability are built into every General Tool recently was selected by 
model. the Norton Co., as distributor of its 
complete line of grinding wheels in the 

Take the Model 2215-SB, for example . . . This Oregon territory and in order to pro- 
versatile automatic lowering, hinged base Jack mote the abrasive line, a new depart- 
lifts and holds up to 15 tons under safe control at ment was formed. This department is 


. . 3 headed by George R. Bogue, abrasive 
all times ... includes chain type cap, double-round sidiaisin, Cini tei ina ilies Wenee 


lever socket and 5 foot chain with one lift and one iesen & Sous, faa. Pectenl allies. 
grab hook. Solves scores of industrial lifting jobs. 


Increase your sales with the complete BUDA Jessop Completes 
Jack Line. Huge Tank Order 


The Jessop Steel Co., Washington. 
Pa., has just completed an order for 
700 tons of stainless-clad steel for use 
in building 44 storage tanks for the 


SEND FOR THE NEW | Welch Grape Juice Co. Four are being 


ILLUSTRATED CATALOG < | installed at Brocton, N. Y., nine at West- 
| field, N. Y., ten at North East, Pa.. fif- 


teen at Lawton, Mich., and six at Spring- 
dale, Ark. 

One of the largest orders ever placed 
for Jessop stainless-clad steel, the tanks 
will be used to store six and one-half 
million gallons of grape juice. They 
replace various five-gallon carboys, 50- 

15413 Commercial Ave. et = ue. gallon barrels, wooden vats and concrete 
HARVEY (Chicago Suburb) ILLINOIS tanks previously used. 





Get the full story on Buda Jacks today. 
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METAL CUTTING 


BAND SAWS 


and 


HACK SAW BLADES 


The Barnes trademark on the cutting blade you sell 
is your guarantee of customer satisfaction. It is your 
assurance that these blades are of highest quality, 
that they will deliver unequaled cutting performance 
on the job. Suggest and sell BARNES Blades to your 
customer. Wide consumer acceptance makes them 
easy to sell; superior performance keeps them sold. 


BARNES FACTORY-TRAINED SERVICEMEN 
. . are available at all times. Their 
long practical sawing experience 
enables them to provide the right 


P . P BARNES HAND HACK SAW BLADES: “Red 
answers to perplexing sawing prob- Arrow", “Speciol Unbreakable”, “Flexible”, 
lems your customers may have. “All Hard” ond 600". 


ESTABLISHED 1919 


—W. 0. BARNES CO., INC. 
p. DETR! tee 


pag 
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After establishing an outstanding rec- 
ord during three years of Army service 
in Africa Italy and France, Don F. 
Smith is back at his inside sales work 
with John R. Parry, Boston. 








U. S. Rubber Plans 
Production Increase 


Increased production facilities will be 


established in a new plant in Ft. Wayne, 
Ind., recently acquired from the gov- 
ernment by the United States Rubber 


Co. J. A. Fairfield, manager of grind- 
ing wheel sales, said the firm will in- 


Precision-made Da rnell crease the volume and variety of both 


rubber and synthetic resin bonded 


grinding wheels. 
Casters with the DOUBLE pers 
Wayne will include ‘r parts 
BALL-BEARING SWIVEL a tilike:auk @: ana aaa 
engine mountings and rubber extru- 


if ¢ tf; sions. industrial adhesives, rubber-cov- 

assure a long i 4 .) € a ered rolls, rubber-lined tanks and pipes, 
© ® & 

cient, economical service 





and vibration absorption devices for 
railroad cars, radios, street cars, air- 
craft, farm implements, household appli- 
ances, industrial machinery and ele- 
vators. 








DARNELL CORP. LTD 
Ko) .[em:17\e, We Nalze)-0 17% 


60 WALKER ST. NEW YORK 13. N Y 


; Cs J. F. Linville, Jr., (left) and L. S. 
36 N CLINTON CHICAGO 6 ILL Noel, salesmen look over the stock 
of vaives at the Raleigh, N. C. 
branch of the Atlas Supply Co., 
Winston-Salem, N. C. distributing 
firm. 
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from your 
prospects’ book 





~ Making a Big H 
with Jobbers 
EVERYWHERE 


Because of Policy: Our policy of 100% jobber distri- 
bution is not violated under any circumstances. 


Because of Product: Our modern, packaged line of 
high quality Gas Cutting & Welding Apparatus can be 
sold with absolute confidence. It’s fully guaranteed .. . 
combines reliability with universal application. 


Because of Jobber Cooperation: Our young, pro- 
gressive organization knows that its success depends on 
the success of Black Arrow jobbers. That’s why “JOBBER 
COOPERATION” is the basic, guiding policy for all our 
activities—not just a meaningless catch phrase. 


Because of Merchandising: Our program of national 
advertising and sales promotion helps Black Arrow jobbers 
increase their business on the line. 


Our proposition seems to make a hit with most every jobber 
who investigates us. How about you? If you’re an estab- 
lished jobber seeking a new source of supply, please write 
today. Black Arrow may be just the kind of proposition 
you've always wanted in a line of Gas Cutting © Welding 
Apparatus. 





The Black Manufacturing Co. 


1416-1428 WEST BALTIMORE STREET 
BALTIMORE 23, MARYLAND 


“FORMERLY THE ALEXANDER MILBURN CO. 
_SHOMEERS IN GAS CUTTING AND WELDING JBPPARATUS SINCE 1907 





the complete, profitable line of 


GZ/CW 
<a WHS. 


RA 'CHer 





gives you a jack for 
every customer requirement! 


¥ PERFECT PERFORMANCE 
¥ CUSTOMER SATISFACTION 
¥ PROFITABLE REPEAT BUSINESS 


The Duff-Norton line of safe, dependable, easy- 
operating jacks is the most complete line of jacks 
ever offered by one manufacturer—making it easy 
for you to meet every customer requirement! 
Here in one line—Duff-Norton—you have the 
key to profitable repeat business. Be sure your 





salesmen add extra dollars to their orders by check- 
ing customer jack requirements on every call—and 


suggesting Duff-Norton Jacks! 


EVERY ONE OF YOUR CUSTOMERS IS A 
PROSPECT FOR DUFF-NORTON JACKS 


There is a Representative near you! 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PA. 


DUFF - MORTON 
JACKS 


MILL SUPPLIES © OCTOBER, 1946 





In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc.—a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/," to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
Straight flow, and offset strainers. 





More Salesmen 
Are "Good Gamble" 


L. C. Garrigus, president and general 
manager of the Goodyear Rubber & As- 
bestos Co., Portland, Ore., distributing 
firm, believes more salesmen are a 
“good gamble”. 

“We have seven altogether now,” said 
Mr. Garrigus, “which is more than we 
need from the standpoint of supplying 
them with the merchandise to sell. But 
under these conditions they still have 
an important function and that is to 
enable us to keep abreast of these 
changing times in the field, to comb the 
highways and by-ways for contacts with 
the idea of building for the future. 
There is going to be a future in this 
business,” added Mr. Garrigus, ‘and 
when that future does arrive it is going 
to be so sudden there will be very little 
time to stop and build up a sales force.” 

To implement his theory with deeds. 
Mr. Garrigus recently added two new 
men to the sales force, C. L. Aldrich and 
Fred Nelson, both ex-service men and 
neither were in the employ of the com- 
pany before. 


Payne Cutlery Buys 
Compton Shear Co. 

The Payne Cutlery Corp., has ac- 
quired the Compton Shear Co., 48-year- 
old Newark, N. J., firm, according to 
Rogers N. Farr. president of Payne. 
Under the new ownership, Compton 
Shear Co. will be completely modern- 
ized and greatly expanded. Major 
items in the Compton line include 
metal-working snaps; shears and allied 
cutting implements for the garment 
trades; office and household scissors; 
surgical and dental snips and scissors; 
manicure scissors; florists’ scissors; 
rubber and glass shears. 








LY 
it 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 











“| must ask you to refrain from mak- 
ing that gesture every time the sales 


66 YEARS OF CONTROL PROGRESS 
manager's name is mentioned.” 
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s solid proof—from just a few of many 
13 minctan ting, time from ye ponents on record —that Atkins “Silver 
Canateriel, 6" No. 94100 fe " Blades are effective aids in combatting 
5200). on Ne. py’s rising production costs. Blades that 
Oil up records like those shown here can 
ing similar savings to your customers’ metal 
219% 7 iting operations—can increase the cuts per 
ap Ae FR 1018-P hift and per blade ... can decrease downtime 
pong ow ptertnane ind necessary re-machining. But seeing is 
minutes 40 seconds. i@lieving, and an Atkins Engineer is ready to 
Rive your customers or prospects an actual 
onstration — in their plant, on material of 
heir choosing— of superior cutting that is 

-cutting too. 


vet 





* he 

| SUGGESTIONS TO USERS 

> You can assure your customers and prospects that, 
i when used in connection with any tensioning device 

F flow on the market, Atkins ‘Silver Steel’ Hacksaw 
Blades will perform with entire satisfaction. 








¢. ATKINS AND COMPANY 
HOME OFFICE AND FACTORY: 
402 South Illinois Street, indianapolis 9, indiana 
BRANCH FACTORY: Portland, Oregon 
. te BRANCH OFFICES: 
\ p Atlanta + Chicoge + Memphis - New Orleans + New York + San Francisco 
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for REDUCING 
TOOL COSTS 


1 CELFOR TWIST DRILLS 


Dr) CELFOR REAMERS 


CELFOR CARBIDE 
CUTTING TOOLS 


You MAKE CERTAIN of getting 
tool quality, you make sure of low tool 
costs, you simplify -your tool buying when 
you specify CELFOR tools—the only line 
including drills, reamers and carbide cut- 
ting tools. 


Specify (TERT when ordering from 


your distributor — or write direct to us . 


CE LE O R TOOL 


RUCHANAN MICHIGAN 
JACKSON, BERRIEN 


Division of 
SPRINGS, MICH GAN 
TLE CREEK 





Attentive to her duties in the Eagle 
Supply Co., Patterson, N. J., is Miss 
Iva P. Marot, secretary to D. G. Hecht, 
president. 





Hardware Dealers 
Lack Sales Space 


Retail hardware sales are likely to 
far surpass the figures set for them by 
the Committee for Economic Develop- 
ment in their 1947 market estimates, 
said Everett Foster, president of the 
Basic Manufacturers’ Sales Corp., New 
York, at the opening of the first, Na- 
tional Hardware Show at Grand Central 
Palace. 

“While the CED figures call for an 
increase of 37 percent in units over the 
1939 totals of $629,000,000, as reported 
by the Department of Commerce,” Mr. 
Foster said, “it is expected that this 
increase in physical volume will be at 
least 50 percent. With the increases 
in prices taken into account, the 1947 
total retail hardware sales should be $1,- 
037.850,000. Since the CED figures were 
compiled, the trend toward home im- 
provement has been so accentuated that 
the hardware field is facing an era of 
business that is beyond anything ever 
dreamed of.” 

Mr. Foster added, “the limiting factor 
of store space is so serious that it is 
going to ruin many manufacturers’ 
sales plans. Home appliance manufac- 
turers, who are unwilling to start new 
appliance retailers who they know must 
suffer great mortality in the next few 
years, are trying to assure themselves 
of continuous outlets by sticking to , 
the established hardware dealers. Some : 
of these dealers, in return for lucrative 
exclusive sales contracts, have given 


Products of CLARK ¢ TRANSMISSIONS ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES * AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS ¢ GEARS AND FORGINGS « RAILWAY TRUCKS 


up 40 to 60 percent of their sales space. 
This means that their old standard lines _ 
will have to be compressed into half of 
their usual room or taken to warehouses 
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ROPE 
MUST HAVE 


OPE must be flexible! In any use to which you 

may put rope, a primary reason for its use is— 
Flexibility! You want it Strong ... and you want it 
Waterproof... you want it Enduring .. . and you 
want it to have the Appearance that reflects quality. 
Yet you choose rope to do the job because you must 
have Flexibility! 


COLUMBIAN Balanced Tape-Marked PURE MANILA ROPE 
gives you all five! Yet no one quality is sacrificed to obtain others. No 
one quality is obtained at the cost of others! To make rope that is Flex- 
ible, we do not sacrifice Appearance, Strength, Waterproofing, or Endur- 
ance. In fact, each of these qualities, in Columbian Rope, contributes to 
Flexibility. Waterproofing, for example, insures that this, the finest rope 
we can make, will be Flexible—even when wet! 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


TAPE-MAR 


a 
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THE "POCKET SIZE MACHINE SHOP” 
IS A REAL PROFIT PRODUCER! 


























































The popular Moto-Tcol Kit No. 2... 23 
Lae accessories, new finger grip extension and 
a Model 2 Moto-Tool in a felt-iined, highly fin- 
ished wood case .. . retails at $23.50. Model 
2 Moto-Tool only with one emery point. . . 
$16.50 



































Wherever there is a man or a woman working at a 
bench removing metal, polishing or cleaning by hand 
in order to obtain fit, finish or contour, there is a 
market for another Dremel Moto-Tool and a 
continuous demand for Dremel accessories. Set-up men 
use it for touching up tools and cutters, tool-makers 
for finishing dies and templates. Moto-Tool is a “war 
veteran” . . . thousands of them were used at far flung 
maintenance bases by every branch of the armed forces. 
Moto-Tools in the hands of men and women were used 
to establish production records in plants such as Gen- 
eral Electric, Westinghouse, Remington Arms, Ford, 
Nash-Kelvinator, Consolidated Aircraft, Northrup, 
Douglas and manv others. Write today for catalog 
and distributor prices. 

































































Stand and Shap- 
ing Table aids ac- 











curacy in routing 


naing 





















14 REASONS WHY MOTO-TOOL SELLS FASTER 


Avtomatic chuck 
lock pin 


110 volt, 


vniversol motor 
Easily replaced - 


commutator brushes 


Sturdy, shockproof 
bakelite hosing 













Instant-action, 
wrenchless chuck 






Sliding snap 
type switch 


® About 27,000 RPM. Cuts 
cleaner . . . saves cutters. 


® Weighs only 13 oz... . 
shaped to fit the hand. 






Dust-filtered, 
air-cooling system 














trouble-proof Oversize armature Hondy hanger hook; 
beorings sheft, cord pretector ® Dynamically balanced for 
ground ond polished vibrationless operation. 
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and sold only from pictures. Where the 
hundreds of new products are going to 
be displayed is at this time a mystery 
in many cases. 


“Hardware dealers are conservatives 
at heart. In most towns additional store. 
rooms are not available. New ones can- 
not be built for months or even years. 
Therefore the problem of selling the 
millions of dollars worth of new prod- 
ucts needed to employ 60 million work- 
ers is very urgent. There are now less 
retail storerooms than in 1939 so that 
the building of sales staffs to do out- 
side selling for the retailers is probably 
the only solution to the all-important 
question of where to sell.” 


Stewart-Warner Head 
Gets Medal for Merit 


The Medal for Merit, highest award 
of the U. S. Armed services to civilians, 
was conferred upon James S. Knowl- 
son, chairman of the board and presi- 
dent of the Stewart-Warner Corp. The 
award was made by Secretary of War 
Robert P. Patterson at a private cere- 
held in the Hotel, 
Washington, D. C. Mr. Knowlson served 
in various government capacities dur. 


mony Mayflower 


ing the war as a “dollar-a-year” man. 
His service, which began Oct. 1, 1941, 
as deputy director of priorities, O.P.M., 
included director of division of Indus- 
try Operations, WPB, January, 1942; 
vice chairman combined production 
Sept. 1942; Control Field 
Commissioner European Theater of Op- 
erations. Army-Navy Liquidation 
May-Sept., 1945. Mr. 
Knowlson is at present a member of the 
Business Advisory Council, Department 
of Commerce. 


boards. 


Commission, 









Principal members of the Industrial 
Supply Co., Roseburg Ore., are: 
(left to right) S. G. Palmer, owner; 
Mrs. S. G. Palmer, who has an ac- 
tive role in the firm; Robert L. 
Sullivan, inside salesman; J. T. Far- 
leigh, outside salesman, and W. C. 
Woods, inside salesman. 





“It’s the Topper! 


«ee THAT’S WHAT LOGGERS AND SAW-FILERS 
SAY ABOUT 


CRESCENT-GROUND 
CROSSCUT SAW 


Exclusive Simonds grinding process finishes both sides of saw at once 
. . . imparting an even taper from teeth to back and end to end. So 
the saw runs easier and faster, since there are no spots in the blade 
to cause binding. Specially designed teeth cut faster, for large-raker 
gullets clear dust and chips without choking up. And special steel 
from Simonds’ own steel mill puts the extra long life in each saw. 
So, when you say “Simonds Crescent-Ground” you're asking for the 
finest crosscut saw that anyone can make... or sell... or use! 
Just ask the nearest Simonds office. 








Pas 


7 
bo 


_.., SIMONDS| 


SAW AND STEEL CO. 


= 


FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


Te 


| ABRASIVE CO.' 
PHILADELPHIA, PA 


BRANCH OFFICES: 1350 Columbia Road, Boston % 

27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. ap good SAW ANO STEEL CD Grinding 
Eighth St., Los Angeles 14, Cal.; 228 First St., San Special Electric Wheels 
Francisco 5, Calif.; 311 S. W. First Ave., Portland Fe ead 

4, Ore.; 31 W. Trent Ave., Spokane 8, Wash.; bs Furnace Steels Grains 


595 St. Remi St., Montreal 30, Que. aie a ty 53 cca 
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FOR WELDOLET FITTINGS IN 
BOILER-HEADER CONSTRUCTION 


You can simplify your customer's boiler-header construction jobs 
and get increased WeldOlet Fitting sales for yourself if you point 
out the advantages these unique fittings offer. 


] They provide adequate strength. WeldOlet Fittings provide 
full pipe strength at the joint and are safe for practically all 
boiler-header construction jobs. 


? They provide better flow conditions. WeldOlet Fittings are de- 
signed with a funnel-shaped inlet which provides full flow into 
the branch line because turbulence and friction are reduced. 


3 They are easier to install. WeldOlet Fittings eliminate the need 
for forming and fitting of run and branch pipes and require 
only enough for installation to allow room for welding. 


Don't fail to point out these advantages to every one of your piping 
customers. You'll be doing them a favor and you'll increase your 
sales too. If you do not have complete specifications and descrip- 
tion of these good-will and business-building fittings, write today 
for the new 16-page WeldOlet Fittings Catalog. 


Forged Fittings Division . 
BONNEY FORGE & TOOL WORKS « 645 N. Meadow St., Allentown, Pa. 


WELDIN 


148 7@) 9 ae 


JUTLE OCKE JUTLE 


Yar Welded [sranch (une Cutleti 
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Bovaird Supply Co. 
Opens Dallas Branch 


Hugh Hale was named manager of the 
new sales office of the Bovaird Supply 
Co., which also operates stores in Kan- 
sas, Oklahoma and Illinois. The new 
office is in the Continental Building in 
Dallas, Tex. 

Mr. Hale began his career in the pe- 
troleum field with the Oil Well Supply 
Co. in Tulsa in 1917. He worked with 
this firm in Kansas, Oklahoma and 
Texas until he accepted a post with the 


Atlas Supply Co., Dallas, in 1936. 


Syracuse Supply 
Holds Clambake 


Enjoying clams and special pota- 
toes at the Syracuse Supply clam- 
bake were Dean and Ackerman of 
American Chain and Moore and 
Bryson of Alexander Bros. 


The annual stag clambake for em-— 
ployees and manufacturers’ men repre- 


senting sources of supply, was held re- 


| cently by the Syracuse Supply Co., 
| Syracuse, N. Y. More than 350 at- 


Watching the baseball game at 
Syracuse Supply’s clambake are 
Barney Meade, American Swiss 
File & Tool Co., and Charles Mc- 
Govern, M. W. Pabst and H. D. 
Mozeen of Syracuse Supply. 





aneoann Gh ah oo ak OD ae lCUek!|hC CUD 


tended the event which was held in the 
afternoon and evening of Sept. 7. 
The planning and execution of all 


activities was under the direction of | 


H. D. Mozeen. 


B. J. McLaughlin (center) will 
operate in the territory covered 
by the late Dave Williams for 
Wright Mfg. Division of American 
Chain & Cable Co., Inc. On the 
left is S. W. Woodworth of the 
home office. At the right is J. M. 
Cooper of the engineering depart- 
ment of Syracuse Supply, the host 
firm. 





Rudel-Carey Enters 
New Quarters 


Rudel-Carey, Inc., is now established 


in its new quarters at 435 Fourth Ave., | 
New York City. The firm was recently | 


organized as a sales engineering dis- 
tribution organization concentrating on 
high speed and carbide cutting tools, 
grinding wheels, machine tool attach- 
ments and accessories, light machine 
tools and materials handling equipment. 


Distribution agreements with several | 


prominent manufacturers of these items 
have been completed. 

The sales force includes Francis P. 
McKeefe and Ansel R. Abeel, Jr., for 
northern New Jersey; William W. EI- 


liot for Manhattan; Roland L. Burg for 


Long Island, and Philip J. Borell for 
the Bronx, Westchester County. George 
E. Campbell will be materials handling 
adviser and two additional consultants 
are available for carbide tools and abra- 
sives. 

Thomas R. Rudel, president of Rudel 
Machinery Co. Inc., is chairman of the 
board in the new enterprise. Andrew 
G. Carey is president and sales manager 
as well as chief operating executive. He 
is a director and was formerly vice 
president of Carey Machinery & Supply 
Co., Inc., Baltimore, and more recently 
a commander in the Naval Reserve. Ar- 
thur J. Farber, assistant treasurer of 
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‘PACKED 
WITH 
PROFIT!’ 


Increase YOUR File Sales 
with 


Cmerican Sioiss 
SWISS-PATTERN FILES 


“AMERICAN SWISS” Swiss-Pattern Files 
promote extra profits for you by meeting 
your customers’ most exacting demands for 
files that will do fast, accurate work on in- 
tricate or precision filing operations. 


All of the 3000 different shapes, cuts and 
sizes of “AMERICAN SWISS” Swiss-Pat- 
tern Files are made of the highest grade of 
file steel . . . heat treated with automatic 
control and regulation . . . and made as 
closely to size as humanly possible. 


Your sales efforts are backed up by our 
45 years of experience . .. and by our 100% 
distributor policy. 


AMERICAN SWISS FILE & TOOL COMPANY 
410-416 Trumbull Street, Elizabeth 1, N. J. 


Cimerican Siissses 


AS-108 





Rudel Machinery Co., is secretary-treas- 4 
urer. Other directors are: L. H. Pratt, 7 
vice president of Rudel Machinery, and 
J. M. Rudel, president, Rudel Machinery 
Co., Ltd., Montreal. 

G. C. Carey, president of Carey Ma- 
chinery & Supply; W. O. Graham. vice 
president of Rudel Machinery Co.; 
W. E. Rudel, manager of Boston office, 
Rudel Machinery, also have an interest 
in the firm. There is no corporate con- 
nection between Rudel-Carey, Inc., and 
Rudel Machinery Co., Inc. 


Refrigeration Show 
Scheduled For Oct. 29 


More than 200 manufacturers of me- 
chanical refrigeration, air conditioning 
and frozen food equipment will exhibit 
at the Fourth All-Industry Refrigera- 
tion and Air Conditioning Exposition 
in Cleveland, Oct. 29. These firms will 
have nearly 300 exhibits occupying 
75,000 sq. ft. of floor space to demon- 
strate the full extent of the industry's 
progress since January, 1941. when the 
last all-industry display was held. 

Visitors at the four-day exposition will 
see displays which range from an elec- 
tric motor running under water to show 
its moisture-proof design to a miniature 
modern frozen food locker plant. They 
will see the newest refrigerators, freez- 
ers, frozen food storage units and air 
conditioning equipment. Visitors will 
inspect other products operating from 
80 deg. above zero for summer air con- 
ditioning to as low as 150 below for 
laboratory cold rooms. 





William L. Batt, president of SKF 
Industries, Inc., and Miss Anna 
Fitzgerald, superior of stationery 
stores, check the 39th anniversary 
date of their employment. That 
makes them the oldest SKF em- 
ployees in point of service 
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Note the natural troughing of this 
coal conveyor belt fastened with 
Flexco HD Fasteners. These fasteners 
stand up under the heaviest service 
conditions. 


Tue war years showed in a very striking way how important 
the Industrial Distributor is to American Industry. There were 
innumerable instances where Supply Houses came to the rescue 
to keep important production machines operating. 













The Flexible Steel Lacing Co. has always believed in, and sup- 


No special tools are required to fasten a belt 


ported, Supply House Distribution and because of this long and with Alligator Steel Belt Lacing. Just use a ham- 

4 a . mer and have the belt back in service in a jiffy. 
friendly association, the service rendered to Industry on belc Sade in tS seer dn deme Weal. oad Contin 
fasteners has gone a long way toward helping to keep the wheels and in continuous lengths up to 120”. 
turning. 


Here are the fasteners your Supply House can furnish for 
conveyor belts, flat transmission belts and V-belts— 


@ Fiexco HD Belt Fasteners for making “water-tight” butt joints in con- 
veyor belts from 4%” to 114” thick and of any width. These fasteners 
together with Flexco HD Rip Plates are also used to repair rips and to 
put in patches. Complete details in Bulletin F-100. 


@ Alligator Steel Belt Lacing has for more than 30 years been the most 
universally used steel belt lacing in the world. Makes smooth, flexible 
joints in leather, rubber, balata, stitched canvas or solid woven belts up 
to 4g” thick and as wide as they come. Ask for Bulletin A-60. 

















@ Alligator V-Belt Fasteners are used to fasten B, C, and D open-end 
V-belting of cross-woven fabric-core construction now being made by 
most belting manufacturers. Details in Bulletin ¥-205. 





@ Flex V Fasteners are also available for light duty A and B V-belt drives 


as described in Bulletin V-14. Here is a typical application of Alligator V-belt 
Handled by Supply Houses Everywhere Fasteners where the use of endless V-belts would 
requife dismantling the machinery to put the 


FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44 belts on the sheaves. 


ALLIGATOR |, |FLEXCO) HD 


STEEL BELT LACING BELT FASTENERS 







AND V-BELT FASTENERS FOR CONVEYOR BELTS 





























Here’s a positive joint for all types of metal 
tubing—any wall thickness—even hard stainless 
steel. 

The steel ferrule makes a controlled cut to form 
a shoulder on the outside of the tube wall. In this 
way a permanent seal is provided, regardless of 
draw marks or surface scratches on the tubing. 
When the nut is first pulled up, the ferrule cuts 
into the tube and locks—to form a permanent 
joint which will not leak, even after repeated 
reassembly. The joint is self-centering—a tight 
seal is assured even where tube wall thickress is 
not perfectly uniform. 

When you want the safest in vibration-proof, 
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FLUID POWER PRODUCTS FOR ALL 


THE NEW PARKER 


FLARELESS COUPLING 


especially for 


HEAVY WALL OR 
HARD TUBING 





Parker 


at your jobbers 


high pressure flareless couplings get 
Ferulok Flareless Couplings 
or write us direct for complete catalog informa- 
tion. The Parker Appliance Company, 17325 
Euclid Avenue, Cleveland 12, Ohio. In Canada: 
Power Engineering 


Railway & Corporation, 


Limited, Montreal, P. Q. 


Look for this famous trade mark. ALP, the 
initials of our founder, A. L. Parker, will 
Leak- 


protection and Pressure-tightness you can’t 


remind you that for Alignment, 


beat Parker couplings and valves. 


THE PARKER APPLIANCE CO. 
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VICTOR BELTING moves pretzels os the mile 


--« lines up customers for you 


Pretzel PLANTS prove that VICTOR belting has won 
almost industry-wide acceptance—prove that prac- 
tically endless customers await your call. Sell the 
VICTOR line and substantial belting buyers are every- 
where . . . because there's a type of belting in the 
VICTOR line that’s outstandingly popular wherever 
efficient and economical conveying, elevating, or 
power transmission is demanded. 


And the more calls you can make the more sales 
you'll make — that’s proverbial. It’s also proverbial 
among belting buyers that the VICTOR line is “the 
most complete line of textile belting in America’’. Be- 
cause it helps you serve more customers, it pays to 
push the line that’s most complete. And because 
VICTOR satisfies more customers, more REPEAT and 
replacement business is in store for you. Write for 
details on the VICTOR belting line today. 


THESE INDUSTRIES USE BELTING . . . SELL THEM VICTOR 
Brick and Clay * Bottling * Flour Mills * Steel Mills * Canning 


Confectionery * Paper Mills * Packaging * Tobacco 








Victor Batata & Textite Beuing Co. 


53 Park Place, New York 7 ¢ 345 W. Hubbard Street, (Chicago 10 
Factery: Easton, Pa. . 











| added. 


Farm Tool dealers are a continuing 
factor in supply sales according to 
Paul E. Burke, above, of Webb 
Belting Co. Kansas City. 


Implement Dealers Are 


| Supply Sales Factor 


Paul E. Burke. vice president of 
Webb Belting Co., Kansas City, believes 
that the farm implement dealer will 
continue to be an important factor in 
the sales of supplies and equipment. 
Mr. Burke feels. however, that in most 
cases smaller hardware items will be 
dropped by implement dealers simply 
because they are not geared for this 
type of business. The hardware dealer 
is economically in a better position to 
handle a volume of smaller orders, he 


“At the present time, we are selling 


| a lot of tools and small items to the 


implement dealers, but I believe that 


as we return to normalcy in the post 


war period there will he more emphasis 
by implement dealers on the heavier 
hardware lines and less on the smaller 


items”. Mr. Burke said. 


Webb has a force of salesmen calling 
on 3.500 dealers in 12 states, including 
farm implement dealers. 


| Time, Motion Study 
| Clinic Scheduled 


The tenth annual National Time & 


| Motion Study Clinic, sponsored by the 


research division of the Industrial Man- 


agement Society, will be held Nov. 7 


and 8 at the Continental Hotel, 505 
No. Michigan Ave., Chicago. The theme 
of the clinic will be “Productivity 
Creates Wages”. Clinic chairman will 
be Ralph H. Landes. The exhibit chair- 
man is Lewis M. Glassner and inquiries 
may be addressed to the society’s offices 
at 176 West Adams St., Chicago. 





“3 vailability, today, is more important than ever. The Bunting 
Stock-carrying Distributor offers availability. He can deliver either 
from his own stock or from ours. He can deliver now, practically 
every listed catalog size. Try him. The Bunting Brass & Bronze Co., 
Toledo 9, Ohio. Branches in principal cities. 
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For transmiss 
BELT HOOK 


until belt is 


Only the Bristol “B-LINE” has the 
right socket screw for every applica- 
tion... and the right belt fastener 
for each type of belt ... 4 chances 
for you to get an order on every call. 


NEW DISTRIBUTORS! A presen- 
tation describing Bristol’s “B-LINE” 
Plan for Distributors . .. 100% dis- 
tributor policy, profit structure, pro- 
motion plans, etc. will be shown to 


Bristol's BELT LAC 


and RIVETS make on-the-job 


For conveyor belts 
NG, PLATES 
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you by a Bristol Mill Supply repre- 


sentative on request. Write us today. 


— 
SATE 


BRISTOL 


Cc ongoany 


126 Bristol Road 
Waterbury 91, Connecticut 


THE BRISTOL “B-LINE” 
The Bee-Line to More Sales and Potts 


The sales staff of Barrett-Christie Co., 
Chicago, sits for a picture before set- 
tling down to a conference. James G. 
Christie, treasurer, is seated in left 
foreground and seated directly behind 
him is his son, Bill. At the extreme 
right is son Bob. Both Christie boys 
are salesmen. 


Engineers Aid 
Handicapped Vets 


Aid to disabled veterans and other 
handicapped individuals was one of the 
top subjects on the agenda of the semi- 
annual convention of the American So- 
ciety of Tool Engineers, at Pittsburgh. 

Engineers discussed further develop- 
ment of electronically-operated preci- 
sion gages to permit blind workmen to 
perform extremely accurate mechanical 


work. . 
“It is quite possible,” Harry E. Con- 


rad. executive secretary, said, “that 
blindness might even be an asset in the 
operation of certain types of electronic 
gages. The blind are usually more 
sensitive to sound than are persons 
with normal eyesight.” 

Conrad said the engineers discussed 
ways of adapting even more operations 
so handicapped veterans may earn a 
normal living. He explained that a dis- 
abled person “isn’t necessarily handi- 
capped—it’s just a matter of adjust- 
ment, both ways. Industry needs their 
spirit and know-how.” 


Painters put the finishing touches 
to the remodelled quarters of the 
Mill & Contractors Supply Co., Wil- 
mington N.C. The display window 
was cut in a blank wall as part of 
the project. 
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NATIONAL 


TWIST DRILL 


Each Material 


Select the right drill for the job at hand. 

NATIONAL offers deep hole drills, center 

drills, starting drills, and combined drills and 

Di STRIBUTO R! countersinks—to name but a few—each speci- 

distributors in every section of the fically designed for a particular purpose. There 

WSnny hove ses of Naina Cain are NATIONAL drills for working wood and 
Tools. Every National dsir eulogy 


ry sd engineers to serve you. Call plastics, as well as all kinds of metals and alloys. 
‘actory-tra! engineers to ser ’ ali 
your Naina pein han 3 ios Consult your NATIONAL Catalog for standard 
cay oe em tools even on special jobs. 


Eom 
| 


NATIONAL 


TWIST.DRILL AND TOGL GOMPANY 


ROCHESTER, MICH., US.A 





Visitors to the “Greenfield” plants are amazed at the labora- 
tory techniques that are now a part of modern threading tool 
and gage manufacture. Surrounded by every device for the 
measuring and testing of precision tools, “Greenfield” metal- 
lurgical scientists and technicians keep tabs on “Greenfield” - 
products every step of the way from the raw stock to the vee aR 
finished product. 

In these metallurgical “clinics,” they check the chemical 
composition, the microstructure, the hardness, the toughness, 
and the wear resistance. Because of such vigilance, your cus- 
tomers get more for their money in threading tool performance. 


GCEOMETE'C 


GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


ENGINEERING AND RESEARCH 
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, Sizes and 
qve Styles nd Types Your Customers Wa™! 


Oliver bolts, cap screws, rivets and other fasteners 
are produced by modern, precision manufacturing 
methods, under strict quality control. They are 
accurate to size, cleanly threaded, well-formed. They 
meet your customers’ most exacting specifications. 

You make no mistake in standardizing on OLIVER 
Industrial Fasteners! 
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; Dr. Hatch Assigned 


To New Research Job 
Dr. George B. Hatch, who has spe- 
SB. NG ; cialized on detergents and Threshold 
ag Treatment for the past 10 years for 


Pros 1s Calgon, Inc., has been assigned to re- 


search on Banox, a new product for 
protective treatment of metal surfaces. 
Dr. Hatch will study the amorphous 
phosphate protective films deposited 
These two popular fast-cutting STAR Hack Saw | upon metal surfaces by Banox, with the 


view of the extension of the present 


Blades are establishing outstanding performance scope of its applications. In addition, 
| he will be associated with his previous 
records. research duties. 


| C. T. Roland, in charge of research 
STAR HIGH SPEED STEEL “MOLY” TYPE BLADES for | and applications, announced that J. G. 
| Ripstra will work out of the Detroit 
fast accurate cutting of extra hard materials. office, covering Detroit, Grand Rapids, 
Chicago, Milwaukee and other cities in 


that area. Richard J. Skillman, work- 
STAR UNBREAKABLE SPECIAL FLEXIBLE BLADES for ==" sree. Mtchatd 1 Stillman. wort 


tough sawing jobs, especially in awkward cutting cover the eastern seaboard. 


positions. | Sales Unit Aides 
Named By ARO 


Stock the complete line of STAR Hand and Power E. L Jackson and M. J. Anderson 
Hack Saw Blades, Frames, and metal-cutting Band were named assistant sales managers 
for the Air Tool Division of The Aro 
Saw Blades — you'll find it pays... big. Equipment Corp., Bryan, Ohio. The ap- 
| pointments are the result of increased 
volume and enlargement of. the sales 

organization. 
New additions to the line of air- 


/ powered tools for industrial use were 
/ announced. These tools, featuring light- 
weight construction combined with 


CLEMSON BROS., Inc. Middletown, N.Y | power to spare for their capacities, are 
J 3 cage. | available in numerous models for pro- 


duction jobs of drilling, screw-driving, 
nut-setting, grinding, filing, burring, 
sanding and many other operations. 








Makers of hond ond power hack saw blades 
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Extra Copper Plus Molybdenum Makes Toncan Iron 


Partners who complement each other are successful. That’s why 
Toncan Iron is able to win its fight against rust. This material is a 
partnership of open-hearth iron, copper and molybdenum. 


In Toncan Iron, advantage is taken of the qualities offered by each 
of these elements. To highly refined open-hearth iron, which is re- 
markably free of rust-inviting impurities, is added twice as much 
copper as found in copper-bearing steel. Molybdenum is used to 
develop the maximum rust-resistance of the copper. That combina- 
tion is the reason Toncan Iron has the highest rust-resistance of any 
ferrous material in its price class. And it’s the reason Toncan Iron 
is completely rust-resistant throughout its entire cross-section. 


But that’s not the whole story. Toncan Iron has excellent workabil- 
ity. It’s easy to cold work, cut, bend, punch, stamp, etc. 


Improve the competitive position of your sheet metal products by 
using the winning combination of rust-resistance and ease of fabri- 
cation offered by Toncan Iron. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


TONCAN IRON 


Reg. U.S. Pat Of 





It positively... 


KEEPS BOLTED ASSEMBLIES 
“permanently TIGHT 


BEALL helical SPRING WASHERS have “live action" and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 
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IMMEDIATE DELIVERY FROM STOCK: 


The addition to the Precision line of § 
‘collets and feed fingers designed for % 
: -use in Brown & Sharpe machines gives , 


= 
Memo (0 


You 


MR. DISTRIBUTOR 


'<_. WRITE 
TODAY 


for discounts 
and complete 


information 


Remember, 
the fast mov- 
ing nation- 
ally adver- 


line of 


tised 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


| New sample room of the Congdon & 


Carpenter Co., Providence, R. |. 


Congdon & Carpenter 
Open Sample Room 


A new sample room has been installed 


| in the industrial supply firm of Congdon 
| & Carpenter Co., Providence, R. I. The 
| new room contains a complete exhibit 


of all industrial products handled by 
the firm. 

The exhibit is illuminated for day and 
night exhibition and drawers underneath 
each display contains manufacturers’ 
explanatory literature. 


Grays Harbor 
Adds To Facilities 


- The Grays Harbor Equipment Co.. 
Aberdeen, Wash., recently secured two 
adjoining buildings, each 75 by 100-ft.. 
to be used for warehouse stock. Wire 
rope is one of the bulky items that will 
be transferred to the new quarters. Rob- 
ert F. Icaacson is owner of the firm and 
his son, Earl W. Icaacson, who has been 
in the Army, is back and on the job as 
a salesman. 


L. J. Tyler Dies, 


| Worked For Leu Firm 


L. J. Tyler, floor manager and direc- 


| tor of the builders’ hardware department 


at Harry P. Leu, Inc., Orlando, Fla., dis- 
tributor, died on August 29, after a lin- 
gering illness. Mr. Tyler was associ- 
ated with the Orlando industrial supply 
firm for 12 years and was well-known in 
the industrial supply and hardware in- 
dustries. 


Greene Joins Sales 
Staff At Frank Groves 


William C. Greene was added to the 


sales staff of the Frank Groves Co.. 
Portland. Ore., recently to cover outside 
territory. He was formerly a salesman 
for the Marshall-Wells Co., Duluth. 
Minn. 


It spells 
PROFITS 
for you! 
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GENERAL DIE AND STAMPING COMPANY 


268 Mot? Street..New York 12 
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BALL BEARING 
LUBRIPLATE 


FOR ALL TYPES OF 
ANTI-FRICTION BEARINGS 


BALL BEARING LUBRIPLATE is a single 
grease type lubricant developed for gen- 
eral use on roller, ball and plain sleeve 
bearings operating at speeds up to 5000 
RPM ond at temperatures up to 300° F. 
its performance is outstanding. BALL 
BEARING LUBRIPLATE not only does a 
better lubrication job, but it definitely 
gives protection against the arch enemy 
of bearings . . . corrosion. Increase Yhe 
life of your bearings with LUBRIPLATE. 
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A WELL ADVERTISED 
LINE IS EASIER 
TO SELL 


The more people who have heard of a 
product, the less effort the salesman 
must exert in introducing it to new 
prospects. When the product more than 
lives up to its advertising claims, get- 
ting orders from old users is just a 
matter of checking on the stocks they 
have on hand. This is certainly true 
of LUBRIPLATE Lubricants. 


The attractive columns in color that 
you see on either side of this message 
are regularly appearing in over thirty 
trade journals covering the operators 
of machinery and buyers in practically 
every industry. This in itself is sub- 
stantial support to sales efforts—but 
the LUBRIPLATE promotional plan 


goes much further. 


For many years “LUBRIPLATE 
Films” have been widely distributed. 
They were special lubrication bulletins 
written for the various industries that 
intelligently discussed lubrication prob- 
lems and offered definite solution of 
them through the use of specific num- 
bers of LUBRIPLATE. All this valu- 
able data is now complied in a 28 page 
handbook and is distributed not only 
to the plant operators but to Indus- 
trial Supply Salesmen to help them in 
their selling of LUBRIPLATE Lubri- 
cants. The trained field staff is further 
at the disposal of salesmen to help in 
the proper servicing of unusual and 
technical applications. 

The LUBRIPLATE Taz Plan is a sys- 
tem whereby the Industrial Supply 
Salesman is notified every time a ma- 
chine that is factory lubricated with 
LUBRIPLATE is sold in his territory. 
All he has to do is to call on the buyer 
and he is assured of a regular business 
in LUBRIPLATE for subsequent lubri- 
cation. 

The extensive sales promotional work 
of LUBRIPLATE coupled with the 
exceptional performance of the prod- 
uct itself assure the salesman of easy 
introduction and continued repeat busi- 
ness. If your firm does not carry LU- 
BRIPLATE, ask your sales manager 
about it. Maybe the territory you cover 
is open. 
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LUBRIPLATE 
No. 205 


MAKE ONE BEARING 
OUTLIVE TWO 


LUBRIPLATE No. 205 is a lubricant de- 
veloped for use in grease type anti-fric- 
tion bearings operating of speeds from 
5000 RPM to 20,000 RPM. Users of high 
speed machinery tell us that this remark- 
able lubricant often more than doubles 
the life of bearings. For the lubrication 
of anti-friction bearings with oi! type 
housings LUBRIPLATE No. 1 or No. 2 
is recommended depending vpon the 
operating speed. 
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J. R. Whelan, of Thos. Conron 
Hardware Co., Danville, Ill., beside 
an item not found in many dis- 
tributor’s stocks—an electric black- 
smith forge. 


Distributor Combs 
Country Market 


The country blacksmith, the small 
welding shop and the farm implement 
dealer—all are excellent prospects for 
the industrial supply house in the opin- 
ion of J. R. Whalen, treasurer and buyer 
of industrial supplies for Thos. Conron 
Hardware Co., Danville, Ill. In many 
instances, he said, there is a backlog 
of war-denied needs such as light ma- 
chine tools, forges and the like. 


Dayton Rubber Wins 
Annual Report "Oscar' 


For the second successive year, the 
Dayton Rubber Mfg. Co. has been 
awarded the “Oscar” for the best annual 
report to stockholders in the rubber in- 
dustry. Sponsored by the editors of 
Financial World, this year’s annual com- 
petition for stockholder reports in- 
cluded more than 1,500 entries from 55 
industries. 


Bennett Opens 
Washington Office 


Martin Toscan Bennett opened a gen- 
eral industrial engineering office at 917 
15th St. N. W., Washington, D. C. 
Mr. Bennett returned recently from his 
latest trip abroad. He was chief of 
staff for Ambassador Edwin W. Pauley’s 
mission which surveyed industries in 
Japan, Korea, Manchuria, Germany 
and Austria. 


Heppenstall Moves 
Philadelphia Office 


Heppenstall Co., Pittsburgh, an- 
nounced the removal of its Philadelphia 
office from the Drexel Building. The 
new address is Room 1446, The Broad 
St. Station Building, Philadelphia 3. 





As long:as there's industry there'll be 
HOISTS... 





As long as there's a need for HOISTS 
there'll be COFFING HOISTS to suit 
the job... 










As long as there are COFFING 
HOISTS you'll have the opportunity 





to SELL all requirements . . . 


As long as you SELL COFFING 
HOISTS you'll be rewarded with 
good, steady, profitable returns . . . 
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| CHAIN RATCHET ELECTRIC 
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COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
OAD BINDERS!- DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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‘LOOKING 


FOR A 


a7 


You won't 

have to look 

very far if 
your company is selling Long-Lyfe 
American Nozzles. Year in and 
year out these Nozzles have set sell- , 
ing records for others to shoot at. 
To do this consistently calls for a 
product that leads competition in 
long life, low cost and service... 
and that’s where American Nozzles 
fill the bill. 


Send today for literature, prices, 
discounts and information on how 
you can put these profitable nozzles 
to work for you. 


AMERICAN 

NORBIDE* 
The finest nozzle money 
can buy. Guaranteed for 
hundreds of hours of the 
most rigorous use. Made 
in sizes and types for 
all requirements. 
*Registered trade-mark 
= Norton’s boron-car- 

e 


AMERICAN 
HEANIUM 


An extremely popu- 
lar nozzle in the 


V-METAL 


A very durable noz- 


zle a Bi Bg — 

ih = ies 

—, Made of 4 
‘lioy 


sesh. 


P= en 


FOUNDRY EQUIPMENT CO. 


700 S. BYRKIT ST. 


NOZZLES 


MISHAWAKA, IND. 





Some of the 65 engineers attending Schenectady, N. Y., lubrication demonstra- 


tion. 


Sales Demonstration 
For Plant Engineers 


Sixty-five plant superintendents, mas- 
ter mechanics and maintenance super- 
intendents from leading eastern New 
York State industrial plants attended 
a demonstration of lubricating equip- 
ment by Lincoln Engineering Co., held 
in cooperation with LeValley, McLeod, 
Kincaid Co., Inc., Schenectady. N. Y., 
distributor. 

The demonstration was held in the 
Curler Hotel, Schenectady, and made 
use of operating models of central lu- 
bricating systems. After an illustrated 
talk by John Boase, sales promotion 
manager of the industrial division of 
Lincoln, a general discussion was held 
on applications of central lubrication 
to various types of machinery. 


Materials Purchase 
Procedure Issued 


The procedures by which eligible per- 
sons may buy certain materials held by 
the Reconstruction Finance Corp. were 
issued recently by the Civilian Produc- 
tion Administration. 

A new Priorities Regulation, No. 34, 
lists thirty-three metals, minerals and 
other materials held by RFC. Table A 
to Prior. Reg. 34 explains in detail who 
is eligible to buy these materials from 
RFC, whether or not specific CPA au- 
thorization is necessary for the purchase 
and the CPA division or branch which 
is responsible for each material. The 
table also gives the form of certifica- 
tion required of each buyer in those 
cases where specific CPA authorization 
is not required. 
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Corbin Changes 
Sales Personnel 


Several changes in travelling sales 
personnel were announced by the Cor- 
bin Screw Division of the American 
Hardware Corp.. New Britain, Conn. 
T. A. Delihant. who formerly covered 
the Michigan, eastern Indiana, western 
Ohio, and central Kentucky territory. 
is being assigned to the metropolitan 
Chicago area effective Sept. 16. Weston 
MacRae was named sales representative 
in the northern New Jersey territory, 
effective Sept. 9. Mr. MacRae is a re- 
turned veteran of World War II and 
since coming with Corbin, has been at 
the home office as a sales correspondent. 
which qualifies him for the assignment. 


Use of Lead 
Restricted Further 


A further restriction governing the 
sale of lead by primary refiners of the 
metal was issued by the Civilian Pro- 
duction Administration because of the 
short lead supply. 

Under an amendment to the lead con- 
servation. order (M-38), refiners pro- 
ducing soft pig lead must now obtain 
an authorization from CPA to dispose 
of any lead (not subject to CPA’s 25 
percent set aside) which has not been 
sold by the 20th of the month. 

Citing as an example the case of a 
refiner who will produce 1,000 tons of 
lead during October, CPA pointed out 
that 750 tons of this amount can be 
sold to his customers and the other 250 
tons is subject to allocation by CPA. 
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TO MEET 
TODAY'S EXACTING 
PRODUCTION REQUIREMENTS 


Winter ENGINEERED Taps are designed 


for new threading accuracy 


faster cutting action 


ee ee ne 


large output and longer tap life 
Winter’s modern manufacturing methods 
close factory supervision and inspection 
produce taps for high production 
at exacting standards and 
| at lowest cost 
Try Winter Taps on your next 
really tough tapping assignment 
Your local distributor stocks them 
A Winter factory-trained field engineer 


is always glad to work with you on any new 


production problem 


inter a ers. 


COMPANY RRR Wrentham, Massachusetts, USA. 


SAN FRANCISCO, CALIFORNIA: CHICAGO, ILLINOIS- DETROIT. MICHIGAN 
A DIVISION OF THE NATIONAL TWIST DRILL €& TOOL CO., ROCHESTER, MICHIGAN 
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That's a fair question to ask any of your customers. Wars 
demand the utmost from machines, yet in the average shop or 
plant, most lathes are “veterans” of two or more tool-wrecking 
periods of speed-up, around-the-clock war production. On any 
logical basis, these tools are ready for replacement, for in battles, 
whether national or commercial, success goes to the one with 
- the latest and most efficient equipment. 


In turning out small parts, for example, a modern S-56 SHELDON 
Precision Lathe will produce more pieces per hour, produce them 
easier, faster, more economically and with greater accuracy than 
“battle scarred” 1898 or 1918 tools. Moderate in price yet “large” 
in work capacity with 11%" swing, 1” collet capacity, a 56” bed 
and 4-speed V-belt motor drive in a modern 5-drawer steel bench, 
these SHELDON S-56 Precision Lathes are exactly suited to many 
tool room, small part or second operation, production, and main- 
tenance jobs. 


Coming completely assembled, ready for work, they make a 
profitable, package unit to sell. Mill Supply Distributors are 
finding that they sell in surprising numbers wherever shown. 


See the new SHELDON MACHINE TOOLS 
at Space No. A183 
NATIONAL METAL CONGRESS 
Atlantic City, November 18 to 22 


Write for Catalog 


SHELDON MACHINE CO. Inc 
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NEW LINES 


“lakeu ou by 


DISTRIBUTORS 


Tornado Supply Co., Anniston, Ala., 
now represents National Tube Co.'s 
line of pipe; Delta Mfg. Co.’s power 
tools; Rheem Mfg. Co.’s water heat- 
ers, floor furnaces and _stokers; 
Wright Mfg. Division of American 
Chain & Cable hoists; Miller Falls 
Co.’s hand tools; Independent Pnev- 
matic Tool Co.’s Thor electric drills 
and grinders; Gardner-Denver Co.'s 
pumps; Russell & Erwin Mfg. Co.’s 
line; Crane Co.’s plumbing fixtures, 
and American Cable Division of 
American Machine & Cable wire rope. 

The General Tool Co., Portland, Ore., 
will handle the complete line of grind- 
ing wheels for The Norton Co. 

Eno Tool & Supply Co., Toledo, Ohio, 
was appointed distributor in the To- 
ledo area for Chicago-Latrobe ream- 
ers, twist drills, special tools, etc. 

Industrial Specialties Co., Portland, 
Ore., Aro Equipment Corp.'s pnev- 

, matic tools; American Abrasives Co.’s 
grinding wheels; Mead air cylinders; 
C. A. Norgren Co.’s pneumatic prod- 
ucts, and Taylor-Winfield Corp.’s re- 
sistance welders. 

P. A. & S. Small Co., York, Pa., now 
distributes Worthington Pump & Ma- 
chinery Corp’s Allspeed Drive Power 
Transmission equipment. 

Joseph T. Ryerson & Son, Inc., Chi- 
cago, has been appointed distributor 
of B. & W. Electric Resistance 
Welded Boiler Tubes. 

Monarch Rubber & Supply, Inc., De- 
troit, represents Hewitt Rubber, divi- 
sion of Hewitt-Robins, Inc., for 
industrial rubber products. 

’ W. Marwedel Co., San Francisco, 
has been appointed distributor of 
Carboloy Co.’s standard tools, stand- 
ard blanks, wheel dressers and ma- 
sonry drills. ; 

Arthur A. Crafts Co., Inc., Boston, 
Mass., has taken on the Carboloy Co.'s 
line of standard tools and blanks, 
masonry drills and wheel dressers. 

Franklin Supply Co., Providence, R. L. 





TRANSMISSION EQUIPMENT 


THe DEMAND 


IG volume with worth while profits are 

assured distributors who make DICK 
their source of supply for the essential items 
in power transmission equipment in the Dick 
Line. The reasons are based on the fact that 
these items are in demand by industrial 
users and meet specific requirements in 
power transmission. This demand is pro- 
moted by ability to standardize on tried and 
proved equipment which offers savings in 
power and maintenance. For example: 


Barry Steel Split Pulleys ... the light weight, 
strong pulleys of welded construction which 
effect savings in installation and can be de- 
pended on for high efficiency and long- 
lived accuracy. 


.. PHE Line THat SaArIsFies 
For EssentiAL ITEMS 


Dick Rope V-Belt Drives . . . providing high 
efficiency, longer belt life and all around sat- 
isfaction with a minimum of attention. Care- 
fully balanced and accurately machined 
sheaves assure smooth, carefree operation. 


Dick’s Balata Belting . . . ot strong, durable, 
uniform construction, and applicable to a 
wide range of power, 2!evating and con- 
veyor requirements. This belting has long 
since proved itself in service to operate with 
minimum stretch and maximum efficiency. 
Furthermore, it can be used where water 
and steam are present, because it is immune 
to such conditions. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, III. Seattle, Wash. 
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MANY-SIDED SALES AID 


FOR COMPETITIVE SELLI 


A carefully-compiled new general catalog 


NG 
will 


* Help your salesmen do a more informative job of selling 


% Keep your hundreds of present-day products before the 


buyers “round the clock.” 


* Reach into the larger plants to influence the men who 


originate the requisitions for tools and supplies. 


* Give you an economical means of soliciting the 
shops on whom your salesmen call infrequently. 


smaller 


R.R.DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET e CHICAGO 16, 


ILLINOIS 


is distributing Garfield Power Vises 
and Modernair air devices. 

H. & H. Tool Supply Co., Wichita, 
Kans. will sell and service Kenna- 
metal Inc., Latrobe, Pa., tools in 
Reno, Harvey, Kingman, Sedgwick, 
Sumner and Cowley counties of 
Kansas. 


WER 


LOOKS AT 











Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 


A noticeable decline in the number 
reporting better business is evident in 
this survey of industrial purchasing 
opinion. While the volume of business 
continues good, the quality of business 
seems to be deteriorating. Much busi- 
ness is not profitable. Many companies, 
even with a larger volume, are doing 
well to break even on costs. Labor 
problems and unsettled international 
affairs seem gradually to retard further 
improvement in business. Expansion in 
production is hampered directly by the 
lack of necessary materials and fabri- 
cated parts. Backlogs of orders seem tu 
be still on the increase. Many buyers 
believe this situation is dangerous and 
may spell trouble for many firms if not 
carefully watched. 

There appears to be little change in 
the West Coast situation. The recent 
stock market slump appears to be caus- 
ing hesitation in some circles. 

In Canada, strikes are having a deter- 
rent effect on business, particularly in 
the steel and rubber industries. Retail 
trade is affected by local strikes. Cana 
dian buyers. at the moment, are faced 
with almost complete frustratien in 
their operations. 


Prices 


Reports from buyers indicate a slow- 
ing down in the number of price in- 
creases previously reported. Generally 
the price trend is upward. 

Some buyers believe we are in a lull 
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THE RIGHT SOLUTION FOR ANY CHAIN PROBLEM— 
a ee 














® You won’t miss many chain orders... if you handle 
4 the Rex line of drive and conveyor chain belts. 
8 For Rex chains are manufactured in every available 
: size and type... a complete line that permits you to 
‘ specify the right chain for every type of job. 
: Whether it’s a slow-speed, light-load drive, a high- 
I speed, heavy-duty drive, an elevator chain or what 
: have you, there’s a Rex chain that will exactly fit the 
specifications. You'll never have the unhappy experi- 
y ence of saying, “Sorry, I don’t handle that type 
of chain!” 
t 


And, the Rex 444 catalog is a real sales help! It 





simplifies the task of chain selection and aids in proper 
chain application ... gives complete information on 


horsepower tables, chain working loads, attach- 






ments, and many other valuable facts. 







CHAIN BELTS 
REX Berne 


of MILWAUKEE 





Rex Chain Belt and Transmission Division, Rex Conveyor 
and Process Equipment Division, Milwaukee 4, Wisconsin. 
Baldwin-Duckworth Division, Springfield 2, Massachusetts 






pending the time when OPA will re- 
consider wholesale prices, and, as a 
Id result, there has been very little move- 
on new or 0 ment in prices during the past month. 
A leveling-off process appears in the 
making. Price increases are expected 
to be smaller and less numerous be- 
tween now and the end of the year. 
West Coast buyers report that prices 
are still going up. Industrial supply 
items show general but small increases. 
Prices in Canada show a gradual in- 
crease in line with wage increases. 
Ceilings are still in effect and are gen- 
erally holding. Consumer items are 
being held at previous levels, but indus- 
trial buyers find prices are gradually 
going higher, especially for mechanical 
equipment and supplies. 





Inventories 


Some shight improvement in the in- 
ventory situation is reported over a 
month ago. A small percentage report 
an increase in inventory, while the num- 
ber reporting lower inventories has de- 
creased. In general, buyers would like 
a sixty-day supply but, apparently, it is 
impossible to obtain this over-all goal. 
Among the hard-to-secure items are in- 


reo 


¥ 74 sulated wire and cable, motors, steel, 
4. ely Plus copper, lead, cotton webbing and tex- 


tiles, coal, petroleum, coke, nails: and 


lumber. 


m Ca n si h old ing powe i Buyers are reluctant to extend inven- 


tories from here on, and are taking into 
account a 26 per cent composite advance 
Precision-made Chicago “Safety Plus” on raw materials and a composite 60 


Products are the solution to many current CHICAGO “Safety Plus” line per cent advance on supply and repair 
includes: materials in the cost of present inver- 
Socket Head Cap Screws tories over prewar prices. 


Socket Set Screws . . r 
Stripper Bolts With the increased volume of busi- 


sharp, full threads, uniform pitch diameter Square Head Dog Point Set ness, inventories of production materials 


Trews . . . 
and clean true sockets. “Safety Plus” - Socket Pipe Plugs have naturally increased, but it is per- 
Keys for “Safety Plus” tinent to mention that with increased 


Products are manufactured from the finest Products unit prices the dollar inventory increase 


may not proportionately reflect an in- 
creased materials inventory. 
Hexagon Head Cap Screws 


toughness—and EXTRA holding power. Square Head Cup Point Set areas i: Se — sa 
rews Some minor items, such as pipe fittings 


These outstanding features combine to Headless Set Screws and electrical fittings, are on a hand- 
Fillister Head Cap-Screws 


make a truly fine product—ideally suited Flat Head Cap Screws to-mouth basis, while more costly items 

: Taper Pi av i s s 
to modern production methods. Milled re have been vag? - to la eacnadiai 

Sepdiiabiint Meme requirements. his unbalanced supply 

Nuts condition is causing work in process to 


These Fine Products are sold Capt ethed Seeagen pile up in many plants, and to show ur 


Castellated Nuts 
oorly thru Authorized Dishibutors in the inventory figures. 
West Coast buyers indicate little 
y 
change in the general inventory pattern 


THE GHICAGO SCREW CO. (eens 
See ee All buyers are of the opinion that 


1026 So. HOMAN AVENUE CHICAGO 24, ILL. inventories should be very carefully 
‘ watched. They believe that many out- 





production problems. 


Exacting inspection standards insure 


selected heats of electric furnace alloy 
Complete line includes: 


steel which provides added strength, 

















« SPRING LOCK WASHERS 


wi 


The lock nut may prevent the nut from slipping, but 
it can’t compensate for the wear or corrosion of the 
assembly parts or the stretching of the bolt. That's 
why you need a spring lock washer. Lock nuts with 
spring lock washers make an ideal combination— 
safeguard against loss of nut and provide protection 
against looseness with positive tension. 

Diamond G Spring Lock Washers—scientifically 
designed with CONTROLLED TENSION—assure un- 


failing spring tension . . . plus a thrust washer bear- 
ing. They permit full tightening of bolts and screws 
and safeguard against excessive vibration, shock 
and wear. 

Specify Diamond G's today! Samples on request. 
Write for your free copy of the latest data on the new 
ASA and SAE specifications on spring lock washers. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


MANUFACTURERS OF 


DIAMOND <> PRODUCTS 


NAP AND RETAINER RING 
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END MILLS THAT CUT 


Faster --- LAST Louger 
Ft a e 


cousanes 
PUTNAM 
IN 


COMPLETENESS 


WHEN your customers require end mills for specific 
milling jobs you can always depend upon supplying 
Putnam End Mills in the types and sizes needed. Over 
800 standard end mill items comprise the Putnam 


line—and are carried in 


stock at the factory —far 


exceeding the number and types of end mills offered 
as standard by other end mill manufacturers. Putnam 
Hi-Speed End Mills are designed right and made 
right . . . for faster cutting, longer life, and better 


all-round performance. 


PUTNAM DISTRIBUTORS 


—appreciate, too, the fast. 


Putnam delivery of the 
end mills their customers 
require for immediate use 
. . . another reason why 
distributors are completely 
sold on the. Putnam line. 





The new Putnam catalog lists 
over 1,000 standard metal- 
cutting tools. Write for your 
copy today—free. 
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standing orders may never be filled. 





Policy 


Industrial buyers have not yet 
reached a position’ where any very 
definite buying policy can be stated. 

Buying is from a hand-to-mouth basis 
to coverage extending beyond a year’s 
time on very scarce items. 

Buying policy continues to be base: 
upon general availability, and there i: 
no indication from this standpoint that 
we are entering a buyers’ market. 

Buying is not tuned to a rigid policy. 
as it is often a question of getting ma- 
terials and supplies needed without tos 
long a wait. 


Specific Changes 


Changes in the commodity supply 
situation continue and must be watched 
closely if production delays are to be 
avoided. Many products which were 
reasonably plentiful during the past 
few years, are now becoming very tight. 
The decontrol of many items by OPA 
adds to the changes taking place in 
commodity prices. 

Fire clay and silica refractories hav< 
increased approximately 7 per cent. 

Higher prices are reported for pig 
iron. Brass ingots are reported up 14¢ 
per pound. Cast-iron scrap is up $5.00 
per ton. 

All office supply items are reported 
10 per cent to 15 per cent higher. This 
includes such items as desks, chairs and 
steel filing equipment. 

Power transformers are up 5 per cent 
porcelain insulators, 10 per cent, and 
sisal rope, 15 per cent; electrica! 
switches, 10 per cent to 19 per cent 
effective Sept. 1. 

Black and galvanized pipe and fit 
tings are somewhat easier. Lumber and 
building materials are still not avail- 
able in good grades or quantities. 

In general, all fabricated products 
are reported 10 per cent to 20 per cent 
higher in recent months, largely due te 
increases in raw materials and labo: 
costs. 

Reports from the West Coast indicate 
small increases in the cost of practical!y 
all commodities. Some electrical items 
are up 11 per cent to 19 per cent. Brass 
products, manila rope and belting are 
up 61% per cent to 13 per cent. Fuel oil 
is up 15¢ per barrel. A further increase 
in the price of wire nails is reported. 
and hard wall plaster also advanced. 
Increases are expected on cement. 

Canadian buvers report that brick 










A giant reflecting telescope is built with precision. J&L 
Permaset Pre-formed Wire Rope is also Precisionbilt 
by men of experience and skill using the finest materials. 

J&L Wire Rope is made of J&L Controlled Quality 
steel. Our engineers will be glad to discuss your re- 


quirements with you. Write for further information. 


J&L JONES & LAUGHLIN STEEL CORPORATION 


STEEL GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, AND MUNCY, PENNSYLVANIA 


Jal Ceecisimbile PERMASET PRE-FORMED WIRE ROPE 
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Tie Your Business to the 
MONEY-MAKING SPEED 


of Air Express 


How often has your business been 
slowed down in recent months be- 
cause you didn’t get something quick 
— maybe, because you didn’t specify 
delivery by Air Express! 

Since a day’s delay in delivery can 
cost a lot of money, the great speed 





of Air Express is actually a money- 
making tool. It brings your farthest- 
away supplier within a matter of 
hours from your door — and at rates 
which have been drastically reduced 
— 22% since 1943. Put this service 
to work for your business! 


Specity Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight 
between principal U. S. towns and cities, with 
cost including special pick-up and delivery. Same- 
day delivery between many airport towns and 
cities. Fastest air-rail service to and from 23,000 
off-airline communities in the United States. 
Service direct by air to and from scores of foreign 
countries in the world’s best planes, giving the 


world’s best service. 






GETS THERE FIRST 





RATES CUT 22% SINCE 1943 (U.S. A.) 
Over 40 ths. 
Conte per tb.’ 
$1.00 | $1.00| $1.00] $1.23 3.07¢ 
102] 1.36) 230) 3468 late 
107} 342] 384) 6.14 15.38 
1.98) 7.468) 12.28 30.70 
1.45 | 353) 1745) 26.24 706le 
1.47 | 368] 18.42/ 29.47) 73.48 


NATIONAL RATES ALSO REDUCED 





2 thes. | 5 ths. | 25 ths.| 40 tbe. 
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Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help_you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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and that consumers’ goods not held by 
price ceilings are higher. 
Nails, apparently, are nonexistent. 


for construction has advanced in price, 








25 Years Ago 


Ernest H. Smith, president, Hollow 
Center Packing Co., Cleveland, has an 
article in which he describes the courte- 
ous treatment afforded visiting sales- 
men at the Pittsburgh Gage & Supply 
Co., Pittsburgh. Every salesman is given 
an interview, Mr. Smith relates, regard- 
less of what he is selling. The writer 
also mentions the firm’s cooperative din- 
ing room for employees. 

Ralph W. Cummings, head of the dis- 
tributing firm of Cummings, Bevis & 
Levan, Lancaster, Pa., has been elected 
first vice-president of the International 
Association of Rotary Clubs. 

When the question arose about what 
to do with some 3,000 feet of floor space 
behind the windows of the H. Channon 
Co.. Chicago, it was decided to make it 
a display space for the firm’s heavy 
equipment. thus giving Channon the 
largest window display of mill supplies 
in Chicago. It is estimated that the total 
value of the items.on display exceeds 
$6,000. 

Warren, Balderston & Co., Trenton, 
N. J., distributors of plumbing and heat- 
ing supplies, have recently opened an 
industrial supply department with L. H. 
Birdseye in charge. 

After a survey of the hauling problem, 
it was found that the consensus had it 
that short hauls, two miles or less, found 
horses and wagons by far the cheapest 
method, especially if you owned and 
operated your own barn. Motor trucks, 
for hauls over four miles, were a little 
cheaper than horses, but not much. 


10 Years Ago 


The Sligo Iron Store Co., St. Louis, 
used a recent “Exhibitors’ Night” of 
the local purchasing agents’ organiza- 
tion to do a sales promotion job. In ad- 
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'V-Belt 


In Sheave Clearly, it’s the sides 

of a V-Belt that do all 

the gripping on the pul- 

ley and get all the wear 

against the sheave- 

= wall, That’s why 

onger life for the sides 

means longer life for 
the belt! 








of Your V-Belt 
does MORE Work NOW than ever before! 























y 
s 
n 
-~that’s why the CONCA VE SIDE Straight Sided 
-Be 
r 
has become Even MORE IMPORTANT! 
P 2 . How Straight Sided 
The moment you think about it you realize, of course, that V-Belt Bulges 
, : rn - When Bending Around 
' the sidewall is the part of a V-Belt that really gets the wear. Its Pulley ames | 
] It’s the sidewall that has to grip the pulley. It has to pick up all the You can actually feel the bulging of 2 
; power from the driver pulley, trarismit that power to the tension member straight-sided V-Belt by holding the sides 
| and then deliver to the driven pulley all the power that pulley ever Hie ma Tes" vata ckeaiin thie kulaton 
receives. — excessive wear along the middle of 
t he sidewall as indicated by arrows. 
e That is the perfectly natural reason why you have always iii 
. . . . ates e 
1 noticed that the sidewall of the ordinary V-Belt is the part that Patented om Tae f ¥< 
t wears out first. Clearly, anything that lengthens the life of the — 
y sidewall will lengthen the life of the belt. Showing How Concave 
e Side of Gates V-Belt 
5 The simple diagrams on the right show clearly why the for it in Bhouve Groove 
l ordinary, straight-sided V-Belt gets excessive wear along the a — — 
$ middle of the sides. They show also why the Patented Concave 
Side greatly reduces sidewall wear in Gates Vulco Ropes. That ona eg gle poe 
. is the simple reason why your Gates Vulco Ropes are giving you ane at clues eee noes es 
7 so much longer service than any straight-sided V-Belts can pos- the bets! 
i sibly give. — 
Stronger Tension Members in Today's Belts 
5 Put Even GREATER LOAD on SIDEWALLS! 
t 
Now that Gates Specialized Research has resulted in V-Belts having much 
stronger t members of Rayon Cords and Flexible Steel 
t Cables, among others—the sidewall of the belt is often called upon to transmit to 
| the pulley much heavier loads. Naturally, with heavier loading on the sidewall 





the life-prolonging Concave Side is more important today than ever before! 


THE GATES RUBBER COMPANY 
DENVER, U.S.A. World's Largest Makers of V-Belts 


THE MARK OF SPECIALIZED RESEARCH 


GATE 


oviece sea: IN ALL INDUSTRIAL CENTERS ot onsion Couuivit 








Don’t 
Compromuse 
the ; 
QUALITY 
of your Catalog! 


Your catalog is an important asset to your business and 
deserves the expert handling and preparation so vital to 
doing a‘ real job of selling for you. It must have Sales 
Punch ...it must have Appearance ...it must have Quality 


...it must have Accuracy. 


Consult the Cuneo Catalog Department for the answer to 
your catalog question. Here you will find experts in the 
field of catalog building. The years of experience and 
accurate catalog compiling, styling, and designing... 
backed by the largest printing and binding establish- 
ment in the world . . . give you every assurance that your 


catalog will be outstanding. 


Here under one roof catalogs 
are prepared and printed. 
Our streamlined organiza- 
tion assures better, faster 
delivery and lower cost. 
Write for details. 


Cermak Road at Canal « Chicago 16, Illinois 


MILWAUKEE © PHILADELPHIA ¢ NEW YORK © SAN FRANCISCO 
LTE DAGESTAN 











An advertising panel used by Stigo 
Iron Store Co., St. Louis, a decade 
ago. 


dition to the usual exhibit of tools and 
equipment, the distributing firm posted 


| a series of advertising panels which 
| attracted much attention. 


The first commercial installation of 


| its kind, a loudspeaker inter-office com- 
| munication system, has been put into 


operation by Chase Parker & Co., Bos- 


| ton distributing firm. The new type. 


two-way loudspeaker telephone instal- 
lation was made necessary by the fact 
that the usual telephone set-up was 
getting beyond the operator, who had 
been handling 110 calls an hour. 

J. P. Brown, secretary-treasurer, and 


| advertising manager, Rogers-Bailey 
| Supply Co., Chattanooga, exhibits piles 


of letters in praise of the firm’s Indus- 
trial News, when asked the reason for 
a house organ. He credits the News 
for bringing in new customers and or- 
ders each month. 

What looks like a new high is the re- 
port that the Central Rubber & Supply 
Co., Indianapolis, recently entertained 
7,000 persons during a three-day indus- 


| trial exhibit. There were 65 exhibitors. 


This year the Hendrie & Bolthoff Mfg. 


| & Supply Co., Denver, celebrates the 
| 75th anniversary of Charles Hendrie’s 
| enterprise in founding the Eureka Foun- 


dry & Machine Shop, which later be- 
came Hendrie & Bolthoff. 


Swivelier Takes 
Additional Space 


In order to take care of rapidly in- 
creasing volume of business, the Swivel- 
ier Co. has just acquired an additional 
20,000 sq. ft. of factory space in the 
Bush Terminal Building. Brooklyn, 
N. Y. 

The Swivelier offices and main plant 
will continue to operate at their New 
York address, 30 Irving Place. 
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WITH 10,000 BEARINGS 


lA 

‘A 
4 When a cable is flexing over sheaves, pulleys and drums . . . or even 
; on a straight pull... every inch of every wire is in motion with 


countless bearing points . . . rubbing, grinding, wearing away, unless 


THE CABLE 


¢ 
4 there is adequate lubricant protection. 

Proper cable lubrication is more than a surface-greasing job. In fact 
WRITE fora FREE copy of ws . . er ’ . 

~ s tw ‘leansing ¢ ‘g af sre’s a special- 

the Keystone Wire Cable it is two jobs... cleansing ind lubricating . . . and the re a special 
Grease Booklet, Form BK-12 ized Keystone lubricant for each. Used together, perfect conditioning 
... contains valuable infor- ; 
mation on cable lubrication. 


is assured. And the result: a stronger, safe, more flexible cable with 

an increased life expectancy of 25% to 30% or more. 

Follow the example of many of the country’s largest users of wire 
cables. Safeguard your cables by giving them the Keystone Wire 
‘ Sp . . 

Cable Treatment and Lubrication. 


KEYSTONE LUBRICATING COMPANY « Est. 1884 


21st, Clearfield and Lippincott Sts., Philadelphia 32, Pa. 


A TWO-WAY TREATMENT THAT DOES MORE THAN 


DOUBLE DUTY 


giast- . * 


KEYSTONE PENETRATING OIL NO. 3 


ing out accumulated rust, grit and 
the old caked or gummed grease... 
and leaving each individual wire 
free of impurities and moisture. 


The cable first needs a thorough 

cleansing. Keystone Penetrating 
Oil No. 3 quickly and deeply enters 
every crevice, loosening and flush- 


ah =< 
No— ; 
gcO 
$ 2 Nome 
CABLE GREASE 


KEYSTONE WIRE 
and providing resistance to acids. 
It does not cake, harden or be- 


After cable has been cleansed, ap- 
come gummy. And Keystone Wire 


ly Keystone Wire Cable Grease. 


t penetrates deep into the cable’s 
core and remains there in pliable 
consistency. It clings to the sur- 
face of each wire providing perfect 
lubrication, warding off moisture 


Cable Grease goes on easily with- 
out heating... thus saving time, 


labor and greasing costs. 


POPULAR MEMBERS OF 
THE LARGE FAMILY OF 


Trade Marks Reg. U. S. Pat. Off. 
SPECIALIZED 
LUBRICANTS 





THE MARVEL’ 
(40-M ) 


Baas Automatic Pumps deliver “33,000 for 1” performance. 
For each gallon of gasoline consumed, Barnes Pumps deliver 
33,000 gallons of water — the equivalent of 41% tank cars. That’s 
real economy. And economy coupled with Barnes extra dependa- 
bility, portability, and ruggedness means cheaper and faster 
completion of the job. 


Barnes “33,000 for 1” performance is made possible by precision 
engineering and close tolerance machining to allow within the 
pump direct flow from suction to discharge. The suction inlet 
is in direct line with the impeller. There are no “water detours.” 
This eliminates needless friction and allows the power unit to 
operate without unnecessary labor. Fuel consumption is low and 
performance is high, for in Barnes Automatic Centrifugal Pumps 
water takes the natural, direct flow route. 


Write today for full details in handling 
Barnes ‘33,000 for 1’’ Pumps. 














H. J. O'Neill G. Rutledge 


Rutledge, O'Neill 
Gain Promotions 


Gail Rutledge was named midwestern 
regional sales manager for The General 
Detroit Corp. He will be located in the 
Chicago branch office, 607 W. Washing- 
ton Blvd., Chicago, and will supervise 
sales in the states of Illinois, Wisconsin, 
Minnesota, and South Dakota. 

Mr. Rutledge joined The General De- 
troit Corp. in 1944 having previously 
been associated with the Addresso- 
graph-Multigraph Corp. 

Succeeding Rutledge as assistant to 
the vice president and coordinator of 
national accounts is Harold J. O’Neill, 
who first joined the corporation in 1942 
as manager of the CD-Sno Fog Division, 
General’s carbon dioxide extinguisher 
plant. 


Oleson Joins Staff 
Of Ted Dinger 


Don Oleson, recently out of the Army, 
has joined the sales staff of Ted Dinger, 
Pittsburgh. He will sell automotive 
parts, supplies, tools and accessories in 
western Pennsylvania, eastern Ohio, 
West Virginia and parts of Maryland 
and Virginia. 
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“Winner gets the Jones account, 
right?" 
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ROLLER and SILENT CHAINS 
and COUPLINGS 
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Desewe 
MORFLEX Couyolin 


John, Royle & Sons, manufacturers of extrusion 
MORSE CHAIN COMPANY— 


ife. 
—Detroit 8, Mich. 


1 
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Y 
Available in a wide variety of stock sizes 


MORSE 


> 


inery 
N 


Ithaca, 


Wodewn WMachimed 


mach 


affected by gas, oil, dirt or weather. The exclusive 
Morse-designed Neoprene biscuit cushions shock, 
isolates vibration and uneven impulses, prolonging 


drives of their temperature control units, which 
Morflex couplings require no lubrication, are un- 


equipment, use Morflex couplings in the power 
handle extruding temperatures of 90° to 500°. 





that you can 
mark with! 


The modern marker that marks as 
clearly and permanently as paint 
... @ny surface that takes paint... 
with the ease of a pencil. 


Paintmarx is always ready for 
use. No drying out—no running of 
color—no lumpy. dust collecting 
marks. 


Discard the brush and paint 
bucket. Use this modern Stick o’ 
Paint! 


Send for FREE Industrial Crayon 
Guide Dept. 











‘The personnel of the construction machinery division of Fuchs Machinery & 


Supply Co., Omaha, Nebr. 


Seated, left to right: 


Denis Schaffnit Robert 


Hebert, Mrs. Robert Tank, Miss Evelyn Schroeder, Edward Murray, Floyd 
Gregory; standing: Clarence Britt, James Carrigan, Louis Bryzenski, Frank 
W. Currey, Jr., A. A. Fuchs, manager of division, W. A. Clayton, Ray Ride- 
nour, William Kroeger and August Polito. 





Expansion Planned 
By Rex Supply Co. 


Rex Supply Co., Houston, Tex., has 
been granted a charter to do business as 


| a corporation under the laws of Texas. 


The firm, which is a distributor for ma- 
chine tools, will have working capital 


| of $150.000, and will replace the former 
| company and absorb its functions. 


The corporation plans the erection of 


| a $100,000 addition to its warehouse 


and office space as soon as materials 
are available. The building will be a 


| hollow tile, two-story, 50 by 150-ft. struc- 


ture. 

Officials of the new organization are 
Gordon R. Waddell, president; J. W. 
Madden, Austin J. Ferguson and Roy 
S. Marsh, vice presidents; O. S. Fer- 
guson, secretary-treasurer, and R. J. 
Perida, assistant secretary-treasurer. 


New Engineering 
Service Announced 


Piping layout design is a new service 
inaugurated by the engineering depart- 
ment of Pennsylvania Flexible Metallic 
Tubing Co., Philadelphia. The inno- 
vation was first tried out in answer to 
an apparent need. Its reception con- 
vinced the firm that a new departmen- 
tal service was needed. It includes, be- 
sides problems in piping layout, those 
involving absorption of line vibration, 
flexible connections, special fittings, the 
handling of pressure pulsations, changes 
in temperatures, and jacketing. 


Tice, Fifield Join 
International Nickel 


E. A. Tice and J. E. Fifield have 
joined the Development and Research 
Division of The International Nickel 
Co., Inc., New York City. Mr. Tice will 
work in the corrosion engineering sec- 
tion, having been previously associated 
with Bethlehem Steel as corrosion engi- 
neer and graduated from Rensselaer 
Polytechnic Institute in 1939 with a BS 
degree in chemical engineering. 

Mr. Fifield will make his headquar., 
ters in the New England Technical sec- 
tion of the division in Hartford, Conn. 
He was graduated from the Massachu- 
setts Institute of Technology in 1940 
where he received the degree of BS in 
metallurgy. He was formerly with the 
U. S. Naval Research Laboratory and 
the American Brake Shoe Co. 


ihrig Is Promoted 
By Bethlehem Supply 


J. H. Ihrig was named resident man- 
ager of Bethlehem Supply Co.’s new 
sales office in Denver, Colo. Mr. Thrig is 
one of Bethlehem’s oldest employees 
from the standpoint of service. His 
employment dates to 1922 when he be- 
came affiliated with International Sup- 
ply Co. which was acquired by Bethle- 
hem. When Bethlehem entered the IIli- 
nois field in 1939, Mr. Ihrig was placed 
in charge as district manager and con- 
tinued in that capacity until his present 
promotion. 









Why Nationat Pipe «5 4e Wario 


Ten Reasons 
Why National Pipe 
is Preferred. 


. It is made by the largest and 
most experienced manufacturer 
of tubular products in the world. 


. It is manufactured from raw 
material to finished product by 
one organization. 

. The original scale free pipe .. . 
butt-weld sizes 4” to 3” are 
made by a special mechanical 
process. 


4. It is uniform, ductile, and strong. 


5. All butt-weld sizes are Speller- 


ized to minimize corrosion. 

. It threads easily; coils and bends 
readily. 

. It is available in copper-steel to 
resist atmospheric corrosion. 


. It is given the most thorough 
and exacting tests and inspec- 
tions. 


. It is sold by only high-grade dis- 
tributors everywhere. 


. It is the most widely used pipe 
in the world. 


ns 


best seller,/ 


HERE’S only one thing that makes a certain brand 
Th pipe or any product a best seller year after year 
—and that’s all-round high-grade performance! Cus- 
tomers who use NATIONAL Steel Pipe, like it—find it 
good—and buy it again and again. 

For a hundred-and-one jobs around an industrial 


plant, factory, shop or mill, NaTionat Pipe gives the 


most service per dollar of cost. Of course, for unusual 
conditions involving high temperatures and high pres- 
sures, special varieties of NATIONAL Pipe are available 
to meet those needs. 


Look over the ten points of preference listed in this 
advertisement. These are the reasons why architects, 
engineers, contractors and maintenance men con- 
tinually specify NATIONAL Pipe above all others. 

Nationa Pipe has national acceptance. It outsells 
any other brand and offers most in pipe satisfaction. 


NATIONAL TUBE COMPANY 


PITTSBURG 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


United States Steel Export Company, New York 








HOW 
“HEAD TO FOOT 


PROTECTION y \¥ 
Works for You ee 


Martin Brauner of the purchasing 
department of Lorenz Co., Klamath 
Rainfair Suits are made in two styles: the : Falls, Ore., were part of the dis- 
Utility Acid Suit and the Fisher Rain Suit tributor force which raised beards 


. both are typical examplé? of Rainfair 
full-protection work clothing; both ore made M for the Klamath Falls Centennial. 


with new BUNA-S coated fabrics for long, 


heavy-dety service. Distributor Staff 
Goes Hirsute 


In order to participate in the Klamath 
Falls, Ore., Centennial marking the 
100th anniversary of the coming of white 
people to the area, male employees of 
Lorenz Co., industrial distributor, grew 
beards. “Needless to say,” remarked 
George P. Davis, vice president and 
sales manager, “they were all glad when 
it was over, and with it, the itching and 
scratching that comes from raising such 
excellent beards.” 


BUFFALO 
CASTERS 








Show your customers how they can put an up-swing in 

their production curve by eliminating work stoppages 
ang delays due to “wetwork” accidents and illness. Jobs in- 
volving splash hazards or excessive dampness provide a ready 
market for Rainfair-Vuleanized Work Clothing... safe- 
guard against acid, alkali and water. Rainfair garments are 
styled for comfort, designed for safety, and engineered for 
lasting service. Rainfair’s “Head to Foot” Protection offers 
easily added profits for you. Write today for details of the 
Rainfair distributor franchise. 


THERE’S A RAINFAIR GARMENT FOR EVERY INDUSTRIAL NEED 


Rainfoir All-Purpose Raincocts are specifically 

designed for occupational uses . . . are made 

from sturdy, rubberized fabrics, have heavy- 

duty fasteners, patch pockets with flap. Most ” 

models have corduroy-tipped collars . . . P 
3 








ventilation back. 


Ball Bearing Swivel 
Rainfair Laboratory and Industrial Aprons are Double Ball Race 
made from synthetic resin coated fabric— e Norn Binding Type 


water, alkali and acid proof. Washable; will , 
not get sticky, stiffen or crack. Neck and High pressure lubricating fittings in 
waist tapes anchored in hemmed edges. wheels and hangers. Grease retaining 
chambers. Large ball in upper, outer 


RAINFAIR, INCORPORATED © Dept. 56-K © RACINE, WIS. races take load as well as side thrust 


and both races are protected from dust 


and water by overlapping lips. This is 

one of several casters of improved design 

manufactured by Buffalo Caster. Write 
VULCANIZED || & =». 


Buffalo Caster & Wheel Corp. 
WATERPROOF WORK CLOTHING || 182+ treckenridse st. Buffalo, W. ¥. 
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mavorty? bead DRIVER 
‘FITS ANY sizk | 
or — . 
ys CU will 
emerge) cg have YUE cp 
recessed head SCREW 7 4 avec 


or BOLT! Li 7W/S DRI 


FROM MANUFACTURERS , . . who use 
MANUFACTURING the Reed & Prince recessed head driver for 
"Recessed and Slotted greater speed and economy on the assembly line! 


Wood Se Sheet Metal S : . 
inachiad Screws. Stove: Salts ‘Gr REPAIR AND SERVICE MEN  .. in the radio, 
| ane electrical and other fields requiring product service, 

Cap Screws Set Screws " e ° . 
| Machitle Screw Nuts Wing Nuts who find the Reed & Prince driver a necessity for 


| Rivets ond Burrs Rods repair work. 
| Screw Drivers and Bits pa 


Speciolties HOME OWNERS... . and woodworking “hobbyists”, 
who take pride in the appearance of their workmanship 
around the, home. 


a\ 
z: 
7 
4 


WAR, cee { 


WALLA babnhs GALAN ie f 


The Reed & Prince recessed head Be ready to take care of the 
driver insures faster, better work,— demand for this sturdy driver! 
avoids surface scratches — improves Stay “A HEAD of the Times” with 
finished appearance. Drivers avail- the Reed & Prince recessed head 
able in several convenient lengths, combination. Write today for com- 
bits for any make of power drive unit. plete dealer information. 


E MFG. CO. 


- CHICAGO, ILL. 
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CTY NOCht 


4445 N. KNOX AVE. 


A MAINSTAY 
OF INDUSTRY 


@ Accessories are very impor- 
tant in any type of manufactur- 
ing... BLUE DEVIL Socket 
Screws are even more so—es- 
pecially in high precision man- 
ufacturing. They have a long- 
time and well-earned reputation 
in industry for quality, strength, 
and toughness — the result of 
proper selection of metals and 
scientific heat treating. Every 
piece is uniform — every piece 
a perfect fit . . . socket set 
screws ° socket head cap 
screws * socket head stripper 
bolts * socket screws, dardelet 
thread ° socket screw keys 
¢ socket pipe plugs ... they 
uphold the high standard of 
American industrial progress. 


PET COMPA 


CHICAGO 30, ILL. 
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A portion of The Stowe Hardware 
& Supply Co., city sales room. 
From left to right: F. A. Whisman, 
a sales trainee; W. J. Edsall, sales 
manager; W. E. Smith, manager 
and buyer, and Wiley Morris, sales- 
man. 


Sample Room 
Spurs Supply Sales 


Stowe Hardware & Supply Co., Kan- 
sas City, maintains on the first floor of 
its headquarters building an ample. 
sized room where main portions of its 
lines are on display in pleasant sur- 
roundings. A cluster of leather up- 
holstered chairs occupies the center of 
the room. According to W. E. Smith, 
manager and buyer of the industrial 
supply department, the prominent and 
favorable display of merchandise is a 
sure stimulant to broader representa- 
tion of lines in the average sale. 


Friedler Is Named 
To ILG Directorate 


J. J. Friedler, Jr., Southern district 
manager of the Ilg Electric Ventilating 
Co., has been elected to the board of 
directors, according to an announcement 
by J. M. Frank, President. 

Friedler has been associated with the 
New Orleans office of the company for 
over twenty years. After graduating 
from Yale with a B.S. degree in the 
class of °25, he entered Ilg employ as 
a salesman in the New Orleans branch 
office. In 1928 he was flamed New Or- 
leans Branch Manager. In following 
years. more and more territory was 
placed under his supervision until in 
1930, he was named Southern District 
Manager. 

Simultaneous with this announcement 
came notice of other changes in the Ilg 
sales organization from P. D. Briggs, 
vice president and general sales man- 
ager. G. C. Jelliffe, formerly lieutenant 
commander in the U. S. Navy, has been 
appointed as direct assistant to Briggs 
in the New York office. Jelliffe gradu- 
ated from Stevens Institute of Technol- 
ogy in 1930 with a degree in Mechani- 
cal Engineering. Prior to his war ex- 











COVERAGE 


7 When you need Industrial Rubber Products—specity These are the products Quaker manufactures: 



















bs Quaker—it is your assurance of receiving quality QUAKER BELTS for transmission of power and 
; al products. Then, too, the Quaker line is complete. You conveying of materials. QUAKER HOSE of every 
al can obtain the proper belt, hose, packing or moulded conceivable description: air, water, steam, fire, oil, 
“~ items by specifying Quaker. acid, spray, welding, suction, creamery, etc. QUAKER 
es. Every factory, foundry, mill, mine, transportation PACKINGS, a proper type of Rod and Sheet Pack- 
company, utility or institution must of necessity use ings to meet any service condition. 
Industrial Rubber Products. — 
The Quaker line of Industrial Rubber Goods is complete. 
When you join Quaker you associate yourself with a pro- 
‘ict gressive company always planning for the future. “If there is 
ing a way to get it done—Quaker will do it.” 
of 
ent QUAKER RUBBER CORPORATION 
he Mfrs. Industrial and Automotive Rubber Products 
noe eis PHILADELPHIA 24, PENNSYLVANIA 
ng > NEW YORK + CLEVELAND 
ne —_— CHICAGO + HOUSTON 
as =f Western Territory 
ch 4 QUAKER PACIFIC RUBBER CO. 
SAN FRANCISCO + LOS ANGELES 
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SEALS 
OF 
QUALITY! 


You'll find these seals only on Campbell 
High-Test Steel Chain and Campbell 
Heat Treated Steel Loading Chain! These 
Seals of Quality assure you that you are 
buying chain that was thoroughly tested 


to assure maximum service—they cannot 
be removed without being destroyed. 

These are only two examples of the 
complete Campbell line. International 
makes chain for every need: industrial, 
marine, farm, automotive. We offer 
prompt help in the solution of any unusual 
chain problem—our manufacturing and 
service facilities are complete in every 
detail. 
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J. J. Freidier G. C. Jelliffe 


K. P. Ribble E. B. Bomar 
perience he was Metropolitan Division 
Manager of Western Union Telegraph 
Co. in New York City. 

Keith P. Ribble has been placed in 
charge of the Houston office, one of the 
Southern offices under Friedler’s direc- 
tion. Ribble, a graduate of Georgia 
Tech, was a long time representative 
of Allis Chalmers Mfg. Co. During the 
war he served with WPB. 

The Phoenix office is now being oper- 
ated by E. B. Bomar, who has been 
a sales engirecr in that area for several 
years, since attending Oklahoma Uni- 
versity and the Texas College of Mines. 


Paperwork, Space 
Considered by AMA 


An office unit dedicated solely to in- 
suring adherence to management policy, 
a method of reducing work and costs by 
consolidating and eliminating paper 
work and ways for planning for the 
maximum use of office space were pre- 
sented in a two-day American Manage- 
ment Association conference in New 
York recently. 

Joseph S. Covell, systems manager of 
International Resistance Co., Phila., rec- 
ommended a policy enforcement unit to 
office managers troubled by present 
shortage of competent office help, ade- 
quate equipment and floor space, who 
have to be sure there is no wasted effort 
in their offices. 

It might be a one-man unit in the case 
of a small office with the office manager 
handling the job himself, or a separate 
unit operating under a “systems” man- 
ager in larger organizations, Mr. Covell 
said. He termed it a “must for sur- 
vival,” 








A Six-Link Chain Connecting 
You and Your SUPPLIER 


WITH 


UNITED STATES 
ELECTRICAL TOOLS 








© Your supplier is a concern of consequence .. . an organiza- 
tion trained to help you select the proper tools for your work. 
You can depend on your supplier for intelligent advice, not 
only on electrical tools but thousands of other items. 


BUY FROM YOUR LOCAL JOBBER AND ENJOY 

















il f= | HIS CONVENIENT, ECONOMICAL SERVICE 
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| in ie NY UNITED STATES ELECTRICAL TOOLS 

es O . AND ACCESSORIES 

- a, O95 : IN STOCK 

a AN : ea by leading automotive, mill supply, hardware, electrical, 

™ . plumbing, machinery and farm implement jobbers. 
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Jni- ie PROFIT BY THE UNITED STATES 

a aye , M\ 6-POINT CERTIFIED PLAN OF DISTRIBUTION 
1. Full line 4. Protection 

2. Super Quality 5. Good profit 

in- % O 3. Economical prices 6. Sales aids 
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hed MOTOR-IN-BASE BUFFER AND 

A he POLISHER MODEL 110 
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ort saceedeess at For the polishing and burnishing trade. Practical and 
economical for their individual type work because it elimi- 

ws nates an outlay in cycle changing equipment and waste 

aa in power transmission. 
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CINCINNATI, OHIO 
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For each of these services 
Belmont has created a pack- 
ing with extra construction 
features that provide more 


certain sealing and longer 





life. By pushing these items, Frank J. (Dad) Yeager, Reading 


Heater & Supply Co., Reading Pa., 
you can get new customers believes salesmen should develop 


their powers of observation to spot 


interested in the complete needs in customers’ plants. 





Welding Supply Group 
Holds Special Meeting 


The National Welding Supply As. 
-" —_ sociation will hold a special fall meet- 
HIGH PRESSURE STEAM RODS — Belmont’s No. : . d9 at : q 
Asbestos Packing has a unique center construc- ie Soe: Dae ot Colas Ragit, Se 
tion for greater resiliency and flexibility, extra 





The executive committee called the 


takeup on the gland as the packing wears, extra meeting because of current business 

“edge wear”. The center block is pleated on trends and policies in the welding in- 

+ 9 area at approx. 90° with dustry which affect every distributor of 
e rod. 


welding equipment and supplies. The 
meeting will be the second convention 
SALE AVR RAKED) of the group held this year. 


ry MR 





Advance reservations indicate that 
the meeting will be the largest gather- 
ing of welding supply distributors ever 
held. Non-members have been invited 
to attend. Reservations may be made by 
writing to N.W.S.A., headquarters, 324 
| East Second St., Dayton 2, Ohio. 


LOW AND INTERMEDIATE STEAM RODS (also hot 
and cold water rods and plungers) — Belmont’s 
No. 419 Rubber-and-Duck Packing has a 
hollow center which provides a point of least 
resistance for expansion and contraction. Fric- 
tion is minimum, because the packing ‘‘breathes” 
toward the hole. 
























eu | 
=; ‘Low PRESSURE TO HEAVY DUTY WATER— 
Belmont’s No. 9 Special Hydraulic Packing has 
a rubber-and-duck channel which not only acts . 
/€S% as a wiper but also protects the flax—actually 
y Phe, two packings in one against the wearing surface. 
; Linen thread stitching prevents displacement | 
under gland pressure. | 
BELMONT ADVERTISING IN BEST-READ - 
MAGAZINES eq 
Your customers and prospects see Belmont ads pe 
in POWER, POWER PLANT ENGINEERING, IN- 
DUSTRY AND POWER, MILL & FACTORY, 
NATIONAL ENGINEER, SOUTHERN POWER pr 
AND INDUSTRY. pr 
IN THE BLUE-AND-ORANGE BOX m 
co 
THE BELMONT PACKING ju 
Woodis Industrial Supply Corp., Wor- lo. 
AND RUB BER CO. cester, Mass., has two veterans train- E 
ing on the job for sales. They are fr 
Butler and Sepvive Streets Stanley Waska (left) who served 
Philadelphia 37, Pa three years in the Army and Earl 
Lamson, who was 18 months in the S 
Army. 











P nast es 
— Slee 


wees America’s leading _rail- 

roads want protection for sig- 
nals, switches and other vital system 
equipment —they order Slaymaker 
padlocks. 

Railroads need locks which will 
provide easy operation and maximum 
protection—yet withstand the punish- 
ment of heat, cold, ice. rain, grit, and 
corrosive elements. 

Slaymaker has been turning out 
just such durable, dependable pad- 
locks — economically — since 1888. 
Every bit of the “know how” gleaned 
from these 58 years of experience has 


SLAYMAKER LOCK COMPANY «LANCASTER, PENNSYLVANIA 


been incorporated in the design and 
manufacture of the famous Slay- 
maker 800 and 900 padlocks. 

The 800's and 900’s rugged one- 
piece, seamless Zamak case — the 
3/1000” precision of their genuine 
pin tumbler mechanism — and _ their 
amazingly low cost—make Slaymaker 
800’s and 900’s the sort of padlock 
you'll be proud to sell. Their key 
changes, too, are practically unlimited. 


Order from your industrial sup- 
ply house or write Dept. MS for 
full information today! 





Ne. 800— 114" across case 


No. 900— 17," 








Here's the purchasing procedure we recommend 
for the efficient buying of 


NUTS AND BOLTS... 
STANDARD 


stock ITEMS | 





YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR 


No one is in a better position 


to give you what you want, when 
you want it than your industrial 
supply distributor. For all standard 
“stocked” Circle © nuts and 
bolts, call him in. You'll make 
your purchasing more efficient by 
benefiting from his prompt, 


intelligent service. 


BUFFALO BOLT COMPANY 
REPRESENTATIVE 


Your local Circle © representative is 
the man to see whenever you wish to 
purchase specials, non-stock or production 
items. Remember his extensive personal 
experience in this highly specialized field 
is backed up by a rich background of 
manufacturing skill consisting of many 
years experience in producing nuts and 
bolts of all types of which the uniform 
quality is controlled from billet to bolt 
in one single plant. 





BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office Buffalo International Corp:, 50 Church Street, New York City 


This advertisement will be read by your customers * ag | $3 
this month in many leading industrial magazines. 2 % a ae 





The Klein Pock- 
et Tool Guide 
showing the 
Klein line and 
containing use- 
ful tables and 
information will 
be sent without 


Good workmen are “cranks” about the tools they 
use! Partly it’s a matter of pride—partly the satis- 
faction of working with the best—but mainly the 
recognition that good tools mean a better job— 
done more quickly. 


Klein Pliers are made for these men who know 
and appreciate fine tools. They have the proper 
balance—the proper spring in the handles to pre- 
vent tired hands. The sharp knives stay keen even 
after years of service, and the fitted hinge keeps 
jaws perfectly aligned, assuring a positive grip. 


You will want a stock of Klein Pliers for your 
most discriminating customers as soon as they can 
be furnished. Production is being increased, but the 
demand still exceeds supply. Your order will be 
filled as rapidly as possible. 


Foreign Distributor: international Standard 
Electric Corp., New York 


Fag 
I re) 
By) ‘ 


ws IK LE ING & Sons *.* 





Since 1857 





A. J. Schatke, H. Channon Co., 
Chicago, purchasing agent, buys a 
lot of hoist accessories as a result 
of “Sell 'Em More” Policy. With 
him is E. G. Esmann, warehouse 
hoist man. 





Hamilton Purchases 
Allpax Co. 


Edward J. Hamilton has purchased 
the business of the Allpax Co., Buffalo, 
N. Y., from J. E. Marwitz, owner and 
president for 25 years. The firm, which 
is a distributor for Allpax products used 
by industrial concerns, was formerly lo- 
cated at 716 Ohio St., Buffalo, but is 
now located at 77 Main St., Hamburg, 
N. Y. Mr. Hamilton was associated with 
the Whitehead Metal Products Co., 
Buffalo, for 10 years. 


Bauer To Serve 
Sawhill Company 


Albert A. Bauer has been appointed 
district representative in Philadelphia 
for the Sawhill Mfg. Co., Sharon, Pa. 
The Sawhill offices are in the Fidelity- 
Philadelphia Building, and Mr. Bauer 
will handle the sale of Sawhill steel 
pipe nipples in a portion of Pennsyl- 
vania, New Jersey, Maryland, Delaware, 
and the District of Columbia. 


Northwest Filter 


Opens New Office 


The Northwest Filter Co., represent- 
ing Hagan Corp., Hall Laboratories 
and Bull & Roberts in the northwest 
area, has established a Canadian office 
in Vancouver, B. C. F. W. Richardson 
will handle Hagan-Hall work for the 
branch which will have an office, labora- 
tory and warehouse under one roof. 








When You Set CHAMPIONS 


5 : ) 
_ i 
* Shi) 


You (au COUNT YOUR CHICKENS 
BEFORE THEY'RE HATCHED 


How come? ... Because every Champion Fluorescent and Incandescent Lamp you 
sell is good for repeat business later on. Champion quality makes sure of that. 


And, because Champion Lamps net you every last cent of profit on this big 
volume staple. Low cost production, low overhead, no red tape or restrictions— 
these are the factors that help you get those good accounts you’ve never been 
able to line up before and that give you advance notice of maximum lamp volume 


* 


and profit. 








CHAMPION LAMP WORKS — 


Lynn, Massachusetts 


A DIVISION OF ONSO DATEDO ELECTRIC LAM 
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CAPACITIES: 
Ye FTO 40 TONS 


YOUR 
CUSTOMERS 
WANT— 


1. Safety to men and load 
2 - Efficiency of operation 


3-Low maintenance 


4. Right price 














FORD HAS ALL FOUR 


You can assure your customer that the Ford 
Tribloc is safe because its load chain has 
both high strength and elasticity, while its 
drop—forged, heat-treated hook will give 
visual warning of overload. With spur—gear 
construction and ball—bearing load wheels, 
the Ford Tribloc is built for hard, constant, 
high-speed work. Ford Tribloc has fewer 
parts than any other hoist in its field 


and fewer parts mean lower maintenance. 


York, Pa., Philadelphia, Chicago, San Francisco, 
FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 
In Business for Your Safety 
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R. H. Wooley, manager of the supply 
department, Miller Bros. Hardware Co., 
Richmond, Ind., inspects new steel 
shelving just installed. “Now,” he said, 
“if our bins of fittings were just as full, 
everything would be fine.” 





Texaco Publication 


_Celebrates Anniversary 


Announcing the thirty-fifth anniver- 


| sary of The Texas Company’s magazine 
| Lubrication, a publication devoted to 
| the selection and use of lubricants, Dr. 


W. E. Kuhn, Manager of Technical and 


Research Division, stated that the 


| August 1946 issue will contain a his- 


tory of the magazine; a brief biog- 


| raphy of its editor, Allen F. Brewer of 
| the Technical and Research Division, 
| who has held the post for almost 25 


years; and present a 13-page study of 


| hydraulic oils for industrial equipment. 


The article includes discussion of 


maintenance problems and _ trouble 


| shooting in hydraulic systems, methods 
| of increasing their efficiency, and ad- 


vantages accruing through the use of 


| additives in these oils. 


| Anniston Hardware 
| Modernizes Building 


Anniston Hardware Co., Anniston, 


| Ala., is remodeling its building to pro- 
vide for a retail store on the Noble 
| Street ground floor. Stock will be stored 


on the second floor and the basement, 
which has an entrance on Court Avenue, 
will be turned into the wholesale depart- 
ment. 

C. H. Jemison, president and general 
manager, said that plans are being made 
to construct a new warehouse and that 
the executive offices will be rearranged. 


The Gadsden Hardware Co., formerly 








production machinery 


Medium Duty 3 or 4 jaw Cushman Chucks 
with American Standard 2 piece jaws are 
the ideal equipment for your tool room 
lathes, your general purpose lathes and the 
great majority of lathes in your production 
departments. Because, with this type of jaw, 
you remount the top jaws when changing 
from one form of work piece to another... 
rather than using expensive work holding 
fixtures. 


With this type of jaw equipment you can 
make full use of soft blank top jaws. 
These can be formed to hold all kinds of 
irregular shaped work pieces. And the cost 
will be far less than for special face plates 


A WORLD STANDARD FOR PRECISION 


eeeOn your light to medium duty 


or fixtures. With Cushman high standards 
of precision in chuck manufacture you can 
depend upon the accuracy of these set-ups 
for your most exacting work. 


Our Engineering Department will be glad 
to give you further information and help 
on your own particular problems. Write 
us, without obligation. 


THE CUSHMAN CHUCK CO. 
Hartford 2, Conn. 





Photograph courtesy Black & Decker Mfg. Co. 
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ARMOURCLAD FIBRE COMBINATION DISC! 


Armour Abrasives Help Your Customers Do Their Jobs Better 


For better, faster finishing . . . your customers need 
the fastest tools and the best abrasives possible. 


In any operation... in cutting welds...in removing 
burrs . . . in leveling metal surfaces . . . there are 
specialized ARMOUR ABRASIVES designed to do a 
better job at less cost. The faster, sharper, cooler-cutting 
Armourclad Fibre Combination Disc is only one of 


Armour’s complete line of better metal-working abrasives. 


Many of your customers call on Armour’s experi- 
enced technicians to help them choose the abrasives 
and methods which do their jobs best. 


ARMOUR 


Sanapraper 
~ WORKS 


DIVISION OF ARMOUR AND COMPANY 
1355 West 31st Street « Chicago 9, Illinois 








H. M. Sproull was recently elected vice 
president and secretary of Anniston 
Hardware Co. He is explaining the 
operation of a grease gun to J. M 
Jemison. 


affliated with Anniston Hardware, is 
now a separate company. However, An- 
niston Hardware’s officers and directors 
hold similar positions with Gadsden 
Hardware. It is planned to remodel the 
building recently purchased in Gads- 
den. Modern fixtures, fluorescent light- 
ing and other features will be installed. 

Four members of the Anniston staff 
have recently returned from the Armed 
forces. H. M. Sproull is back after five 
years in the Navy and has been elected 
vice president and secretary. J. C. 
Seales has joined the inside staff after 
duty with the Navy in the Pacific; H. W. 
Gardner served with the infantry in 
Europe and J. M. Jemison was in the 
Signal Corps in Europe. H. B. Greer is 
the latest addition to the outside sales 
staff. 


Manhattan Reemploys 
Over 1,000 Veterans 


Manhattan Rubber Division of Ray- 
bestos-Manhattan, Inc., Passaic, N. J., 
which had a total of 1,625 of its 4,000 
employees in the armed forces during 
the war has reemployed 1,049 of them. 
Fifty-nine employees made the supreme 
sacrifice. This large number to leave 
and reemploy, indicates a major under- 
taking by the personnel department in 
reemploying and retraining. It is also 
reported that of the total number of vet- 
erans reemployed, not one case was 
submitted to the Veterans Administra- 
tion. 

When John Edward Mucha entered 
the service on Feb. 3, 1943, he became 
the 1,000th employee to leave Manhat- 
tan. The servicewomen were given an 








This extra-long 
faper makes your 
pipe reaming 
quick, easy 
and safe . 


LonGriP Pipe Reamer 


@ The trick of its efficient performance is in that ex- 
tra long taper—it reams burr cleanly from any pipe 
in a few easy ratcheted strokes— practically no pres- 
sure required. Even more important than that, it 
won’t thin, split or flare pipe or conduit wall. 
That saves pipe as well as time and work, ad- 
vantages your customers want. You sell it 
complete with ratchet handle—or the ream- 
er unit alone, which fits rimaip No. 00R 
handle. It pays you to bring this better 
reamer to the attention of your customers, 


Reamer unit 
ts RIGID 
No. OOR handle. 


Millions of RIFAID 


Sell threading of 
small pipe with 
least effort with 
this tough little 


@ Speedy and a worksaver, your customers like it 
when they want to cut perfect threads on 1" to 1” 
pipe. This smart steel-and-malleable internal 
ratchet threader has precision-made heat-treated 
tool-steel dies, each factory tested 

—for smooth fast threading. Die 

heads snap in from either side, 

can’t fall out. No special dies need- 

ed for close-to-wall work. No.0R, 

¥_" to 1"; No. 11R, 4" to 144." Get 

your share of the profitable sales 

of these durable efficient Rimmips = Chasers easily 


reverse for close-to- 


for small pipe. wall threads. 


The Ridge Tool Company 


Tools i . - Elyria, Ohio, U.S. A. 
sc amsbets WORK-SAVER PIPE TOOLS wer * 





LiGut GAUGE” 


SHEET we aes g 
FOR AZZ PRODUCTION 
And MAINTENANCE JOBS 





Marquette A. C. Arc Welders take all production and main- 
tenance welding jobs in stride from light gauge sheet metal to 
heavy steel beams. Marquette’s newly designed transformer gives 
your customers “Instant Arc Striking” thru the entire welding 
range . . . without the use of high frequency or booster gadgets. 
Light gauge sheet metal welding is smoother and faster because 
it is so easy to strike and hold the arc. On heavy welding jobs 
the Automatic Voltage Control assures the best arc and reduces 
spatter on high heats. 


Model 262 C has built-in Capacitor for High Power Factor. 
Generous use of aluminum alloys increase transformer efficiency. 
Telnic Bronze plugs and sockets double current carrying capacity in 
high heat stages. Models: 262 and 262 C, 20-275 amps.; 261 and 
261 C, 20-200 amps. Sell Marquettes complete line of A.C. Arc 
Welders, Electrodes, Oxy-Acetylene Welding and Cutting Equip- 
ment, Rods, Fluxes, and all Welding Accessories. 


SELL the BEST .. . SELL MARQUETTE 


VETTE 


REGISTERED U.S. PAT. OFFICE 


EQUIPMENT 


equal honor when Irene Szabo, a former 
wave, became the 1,000th member of 
the armed forces to be reemployed by 
the Passaie plant on April 18. 

Scores of these employees received 
Purple Hearts for wounds suffered in 
action; a number received Silver Stars, 
Bronze Stars, Distinguished Flying 
Crosses, Croix de Guerres and Air Med- 
als for gallantry in action, and many 
more received commendations for meri- 
torious services. 


Aluminum Cleaning 
Method Disclosed 


In searching for a satisfactory method 
of cleaning aluminum in preparation 
for welding with the inert-are process, 
General Electric engineers recently 
found that dips in sodium hydroxide 
and sulfuric acid produce mirror-bright 
fine-contoured welds. 

The first method tried was wire-brush- 
ing, but this only folded the oxide and 
dirt into the surface of the aluminum. 
Next, sandpaper was tried. This was 
successful if all kerosene or lard oil 
which had been used as a lubricant 
in machining the aluminum had been 
completely removed before the sand- 
paper was applied. It was satisfactory 
for bulky work, but too slow and crude 
for cleaning small parts rapidly. 

The logical answer seemed to be a 
chemical dip followed by washing and 
nitric acid, which has been used ex- 
tensively for aluminum brightening. 
However, when a sample was welded 
after being cleaned by this method the 
weld bead was sprinkled with a black 
substance which accumulated in small 
surface pits. The discoloration was 
easily brushed off, but the pits remained 
to mar the surface of the bead. 

When it was determined that the 
specks were not caused by too great 
a percentage of nitrogen in the argon 
welding gas or from faulty power sup- 
ply, it was deduced that the cleaning 
method was responsible. Since the 
specks were rich in nitrides, the nitric 
acid was blamed, and sulfuric acid was 
tried in its place. After a brief degreas- 
ing in a 5 percent selution of sodium 
hydroxide to remove all grease, oil or 
wax and a brief wash in water to re- 
move most of the caustic and scum, the 
aluminum was dipped in a 50 percent 
sulphuric acid bath. This completed 
removal of the oxide skin and restored 


A.C ARC WELDERS - ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 
MINH EAPOLIS 19. MINN ACETYLENE GENERATORS - ACCESSORIES 


most of the surface brightness, and a 
hot water bath removed the acid and 
left the aluminum clean and dry. 


MARQUETTE MFG CO INC 











WE CAN 
FILL YOUR ORDERS 


YN I MA-Val-¥-o | a-Ma-Tohtolalo] >) hams lelol>o Mela 
all items illustrated; in many cases 


we can ship from stock, in others 





within 30 to 90 days. Good service to 


DIAMOND FRAME 


distributors has been one of Upson- Wena ee 


Walton’s main aims for 75 years. 





\ 
WIRE ROPE HOIST HOOKS WIRE ROPE THIMBLES WIRE ROPE SNATCH BLOCK! 


Established 1871 


THE UPSON-WALTON COMPANY 


VHanugacturers of Were Rope Were Rote Fittiags, Tackle Blacks 
v 4 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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Burdick To Head 
Sylvania Sales Unit 





Welding end Cutting 


EQUIPMENT 


More and more of your customers are learning to use welding for new jobs 
everyday. You can build a substantial volume of profitable new business by 
supplying their needs with modern BURDOX welding and cutting equip- 
ment...safety equipment too! BURDOX products are made by welding men 
for the man-on-the-job...to make his work easier...to help him produce the 
right results every time. You can supply all requirements ens this one source 
of supply...saving you time and money! Sales helps and expert engineering 
service to assist you to quicker, more profitable sales at all times. Get in on John T. Burdick 
the substantial business available right mow by tieing in with BURDOX. 
Write today for free 64 page catalog of latest welding equipment. 



































John T. Burdick was named Cali- 
fornia division manager of the lighting 
sales department of Sylvania Electric 


Products, Inc. Mr. Burdick, whose 
offices will be at 555 South Flower St., 
Los Angeles, has been affiliated with the 
sales department since 1944. Before 


joining the firm, he managed sales for 
Welding or Cutting Torches . Goggles and Spectacles the Madison Electric Co., Detroit. He 
also has been with General Motors and 
several advertising agencies in a promo- 
tion capacity. 

A graduate of Michigan State in 1923 
with a BA degree, Mr. Burdick is a 
member of the Illuminating Engineer- 
ing Society and the Los Angeles Elec- 
tric Club. 





Portable Truck 
(loaded) 








Acme, Hamilton 
Companies Merger 


The Acme Rubber Mfg. Co. and the 
Hamilton Rubber Mfg. Co. merger was 
announced by Albert M. Kahn, presi- 
dent of the two firms. The new com- 
pany is known as the Acme-Hamilton 
Mfg. Corp., a Delaware Corp... with 
main offices at Trenton, N. J. 

Both the Acme Rubber Mfg. Co. and 
the Hamilton Rubber Mfg. Corp. are 
THE BURDETT OXYGEN CO. (tian itn) + 3328 Lokeside Avenue, Cleveland, Ohio | pnOW" &* manufacturers of compile 

ines of rubber products, hose, belting. 
ee packing. Hamilton Mfg. Corp. cele- 
The BURDETT OXYGEN CO. + 3328 Lakeside Ave., Cleveland 14, Ohie brated its 75th anniversary in 1945 and 

Send free copy of new BURDOX Catalog to j | Acme was planning its 50th anniversary. 
FIRM... 1 | The officers of the new firm are Albert 
YOUR NAME % M. Kahn, president; A. J. Kaminsky 

i 
| 
J 





Regulators and Gauges 








Helmets and Handshields Complete Welding or Cutting Outfits 


ADDRESS executive vice president and treasurer; 


_ city ; STATE 


Peter Jenkins, vice president, and 










Charles J. Gale, secretary. 
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AMERICAN CHAIN 


Answers Another Chain Question... 





AMERICAN Weldless Chains are 
made by automatic processes that 
insure strength. Most wire type 
weldless chains are made by form- 
ing a secure knot in a length of wire. 
Flat link chain (American, Safety, 
Sash, etc.) is made by stamping 
blanks from strip stock, folding and 
inserting them to form a continuous 
chain. 

Shown here are some of the more 
popular patterns of AMERICAN 
Weldless Chain. These and other 
types of weldless chain are made 
by AMERICAN in a wide range of 
sizes and a selection of finishes. 


aks. SELL AMERICAN * * * THE COMPLETE CHAIN LINE 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire 
or stampings — a complete line of chain fittings, attachments 


and assemblies — repair links — cotter pins — hooks. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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CABLE ADDRESS ATHINSAW™ 


El Aarcells; av Pamesny 


SHEFFIELD SAW WORKS 


Inpianarous 9 Ino, USA 


March 11 
Our 89th Year 
1946 


Mr. T. W. VanWinkle 

Factory Management and Maintenance 
2980 Penobscot Building 

Detroit, Michigan 


Dea~ Mr. VanWinkle: 


For many years, "Factory Management and Maintenance" 
has held a prominent place on the schedule of E. C. Atkins and 
Company. 


The reasons for consistently including this publication 
are quite basic. 


For one thing "Factory" reaches the men we want to reach. 
"Factory" is read by the plant managers, production managers and 
superintendents responsible for efficient cutting operations in 
their plants—-and responsible, therefore, for final decisions on 
the type of metal cutting saws to be employed. 


In addition to comprehensive coverage of the important 
buying factors, "Factory" has the authoritative, helpful and inter- 
esting editorial content that assures high reader interest, and 
virtually guaranteed attention for our advertising messages. 


To sum up: In carrying the story of our latest and most 
efficient metal cutting tools and techniques to industry by way 
of "Factory", we are sure of reaching the people who must be 
"Sold" on our products at a time when they are most likely to be 
in a buying mood. 


Very truly yours, 
E. C. ATKINS AND COMPANY 


4 


K. W. Atkins 
lst Vice President 


WE REBEAVE ree Miewr Te COMMECT 
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Advertising in FACTORY helps distributors sell} to 
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THORITATIVE EDITORIAL MATERIAL HELPS SELIi 
E. C. ATKINS’ CUTTING TOOLS 


4 





In a letter summing up the reasons why his company consistently, 
advertises in FACTORY, Mr. K. W. Atkins, first vice-president, writes 
“FACTORY has the authoritative, helpful and interesting editorial content 
that assures high reader interest and virtually guarantees attention 

for our advertising message. 


“In carrying the story of our latest and most efficient metal cutting tools 





and techniques to industry by way of FACTORY, we are sure of reaching people 





who must be ‘sold’ on our products, at a time when they are 

most likely to be in a buying mood.” 

For years, FACTORY has published practical, tested ideas and methods 

that can be applied to all manufacturing plants, regardless of the product made. 
In these articles the editors constantly campaign for increased production 


and lower operating costs through the use of modern machines and methods, 





Thus they “condition” plant operating men— 
y P pe & 





industry’s most important buying influences—to acceptance of the 


products advertised in FACTORY. 


FACTORY MANAGEMENT AND MAINTENANCE 
A McGraw-Hill Publication, 330 West 42nd Street, New York 18, N. Y.— ABC—ABP 








FACTORY 

SHOWS HOW We'll be glad to send you 

a sample copy of FACTORY so you can see 

the kind of useful information your best 
prospects and customers in industry are reading 


TO SAVE. TIME Z 
month after month in FACTORY. 
AND MATERIAL 


TO MANAGE MEN AND 


MACHINES 
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Radii from 1/32” to 1” can be quickly and fin 





























easily checked with Lufkin Radius Gages. Each Da 
OR nearly two . * ni ori 
on mate eve blade in the set is a separate " it and carries re} 
has stood for superb both internal and external radius forms. po 
quality and over-all « : 
ESICO economy in solder- Get the best—include Lufkin Tools on your _. Pe 
SOLDERING ing equipment. The UF KIN . 
IRONS name ESICO on next order. Write for free catalog, - 
ees tools : f K a 
t h, is definite assurance : 
lasting factory of long, uninter- | THE LUFKIN RULE CO:, SAGINAW, MICHIGAN, New York City. 
service. Widely rupted service. Spe- : j 
oA mere cify ESICO — the j aie Fi Feat oil 
everywhere. name that assures 
you of satisfaction. | 
ie ins for N F oe K 
omplete 
Informatio eG f g e 
On the Esico hie a Pf i In 
Point 
(Pat. 7” 
Pending) to 
pl 
Areal + go la 
Treadie- aan 
tera tg means ‘ 
A Seas to 
free for work. I 
— L Drill Lif 
SOLDERING IRON 1) n g € r r l 1 e fo 
CONTROLS . pe 
° The new Reltool “SHOCKLESS’’ Combination Center id 
The RELTOOL Line Drill eliminates shock —the chief cause of breakage— 
Includes: from one of industry's most perishable cutting tools. _ 
The fillet, at the point where the 60° countersink 
“ ®Standard Center Drill ’ po 
en ee — Gepeler ond Bell Type angle meets the tip, removes the stress — results in 
cannot fell L— > © End Mills smooth transition from one cutting angle to another. 
practical method of con- © Center Reamers There is no angular notch in Reltool “SHOCKLESS” 
ty Ly ee © Tool Bits Center Drills — Regular or Bell Type. The new 
© Circular $ “SHOCKLESS” design also provides for perfect lubri- 
ae... a © Slitting Saws cation . . . a factor which further prolongs tool life. 
© Screw Slotting Saws Choice Distributorships Available 
peg Tooth Saws You may still be able to offer Reltool ‘“‘SHOCKLESS” 
= — Clearance Sews Center Drills and other Reltool Products to your cus- 
sn eve" Sows tomers, Choice territories are still open to Indus- 
a ae oo ee trial Distributors who can provide Adequate Sales a 
puget ye Specifications. Representation. Write promptly for early consideration. 
for continuous non-stop 
ration. Elements re- 
placed easily and 
RELIABLE METAL CUTTING TOOLS 
710 WEST MICHIGAN STREET e MILWAUKEE 3, WISCONSIN 









ELECTRIC SOLDERING IRON CO. Inc. 
246 ; 



























Frederick W. Norris checks over 
grinding wheel stock at the Tracy, 
Robinson & Williams Co., Hartford, 
Conn. 





Petroleum Equipment 
Co. Makes Changes 


Changes in the Signal Hill branch of 
the Petroleum Equipment Co., Los 
Angeles, were announced recently. 
David Hardy, who has been outside field 
representative, has been given the added 
position of district store manager. J. R. 
Perram, formerly storekeeper, has been 
moved up to head storekeeper, and un- 
der him is R. E. Stoy. 

Signal Hill is still one of the great 
oil producing centers in the country. 


Rheem Joins Hume 
In Far East Service 


Rheem Mfg. Co. has formed an as- 
sociation with Hume Pipe Far East Ltd.. 
to operate a steel shipping container 
plant at Singapore, for the petroleum. 
latex and palm oil industries. First 
production is scheduled for early Oc- 
tober. New company, Rheem-Hume 
Ltd. is capitalized at $400,000 and was 
formed during a recent visit to Singa- 
pore of W. E. Zander, Rheem vice pres- 
ident in charge of foreign operations. 








A group of veterans back at their 
old jobs at the Jacksonville, Fia., 
branch of the Cameron & Barkley 
Co. Front row (left to right) W. 
B. Keane, stock clerk; W. P. 
Gooden, cashier, and C, V. Murray, 
pricing. Back row: D. C. Rickey, 
salesman, and H. N. Ross, shipping. 








HARRINGTON 




























































































ALL STEEL 
PEERLESS HOISTS 


line lo setl 








HARRINGTON HOISTS sell on merit gained 
through seventy five years of manufacturing 
hoists that solve lifting problems well and 
economically. A wide range of capacities 
and styles solves both simple and difficult 
conditions. 








Investigate The Harrington Line 


THE HARRINGTON COMPANY 


PHILADELPHIA 30 PA. 
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GOES YOUR YARDAGE 


q GO YOUR SHOVEL 











But you'll REMEMBER the 
dependable service of 
cASH-ACMeE Direct acting, 


single seated pressure reduc- 











ing valves for use as com- 
ponent parts of equipment 
or in factory steam, water, 


{ 
air or gas lines. 
j 





Patina 


“Ray, 


TYPE 6 Stn b> % 






Bulletin No. 144, available on request 


STOCK---CATALOGUE..-SELL 
CASH-ACME = Products 


6615 EAST WABASH AVE 
DECATUR ILLINOIS 








SELL WILCOX 5 
EYE HOIST S 
WIRE ROPE SLING 
o LARGE EYE SINGLE 


LARGE EYE MATCH 
SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 


Correct Size and Shape, 
Drop Forged, Best Quality Steel, 
Ample Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 
efficiency. Stock WILCOX, and build repeat business. 


Prompt deliveries ¢ Write for Catalog 


We Protect the Trade 











% REPLACEMENT COSTS 





You can guarantee your customers 
“the most shovel service per dollar” 
with RAZOR-BACK, the only fully 
modern shovels with tapered blade 
thickness and tubular shank—giv- 
ing full 13 gauge thickness and 
strength up the middle to meet 
the wear and strain, but only 
15 gauge over-all weight and 
better balance to speed the 
work. Send for Catalog 
and Prices. 













"*SURFACE PEENED" 
2/2 to 5 
times 
tougher 


THE UNION FORK & HOE CO. 


681 Hocking St., Columbus 15, Ohio 


RAZOR-BACK 


Only Shovel with a Backbone 
Industrial Forks, Asphalt & Road Rakes 








New 1947 model! 


New Sales Opportunities ! 


The MONARCH 
One Man 
Car Door Opener 


sells on sight 
wherever freight 
cars are loaded or 
unloaded! 


HERE'S WHY 

@Every Box Car User 
a Prospect 

@ Reasonable Price 

@ Saves Time — Labor 

@ Eliminates Accidents 

@ Opportunity for 
Quantity Sales 

@ Money Back Guarantee 











One man instead of a gang can open the most bind- 
ing box car door with a Monarch Car Door Opener. 
Write —- Wire — Phone Today for 
details of attractive proposition 


THE MINING SAFETY DEVICE CO. 


DEPT. MS-10 BOWERSTON, OHIO 

















Lohn Is Promoted 
At Ducommun Metals 


Albert W. Lohn has been promoted to 
vice president of the Ducommun Metals 
& Supply Co., Los Angeles, it was an- 
nounced by Emil Ducommun, president. 
He will continue to serve as general 
manager, a position he has held for the 
past seven years. 

Mr. Lohn has had many different jobs 
with the company since he started there 
35 years ago. He was packer, checker, 
city buyer, salesman, resident San Diego 
salesman, metropolitan salesman, assist- 
ant credit manager, credit manager and 
general manager. He speaks Spanish 
fluently. Ducommun, established in 
1849, is a distributor in California for 
the lines of some 600 leading manu- 
facturers of steel, brass, copper, pipe, 
tools, abrasives and other supplies. 


Cornell-Dubilier 
Renegotiation Stayed 


Octave Blake, president of Cornell- 
Dubilier Electric Corp., South Plain- 
field, N. J., announced that the War 
Contract Price Adjustment Board has 
recommended that renegotiation for the 
eompany be cancelled for the fiscal 
year ended Sept. 30 on the ground that 
the firm’s profits for that year were not 
excessive. The cancellation does not op- 
erate as a release of liability under the 
renegotiation statute. Nevertheless, in 


the absence ef new developments no fur- 
ther action is contemplated. 


















Fred Wilson, Jr., is preparing for a 


sales position under the veterans’ on- 
the-job training program with the Eg- 
gleston Supply Co., Boston. Fred spent 
three years in the Navy. 











_Keepa 





_ firm grip 





on a lasting market! 


Only Desmond Simplex vises 
have the solid steel slide that 
makes them far stronger and 
more serviceable than ordinary 
iron slide vises. That’s just 
one of many good reasons for 
pushing the Desmond Simplex 
line consistently. Besides, from 
this line you can fill prac- 
tically all vise requirements — 

Chinists’, combination pipe, 
welders’, filers’, drill press 





and milling machine, utility or 
garage, and woodworkers’ vises. 
There’s profit, too, in Desmond 
grinding wheel dressers and cut- 
ters—the only complete line of 
such tools available. And don’t 
forget Desmond’s long-standing 
dealer protection policy. Write 
for complete catalog today. 

The Desmond-Stephan Mfg. Co. 

Urbana, Ohio 








SIMPLEX 





\ 





VISES 








an 


BALL BEARING 
DRESSERS 


REVOLVING 
CUTTER TYPE DRESSERS 
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DIAMOND 2 TOOLS 
AND NIBS 


— TYPE 
ORESSERS 














STEEL-SLIDE ‘ses 





WHEN CUSTOMERS WANT 
A LIGHT FOR 


MAINTENANCE WORK— 
HERE’S ONE THAT’S 


JUSTRITE 





AND iT’S AVAILABLE NOW! 


Here’s the “flexible-light” lantern that’s 
perfect for maintenance work and 
any jobs that require both hands free. 
This new Justrite Lantern No. 1955 
may be worn in many different posi- 
tions —on the head, wrist, shoulder 
or knee. Wherever it’s worn, the spe- 
cial bracket allows the light housing 
to be rotated in any direction, while 
tilted to any angle, so that powerful 
spot beam can be focused exactly on 
the work. Lantern is most econom- 
ical to operate— uses standard 6-volt 
lantern battery, which gives larger 
volume of light, longer service. 


Available With Honeycomb Lens 


Justrite Lantern No. 19H55 is exactly 
like model pictured above except 
that it is equipped with new Justrite 
Honeycomb Lens which provides 
wider spread beam. 


Check your stock — or write for name 
of nearest Justrite distributor 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave, Dept. C-2, Chicago 14, Ill. 














THE RIGHT 


SODERING FLUX 


FOR A GIVEN JOB 


@ Whether your customer needs SODER 
or FLUX—whether the job is pro- 
duction, repair, or maintenance— 
ALLEN can supply the need. We 
have 130 Flux formulas. and more 
than 50 years’ experience to offer 
you in supplying industry’s wants. 
Our FREE Technical Service is avail- 
able and also our Metal Fluxing 
Charts which show the melting point 
of all soders. Get all facts now on 
this reliable and complete line. 








L. B. ALLEN CO... Inc. 


6731 BRYN MAWR AYE 
CHICAGO 31, ILL 








| 
| 


TPALMGREN 


VISES ,AND MILLING ATTACHMENTS 
Profitable Items To Sell 
ANGLE VISES 
1Y2"*-2V2"'-4'"-6"'-8"" Jaws 








Solves difficult 
angle jobs. Quick 
accurate angle 
set-ups, save time 
and loss. Ideal 
for Drilling, Mill- 
ing, Grinding, 
Fitting, Filling, 
Etc. Accurately 
machined and 
graduated. Hard- 
ened steel jaws, 
plain or grooved, 


| DRILL PRESS VISES 
| 


1Y2'-2Va"'-4 Jaws 


Accurately machined. 
MILLING ATTACHMENT 


Best Semi - steel cast- 
ings. Long bearing ad- 
MAKES MILLING OPERATIONS 
POSSIBLE ON LATHE. Fits South 

















justing screw. Jaws 
ardened steel — plain 
or grooved. 
Bend, Atlas, Craftsman, Logan, 
Sheldon, and all other tathes. 
Graduated vertical feed screw and 
360° graduation for rotary angle ad- 
justments. Mounts by strad- 
dling lathe’s regular tool post. 
No. 150 — I'2” Jaws, I” deep 
$18.75. No. 280 — 2i2” Jaws. 


0—4" Jaws, I," 
deep, $39.75. 


IMMEDIATE DELIVERY 
Write for Circular No. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 28 years 
8392 South Chicago Avenue, Chicage 17, Ill. 
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WRITE FOR 
CIRCULAR 
OUTLINING 
THE “9 POINT 
MERCHANDISING 
PROGRAM” 


designed to 
help you sell 
more and more 


Gicl FILES 


GROBET HAND CUT, MILL CUT 
and GROUND CUT ROTARY FILES 
are made in a most complete line 
for every industrial purpose. All 
are made of high-speed steel, in 
shape, size and coarseness of cut 
for work on steel, aluminum, mag- 
nesium, wood, rubber, plastic, etc. 


Write us today! 





HAVE YOU HEARD 
ABOUT THE NEW GROBET 
TWIN FLUTED COUNTERSINK 


A real production tool noted for its pre- 
cision and speed—will not leave chat- 
termarks. 


GROBET 


FILE CO. OF AMERICA 
421 Canal St. New York 13, N. Y. 
Plonts: New York * Chicago * Los Angeles 


























. 
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Leister Is Elected 
Fafnir Vice President 


Fayette Leister, veteran of a quarter- 
century of service as an anti-friction 
bearing engineer, was elected vice presi- 
dent in charge of engineering by di- 
rectors of The Fafnir Bearing Com- 
pany, New Britain, Conn. He has been 
identified with Fafnir since 1921. 

A native of Philadelphia, where he 
was educated, Mr. Leister joined the 
Army as an engineer soon after receiv- 
ing his degree in mechanical engineer- 
ing in 1917,< He served with distinction 
in France“in some of the vital battles 
of 1918> He joined Fafnir as a-sales en- 
gineer, and worked both in the main 
plant and in the company’s branch 
offices. During the decade of 1935-1945 
he was in charge of the Fafnir branch 
in Detroit, where his advice and aid in 
ball bearing problems, were sought by 
many of the leading manufacturers lo- 
cated in that area. Early in 1945 he 
was made Engineering Manager at Faf- 
nir, with his office in New Britain. 

Mr: Leister has been active in the de- 
velopment of some of the most impor- 
tant anti-friction bearing improvements 
of the past 25 years. and numerous pat- 
ents have been'issued in his name. 





EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


rder through Y 


EMBURY MFG..CO 


ut Jobber 


WARSAW, N.Y 









A Reputation 
Well-Earned 























Reliability 
IN PRODUCTS 
AND SERVICE 
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The real test of rope comes when using it. The 





real test of a firm comes when dealing with it. Both 
H & A products and H & A service have stood these 
acid tests of the market-place for over three-quarters 
of a century. The H & A rope brands, “Blue Heart”, 
“Buckeye”, “V” Brand, “Purple Heart” and “Red 
Heart” are absolutely reliable indications of grade and 
quality. Dealers and consumers alike have learned that 
you can trust H & A brands. 
























THE HoovEN & ALLISON COMPANY 


Spinners of Fine Cordage S7ice 186.9 


XENIA.OHIO 


M MAHA “ © MINNEAP 
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i “} Seed... in Operation 
ett 2 -- x 
BELTS with GLOBE ENDLESS WOVEN BELTS 


These no-lap, no-joint Globe Endless Belts are made 
*specially for high speed tools such as grinders, drill 
presses an@l wood-working machines. Because of the 
endless wéven construction, there is no vibration. And 
Globe's special treatment does away with slippage, too. 








That means speed in sales, for users want Globe Endless 
Belts .. . and they know how efficient and satisfactory 
they are! 


But don’t forget the rest of the quality Globe Line of 
Woven Belting and Webbing for almost every need in 
industry. Write right now for full details. 


GLOBE WOVEN BELTING CO. 


1400 CLINTON STREET 
BUFFALO 6, N. Y. 



























THINGS ARE BEGINNING 
TO PERK UP 


Nylons are back en the counters, tires 
seem to be more plentiful and now and 
then some friend sports a new car. 





It won't be long before Manila too 
will take its place as a returned essen- 
tial and the famous Blue and Yellow 
Fitler trade mark will once again 
sparkle in the reflected glory of a fa- 
mous heritage .....so bear with us a 
little longer if some of your require- 
ments can’t be filled with usual prompt- 
ness. Don’t accept a substitute for 
Fitler’s standard of proven quality. 
















THE EDWIN H. FITLER Co. 


Established 1804 


PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 
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EASY to USE 


TU-MI-CO TUBULAR FRAME 
of special homogeneous grain 
structure steel is 25 to 50% 
lighter than solid frame—yet 
highly shock resistant. Less- 
ens fatigue. 

Hermetically sealed, low 
thermal conductivity, less ex- 
pansion. Triple plated —cop- 
per, nickel and chrome, buffed 
and polished—an attractive, 
high quality precision tool. 


TU-MI-CO PRODUCTS 


include a complete line of Microm- 
eters, Pedestal Indicators and Mi- 
crometers, Standards, Steel Squares, 
and other practical measuring in- 
struments. 


NATIONALLY ADVERTISED 
Write for Bulletin MS-S 


TUBULAR MICROMETER CO. 
ST. JAMES, MINNESOTA, U. S. A. 
Milwaukee Branch + Plankinton Bidg. 























Paul A. Johnson (right) vice presi- 
dent and manager of W. A. Ramsay, 
Ltd., distributors of Thor portable 
power tools in Honolulu discusses 
export plans with John A. McGuire, 
secretary of Independent Pneumatic 
Tool Co., in Chicago. 





Belcher Retires 
From N. Y. Belting 


Walter E. Belcher of 3439 West- 
minster St., Dallas, Tex., manager of 
the Dallas district of New York Belting 
& Packing Co., has been placed on the 
retirement list after 51 years with the 
company. He will be succeeded by 
J. E. Conaway of Memphis, Tenn., who 
has been an assistant to Mr. Belcher. 

Mr. Belcher began his career in the 
rubber business as an office boy and 
subsequently became a salesman of 
mechanical rubber goods. Before his 
appointment to the Dallas managership 
in 1921 he had served the company in 
Houston, New Orleans and Boston. 

Mr. Conaway is a native of Memphis 
and a graduate of the University of 
Mississippi. As manager of the Dallas 
district he will have supervision over 
sales in Texas, Louisiana, Mississippi, 
Arkansas, New Mexico, southeast Kan- 
sas, Oklahoma and Western Tennessee. 

New York Belting & Packing Co., one 
of the country’s oldest manufacturers of 
industrial rubber products, is observ- 
ing the 100th anniversary of its found- 
ing this year. 





Dorothy Gibb (left) and Eleanor 
Hawley keep things moving in the 
office at the Stacy Supply Co., 
Springfield, Mass. 


























BROACH SAW 


The broach saw is easier to sell and to keep 
sold because of its unconventional tooth design, 
its mechanical appeal and its cutting perform- 
ance on all types of ferrous and non-ferrous 
metals. 


From the starting to the finishing end 
of a Super-Sterling broach blade the 
teeth are progressively larger in height 
and pitch. Thus each tooth is in reality 
a separate cutting tool and the blade 
cuts with milling rather than hacking 
action. 







Why not sell Super-Sterling, the line with 
outstanding selling points . . . complete in all 
types and specifications of hacksaw and metal 
cutting bandsaw blades. Your inquiry will 
bring full information. 
















bb, The Complete Line.....PLUS 


DIAMOND SAW WORKS, i 


BUFFALO NEW FQ 


Super 
Steriing 
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Walter E. Leney, vice president of D. 
F. Johnson & Co., Inc., Buffalo, and 
W. J. Taylor, manager of Don F. John- 
son & Co., Jamestown, N. Y., inspect 
a newly manufactured settling pan at 


the kind you know about 


-— the name Porter on every the Paasche Airbrush Co., Chicago. 
handle and behind that name Goth made a thorough study of 

“athe Paasche Water Wash Airfinishing 
nearly 70 years of reputation Booths at the factory. 





building service. 
ROM MMLC Buys New Machine 


PE EACIN  aie ¥ +2 SN aa Sai tease Orders for a three-sheet rag felt ma- 
chine to be installed at the Johns-Man- 
ville plant in Manville, N. J., have been 
placed. ‘The new machine is a cylinder 
type with a 114-in. trim and a rated 
capacity of 100 tons per day of 50-lb. 






















rag felt. Plans for moving the rag felt 
machine ‘now at Manville to the Pitts- 
burgh, Calif. plant are being considered. 
The new machine is expected to be in 
operation in the first: part of 1947, 


Holmberg Awarded 
Alloy Steel Post 


Emil G. Holmberg was named con- 
sulting metallurgist for Alloy Steel 
Products Co., Linden, N. J. Mr. Holm- 


berg, a graduate of the Colorado School 


. .. in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will do it faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 
constant speeds with greater operator con- 
venience. Hundreds of attachments easily 
interchanged — 125 types and sizes — models 
include vertical and horizontal type machines 
from 4 to 3 h.p. Distributors in all principal 
cities. 


Send today for catalog showing complete line 


of Mines, for a number of years was re- 
search metallurgist specializing in cor- 
rosion problems at the Belle, W. Va. 
plant of E. I. duPont deNemours & 
Co., Ine. 








C.1.T. Corporation 
Opens Atlanta Unit 


C.LT. Corporation, specialists in in- 


: dustrial financing, opened a_ regional 
. Strand N : A : 5 I R A N D é C 0 : office in Atlanta at 238 Peachtree St., 


Se cas 3014 NO. WOLCOTT AVE. CHICAGO 40, ILt N. E., under the management of Ed- 


| ward H. Mayer, assistant vice president. 
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American Screw Co.’s new plant 
at Willimantic, Conn. 


American Screw To 
Move Into Plant 


The American Screw Co., Providence, 
R. I., will begin the long process of 
moving into its new modern plant at 
Willimantic. Conn., in November. Al- 
though the company will continue to 
operate one plant in Providence where 
it has been located for the past 108 
years, the spacious, air-conditioned 
headquarters in Willimantic will be 
the main production center. 

Officials estimate that the changeover 
to the new plant will take about one 
year to accomplish as arrangements are 
such that there will be no interruption 
or loss in production. The premises on 
which the new plant is located cover a 
total of 87 acres. The new, fireproof, 
brick and concrete buildings, which 
cover 400,000 sq. ft. of floor space, are 
equipped in every respect for maximum 
production efficiency. The main build- 
ing, almost entirely devoted to produc- 
tion, contains more than 318,000 sq. ft. 
This huge production area is one gigan- 
tic room, under one roof, and on one 
floor. A second story runs the entire 
length of the front of the main build- 
ing. It will house administrative and 
sales offices and accounting department. 

Additional facilities include the en- 
gineering research laboratories, cafe- 
teria with a seating capacity for 800, rest 
rooms, locker rooms and toilets, and 
projection and lecture rooms. An ad- 
jacent building includes an infirmary 
and 10-bed hospital as well as the per- 
sonnel office. 


Joyce-Cridland 
Advances Landis 


H. H. Landis was appointed Joyce- 
Cridland Co.’s eastern division man- 
ager. He has had 20 years experience 
in sales organization and distribution 
problems, His training in engineering 
and its relationship to sales manage- 
ment was obtained at the University of 
Pittsburgh and Stevens Institute of 
Technology. Mr. Landis will work out 
of the Dayton, Ohio, office. 





MILLERS FALLS Millers Falls 4-point hack saw merchandising 


MILLERS FALLS COMPAN 
GREENFIELD . 
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Yew MERCHANDISING APPROACH 



















































Here’s an opportunity to apply modern merchandising power to the 
business of selling power hack saw blades. It’s the new Millers 
Falls 4-point program that is revolutionary in its conception and in 
its effectiveness. 


Point 1 is evident in the photograph above. Point / is the new 
PRESSIOMETER—a gauge which accurately measures the 
direct downward feed pressure exerted on the blades. Thus it is 
easy to obtain the correct pressure to insure 
accurate cutting and reduce blade breakage. 


Point 2 is the TENSIOMETER—a gauge 
which applies and maintains proper blade ten- 
sion regardless of blade temperatures, eye 
elongation or blade stretch. 


Point 3 isn’t shown in the photograph, but you’ll 
appreciate its value. It’s the personal service of 
trained Millers Falls Sales Engineers who are 
ready to work with you to solve your cus- 
tomers’ hack sawing problems and thus to help 
you sell more blades. 


Point 4. With this merchandising background, the 
Millers Falls line of Molybdenum (Blu-Mol) and 
Tungsten high-speed blades sells more readily,| 
assures user satisfaction and repeat orders. 


Write today for full information about the 


TOOLS program. 


One Thing in Common — Quality 





MASSACHUSETTS 






rYtew-Seal™ 


T.M. Reg. U.S. Pat. Off 


PROFIT-MAKING 


S 


© For industreal 
equipment 


¢ For air, oil and 
coolant lines 


¢ For cars and 
trucks 


‘°° For maintenance 
work 


¢ For many pur- 
poses every day 


You'll find an unlim- 
ited demand for this 
outstanding. hose 
clamp, suitable for 
most every purpose. 
They'll want it because 
it's fast and easy to 
install. They'll want it 
because once in place 
it can be forgotten... 
because it reduces 
maintenance costs. 
Write for prices and 
free sample. Here's a 
real volume-building 
money maker. 


PATENTED — U.S. Pat. Nos. 
2,386,629; 2,395,273. Other Pats. Pend. 





AIRCRAFT STANDARD 
PARTS CO., INC. 
1708-19th Ave., Rockford, Ill. 


"A GIANT IN Seymo sR Sn IT 


YOUR HAND” Snap Jock 


PLIER-WRENCH 


ServesAs_ ! 

ad 

A WRENCH 

A HAND VISE 
A CLAMP 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power—locks when closed for hold- 
ing pieces for drilling, welding, 
scribing, grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 
uses wherever mechanics work. No. 
1607, 7” size; No. 1610, 10" size. 


Full details on request. 
SEYMOUR SMITH & SON, INC. 


OAKVILLE, CONN., U.S.A. 
Sales Rep.: JOHN H. GRAHAM & CO., Inc. 


105 Duane St., New York 8, N. Y. 











e The NEW 


DEX-TRUSS 


STOCK STAND 


with ball bearing feed roller 


ACCOMMODATES 
THREE ALL TYPES OF SAWS! 
STANDARD 


HEIGHTS . 
all with FINGER- 


TOUCH 
ACTION 


RUGGED 
Construction 
all steel 
electrically 
welded. 

(B) 22" . 
2... Convenient 
(c) 31%" 3-WAY 
HANDLE 
Easily movable 
under heavy loads! 
AVAILABLE 
FOR 
IMMEDIATE 
SHIPMENT 
ORDER TODAY 
DISTRIBUTORS WANTED 
Write for descriptive literature 


ILLINOIS IRON WORKS 
115 East 75th St. Chicago 19, lil. 


(A) 18%" 
to 
28%"" 


a 
41" 
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"G J-BOSS" 
GROUND JOINT, Style X-34 
FEMALE HOSE COUPLING 


Extensively used for steam, air, water, 
hydraulics, etc., in every industry. Ground 
joint union between stem and spud pro- 
vides washerless, leak-proof seal. Large 
Wing Nut facilitates coupling and uncoup- 
ling Has powerful "Boss" Offset and 
interlocking Clamp. Sizes '"" to 4", 
inclusive. Gadmium plated-rustproof, 


"BOSS" 
WASHER TYPE, Style W-16 
FEMALE HOSE COUPLING 


Same as "'G J-Boss'' coupling, above, ex- 
cept that it is designed for washer in- 
stead of ground joint seal between stem 
and spud. Stem is full length, to assure 
ample support for hose under clamp area. 
Sizes 1/4,'' to 4'', inclusive. 


"BOSS" 


MALE COUPLING 
Style MX-16 


Companion to both ground joint and 
washer type female couplings. Strongest 
and safest of its kind for all applications, 
including oil, butane, ammonia, etc, More 
convenient and economical than regular 
iron pipe nipples, as each size fits same 
size straight end hose. Sizes '4"' to 4" 

inclusive. Cadmium plated-rustproof. 


Sold in Accordance With 
Our Established Distributor 
Policy 


DIXON 


VALVE eee NG 
MANUFACTURERS OF 
BOSS DIXON KING AIR KING DIX LO 
Welt mee ee oe 
¢ and Factory PHILADELPHIA 22 


BIRMINGHAM 











“Take it away” with 


GM rnleaGeALloy 
SLING CHAIN 


ry Inswell electr welded link in this CM alae 


+ 


yy steel chain personifies safety and lifting 
Learning about bench saws by 


working one is John Crabtree, sales- trength From the white are)! Tale To) h-mn ia) the nations 
’ ~ 
man for Lyons & Sons, tnc., Dur- | mills to the finished structural girders for our 


ham, N.C. skyscrapers, CM Herc-Alloy Sling Chains have been 


doing a handling job that ranks them “tops” in in 

e j 
& S. Andrich Dies, dustry tops” in dollar value, service life, maxi- 
Snyder Tool Official mum safety or any other yardstick of measuring. 


Laurence (Larry) S. Andrich, vice 
president and general manager of Sny- 
der Tool and Engineering Co., Detroit, 
died in Ford Hospital, Detroit, Sept. 10 learn first hand the reasons why the top names in 
after a long illness. American industry have been using them for years. 

Andrich was born in Galt, Ontario in 
1901 and joined Snyder in the capacity 
of draftsman in 1928. He rose rapidly 
in the organization, holding many re- 


Ask your mill supply distributor about the partic 


ular CM Herc-Alloy Sling Chain for your job and 


sponsible positions and, for a number 
of years was vice president in charge of 
sales and engineering. In that capac- 
ity he became known to users of special 
machine tools throughout the country 
as an authority. For the past year he 
held the position of vice president and 
general manager. Previous to joining 
Snyder he was associated with Oakland 
and Dodge as tool engineer. 

Andrich was a member of the Amer- 
ican Society of Tool Engineers, Essex 
Golf and Country Club, Detroit, Yacht 
Club, and Friendship Lodge No. 417, 
F. & A. M. He is survived by his wife 


and several brothers and sisters. 


COLUMBUS!McKINNON 


rik da CHAIN CORPORATION 


more, Md., presented this attractive (Affiliated with Chisholm-Moore Heist Corporation) 
window display of Aro Industrial GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 


pneumatic tools. , 


SALES OFFICES: New York, Chicago and Cleveland 













































Distributors 


The COLUMBIAN VISE & MEG. CO. 


9028 BESSEMER AVE. ° CLEVELAND 4, OHIO 








GREATER STRENGTH 
where you want it, with 
HOLLOW SET SCREWS! 

Mac-it Hollow Set Screws will 


solve your toughest holding- 
down problems where flush 
surfaces, compact construc- 
tion and a neat appearance 
are factors. All Mac-it screws 
are heat-treated and accu- 
rately made with die-cut 
threads. Whatever your needs, 
let the complete Mac-it 
line serve you. Sold through 
recognized distributors from 
coast to coast and in Canada. 








StronG. Cartiste @ HAMMOND ComPANY 








PARTS COMPANY 














Selling The 


Distributor 
(Continued from page 84) 





symbols to acquaint readers with the 
fact that their products are available 
through distributors. Examples of these 
symbols are shown on page 84. The 
telephone operator with the suggestion 
“Call Your Distributor” is used by The 
National Twist Drill Ce., “The symbol 
that came to life” is Dodge Mfg. Corp.'s 
way of reminding readers that distribu- 
tor’s salesmen can help them; Fiske 
Bros. Refining Co., uses a map to show 
that its product is handled by “dealers 
from coast to coast.” 

Numerous phrases are employed by 
manufacturers urging purchases 
through distributors. Here are the ones 
most frequently found in Mini Sup- 
pLies’ check: 

We urge users to buy thru distributors. 
Buy from your distributor. 

Sold only through authorized . . . dis- 
tributors. 

distributor to fill 
out your stock for this special use. 
Buy from our distributor. 

Sold only through jobbers. 

The . .. line is stocked by distributors 
in cities from coast to coast. 


Ask your local... 


These fine products are sold only thru 
authorized distributors, 





Manufacturers 


Cooperate 
(Continued from page 84) 





Columbian Vise & Mfg. Co. 
Columbus-McKinnon Chain Corp. 
Dayton Rubber Mfg. Co. 

Delta File Works 

Delta Mfg. Division 

Rockwell Mfg. Co. 
Desmond-Stephan Mfg. Co. 

R. E. Dietz Co. 

Joseph Dixon Crucibie Co. 
Dodge Manufacturing Corp. 
Duff-Norton Mfg. Co. 

Dumore Company 

Eagle Manufacturing Co. 

Famco Machine Co. 

Fiske Brothers Refining Co. 
Flexible Steel Lacing Co. 

Gates Rubber Co. 

Greenfield Tap & Die Corp. 
Handy & Harmon 
H. M. Harper Co. 

















Harrington Company 
Hein-Werner Motor Parts Corp. 
Holo-Krome Screw Corp. 
Ingersoll-Rand 

Jenkins Brothers 

Johns-Manville 

Johnson Bronze 

Justrite Mfg. Co. 

Machine Tool Division 
Kalamazoo Tank & Silo Co. 
Kennedy Valve Mfg. Co. 
Keystone Lubricating Co. 
Thomas Laughlin Co. 

Logan Engineering Co. 

Lufkin Rule Co. 

Lunkenheimer Company 

Lyon Metal Products, Inc. 

Mall Tool Co. 

Manning, Maxwell & Moore, Inc. 
Marquette Mfg. Co., Inc. 

Metro Tool & Gage Co. 
Morgan Vise Co. 

Morse Twist Drill & Machine Co. 
National Twist Drill & Tool Co. 
New York Belting & Packing Co. 
North Brothers Mfg. Co. 

Norton Company 

Ohio Injector Co. 

Parker Appliance Co. 
Parker-Kalon Corp. 

Charles Parker Co. 

Plomb Tool Co. 

Package Goods Division 
Precision Steel Warehouse, Inc. 
Quaker Rubber Corp. 

Rainfair, Inc. 

Republic Rubber Division 

Lee Rubber & Tire Corp. 
Republic Steel Corp. 

Brightboy Industrial Division 
Weldon Roberts Rubber Co. 
David Round & Son 

Ruby Chemical Co. 

Simonds Abrasive Co. 

Simonds Saw & Steel Co. 
Skilsaw, Inc. 

Skinner Chuck Co. 

Square D Co. 

Standerd Pressed Steel Co. 
Standard Tool Co. 

L. S. Starrett Co. 


Strong, Carlisle & Hammond Co. 


Sulflo, Inc. 

Swan Engineering Co., Inc. 

$. G. Taylor Chain Co. 

Henry G. Thompson & Son Co. 
Threadwell Tap & Die Co. 
Union Fork & Hoe Co. 


United States Electrical Tool Co. 


Utica Drop Forge & Tool Corp. 
Vincent Steel Process Co. 
Walker-Turner Co. 

Walworth Valves & Fittings 
Wend?-Sonis Co. 

J. H. Williams & Co. 

Willson Products, Inc. 


Wilson Welder & Metals Co., Inc. 


Winter Brothers 
Yarnall-Waring Co. 







































































Vow! immediate delivery! 
hydraulic jacks—12 to 150 ton 


—there’s a Malabar for every lifting need. All new design. A score 
of advanced features. Fast, easy lift. Long life. Leak proof. 
Tested far beyond rated capacity. Priced right. Big stock built up 


before public announcement. Immediate delivery. Write for catalog. 


AA A L A B A gz a product division of 


mMenasco MANUFACTURING COMPANY 










805 South San Fernando Boulevard, Burbank, California 
















Whoever lifts:.. 


Whoever lifts heavy loads in the 


factory, the mill, the garage, the 
warehouse; on the farm would 
appreciate your telling him about 
‘Budgit’ Electric Hoists. 


If he’s his own boss, 
done him a favor for no one likes 
to lift loads that tax his strength, 
endanger his health, or injure 
If he’s a 
worker, he'll find a way to tell 
his boss how much more efficient 
he’d be with a ‘Budgit’ Hoist to 
take the strain from lifting, thus 
allowing him to turn his energy 
into increased production. 


you've 


him permanently. 


Tell the man who’s his own 
boss that there’s no installation 
costs to ‘Budgit’ Hoists as each 
hoist is a coniplete lifting unit in 
itself. He just hangs it up, plugs 
into the nearest electric socket, 
and puts it to work! The worker, 
too, will remember to tell his 
boss these facts about ‘Budgit’ 
Hoists. 


Both men i wel- 
come acopy of 
Bulletin No. 371 so 
that they may read 
more about ‘Budgit’ 
Electric Hoists. 
Write us for a sup- 
ply to help you in 
your selling. 


il ‘BUDGIT™ 
= Hoists 








MANNING, MAXWELL & MOORE, INC. 


MICHIGAN 


‘Budgit’ and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Censolidated Safety and Relief Vaives and 
‘American’ industrial instruments. 


MUSKEGON, 
Builders of ‘Shaw-Box' Cranes, 











Sayer Cant Kescst 
“Ouce- Minute Tews Reet” 
That Sella Utd- 4¢-TJools! 


The Simplex Util-A-Tool will 
cost your customer much less 
than a week's pay of a com- 
petent maintenance man, yet 
it saves a tremendous ae 
of man-hours on numerous main- 
tenance and production jobs. 
Its nine parts are easily used 
in many combinations to push, 
pull, tie forms, bind loads, bend beams and pipe, clamp 
and hold parts for welding or assembly, and straighten 
bent nl so Easily pulls stubborn wheels, gears and 
frozen objects. Can be used as a regular 10-ton Jack, 
or an emergency hoist or arbor press. 








No. 610 Util- 
A-Tool. 10- 
tons capac- 
ity. Pushes 
apart or pulls 
in 4%"' each 
grip. 


Templeton, Kenly & Co. 
Oh itte: tome cS Ole 
























| IOPIVSOUN AND SUNS 5 this court 


e a The Mes Who. exp ‘he 
ow He Can Best Pump ~ 


Ma wa. XC 
Pportunity for ambitious man that | {ain Stree 


‘knows the business. Gin v 
ulars in first Me? ser! partic- |SALESNAS 1 


CLEAN LIQUIDS 


Tres 
i | WANTED—Linoleum and carpet 

parm layer. Good opportunity for steady. 

une.| Sober, experienced man. Communit 

} of 20.000. Within radius of @ 

29; Of Des Moines. Writ 


WANTED: 
paced: Trastor . 

















OF ANY VISCOSITY 





oe RELIEF AND FRY COO 
rO pay. Steady wg 





Do you have such a pumping problem? 


Do you want to deliver it smoothly without pulsation 
. move it fast with lower power consumption . 
do you want to lift the liquid up to 20 feet or up 
to its vaporization point as the case may be... 
do you want to move it any distance either verticle 


or horizontal . . . do you have limited space for the 
pumping unit ... do you want a pump built for your 
job in the size and style needed? 

If any of the above is your problem, ask VIKING 
today for free folder 46SMM, 


PoLDE and get the complete story about 
6 this original rotary “gear-within- 
Pry a-gear” pump. It is especially 
ios adapted for solving such pumping 
Ovt problems. 





rts VIKING PUMP 


CEDAR FALLS, 


COMPANY 


IOWA 























Adding 
New Lines 


(Continued from page 93) 





However, the war stimulated a trend 
which has been in existence for many 
years, namely the rise of the metal 
working crafts in this area. 

“In the selection of any line, many 
factors must be taken into considera- 
tion: does the line require much serv- 
ice, what is the margin and what is the 
average sale? Total potential, too, must 
be figured. Personally, I have faith 
in the manufacturer to establish a fair 
potential estimate, although we do have 
our own sales force check by making a 
survey, too. This is done by reviewing 
accounts, talking with the larger ones 
and generally sizing up sales _possi- 
bilities based on knowledge of indus- 
tries and their equipment in the ter- 
ritory. 

“Sometimes we realize the sales pos- 
sibilities of a certain line and go after 
it. For instance, from the orders that 
came in from our country and city sales 
territories, we knew that a certain line 
of rubber goods would go over if some- 
one got behind it and pushed. When 
the opportunity presented itself, we 
took on the line and it has been a suc- 
cess from the start. 

“With all new lines, we start off with 
a sales clinic at which our sales force 
is thoroughly acquainted with the prod- 
uct. Then, if possible, we arm our 
salesmen with samples and literature 
for a sweep through their territories. 

“As a prelude to the actual first calls, 
a selective mailing is made throughout 
all territories. This helps pave the 
way for the salesman by arousing cus- 
tomer interest in the new line.” 

Mr. Kane said that he reads ads in 
trade publications, particularly Mitt 
Suppuies, studies applications and often 
gets a good tip for adding a new line. 
Occasionally, too, salesmen are helpful 
in making suggestions. And, of course, 
manufacturers themselves from time to 
time write in describing new products, 
he said. 


E. A. Barlow, Purchasing Agent 
Elifeldt Machinery & Supply Co., 
Kansas City 


“ONE PRIME CONSIDERATION behind any 
decision concerning acceptance of a new 




































@ Maintenance of tolerances was difficult on 
the illustrated thread grinder because of 
shrinkage of work piece caused by difference 
in temperature at the machine and in the in- 
spection room. This in turn caused excessive 
scrap and demanded extra skilled workers. 
By installing an industrial fluid cooler, 
equipped with the A-100 Brunner Condens- 
ing Unit, the temperature of the coolant was 
held at 70°, as compared with previous tem- 
peratures ranging up to 103°. This resulted 
in elimination of shrinkage of part and re- 
moved need of compensation for this shrink- 
age by a highly skilled worker, thus lowering 
rejects and allowing ordinary skilled workers 
to handle the job. 


FOR 
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In this application the coolant is pumped 
into the industrial fluid cooler by means of a 
pump unit on the grinder. After screenin 
and cooling the oil, the pump in the flui 
cooler delivers the coolant to the thread 
grinding operation. 

There are hundreds of applications for re- 
frigeration in modern industrial plants. More 
than 40 years of specialized experience in the 
design and production of compressors, qual- 
ifies the Brunner organization to give expert 
advice on any refrigeration or pneumatic 
operation. Why not consult them? 


BRUNNER MANUFACTURING CO. 
UTICA 1, NEW YORK, U.S.A. 


OVER 40 YEARS THE SYMBOL OF QUALITY 
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ETY BELT HOOKS 
All the best features of any Belt Lacing. 


In sales and performance features, Safety Belt 
Lacing offers the most. 

_ Only Safety Belt Hooks have the patented binder bars that 
rigidly hold hook alignment and lap over belt ends to prevent 
fraying, are suitable for all types of belting. 

Safety Bett Lacing can be applied with any standard lacer, 
a lacing machine—and by using the inexpensive Safety Tu-Way 
Lacer, can also be applied with a ham- 
mer—is suitable for all belt lacing 
markets. 






For the universal, all-purpose, all- 
market, superior belt lacing, recom- 
mend Safety Belt Hooks for volume 
sales and profits. 


oY 


BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, 
U.S.A. 





— 





Binder Bars Binder Bars 

















Forged 
AND TOOLS 


Smoothly finished Dasco tools make attractive dealer 
displays and are separately a 

ence in re-ordering. Quality built to serve the worker 
--- beautifully made for sales-making displays. Dasco 
supplies a complete line of chisels, punches, drills, 
nippers and aumerous other hand tools. 


Sold by Leading Jobbers 
DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


r) tasnond 
TESTED 


bd 
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When Smooth-On 
Is Wanted 
It's Wanted Quick 


























Be Ready to Supply 
this Popular Seller 
PROMPTLY 


The prompt effectiveness of Smooth-On 







No. 1 Iron Repair Cement in stopping 
leaks, sealing cracks, tightening loose parts 
have made it an emergency stand-by in in- 
dustrial plants everywhere. So be sure 
your Smooth-On stock is always kept 
replenished, ready for prompt deliveries in 
emergencies, as well as for routine main- 


tenance repairs. 





Post your salesmen to remind their custo- 
mers that you are always ready to supply 
them promptly with this famous, nationally 
advertised repair necessity—backed by over 
half a century’s approval by industry. 

Keep yourself supplied with the Smooth-On 
sales helps—especially the famous 
Smooth-On Repair Handbook. Over 1,000,- 
000 copies already in circulation, and thou- 
sands requested every month by readers 


of Smooth-On ads. 







For further information on the Smooth-On 
line write us direct. 


SMOOTH-ON MFG. CO., Dept. 25 
Jersey City 4, N. J. 







570 Communipaw Ave. 






Say to Your Customers: 


Do it with 


SMOOTH-ON 

































line made by a new company is the sup- 
plier, himself. If he is financially 
sound and able to back up his mer- 
chandise, that is a big point in his 
favor, Mr. Barlow said. 

“In periods of changing times, such 
as we now are going through, constant 
vigilance is the price of security. Sup- 
pose, for instance,” Mr. Barlow said, 
“that a new manufacturer comes in 
with a wrench of a type that we have 
a lot of orders for but which, because 
of price restrictions, labor and other 
difficulties, our regular supplier is un- 
able to deliver. And, suppose further, 
that the new line meets most of our 
requirements from the standpoint of 
price, margin, distributor policy and 
the like. So we query our customers 
and place a big order, get them and 
deliver them. And then suppose that 
the wrenches do not come up to ex- 
pectations in some way. If the sup- 
plier is not responsible, it is a pretty 
serious thing for the distributors,” he 
said. 


G. W. Gardner, President, Tiermann 
Hardware & Supply Co., St. Louis 


THE MATTER OF ADDING and discarding | 


lines is a continuing process at Tie- 
mann, according to Mr. Gardner, presi- 
dent. Three of the company’s 76 em- 
ployees are purchasing agents each of 
whom specializes in a broad category 
of the lines handled. These three pur- 
chasing agents constantly are on the 
alert for new products with sales pos- 
sibilities and they draw on all avail- 
able sources for information: from Tie- 
mann salesmen, manufacturers’ sales- 
men, Mitt Suppiies and other trade 
publications, fellow purchasing agents, 
newspapers and_ general circulation 
magazines, 

“Once a week,” Mr. Gardner said, 
officials of the company, including my- 
self and the purchasing agents, hold a 
conference to reach decisions concern- 
ing the adding and dropping of lines. 
There are eight all told who attend 
these weeekly conferences who com- 
bine a total of 161 years of industrial 
supply experience, an average of over 
20 years apiece. The committee in- 
cludes the sales manager, the three 
purchasing agents, my assistant who 
also handles customer relations, the 
treasurer and the manager of the sup- 
ply department. 

“The decisions coming out of these 
weekly meetings are acted on decisively 
and promptly and, as a result of the 
cooperative action, everyone feels the 
responsibility for the success of a new 












PRESSURE DROP 

100 FT. IRON PIPE 
5 ELBOWS 

INITIAL PRESSURE—100 Ibs. per 
square inch (Gage) 





ON-THE-SPOT AIR 


YOUR CUSTOMERS are seeing this chart in current Kellogg 
Division industrial ads. Factual engineering data, showing a 
40% loss of air pressure—from friction alone—in only 100 feet of 
Ya” pipe, with five elbows in the line! Many plants you contact 
may be paying to produce air that is wasted. Ask them to check 
the length of their air lines from the central compressor to the 
point of usage against this chart. And be prepared to follow 
through by getting the facts about efficient utilization of com- 
pressed air power from the new Kellogg- 
American ‘‘On-the-Spot’’ Air folder. Write for 
your copy. American Brake Shoe Com- 
pany, Kellogg Division, Rochester 9, N.Y. 










KELLOGG DIVISION 
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Hou to CASH-IN ox 
Wish 77 be 


Mulconroy Hose Specialties are designed to 
meet requirements above those provided by 
conventional constructions of rubber and all- 
metal hose. When you have a customer who 
wishes for something better than the hose 
he is new using and thinks it would increase 
production, make a better product or cut 
costs, you'll be safe in saying Mulconroy will 
give him exactly what he wants. 





“SUPER-DYNAMITE” 
Insulated STEAM HOSE 


Will take everything you can give it in the 
way of high temperatures and pressures, rough 
handling and hard wear. Tube is a special 
heat-resisting compound reinforced with con- 
tinuous spiral of steel wire, and insulated by 
woven asbestos lining. Cannot buckle or col- 
lapse. Carcass is extra strong combination 
of rubber and duck. Insulated against external 
heat by heavy layer of asbestos around the 
carcass. Cover consists of two layers of 
braided wire lacing, surrounded by spiral of 
half-round galvanized steel wire. Sizes, !/2" 
to 3", 





“FULLPAK" 


Flexible ALL-METALHOSE 


Another Mulconroy specialty for those extra 
tough applications, in long or short lengths. 
Full-interlocked steel or bronze construction, 
with asbestes packed joints. Tightly braided 
wire cover greatly increases its strength and 
durability. Outer spiral of steel or bronze 
wire provides added resistance to external 
wear and abuse. Sizes, //4," to 3". 


& 2 & 


‘Mulconroy Star... 
VULT TAO TOE Stop!” 


MULCONROY COMPANY 


5329 JEFFERSON ST., PHILA. 31, PA. 










line er the correctness of the decision 
to drop a line. These meetings are 
not ‘yes man’ conferences. Every man 
is expected to, and does, present his 
views with all the force necessary to 
drive his point home. I don’t expect 
everyone to be in agreement. But. 
after we do thresh things out and 
work to the point ef making a decision, 
each man must be 100 per cent behind 
the decision,” Mr. Gardner said. 

Before any line under consideration 
gets as far as the Friday conference, 
there are several steps involved. One of 
the first is unofficial consultation by the 
buyers with the salesmen. 

“Salesman by their very nature are 
optimists, “Mr. Gardner pointed out. 
“and when they say they want a cer- 
tain line added, there very well may 
be a valid reason to test that opinion 
against the experience of our execu- 
tives. But when the salesmen say they 
don’t want a line, you can bet that the 
new product is not worth adding. Our 
salesmen operate under a profit-sharing 
system and they want lines that will 
sell. 

“Incidentally,” Mr. Gardner added, 
“before a line gets to the conference 
room, or, for that matter, in the dis- 
cussion stage with our salesmen, it has 
been proved satisfactory from all 
other standpoints except salability and 
compatibility with other lines, i. e., 
margins, supplier’s policy and all the 
rest has passed muster. 

“We want new lines that help sell 
our big lines. And, we naturally are 
on the watch for new major lines, too. 
We have to give service to justify our 
existence and just because a line will 
not gross a certain number of dollars a 
year does not mean that we will not 
Another factor in con- 
sidering new lines is this: We never 
know in today’s changing market what 
is going to be the substitute for today’s 
standard item. No concern can long 
remain static and stay in business. 
However, we do not go to extremes 
and, for instance, I will not approve a 
new line for a few customers. It must 
have a wide application. I cannot 
handle a dog from every town,” Mr. 
Gardner said smiling. 

“After a line has been added, the 
manufacturer’s representative is ex- 
pected to appear at a sales meeting and 
explain the line. Sometimes two or 
more such meetings are held. Then 
the representative may or may not work 
in the field with our men. Usually 
he does not, but we will give him lists 


consider it. 


of prospects and a car and let him go 





MILL SUPPLIES © OCTOBER, 1946 





vhelpers on ef 
than thifty days @t.@ time, sug- 
‘ table, hand- 
Block to 
do their/fifting for 


Tell them how 


one maf) to “it eka 

with a ; udgit’ Chath Block. 
That a "Budgit’JChain Block is 
so light § weight, one man can 


pick it up and carry it any place 
there’s h and ‘to be lifted by 
hand, hdbe | it up by himself, and 
position | i 

They’ want 4 thor facts about 
“‘Budgit’ # in 
they lift%so easily, what lifting 
e, their lifting 
itt | weight and size, 
res they possess, 
out) ‘their mechanical 






and all ¢ 






advantag structural supe- 
riorities. e 4 ure to stress the 
roller- -typeN gd chain that will 
not stretcH® stiffen, or bind; 


hooks that will not fracture under 
extreme loads; a load-hook sup- 
ported on a ball bearing thrust 
that allows it to swing and turn 
freely. 

It won’t take an owner or pur- 
chasing agent long to see how a 
‘Budgit’ Chain Block will solve 
their load-handling problems and 
provide a maintenance crew that 
stays unfailingly on the job. 


Send for more copies of Bul- 
letin No. 367 when you need 
them. 








MAXWELL 
bad 


Mil 





Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves 
Consolidated Safety and Relief Vaives and 
‘American’ industrial instruments. 
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out by himself to test the market 
receptien.” 


W. T. Ryan, Jr., vice-president and 
sales manager Cutter, Wood & Sander- 
son, Cambridge. Mass, 


It 18 THE OPINION of Mr. Ryan that 

the justification for taking on a new 

bine originates from one or both of twe 
sources, 

“The need for a new line arises from 
either repeated’ requests from cus- 
tomers to salesmen, or from manage- 
ment’s belief that a good future exists 
fer some product even before there is 
any wide demand from customers,” Mr. 
Ryan says. “The salesmen’s attitude 
toward a line is all-important in either 
case, because their daily contacts and 
accumulated experience provide a re- 
liable measure of the worth of any 
prospective line.” 

If management decides there is a 
coming market for a line which they do 
not handle, the first step is te find out 
which manufacturers can and will fur- 
nish stock to a new distributor. Ac- 
cording to Mr. Ryan, this is less of a 
problem in normal times than it is 
today. Of the available lines, the dis- 
tributor must then select the one hav- 
ing the most comprehensive assortment 
of models, sizes, er capacities, or the 
sizes and models best suited to the 
needs of his particular group of cus- 
tomers. Mr. Ryan adds, “Only an 
intimate knowledge of customers and 
their operations will permit the supply 
firm to make wise evaluation here.” 

In all cases, the manufacturer’s dis- 
tributor policy, and prevailing discount 
must be carefully considered before 
final selection of a line is made. “The 
distributor must be assured of a reason- 
able profit margin,” states Mr. Ryan. 
“and the discount should be balanced 
against an accurate estimate of han- 
dling costs and service expense. Other- 
wise the distributor may find that han- 
dling costs more than destroy what 
appeared at first to be an attractive 
discount allowance.” 

Mr. Ryan further points eut that the 
distributor should support his cheice 
with all available selling resources, 
once the new line has been added. It 
is his obligation to put everything be- 
hind the new line and push its sale in 
every possible way. 


A. H. Althoff, Buyer of Industrial Sup- 
plies, South Bend, Supply Co., South 
Bend, tnd. 


“THE THING that constantly surprises 
me,” Mr. Althoff said, “is lack of vital 
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"4 THEIR TWO BRONZE SEATS 
GROUND TO A TRUE BALL JOINT 
PERMIT THEIR USE OVER AND OVER AGAIN 


That's why Darts are cheapest in the long run. Clos- 
ing and opening easily, they are ready for use in a 
new location whenever needed. Body and nut are 
made of high-test air-refined malleable iron—are 







practically indestructible. Ss (Rx. 
s a 
S = 

Sell Darts for greater customer 3 





satisfaction and steadier 
profits. 


all 


uNrtOoNnsS 
E. M. DART MANUFACTURING CO., PROVIDENCE 5, R. I. 
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THE SWING) 


More and more belt users, large and small, have been 
swinging to CANTOL BELT WAX every year. 

That’s because CANTOL has repeatedly and consistently 
proved its superiority over many years. It is more than 
just a belt dressing. CANTOL is a treatment that imparts 
maximum traction—a preservative that means longer and 
uninterrupted service from belting. In bar or liquid form. 


Cantol Belt Wax is a product of 
CANTOL WAX COMPANY, Bloomington, Indiana 


Sold in every state—through distributors and dealers. 








FROM OLD MEXICO comes Can- 
delilla Wax. Properly combined 
and rightly blended with other 
ingredients, it becomes CANTOL, 
the different, better belt dressing. 


















information which characterizes some 
manufacturer's men who call seeking 
te sell their lines. My policy is to 
discuss all phases of a line with the 
salesmah and many times an interview 
winds up with the man going back for 
additional information. It is not that 
I am ‘fussy’ or too demanding, I think. 
but rather that too often the supplier is 
not called upon to explain in detail the 
many important aspects of his dis- 
tributor policy. 

“For example, I always want to know 
whether a line is sold exclusively 
through distributors and, if so, on an 
exclusive or what kind of a basis. In 
our case, operating in a small terri- 
tory so close to Chicago, this is a very 
vital factor in weighing a new line. 
OEM practices too, are important. Cer- 
tainly, a discussion concerning who 
already handles the line in question is 
in order, as are some facts and figures 
on what they do in the way of dollar 
volume. Naturally, margin, cash dis- 
count, freight allowance and the sup- 
plier’s means for maintaining margin 
structure are at the top of the list of 
essential information, as well as sales 
assistance, minimum inventory require- 
ments, an estimate of territory potential 
and other policies and information,” 
Mr. Althoff added. 

“When a manufacturer satisfactorily 
answers these questions, then the mat- 
ter goes on to official consideration for 
final judgment.” 


E. J. Davis, Purchasing Agent 
The Essmueller Co., St. Louis 


“GRANTING THAT the manufacturer’s 
policies, margin and other factors are 
okay, the prime consideration in taking 
on any new line is whether or not it 
fits into our general picture. This is 
a ‘must’ requirement,” Mr. Davis said, 
“because it would be disastrous to load 
the inventory with a lot of unrelated 
items which, though saleable, did not 
conform to the general pattern of our 
business. 

“After a line has passed preliminary 
inspection, the next step is a confer- 
ence session with the principal officials 
and executives of the firm, including the 
salesmen, too. The pros and cons of 
the line come in for full discussion and 
should a demonstration be desirable, 
the manufacturer’s man will be asked to 
provide one. That, however, is the 
only part he would play directly in a 
new products conference. 

“The same line of reasoning applies 
to the dropping of lines. There was a 

















i 








line we dropped a short time back 
solely because it required considerable 
technical knowledge outside of our 
main field, In other words, the decision 


against the line was based on the fact 
that it would take specially trained 
men to sell it and the margin and po- 
tential were not sufficient, in our opin- 
ion, to justify the required changes in 
our highly trained organization,” 





Wire 
Rope 


(Continued from page 112) 





the order of the amount of footage pur- 
chased were: 

Railroads and buses (all under 1-in., 
principally under *4-in.). 

Food processing (all under 14-in., 
principally of the y to 34-in. group). 

Airports and airlines (all under 1-in., 
principally under 34-in.). 

Textile mills (all under 144-in., prin- 
cipally under %4-in.). 

All the industries in the survey are 
users of wire rope under %4-in. indicat- 
ing a strong demand and the need for 
complete stocks of wire rope in these 
sizes. More than half of the total foot- 
age sold to the 11 industries was of the 
ys to 34-in. size classification, and a lit- 
tle more than one-fourth was in the 14 
to 3@-in. group. The demand grows Jess 
as sizes incréase. A little less than one- 
tenth of all footage purchased, was in 
the 7% to l-in. group; one-twentieth in 
the 144 to 1%%-in. group, and a very 
small portion (2 percent) in the 15%- 
in, and over sizes. 

Since metal working (which, for the 
purpose of the survey, includes iron and 
steel accessory products, machinery, 
autos and auto equipment, electrical 
machinery and equipment, non-ferrous 
accessory products, transportation 
equipment) is served by virtually all 
distributors and is the largest user of 
wire rope, a further break-down of its 
footage purchases is worth the distrib- 
utor’s attention. This industry purchased 
more than half of all the footage in the 
4 to 3¢-in. sizes and more than one- 
third of all purchased in the (& to 34-in. 
class. While it did not purchase any in 
the next group (7% to l-in.) it did re- 
port purchases in the two next larger 
size groups. 

Because of the amount of wire rope 
it hought in the 7% to 34-in., size group 











GRIFFINGSE Tym a 


EXTRA SALEABILITY 


fag quality in selected blade steels . . . engineering quality 
in blade design .. . precision quality in blade-making 
process—tempering, milling, etc..—all add up to give Griffin 
Hack Saw Blades saleability plus. 

Made by one of the oldest manufacturers of metal-cutting 
saw blades in the country, the Griffin line stands up against 
all competition, with absolutely correct types of blades for 
every type of metal cutting. The Griffin name is advertised 
consistently to the metal-cutting trades. The Griffin factory 
backs its distributors with prompt, dependable service. 


GRIFFIN "BEST BUY" BLADES 


GRIFFIN TUNGSTEN HIGH SPEED STEEL power 
machine and hand frame blades that cut hardest, toughest 
alloys. 

GRIFFIN SPECIAL ALLOY MOLYBDENUM HIGH 
SPEED STEEL for most economical production metal-cutting. 
Power machine and hand frame sizes. 


IMPROVED NEW GRIFFIN hand saw blades, as flexible 
as a soft-back, tough as an all-hard. 


GRIFFIN NON-STRIP hand saw blades whose teeth do 
not break out, even when sawing thinnest sheet or tubing. 


Write for information on the Griffin line and available 
distributor territory. 


General Sales Agent 


JOHN H. GRAHAM & CO. Inc. 
105 Duane St., New York 8, N. Y. 


‘GRIFFIN’ 


MADE BY G W GRIFFIN CO. FRANKLIN, N WH 


Hack ond Coping Saw Blode Specialists Since 1880 
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PRODUCTION BOOSTERS “ 
| GRAPHITE PENETRATING OIL : 
Coot 
The demand is up everywhere for this rust-eater oe 
KEYLESS DRILL CHUCKS that lubricates while it cuts rust. And the lubri- elec 
Elimination of key speeds cant STAYS on the job to prevent future rusting! A 
up drilling, saves energy, The reason is the “graphoid surface”—our “dag” colloidal his 
makes chucks ideal for graphite combined with highly refined petroleum oil and a 
women operators. Also ends newly-developed penetrant. A few drops loosens sticky valves, clea 
slipping and retightening. nuts or bolts. Will not settle, gum or harden. No kerosene fort 
Highest quality precision or grit, Non-carbonizing. Made by the makers of Albany indi 
construction assures long, Grease—The Tallow Compound.” “How about some Albany 
hard service. 5 sizes for No. Graphite Penetrating Oil?”—that’s the question that increases mo! 
0 to 5/8" drills. Also avail- your orders and sells new customers. And once they buy— did 
able for portable drills. they STAY SOLD! isle 
For full details ALBANY PENETRATING OIL ing. 
ask for BULLETIN No. 6 A Lighter Color Oil Without “Dag” Colloidal Graphite. is g 
uct 
a | 9 J ‘ T ms | 
__ WP caveRs ADAM COOH’S SONS, ... “ 
rip is visidle, assuring * ° 
proper insertion of taps Wir-s. of Wbany Lubricaling Producto »s 
every time. 5 sizes, for No. to 0 
0 to I" taps. |! LINDEN NEW JERSE ¥ 
For full details er 
ask for BULLETIN No. 6 H A R R , S Wi 
TAPPING ATTACHMENTS STAINLESS STEEL Se 
ake a igh-speec, sensi- 
tive tapper of any drill = L  @] A T s 
press. Quickly mounted 
without altering press. 7 wee 
sizes for No. 0 to I" taps. 
QUILL CLAMPS available iene 
to assure absolute rigidity. f 
For full details wl 
ask for BULLETIN No. 2 ay 
a on | 
FOOT-OPERATED inte 
TAPPING MACHINE “a4 
Has hair-trigger sensi- mos 
- - friction : del 
clutch, automatic re- 
verse and sensitively Handles Heavy Reels Quickly 
counterbalanced foot eee Safely eee Economically 
pedal. All the operator : 
has to do is feed the Saves time and money in the plant, 
work and step on the warehouse or on the job. T 
pedal. Unskilled opera- Roll-A-Reel is the ideal way to for most severe service for 
tors can maintain pro- reel or unreel wire, cable, or rope \ 
duction rates up to and does an easier, better job in Where higher pressures occur, HARRIS ing 
12,000 holes per hour. every way. Stainless Steel Floats are especially de- Wal 
; nota aol —T oe sirable because of their great strength 
For full details ape stad iern ree and their non-corrosive qualities. i- Mac 
ask for BULLETIN No. 4 gg pny a a rence ameters from 3" to 26"—special shapes Gg 
ty — $75. a Seen made to specifications. Floats also said 
WRITE FOR BULLETINS AND Send for descriptive pamphlet. fabricated in copper, steel, monel, nickel, 
, aluminum, everdur—in fact in any for 
DETAILS OF DEALER SET-UP workable metal. No cost to you or your ture 
customers for consultation with our engi- : 
. neers. — 
f Is ti 
ETTCO TOOL CO. , ARTHUR HARRIS COMPANY he 
600 Johnson Ave., Brooklyn 6,N.Y. 210-218 N. Aberdeen St. Chicago 7, Il “a 























(about one-fourth of all footage pur- 
chased in this category), the chemical 
processing industry must be regarded 
as second to metal working as ar. im- 
portant customer. While ample stocks 
of all sizes under 1-in. are indicated for 
servicing these industries, it is signifi- 
cant that several of the industries re- 
ported purchases in each of the five 
size groups. Distributors serving these 
industries will require a greater vari- 
ety of sizes than those serving the 
others. The industries using a wider 
variety of sizes are coal mining, con- 
struction, chemical processing, lumber, 
county and city highway engineers and 
electrical utilities. 

A comparison of these findings with 
his own data will give the distributor a 
clearer picture of his own selling per- 
formance in each industry. The survey 
indicates he has possibilities of selling 
more wire rope in the future than he 
did before the war. To obtain these 
sales, he must compete with direct sell- 
ing. The areas in which this competition 
is greatest, the uses to which the prod- 
uct will be put, and the sizes which 
each industry uses are data which ought 


‘to help him to plot out his campaign 


to obtain the increased business. 





Want To 
Sell More? 


(Continued from page 87) 





troubles gathered into one little heap 
for initial conversation. After those 
have been dismissed, we go out and call 
on the trade, but only on accounts of 
interest. Naturally, it is important that 
the factory man keep me posted on his 
itinerary so that we both can get the 
most out of his visit,” Mr. Koenig con- 


cluded. 


Factory Men Helpful 


This fetish of distributor salesman 
for advance knowledge of an impend- 
ing call was echoed in Kansas City by 
Walter Gerhardt, salesman for Ellfeldt 
Machinery & Supply Co. 

“I want at least a week’s notice,” he 
said. “Then I can prepare adequately 
for the call. I like to have manufac- 
turers’ men not only make their ap- 
pointments, but keep them as well. It 
is true that not often have I been let 
down, but on the few occasions it has 
been embarrassing for I have had some 











Stock this set of “ALLEN” 
drivers for Allen-head screws 


Includes a set of 5 complete ‘“Handi-Hex” Keys in 
sizes from .050” to 14” hex diameters, fitting set screws from #4 
to 14” inclusive and cap screws from #1 to #8 inclusive. With 
15 extra blades (3 of the same length for each of 5 handles), 
contained in plastic screw-top tube. Driver handles are made of 
durable plastic; each a different color to aid identification of 
the hex size. Chuck is firmly bonded in handle; grips the blade 
rigidly. . . Use of this set tremendously speeds-up assembly with 
hex-socket (Allen-head) screws of the smaller sizes. Available 
now for sale by Allen Distributors. 
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Cres THE ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A 
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REPLACE DANGER 





with SAFETY 


or 


elf DIETZ LANTERNS 


When your customers place DIETZ 
LANTERNS on guard for regular 
emergency use, they faithfully guide 
the way, night after night, without 
failure or diminishment of light. 


DIETZ LANTERNS will not fail or 
falter as long as a drop of kerosene 
remains to burn. 





Many models will give uninterrupted 
light and safety for an entire weekend 
with plenty of oil to spare. 


A DIETZ LANTERN can be set for 
maximum candlepower or for a pin- 
point of light. 


Now supplied in terne coated steel, gray 
enamel! finish. 


iar 4 


LANTERNS 









R.E. DIETZ COMPANY 
| ‘ 
NEW YORK a 


Output Distributed Through the 
Jobbing Trade Exclusively 


1840 

















CAP SCREWS 
2. é 
SET SCREWS 
@ 
MILLED 
STUDS 
& 
COUPLING 
* 
SCREW 
MACHINE 
PRODUCTS 


A highly attractive repeat 


BOLTS 





business-building line 


Ability of many plants throughout industry 
to use Ottemiller quality and completeness 
as a basis for standardizing has resulted in a 
profitable repeat order business for many dis- 
tributors. The precision of Ottemiller screw 
machine products is a big factor in speeding 
assemblies and assuring strength and per- 
manency wherever they are used for holding 
purposes. 


WM. H. (Qttomilor co. 


YORK, PENNA 
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PADDLE PUMP 
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FOR CIRCULATING 
TRANSFERRING 
COOLANTS 


end 


The Scmer 


am 


Handles alcohol, lubricating oil, syrups, 
peanut butter, printers’ ink, sea water, 
sewage, dilute acids or alkalis, and will 
pass solids as large as rice grains. (Not 
recommended for carbon tetrachloride, 
gasoline, benzine, fuel oils). Has only 
one moving part—the ‘“‘rock rubber’’ 
impeller, which usually outlasts bronze 
pump case. 1750 RPM... 70 ft.... 
total head, including a 29 ft. suction 
life . . . instant self-priming . 

requires no packing or stuffing box .. . 
quiet operation, reversible. A truly 
Promiscuous 
power pump. 


Write for 
Literature 







JEROME SIMER COMPANY 


¥ 


NWN 


with Confidence | 



















aad 


4 
Satan 














pr 


ou 
tor 
lin 
the 
If 

Wil 
sel 
tor 


tor 


aft 
tor 
to 

get 
nes 
cer 


ing 
tat! 
cas 
pul 


sale 
and 
abl 
too, 
tior 
eve 
tory 
fut 


no 
may 
thir 


tryi 


ucts 
mer 
ner, 
part 
ply 









prime accounts expecting the calls I 
had prepared in advance. 

“With very few exceptions I will go 
out of my way to spend time with fac- 
tory men. Besides learning about the 
lines involved, it is good to go out with 
them for the additional contacts gained. 
If a distributor salesman has the good 
will of the factory man, he can do him- 
self a lot of good. A wide awake fac- 
tory man will know a lot of people, 
too. 

“The factory man can help the sales- 
man in other ways, also. For instance, 
today I had a problem regarding the 
use of a certain tool. I knew the fac- 
tory man would be in later, so I saved 
the problem. He solved it for me and 
after I told him it was a good cus- 
tomer, he said that he was on his way 
to the factory the next day and would 
get the tool right out. His helpful- 
ness will be appreciated by ail con- 
cerned.” 

Returning to his thought of gain- 
ing contacts from the factory represen- 
tative, Mr. Gerhardt explained: “In 
cases where it is difficult to get by the 
purchasing agent and into the shop, a 
call with the factory engineer can, if 
handled right, often lead to an interview 
with the plant engineer. Once I get 
back there I get acquainted and this 
type of contact, of course, is especially 
valuable. 

“Just from the educational side alone, 
the time spent with a manufacturer’s 
man usually is well worth the work. 
When I am out on the job there is 
none of that tendency to sit back and 
coast that may be present at a night 
sales meeting. I’m on the firing line 
and raring to go. That means I am 
able to absorb more information. Then, 
too, there is no restraint on the ques- 
tions asked by accounts. I listen to 
everything said and then get the fac- 
tory man’s selling points down pat for 
future use. 

“One thing I always remember is that 
no matter how dull and prosaic a man 
may be, there is usually at least one 
thing that I can learn from him—if I 
am willing to learn. And I’m always 
trying.” 


Follows Up on Calls 


That there is a great deal about prod- 
ucts to be learned from manufacturers’ 
men is also the belief of Jesse Leucht- 
ner, manager of the mill supply de- 
partment of Reading Foundry & Sup- 
ply Co., Reading, Pa. 


Mr. Leuchtner seeks the cooperation 









SUPERIOR 


ency 80%. 
HOISTING EQUIPME 





CHAIN HOISTS 

ROUND AUTO-BLOC 
Patented special type 2-gear 
hoist. Efficiency 90%. Weighs 
20% to 35% less than other 
spur-geared hoists. Precision 
constructed throughout. Alloy 
Steel cut gears. 


TROLLEYS 


Steel-plate, ball-bearing trolleys 
designed for use on straight or 
curved T-beams, Plain or geared 


types. 
CRANES 


HAND TRAVELING OR 
ELECTRIC CRANES 


Built to specification. Timken 
a Bearing equipped. Blueprints 
es supplied with quotations. 
| WINCHES 
ie ROUND .No. 99 WINCH 


Capacity 5 tons. All-steel con- 
struction. Two speeds, one for 
rapid lifting, the other for heavy 
duty loads. Weight 135 lbs. No. 
99 Junior 2-ton all-steel winch 
same design but smaller size. 
Weight 61 lbs. 
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SPUR GEARED 
CHAIN HOIST 


Standard, spur-geared type, capacity % to 40 tons. 
Ball bearing equipped. Pressure lubricated. Effici- 


NT MANUFACTURED BY 








































The 
ELK 


Universal 
Precision 


TOOL HOLDER 














Note the various set-ups that can be made with ONE 
ELK Tool Holder. 


Widely Accepted because it does the 
work of 10 Tool Holders 


Leading shops everywhere, as well as government agencies and municipalities 
are finding the ELK TOOL HOLDER a time saver on a wide range of lathe, planer 
and shaper work. These users are taking advantige of the easier set-ups, ability to 
perform right and left hand operations, and use the same tool holder also for round 
boring bars . . . advantages which are offered by the “ELK”. 


These features are easy to demonstrate as well as the precision and security 
with which bits are held. Then, too, while the Elk Universal Precision Toolholder 
performs the work of 10 different ordinary holders, it costs little more than any 
single one of them. To sell the Elk is therefore to offer a toolholder of outstanding 
value as well as a labor saver. 


Elk Tool Holders are furnished with Super X Ground Bits. 


Fertile territories are still open for alert distributors to handle this already 
accepted tool holder. Your territory may still be open. Write today for literature 
and details. Here is an item that assures attractive profitable business. Now is 
the time to investigate. 


ELK TOOLS, INC. 


96 WARREN ST. NEW YORK 7, N. Y. 














POWER for extreme conditions 


hi 





Experienced maintenance men in mine and mill know. 
Macnoutia Metal as a reliable bearing metal when prop- 
erly applied. Not all of them fully realize that there is 
a specific type available for the major variations in load 
characteristics. You can help your customers to get bet- 
ter bearing service by helping them to specify the cor- 


Two metals by MAGNOLIA 
for high bearing pressures. 


rect brand for each application. 





Fisk 


Here’s the Story we tell maintenance men 


and where the application justi- 
fies the use of still-scarce tin. ditions ee 


PYRAMID less extreme sired hardness, strength and high softening point. 








bearings as well as scores of application suggestions. 


rie prod MAGNOLIA METAL COMPANY Susassaes 
MAGNOLIA BEARING METALS 





Macno.ta offers two bearing metals for just such con- 
the tin-base Power and the lead-base 
Pyramip. Both are designed to withstand extremely 
heavy sustained loads and high local temperatures such 
as are normally encountered in heavy duty machinery of 
all kinds. Both metals are alloyed to provide the de- 


But before or when you order your supply of Power or 
Pyramwp from your mill supply dealer, send for your 
copy of the Macnoxia Bearing Metal Bulletin. It is 
full of valuable refresher information on how to pour 
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Mm ULIKS 
pitching 


Marsh advertising, typified by the 
current advertising reproduced above, 
is right in there iaihing for you in 
a long list of business publications 
which blanket your customers and 
prospects in every field where the 
Marsh type of equipment is used. 

When you sell Marsh Gauges, Dial 
Thermometers, Traps, Valves, and 
Venting devices, you sell equipment 
that has behind it more than 80 years 
of constant refinement — equipment 
that is recognized throughout indus- 
try for its uncompromising quality 
and outstanding value. 

Write for latest information and prices 


JAS. P. MARSH CORPORATION 
2079 SOUTHPORT AVE., CHICAGO 14, ILL. 
Export Dept.: 155 E. 44th St., New York 17 
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of the manufacturer’s representative in 
making their first joint call an informa- 
tive one, rather than a direct effort to 
obtain an order. He lets the manu- 
facturer’s man do most of the talking, 
with the idea in mind that the product 
and its uses will be fully explained. 
Soon after such a joint call, Mr. Leucht- 
ner follows up with a call by himself 
and at that time he concentrates on 
making a sale. 


Representatives 90% Effective 


John A. Wright. salesman for Barker, 
Rose & Kimball, Inc., Elmira, N. Y., 
would rather that all manufacturers’ 
men could be classed as “salesmen” 
and really sell their products. However, 
Mr. Wright will settle any day for the 
factory man who knows his line. 

“I suppose its only fair to expect the 
supply salesman to know his particu- 
lar territory and his prospects and cus- 
tomers better than a manufacturer’s 
man. Under the circumstances, the 
supply salesman should be able to do 
a better job of selling—if any techni- 
cal weaknesses he has can be backed 
up with the know-how of the factory 
man. I would say that representatives 
as a whole are 90 percent effective in 
the jobs they have been sent out to 


do.” 
Opens New Accounts 


“An abrasives engineer has opened 
up several new accounts in my terri- 
tory, and I am grateful for the fact that 
he opened my eyes to greater possi- 
bilities for new business,” says John E. 
Dublin, a new industrial supply sales- 
man with Barker, Rose & Kimball, Inc., 
Elmira, N. Y. 

Mr. Dublin has a high regard for 


most factory men, being in the posi- 


tion of the dry sponge which absorbs 
all moisture in its vicinity. The engi- 
neer for whom he has the greatest 
respect, however, was the one who 
spent several days out in the Dublin 
territory and, in the process, turned up 
several users of abrasives—users whose 
existence had not come to the attention 
of the distributing firm in years past. 

“This man,” says Mr. Dublin, “had 
an overall knowledge of industry and 
an intensive knowledge of abrasives and 
where they are used. Three of my 
best current accounts are those he un- 
covered by the process of finding out 
what they manufactured, realizing that 
his products were used in the fabrica- 
tion, and then going in, with me, and 















































Utica Tools 


FOR MORE TOOL MILEAGE 





Pliers for 
Every Need 


For tools that are carefully made, tested for pre- 





cision and balance, and have long life, choose 


| UTICA Pliers and Adjustable Wrenches. New 
| 


methods developed during the war insure even. 
recognized jobbers... 
“g Miers; 3 : zat 
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DROP FORGE GTOOL 


CORPORATION 
UTICA 4,NEW YORK 













Replaceable tool steel jaws 
“WELD” the work in place! 


The work and the work- 
bench become one piece 
when a Parker Vise is used. 
Tool steel jaws hold tight 
and rigid ... yet are easy to 
replace when worn, adding 














years to the life of the vise. 
This, plus the other five 
features of Parker Vises 
make them easier to sell. 
The Charles Parker Co., 
Meriden, Conn. 





PARKER VISES 


America's First Vise Maker 








LOAD BINDERS 


For Every Purpese 
Made by DURBIN-DURCO 
Smooth Handle 





STEEL DESIGN 


DGET—(1 ar 4,” chain 
DELTA swivel) ¥%” chain 
DIXIE—(2 swivels) ” chain 

Heat Treated 

MALLEABLE-IRON DESIGN 





LONE STAR—No. 1—14 Ibs. 
(2 swivels) 2” and %%” chain 
LONE STAR No. 21614 Ibs. 
(2 swivels) ¥2” and 34” in 
Heat Treated 
DROP-FORGED DESIGN 






No. 1—10 Ibs. (2 swivels) %” and 12” a 
No. 2—17¥ Ibs. (2 swivels) 2” and 44” 






WIRE STRETCHERS 
STEEL CONSTRUCTION 


No. 3—3 Pulleys, plain bearings, Ya” rope 
No. 33—3 Pulleys, roller bearings, %, rope 
No. 4—4 Pulleys, plain bearings, %’’ rope 
No. 44—4 Pulleys, roller bearings, An rope 
No. 88—4 Pulleys, roller bearings, 2” rope 


DURBIN-DURCO 
Manufacturers of Certified Specialties 
Drop Forged and Malleable iron 
6611 OLIVE ST. ROAD ST. LOUIS 5, MO 
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Pent-up demand for the NEW Model 
No. 1 Reed-Prentice one and two man 
gasoline engine Timberhog portable chain 
saw, insures minimum sales effort! 


The Timberhog’s low cost, light 
weight and dependable, built-in power 


plant means ready for eco- 
momical use in timber — logging opera- 









POWER SAWS... 


nove FAST! 


THE Yeu "TIMBERHOG” GASOLINE SAWS 






tions, construction, railroad and plant 
maintenance work. Provides maximum cut- 
ting power at minimum handling weight. 


Tremendous sales potential guaran- 
tees steady profits to established distribu- 
tors. Investigate this easy-to-sell line — 
lowest priced in the field! Write TODAY 
to Dept. E, Timber Saw Division. 

















CLEVELAND OFFICE 
1213 W. 3rd St., Cleveland 13, Ohio. 
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ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT PERFECT 
SHARP TEMPERED 
EDGES \ STEEL 





ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 
APPLETON-ATLAS CAR 
MOVER CORPORATION 


1533 N. 6th St. Milwaukee 12, Wis. 
formerly at Appleton, Wis. 























‘sped 


mani 
supp 
the : 
Mr. 

trial 


Li 
W. 
Pa., 
can 
sup] 
titio 
on 
fact 
forn 
find 
date 
cas€ 
edg 
tive 
to 1 
swil 


To 
Th 


ma 
of | 
ble 
age 
ite! 
“ 
of 


op 


st 
tir 
th 


be 


CO 


th 








‘speaking their language.’ ” 
The opening wedge created by this 
manufacturer’s representative for the 
supply salesman has not only increased 
the sale of abrasives, but has permitted 
Mr. Dublin to sell more general indus- 
trial supplies and transmission items. 


Aids in Clinching Sales 


Leon H. Wessner, general manager, 
W. S. Reichenbach & Son, Allentown, 
Pa., says manufacturers’ representatives 
can be most helpful to the industrial 
supply salesman in combatting compe- 
tition. When the sale of an item hinges 
on the fine points of its quality and 
factual evidence of its operating per- 
formance, the mill supply salesman may 
find himself at a loss without all the 
data needed to clinch the sale. In such 
cases, the more extensive product knowl- 
edge of the manufacturer’s representa- 
tive can often add the weight necessary 
to resolve a customer’s indecision and 
swing the sale away from competition. 





Topic Of 
The Month 


(Continued from page 138) 





mathematical laws including the law 
of probability. Thus it has been possi- 
ble to prepare tables which allow man- 
agement to select protection for a stock 
item or class of items ranging from 
“never out of stock” to the least degree 
of protection necessary for efficient 
operation. Following a simple routine, 
these tables permit the employee to 
estimate accurately from past records 
the level to which a particular item 
should drop before a restocking order 
is placed. In this way, management ex- 
ercises control over inventory by being 
able to maintain it at its most econom- 
ical level while still meeting the neces- 
sary requirement for service. 


Proved by Time 


This plan of controlling the out-of- 
stock condition with its associated rou- 
tines, has been in actual operation for 
the past ten years, including the hectic 
war period, during which time it has 
been proved that it can be used with 
confidence and accuracy. 

It was found from a recent study 
that stock items obtained from outside 
suppliers which did not have out-of- 
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Positive control at every key stage of 
manufacture plus exacting inspection 
explain the uniform and dependable 
quality so characteristic of “K” pre- 
cision-cast fittings. 


That is why “K” fittings make a good 
line for mill supply houses to handle. 


STANDARD AND EXTRA 
HEAVY CAST IRON SCREW- . 
ED FITTINGS. 








STANDARD FLANGED CAST 
FITTINGS. 


STANDARD AND EXTRA 
HEAVY COMPANION 
FLANGES. 






DRAINAGE FITTINGS. ° 


Consider stocking ‘'K"’ fit- 
tings. They'll prove highly 
satisfactory and profitable. 


KUHNS BROS. CO. 


DAYTON 1, OHIO 


» 
ie 
* 
* 
e 








“K"' fittings carried in stock at Malleable Iron Fittings Co., Branford, Conn., 
for convenience of Eastern buyers. M.I.F. malleables carried at Kuhns’ for 
convenience of Midwestern and Western buyers. 











This little fellow 
handles a BIG job! 


Large or small, there’s no separator today as efficient 
as the DEXTER! Simply constructed, it has no 
filters to change or drains to open; no moving parts 
to oil or internal gadgets to foul up. Yet DEXTER 
Separators positively and continuously remove and automat- 
ically expel dirt, oil and water from compressed air lines! 

That’s a broad statement, we know. But we’re so 
sure DEXTER Separators will do everything we say 
they will that we'll refund the entire cost — within 
30 days of purchase — if a user isn’t fully satisfied 
afters a reasonable trial. 


So make sure every one of your customers knows 


about DEXTER, the Separator that’s uncondition- 
ally guaranteed to keep compressed air clean and 
d 


_ They'r available in all popular sizes for 


Be clivery — at prices substantially be- 
ow prewar levels. 
Write for our jobbers’ offer today. 


THE LEAVITT MACHINE CO. 
170 East River Street, Orange, Mass. 


CLE /MTOMATIC AIR SEPARATORS AIR SEPARATORS 


ALSO. MAKERS OF DEXTER VALVE RESEATING eee 2 Soom 
ATHOL PLUMBING SUPPLIES AND DEXTER LATHE CHUCKS 










A 












+ the weight 
‘Unbreakable 
Reduces millwrighting costs! 


“Pioneer” 
strength, 
weigh but one-third of the old-style cast iron hangers 
size for size. 
expenses of handling, h 
greatly reduced that the ° meer”, 
more than any other type hanger, is decidedly the least 
expensive f.o.b. ceiling. 
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on the money-saving possibilities of “Pioneer” Steel 
Shaft Hangers. 


STANDARD PRESSED STEEL CO. 


Boston - Chicage - Detroit - 


VA 







"PIONEER 
STEEL SHAFT HANGERS 


MILLIONS SOLD 


Pat'd. 


Steel Shaft Hangers built for superior 
rigidity and unbseakability, nevertheless, 


And because of this lightness in weight, 
auling and mi lwrighting are so 
which costs no 


Write today for information 


“Unbrako" and "Hallowell" products 
ere sold entirely through distributors. 


Over 43 Years in Business 


JENKINTOWN, PA. 
—BRANCHES— 
indianapolis - San Francisco - St. Louis 
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APRONS for all 
INDUSTRIAL USES 











Hodgman aprons are designed for 
specific uses and occupations to 
stand up under the most severe 
service conditions. All fabrics, 
coated in our own plant, meet 
the most rigid government specifi- 
cations. Hodgman aprons remain 
soft under extreme temperature 
changes; they don’t stick, crack, 
shrink or peel. Available in many 
styles and coatings depending on 
the service required. 






Send of Aprons & 
for new Industrial 
catalogue Clothing 


HODGMAN RUBBER CO. 
Cooke Street, Framingham, Mass. 


New York 16 Colones 2 San Francisco 5 
261 Fifth Ave. 173 W. Madison 121 Second St. 
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stock problems could be maintained 
with a considerably lower level of in- 
ventory and still not go out of stock, 
while items which did have costly out-of- 
stock conditions could be managed in 
a manner which would eliminate this 
problem. 

The over-all plan described in this 
article assures management of complete 
control of stock materials by placing in 
the hands of the stock control person- 
nel a tool, prepared and approved by 
management, which can be used with 
precision in ordering stock and con- 
trolling the out-of-stock condition. 

Installation of this plan requires a 
minimum training program for employ- 
ees since it uses records and informa- 
tion which are in most cases already 
available. It can be installed with prac- 
tically no interference with current 
operations. Not only. therefore, is this 
plan simple to operate, but in addition 
to providing greater economy and accu- 
racy, it places control in the hands of 
management 





E. P. Welles 
Dies In Chicago 


(Continued from page 105) 





Mr. Welles was born in Fort Dodge, 
Ia., July 1, 1869, the son of Melancthon 
Woolsey and Julia (Richardson). He 
graduated from high school at Peca- 
tonica, Ill., in 1887 and continued his 
studies at the Y.M.C.A. night school in 
Chicage. On December 16, 1896, he 
married Emelyn Munch. Among the 
various organizations with which Mr. 
Welles was identified, are the follow- 
ing: Member ef the Home Guard, 
World War I; Chairman of the Ma- 
chinery division of the Liberty Loan 
Drives, Chicago; Trustee General In- 
vestment Committee of the Western 
Theological Seminary; Director of the 
Evanston Hospital Association and also 
a member of the executive committee; 
member of the Illinois chapter of the 
Sons of the Revolution; director and 
member of the executive committee and 
also chairman of the miscellaneous sub- 
scription committee of the Chicago As- 
sociation of Commerce. 

Mr. Welles was a Republican, an 
Episcopalian and a thirty-second degree 
Mason, a Shriner. Clubs included the 

(Continued on page 281) 








Hein -Werner Hydraulic Jacks 
have a thousand and one 
applications in maintenance 
work, conversion jobs or pro- 
duction line operations in any 
plant. They're great for press- 
ing gears, pinions or bushings 
—for helping shift heavy ma- 
chinery, move heavy stock, o7 
other loading operations. 
H-W Hydraulics are factory 


Shade ta enadets of 2, §,.8, 12 tested at 1% times their rated 


; capacity to assure absolutely 
20, 30 and 50 tons capacity. dependable, safe power on 


Write us for details. any factory job. 





HEIN-WERNER MOTOR PARTS CORP., Waukesha, Wis. 
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VETERANS! WHY NOT RUN 
% * YOUR OWN BUSINESS? 


You can cash in on what you learned in the army about 
welding. Thousands of 200, 300 and 400 Ampere AC and DC 
Arc Welding units are surplus and available to you on veteran 
priority. There are large quantities of Hobarts and Lincolns, 
quite a few Westinghouse and fair amounts of other makes 
or sale now. Most of the equipment is used and in good ( 
operating condition. Best of all, it is being sold at prices you 
can afford in setting up your own repair shops or for contract 
work. Write, wire or phone the nearest War Assets Adminis- 
tration Regional Office below or come in and ask for the 
special veterans’ service section. 


\ 
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FREE INFORMATION 
For full information clip and mail this coupon fo War Assets Administration: | 
Please send me complete information on the availability, condition and \ 
location of the following types of equipment: 









© Hobart Arc Welders Westinghouse Arc Welders 
) Lincoln Arc Welders Electrodes and Welding Rods 
Arc Welding Equipment: AC DC 
Electric Motor ven: Volts Phase Cycles 
Transformer Type: Volts... . Phase Cvcles 
Hobart Standard Lincoln — In all models 
models of this make and most ratings. Hun- 
ER one A es ee available in large quan- dreds in the popular 
| tities and most ratings. 300-400 Ampere size. 
Firm ‘6 : er : 
EXPORTERS: Most surplus prop \l) are welders are subject to pri- 
Address erty is a-ailable to the export ority. regulations. VETERANS 
- market, Merchandise in short sup OF WORLD WAR IL are invited 
- - ply is withheld from export, and if to be certified at the War Assets 
City State such items appear in this adver Administration Certifying Office 
tisement they will be so identified serving their area, and then to pur- 
by an asterisk chase the material offered herein. 





NISTRATION 


Louisville + Minneapolis + Nashville - New 
Orleans +» New York + Oklahoma City 
Omaha + Philadelphia + Portland, Ore. 
Richmond « St. Lovis + Salt Lake City - San 
Antonio + Son Francisco + Seattle - Spokane 





Offices located at: Atlanta - Birmingham 1) GOVERNMENT 
Boston + Charlotte + Chicago + Cincinnati 











SURPLUS 
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SURPLUS unused 














FOR IMMEDIATE SALE 


Standard and Non-Standard O. D.’s and Wall Thicknesses 
Range of Sizes from Y" to 7" 









Types: Carbon, Alloy, and Some Stainless; 
Both Welded and Seamless. 






Price: ALL TO BE SOLD ON FIXED PRICE BASIS, 
F.0.B. LOCATION. 









D li : Subject to Arrangement at Time of Sale Between 
elivery: Buyer and Regional Office Having the Stock. 






Where Write, Wire or Phone Your Nearest War Assets 
. Regional Office Below, indicating the type, size and 
specifications in which you are interested. 





to 
buy: 






Orders received by 5 P. M. November 4, 1946 will be 
filled in the following sequence, as provided by law: 
(1) Certified veterans of World War I1; (2) Subsequent 
priority claimants in proper sequence; (8) Non-priorit) 
purchasers. Veterans of World War II should apply to 
their nearest War Assets Administration certifying office 
for certification; The case number shown on certifica 
tion and the location of the certifying office must be stated 
in a Veteran's offer to purchase 




















Louisville » Minneapolis + Nashville > New 
Orleans + New York + Oklahoma City 
Omcha + Philadelphia + Portland, Ore. 
Richmond + St. Louis + Salt Lake City + San 
Antonio + San Francisco + Seattle + Spokane — 







GOVERNMENT | 
OWNED jf 
SURPLUS 










AN OPPORTUNITY TO REPLENISH YOUR STOCKS NOW 


Lustreless © 


War Asse 





























ENAMELS - PAINTS 
LACQUERS - PRIMERS 


—" your chance to obtain large 

quantities of protective coatings... 
NOW DECLARED SURPLUS... 
manufactured to meet rigid Government 
specifications. Certain types and kinds 
now in surplus may be in short supply 
commercially (due to lack of raw mate- 
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AINT int Spec- 0 per Gallon 
oP in Oil Po $2.40 P . ’ 
RED Utned Re pod Lod laventorY rial). However, you will find many of 
rs) TT-P-86 e-gall cons in al Office) : ; 
130,000, one ow oe ~ amet $16 per Gallon these in our inventory and available im- 
i) BLA : 
san tty ty Mott dn mediately. Your nearest War Assets 
Peta Fo rn Spee: T1278 Gallon ' , 
onlerennans Point SPA a. p Regional Office can quickly give you 
B.L 


complete information regarding the bar- 
gain prices, locations, quantities, types 
Although this material has been previously offered 


and colors available. Special inter- 
hal bese comrved 0, bads car hatin Geanerer . . . . . 
ority claimants including VETERANS OF WORLD regional service will provide you with 


WAR II who are invited to contact the Regional a hae m m n 
similar information from other Regions. 


Office serving their area. 


EXPORTERS: Most surplus property is available to 
a market. a in short mony 4 A 
wit rom export and if such items appear in this add j | 

advertisement, they will be so identified by an asterisk. NOTE: In ition te paints and fers oon, evell- 


able stocks include many special purpose finishes. 









Offices located at: Atlanta - Sirminghom 
Boston + Charlotte - Chicago + Cincinnati 
Cleveland + Dallas + Denver + Detroit - Fort 
Worth - Helena - Houston - Jacksonville 
Kensas City, Mo. - Little Rock - Los Angeles 


>» GOVERNMENT 
4 OWNED 































Union League, Attic, Glenview Golf, 
and University Club of Evanston. 

In addition to other work, Mr, Welles 
was active in both the National Maehine 
Tool Builders Association, of which he 
was a director, and the National Sup- 
ply and Machinery Distributors’ Asso- 
ciation. He was president of the latter 
organization from June of 1927 to May 
of 1929 and subsequently was a mem- 
ber of the advisory board. During his 
tenure as president of the National 
Supply group he won national recogni- 
tion and respect spearheading a vigor- 
ous drive for closer industry coopera- 
tion. 

In addition to his widow, Mr. Welles 
is survived by two sons and eight grand- 
children. Mr. Welles was devoted to his 
family, spending much time with his 
sons and grandchildren. The sons, Ed- 
ward Kenneth and Donald Phelps are 
twins who married sisters. Each has 
four children: Edward Kenneth three 


sons and a daughter; Donald Phelps, | 


four sons. 


It was Edward Kenneth who, after | 


fifteen years of financial experience, 
was to carry on the Welles business 
tradition. 
dent of Harris Trust and Savings Bank 
in Chicago. 
joined the firm of Charles H. Besly as 
vice-president in 1936. In 1942, Mr. 
Welles, Sr., was advanced from presi- 
dency to chairmanship of the board and 
his son filled the vacancy. 





Know 
The Answers 


to quiz on page 104 





ANSWERS: 


1. Silent, or inverted tooth; finished- 
steel roller; rough-finished roller, de- 
tachable malleable iron. 

2. Silent and finished-steel roller chain 

with cut-tooth. Rough-finished roller 

and malleable with cast-tooth. 

3. (c)—4,000 fpm. (f)—finished-steel 

chain. 

4. Silent—1,200 to 2,000 fpm. 
Finished-steel—1,200 to 1,400 fpm. 
Rough-finished steel—under 400 fpm. 

5. (a)—heavy power transmission in 

confined space at medium and slow 

speeds. 

6. They must run in liquid lubricant. 

An oil-retaining case must be built 

under the drive, and for long center 

drive this would be expensive and im- 





Edward Kenneth Welles | 


Donald Phelps is vice-presi- | 




























































The LINE that HITS the MARK for 
both USERS and DISTRIBUTORS 


Users of Jacksen products .. . over a period of seventy 
years ... have found that they can depend on the sturdiness 
of construction and all-round utility of Jackson Wheelbar- 
rows and related equipment to assure economy in service. 
To them, the Jackson Line hits the "bull's eye.” 


In like manner, distributors have found that Jackson is the 
dependable source of supply, completely filling their cus- 
tomers’ needs and providing a valuable means of maintaining 
a profitable repeat business. 


Satisfactory service to both user and distributor is the 
“bull's eye" of Jackson service, and is the constant aim of the 
entire Jackson organization. 








HARRISBURG, PA. 
- Est. 1876 
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COUPLING 


TURNBUCKLE 
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MANUFACTURED SOLELY BY 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 








BALL BEARING 
SPINDLE 
MOUNTING 





PERMITS HIGHER CUTTING SPEEDS. .. REQUIRES NO BEARING 


BER WHEN YOU THINK OF BETTER LATH 
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“a ADJUSTMENT... SUSTAINS ACCURACY OF LOGAN LATHES 


The pre-loaded ball bearing spindle mounting on the 
Logan Lathe permits the use of high speed carbide 
cutting ‘tools to full advantage. It minimizes spindle 
deflection. It means no bearing adjustments within the 
full range of Logan spindle speeds, 30 to 1450 rpm. 


SPECIFICATIONS COMMON TO ALL 
LOGAN LATHES. . . swing over bed, 
1014”... bed length, 4314" . .. size of hole 
through spindle, 25/32"... spindle nose 
diameter and threads per inch, 114"—8 
«..12 spindle speeds, 30 to 1450 rpm... 
motor, 4 hp, 1750 rpm... ball bearing 
spindle mounting ... drum type reversing 
motor switch and cord ... precision ground 
ways, 2 V-ways, and 2 fiat ways. 


As a result, the precise factory alignment of the Logan 
spindle remains undisturbed, and original accuracy is 
sustained. Grease sealed, the Logan spindle mounting 
never needs lubrication. All these characteristics are 
important factors in the proved abilityof-Logan Lathes 
to speed output and cut costs on production lines, and 
to do fast, accurate work in the tool room. See your 
Logan Lathe dealer, or write for a catalog. M-3 


LOGAN ENGINEERING CO. cHicaco 30, ILLINOIS 








OF EXTRA BUSINESS PRODUCED 
BY FLOOD OF INQUIRIES FOR 


RUST-OLEUM 


the Modern, Positive Rust Preventive 


Requests for facts are pouring in—many 
from your own territory. Industrial buyers are 


keenly alert to the greater need for rust pro- 
tection. Give your men this fast-selling item. 
Factories, contractors, public works and 
utilities need it urgently. RUST-OLEUM offers 
a selective dealer policy. Discounts are attrac- 
tive—better than on the average industrial 
item. RUST-OLEUM is a real premium-profit 
line. For faster turnover and bigger profits sell 
RUST-OLEUM. Write today for full details. 
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Do you ever ask? 


When talking to a manufacturer 
about his load-handling prob- 
lems, do you ask if he has ever 
thought about using an inexpen- 
sive crane in certain spots like 
side bays or other localized areas 
in his shop to lift and travel loads 
for him? Regardless of his reply, 
you’ve caught his attention and 
given yourself an opening to talk 
up ‘Budgit’ Crane Assemblies — 
Jib, Top-Running, or Underhung 
— right then and there! 

Point out to him the advan- 
tages of taking trucking off the 
floor with a ‘Budgit’ Crane As- 
sembly. How much more floor 
space he’ll have, the greater dis- 
tance loads can be moved. Then 
tell him that one man, not necés- 
sarily a mechanic, can build a 
‘Budgit’ Crane in one hour, using 
a wrench as his only tool. That 
all the worker need do is follow 
the simple diagrammed instruc- 
tions enclosed with each ‘Budgit’ 
Crane Assembly. Tell him how 
these cranes come in a single 
package, complete in themselves 
with the exception of the I-Beam 
or I-Beam and Shaft — which he 
buys locally and saves freight 
charges. 

Back up your statements with 
a copy of Bulletin No. 374 which 
contains detailed illustrations of 
each ‘Budgit’ Crane Assembly so 
that he may see what these cranes 
are like, how they’re packaged. 


If you’re low on copies, write 
us. We'll be glad to send 


you more. 


ji BUDGIT 


Crane Assemblies 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial ingtruments, 





practical in most cases. 
7. When abrasive substances are pres- 
ent. 

8. (d)- 12 to 1 

% 701 

10. Motor horsepower, motor speed, 
desired speed of driven sprocket, dis- 
tance between centers. 

11. (b)—the smaller diameter sprocket 
is usually the driver. 

12. (c)—finished-steel roller chain is 
more economical than silent chain. 
13. No. In general, chain should never 
be stretched tight between sprockets. 
In most cases the chain should be run 
so that it is just too slack for a leather- 
belt drive. 

14. (c)—run almost taut 

15. (a)—there is at least 90 degrees 
of chain wrap on the smaller sprocket. 
16. Chain oil should be applied at least 
once a week to the inside of the chain. 
Centrifugal force will throw the lubri- 
cant into the joints and pins. 

17. To maintain proper chain tension 
and make adjustments for tension 
changes due to pulsations or shock 
loads. 

18. On the slack side of the chain, as 
close as possible to the driving sprocket. 
19. When space restrictions prevent 
assembly of standard sprockets on close 
shafts. 

20. The sprocket has an exterior flange, 
plate or wire type; or the sprocket has 
a center groove to take a middle guide 
fin on the chain. 

21. No. It is self-guiding. 

22. (b)—greater center distance is 
possible than with silent chain. 

23. Cadmium-plated, phosphor-bronze, 
and stainless steel steel chains are 
made expressly for such service. 

24. (c)—low-power, slow-speed work 
up to about 400 fpm. 

25. Adjustment, alignment, cleanli- 
ness, lubrication. 





New 
Products 


(Continued from page 107) 





Pipe Threader 
Quick-Setting 


A QUIcK-sETTING workholder and new 
balanced loop handles are two innova- 
tions on a new geared pipe threader. 
The workholder affords an advantage 
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A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
1946 Medart market for youl! 


No. 56-V 
V-belts and 
V- sheaves 


No. 46-G 
Gears and 
Sprockets 





No. 66 
All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 
















Here's an Item in 
a Class by Itself 






“BELT- 
SAVER” 
Pulley used 


Used as a 
tail pulley on 
belt 
conveyor 















Distributors 
“BELT-SAVER” Pul- 


lors know by’ oct WHITNEY 
they are rendering PUN CHE S 


an outstanding ser- 

vice to their customers. By replacing ordinary pulleys with ae 

“BELT-SAVER” on conveyors and bucket elevators carrying od BROAD SALES COVERAGE 

hard or abrasive materials, conveyor belt life has been AO)¢ I There is such a wide variety of types and 

tremendously increased. Case after case is on record and ——AL sizes oe Punches that there is 
rtunities ... 

open to complete. careful investigation showing actual, BEARINGS a d po yin ‘s roe p Ben Each WHIT- 

proved belt life increases of from 25 to 40%. Continued NEY Punch has individual characteristics 

repeat orders from distributors proves that “BELT-SAVERS” which make it adaptable for a certain 


i f k. Th orthwhile sav- 
is in a class by itself. Full details on request. kind of wor! ere ete w 


SPROUT WALDRON & CO. : = 
MUNCY, PA. meena W. A. Whitney Mfg. Co. 


pearance of the finished job. Let us send 
Manufacturing Engineers Since 1866 636 Race St. Rockford, Ill. 


selling 























you complete details on the WHITNEY 
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Faster Work at Lower Cost 


AIR-SPEED SAW and FILE 




















b 3 





COLLIS 


COLLET 
EQUIPMENT 


(aa) for Standard 
Type Taper 
Shank Drills 

(a) for Standard 






(d) for Hand Taps 
(h) for Hand Taps 








ed to Sell. 


- Satisty (g) for Straight 
Packeg Built fo (u) (or using up 

ri WwW wist- 

LIGHT! COMPACT! POWERFUL! ed tangs or 


broken shanks 

@ Taper Tools made 
by men experienced 
in their manufacture 
—we can give im- 
mediate attention to 
your customer’s or- 
ders. 


Dependable air-powered saw and file—Fully portable—Perfectly balanced— 
Weight: 3!/, pounds—Operating speed and cutting stroke easily adjustable— 
Nothing like it for key hole, dead-end and scroll cutting in. iron, steel, aluminum, 
copper, plastics, brass, wood, hard fibre and other materials—File can be inserted 
in chuck, instead of saw blade, for all filing operations—Only two moving parts 
guarantee long life—Fully warranted—Retails for $39.50—Immediate deliveries. 


Buy From Your Distributor 
AIR-SPEED TOOL COMPANY 


acts 1500 W. Siauson Avenns. hes Angele 44, California THE COLLIS COMPANY 


Write today for circulars and trade discounts. CLINTON IOWA 
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in enabling a worker to set the threader 
exactly to size before placing it on 
the pipe. All bushings have been elim- 
inated. The loop handles on the en- 
closed gear case prevent slipping or 
tipping over, making it easy to pick up 
and put straight on the pipe. The gear 
is fully enclosed, packed in grease and 
protected from dirt and wear.—Ridge 
Tool Co., Elyria, O—MiLt Supp ies, 
October 1946. 


Stock Stand 


Dexterous 





AFTER MONTHS OF APPLICATION, engi- 
neers have perfected a dexterous stock 
stand that is fabricated out of cold 
drawn seamless steel tubing and elec- 
trically welded. Although light in 
weight (27-14-lbs.), the manufacturer 
claims sufficient ruggedness to with- 
stand stock up to 10-in. in width. The 
ball bearing feed-.roller permits the 
moving of stock to cutting machine or 
saw with ease. Roller type stock guides 
provide fast, direct straight-line feeding 
of nine to twelve lengths at a time. 
The Standard model, with ten-in.-wide 
ball bearing feed roller, is adjustable 
to working heights from 18-%-in. low, 















Streamline your 
Sales Appeal with 


Industry's overwhelming demand for TRICO 
Visible Automatic lubrication is creating un- 
limited sales opportunities for Jobbers every- 
where! This dependable, bearing-saving type of 


lubrication assures regular lucrative sales by pro- 
viding users with the following advantages . . . 























Complete bearing protection. 

Visible oil supply. 

No "trust-to-luck" hand-oiling. 

No production stoppages fer bend oiling. 
Lowered repair costs. 

Reduced fire and accident hazards. 
Easy, low-cost installation. 


WRITE for Distributor's franchise! 











TRICO FUSE MFG.(\CO. 


MILWAUKEE 12, WISCONSIN 


Buffalo 
BELTING 


The "Good Will’ Line for Distributors 


* Solid Woven Cotton Belting 

* Paraffine-Treated Belting 

* Asphalt-Treated Belting 

* Sifter Brushes and Belting for Flour Mills 
> R. F. & C. Rubber Covered Belting 


* PLASTEX — The Plastic Coated Belting 
Ideal for All Food Conveying Jobs. 





Available Now — Prompt Deliveries 
WRITE DEPT. B 





BUFFALO WEAVING & BELTING COMPANY 
Buffalo 7, N. Y New York 


Serving Industry for Over Fifty Yeors 








Chicago 
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SPARTAN 


For Superior Cutting Service, Spartan offers 
Molybdenum High Speed, High Speed Steel, 
Flexoid, All Hard and Flexible Hack Saws. 


por 


> HACK SAWS 


CUT CUTTING COSTS 





to 28-44-in. high. The other model, 
Master Delux, comes equipped with ad- 
justable roller type stock guides 
for straight-line feeding.—IJllinois Iron 
Works, Chicago 19—Mut. Suppties, 
October. 1946. 


Foot Valve 
Compressed Air Control 








MASTER COST-SAVING EQUIPMENT—FOR IMMEDIATE DELIVER 





Genera! 
Purpose 
, Floodlights 





Portable Gas-Electric 
Generator Plants. 


: BIG-3 for Generation 
Sizes 500 to 17000 Watts - 
° Tool Operation and 
(Cateleg Number 394) Concrete Vibration 
(Catalog Number 687) 
**Power-Blow’’ Electric 
Hammer and Spade 
(Catalog Number 688) 


(Catalog Number 683) Hand Tools for use with 
Gas or Electric Grinding Machines ond Power Tools BIG-3 and Grinding 
Machines (Cat. No. 687) 





S88 8 @ CLIP THIS ADVERTISEMENT— CHECK CATALOGS WANTED BESS & 


Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 
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A NEW, UNIVERSAL TYPE foot-operated 
valve for controlling the passage of 
compressed air has been perfected. De- 
signed as a highly adaptable, industrial 
all-purpose valve, the foot valve can be 
used to control any type of air cylinder. 
It will apply pressure with the pedal 
depressed, or, through a simple rear- 
rangement of the piping, the same valve 
without modification will apply pres- 
sure with the pedal released. Compact- 
ness is shown by over-ail measurements: 
7-¥4-in. deep by 5-14-in. wide by 4-14-in. 
high. All air passages are the equiv- 
alent of a 14-in. diameter.—National 
Pneumatic Co., New York.—Mut Svp- 
PLIES, October 1946. 


Pump and Tank 


For Coolant 





Saip TO BE exceptionally low in cost, 
and highly adaptable, a new coolant 
pump and tank has been introduced by 
Delta-Milwaukee. The unit has a wide 
capacity, up to 30-gal. per min. at low 























dimniaitmiove. <0 











heads, and will deliver water at 2-gal. 
per min, to a 14-ft. head. The 14-hp. 
motor is fully enclosed and double- 
sealed, with prelubricated ball bearings. 
The unit, neat and simple in construc- 
tion, is portable and requires a mini- 
mum of time for installation—Delta 
Mfg. Division, Rockwell Mfg. Co., Mil- 
waukee 1.—Mit. Suppiizs, October 
1946. 


Angle Protractor 
Speeds Grinding 


A NEW UNIVERSAL angle protractor can 
be used on all makes of carbide tool 
grinders and provides a dual change 
of angles from 0 deg. to 90 deg. It is 
said to greatly speed production by 
permitting the grinding of two tools 
simultaneously, at the same or different 
angles. While designed primarily for 
grinding operations, it also lends it- 
self to a variety of applications, such 
as acting as an angular guide for drill- 
ing, grooving and milling. The key is 
a separate unit which is studded to the 
body of the adaptor and slides on four 
steel balls which provide constant 
thrust and mobility.—Willey’s Carbide 
Tool Co., Detroit. -Mit. Suretirs, Oc- 
tober 1946. 


Wheels 


Aluminum 





A NEW HIGH performance, aluminum 
alloy rubber tired wheel has been in- 
troduced. Said to be 30 to 50 percent 
lighter than wheels of equal rating, 
the new units embody such features as 
double wall construction for extra 
strength, and flush design for clean 
surfaces and smart appearance. Their 
solid rubber tires resist oil and water 
and are guaranteed not to separate from 









































“DIE-LESS" 
DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible by 
the adaptability and ease of operation of 
DI-ACRO Shears, Brakes, Benders, — precision 
machines which make parts just as accurately as 
dies to a tolerance of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our con- 
sistent advertising to industrial plants has created 
a constantly broadening market 
and a remakable interest in “DIE- 
LESS DUPLICATING.” Send 
for catalog and complete dealer 
information. 


Write for Catalog 
ONEIL-IRWIN mes. co. 











312 Eighth Ave. So. ¢ Minneapolis 15, Minn, — 























LAMINATED SHIM COMPANY 


INCORPORATED 


58 Union Street ° Glenbrook, Conn. 
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SPARTAN 


Sell Your Trade These Blades 
your customers will buy again 


SO MUCH CUTTING 
AT SO LITTLE COST 


SPARTAN SAW WORKS, INC. 


PRINGFIELD 7, MASSACHUSET 





T C ELECTRIC FURNACES 





Dealer cooperation has been an impor- 
tant factor in the growth of our business. 
That's why we advertise TEMCO fur- 
naces nationally on a "See your dealer" 
basis and refer inquiries to 
cooperating supply houses. 
We intend to continue this 
policy. 
























Shown here is the new model 
CEA. Inside dimensions 43%4 x 41% 
x 6 priced at $80.00 for 115 V. AC. 
This furnace operates continuously 
at 2000° F. and the stepless heat 
control permits any temperature to 
be selected and held automatically. 
Our complete line includes four 
models priced from $50.00 to 
$194.00 with muffle sizes up to 6” x 
5” x 10”. These furnaces are de- 
signed for heat treating and small 
unit production in tool and die 
shops and industrial plants. 










WRITE FOR COMPLETE 
JOBBER INFORMATION 






497 WEST LOCUST ST., DUBUQUE, IOWA 





THERMO ELECTRIC MFG. COMPANY 
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the wheel core. Prelubricated roller 
bearings eliminate axle wear and side. 
play. Special formed aluminum alloy 
interlocking retainers keep grease in 
and dirt out, reducing maintenance 
under normal conditions. Rubber-tired 
wheels are available in a range of sizes 
from 4- to 20-in. Sizes of all-aluminum 
wheels range from 3- to 10-14-in— 
Aerol Co., Los Angeles 21.—Mut. Sup. 
plies, October 1946. 


Masonry Drills 
In Kits 





CARBIDE TIPPED masonry drills, said to 
be improved over previous models, yet 
radically cheaper, are now available in 
handy cloth kits. The drills, a Carboloy 
product, are capable of drilling holes 
in concrete, brick, tile, marble, slate and 
plastics four times faster than those 
made of the hardest steel, according 
to the manufacturers. The improved 
line now includes 15 sizes, ranging 
from *s-in. nominal diameter to 1-14-in. 
nominal diameter. The improved drill 
design features a solid round shank 
without flutes. According to reports, 
the new round shank actually gets dust 
out of drilled holes better than the 
former fluted design.—Carboloy Co., 
Inc., Detroit 26—Mitt Supp.ies, Oc- 
tober 1946. 


Packing 
Oil Seal 


A New TYPE of oil seal packing is now 
being manufactured by Johns-Manville. 
Using no metal, the new seal has a high 
factor of heel rigidity and a soft flex- 
ibility. It is made with a heel of resin 
bonded fabric and with a lip of tough 
but soft flexible compound. The special 
lip design makes it possible to vary the 
bearing area and control the pressure 
of the lip against the shaft by means 
of a garter spring, thereby reducing 















De 
fin: 


ha: 
on 
ple 


» 80 


lar 
ne 
ree 
nif 
uc 
PL 





Rui 2a Sa 










ler 


loy 
les 


pse 
ng 


ing 


rill 





shaft wear. It is said that its one- 
piece precision-made body, concentric- 
ally molded and nonmetallic in con- 
struction, permits relatively liberal 
machining tolerances. 
known as Clipper Seals, are available 
in shaft sizes from 1-¥e-in. to 37-in. in 
diameter.—Johns-Manville Corp., New 
York 16.—Mirt Suppuies, October 
1946. 


Magnifier 


Rectangular 





DESIGNED TO ENABLE the user to read 
fine print and observe fine detail over 


The packings. | 








a large area. a rectangular magnifier | 
has been placed on the market. Though | 


only 4-in. long when folded into its 
plastic case, the lens is 3-14-in. wide, 


. so that magnification is secured over a 


large area at one time. For example, 
newspaper type, a column wide, can be 
read at a glance. The lens has a mag- 
nification of 2-% times.—Elroy Prod- 
ucts Co., New York 17—Mitu Sup- 
PLIES, October 1946. 


Handlever Turret 
Tailstock-type 


DESIGNED TO GIVE turret lathe efficiency 
to 9-in. lathes on jobs which require a 
number of successive operations, a new 
tailstock-type handlever turret has been 








VINCENT-HUNTINGTON 
Grinding Wheel 
DRESSERS and CUTTERS 


DO THE JOB BEST— 
FOR YOUR 
CUSTOMERS... 
... FOR YOU 


1 Jincent-Huntington Grind- 
ing Wheel Dressers and 


Cutters have been known as good products since 1909, On the tough- 
est of hand dressing operations Vincent dresser cutters perform better 

. . wear longer. Heat-treated by an exclusive process, Vincent cutter 
teeth will not break or mush over thus producing cleaner, more accurate 
grinding wheel surfaces. 


Aviable in styles and sizes to meet your customers’ hand dressing 
needs, Vincent-Huntington performance means economical dressing for 
your customers . . . greater profits through repeat orders for you. 


Write today 
for complete information 
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AND REPAIR 
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WITH 
SUPER 4, 


TR: ND INDUSTRIAL 
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ARC WELDERS 









G 
ents 


A Range of Models for Every Welding Job! 


“Job tested” TRINDL WELDERS, outstanding in the welding field 
because of the Simplified Operation and Ruggedness of Design and 
Construction, are unbeatable for practical efficient low cost opera- 
tion. TRINDL WELDERS, preferred for general industrial and 
automotive production, construction, maintenance and repair, are 
available in a range of models for every 
type of shop or welding job. 


DEPENDABLE TRINDL WELDERS, WELDING 

SUPPLIES & ACCESSORIES ARE AVAILABLE 

TO SAVE YOU BOTH... TIME AND MONEY 

Write, wire or phone today for particulars and catalogs 

JOBBER AND DISTRIBUTOR INQUIRIES INVITED 
Write for Selected Distributor Plan, 

TRINDL PRODUCTS LTD., 17 E. 23rd St., AY, Chicago 16, lit. 




















MORGAN smsnn VISES 


. . -. NEVER LOSE ACCURACY 
AND PRECISION.... 


Reliable, efficient, economical, and 
eanry | performance is what to ex- 
pect from MORGAN VISES. Spe- 
cial semi-steel castings, tested and 
proved by actual breaking strain, 
assures a vise that will sustain peak 





production without delays or shut- 
downs. Practically no maintenance 
or attention is needed to maintain 
constant accuracy and precision. 
Sell these essential tools for good 
returns. 


© Machinists 
Bench 

®@ Combination 
Pipe 

@ Coachmakers 

@ Woodworking 


© Solid Nut 
Continuous 
Screw 


@ Quick Action 
@ Lighting Grip 


MORGAN 
VISE 
CO. 


108-112 N. JEFFERSON ST. 
CHICAGO 6 U.S.A. 
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Bad POWER KING 


ADVANCE SAFETY CAR 
WRENCH 





MOVERS 














%& No matter what your customers’ car moving problems are, there is a 
BADGER Car Mover that does that particular job BEST. BADGER Car Movers 
are built for just one thing—to keep freight cars in service—and they do this 
job well and get those cars back on the line with a minimum of time loss. 
They are easy to handle, safe to use, and require very liitle if any mainte- 
nance or repair. It’s good business to stock BADGER Car Movers and also 
ADVANCE Safety Car Wrenches and Slipproof Spurs. 


ADVANCE CAR MOVER COMPANY 


APPLETONM>+ WISCONSIN 





developed. The equipment, designed 
for South Bend lathes, mounts on the 
inside ways in plaee of the tailstock. It 
is a six-station unit, accomodating tools 
with 5-in. diameter shanks. The length 
of the cut at each station is governed 
by means of an adjustable set screw. 
Stop mechanism is geared to operate 
automatically in unision with the in- 
dexing of the turret head. The index 
lock releases automatically at the end 
of the turret slide’s return stroke and 
indexing is done by hand. Turret slide 
has a maximum stroke of 3-14-in.— 
South Bend Lathe Works, South Bend 
22.—Mitt Supp.ies, October 1946. 


Step Ladders 
Aluminum, Folding 


A COMPLETE LINE of new, low-priced, 
aluminum step ladders, said to be strong 
enough for industrial purposes, has 
been put on the market. Available in 
3-, 4-, 5- and 6-ft. heights and weighing 
approximately 1-34-lbs. per ft. of height, 
the ladders are being produced by 
modern methods to sell in carload lots. 
All models, except the 3-ft., are equip- 
ped with bucket rests. They are con- 
structed of aluminum alloy 528, which 
has a tensile strength of 37,000 lbs. per 
sq. in., and are fitted with rubber safety 
treads to prevent skidding—M. & M. 
Mfg. Co., Pittsburgh—Mu. Supp irs, 
October 1946. 


Cutter 
Strip and Selvage 


Saw By its manufacturers to be some- 
thing brand new in a centuries’ old 
field, a new stripping and selvage cut- 
ter for the laying of linoleum is now 
being merchandised. Credited with 
making stripping and selvage cutting 
true, fast and easy, the tool also pro- 
vides a perfect miter edge, permitting 
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the cutting of one thickness at a time, 
with assurance of a perfect miter fit. 
The cutter is made of bakelite and is 
precision broached for accuracy. Made 
in five sizes, 14-, %-, 1-, 1-% and 2-in., 
it will cut any thickness from 1-in. 
heavy to light-gage and __linowall. 
Molded to fit the hand for either right- 
or left-handed use, it carries two bias- 
cut, razor sharp, parallel steel blades, 
each double edged and reversible—Jer- 
sey Carpet Corp., Passaic —Mui Svur- 
pies, October 1946. 


Soft Hammer 
Nylon Faced 


A NEW SOFT HAMMER with faces of 
nylon, said to have all the features of 
all soft hammers and none of the dis- 
advantages, has been placed on the mar- 
ket. Nylon has been proved by exhaus- 
tive tests, in which all plastic materials 
and soft metals were tested, to outper- 
form all other materials. It wears 
longer, handles well, does not chip or 
mushroom, has no rebound, is resistant 
to fire, chemicals and oils, and does 
not heat up or change shape under 
continued use. Among the features of 
the hammer are its streamlined design, 
bright smooth finish and_ replagce- 
able nylon faces.—Danielson Mfg. Co., 
Danielson, Conn.—Mut. Surriirs, Oc- 
tober 1946. 


Bench Punch 
Compact 





A NEW IMPROVED model of an unusually 
compact 4-ton bench punch press de- 
signed to approximate the performance 
of far larger presses is now being pro- 
duced. Weighing only 215 Ibs.. the 














FLOOR MATTING 


¢ PROMOTES SAFETY 
" @ REDUCES FATIGUE 
¢ PROVIDES COMFORT 
e FURTHERS SANITATION 


AMERICAN COUNTER-TRED MATTING 


A tough, durable, long wearing rubber and cord matting 
with a resilient non-slip surface that affords safety in wet 
or slippery areas. ae bottom affords aeration and 
drainage. Easily handled for cleaning. Adheres perfectly 
a os floor, Keeps the feet dry. 3/8'' thick, 24" wide, any 
ength. 


AMERIFLEX HARDWOOD LINK MATTING 


Links are held on galvanized steel springwire framework. 
Lies flat. Follows contour of the floor. Beveled edges. 
Can be rolled or folded. 


TUF-TRED TIRE FABRIC MATTING 


A long-wearing mat for promoting safety and gran 
comfort. Beveled nosing on all sides. For use aroun 
machinery, on ramps, wet floors and in shower and locker 
rooms. 5/8'' thick, up to 6' wide, any length. Standard sizes: 
16" x 24", 18" x 30", 22" x 36", 26" x 42", 


The ONLY 
Successful 
OIL and GREASE 
RESISTANT 
MATTING 
Neo-Cord 
Counter-Tred 


Contains no rubber 





Highly desirable territory open to mill supply 


and machinery dealers 


Phone - wire - write for details and list of inquiries which 
have been received from your territory on our product. 











Write for prices and folder "A Mat 
for Every Purpose”. 


AMERICAN MAT CORPORATION 


1799 Adams St., Toledo 2, Ohio 





Made with Dupont Neoprene 


















OVER 50 YEARS 


OF DEPENDABILITY 
BACKS UP 


FIRE POTS 


ant BLOW TORCHES 


No. 22A—Coil Fire Pot adaptable for 


gasoline or kerosene. 
‘A favorite with the plumbing trade. Equipped with quick 


detachable coil unit —easy to start — simple to operate — 
operates under all reasonable weather conditions. 


Distributed through leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 


LOUISVILLE 10, KY. 


1716 DIXIE HIGHWAY ° 













GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 


KWILLEYO 


Willey's General Purpose Tung- 
sten Carbide Tools, suitable for 
machining cast iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 

steels. They are low in price, and give 

increased production with lower costs. 
Prompt deliveries on these standard tools. 


New, Willey's 710 


This new, steel cutting grade of Carbide, just 
announced for c tough alloy steels can be 








Write for 
WILLEY’S NEW 
CATALOG 29 


used to tip any of the tools shown in Willey's 
Catalog — or for making special tool 
specifications. ” iene! 


NEW DESIGN MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 
longer. Used with any portable rotary drill. Goes for weeks 
without resharpening. Sizes from 3/16'' to 2°’ diameters. Get 
@ set from your supply house today, at new low prices. 


MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special cutting 
tools, drills, reamers, grinders, and diamond tools. Write for full 
information and new Catalog No. 29, and special circular covering 
tools by the package. 





Buy Wiltey’s Standard Tools 
by the box from your Mill 
Supply Houses. 


WILLEY’S CARBIDE TOOL 


} 


Detroit 1 


of OF 


1342 W. Vernor Highway Michigan 








MATERIALS 
HANDLING 
EQUIPMENT 






A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full con- 
fidence of long-life and quality per- 
formance. Conco has been a leading 


name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 














i 


Differential Hoist. 


Torpedo Electric Capacities one-half, I-Beam Trolley in Spur Gear Hoist. 
Hoist. Capacities and one-ton. A fast- four models, plain High speed, high 
250-. 500- and 1000- selling. low-cost or geared types in quality, in capaci- 


ties r from 
\Yy through 2 tons. 


CONCO ENGINEERING WORKS 


hoist, with a e capacities from 1, 
market. sas thr 


ough 10 tons. 














press operates at a speed of 285 r.p.m. 
with a 1725 r.p.m. electric motor. One 
of its features is a precision ground 
shaft that is keyed by means of a press 
fit to a large eccentric, thereby offer- 
ing a shock-absorbing bearing surface 
with no weak or thin points to shear 


or fail. An over-size bronze bushing 
encloses the eccentric, and full di- 
ameter bronze bushings encase the 


shaft at wear points. The manufacturer 
points out that the machine is also 
adapted to stamping, marking, punch- 
ing, crimping, riveting and other pro- 
duction operations.—Benchmaster Mfg. 
Co., Los Angeles —Mu.t Suppties, Oc- 
tober 1946. 


Etcher 
Production Marking 





Usinc A FILM STENCIL, a new etching 
device has been put on the market by 
Ideal, It will reproduce counterparts 
of the stencil pattern in one to three 
seconds on steel, brass, copper, bronze, 
tin and many other metals. It is eff- 
cient, say the manufacturers, for tool 
or plates having round as well as flat 
surfaces. Impressions on the film sten- 
cil may be made by typewriter, pen, 
pencil, or stylus, and the number of 
reproductions from a single film is said 
to run to several hundred. The etching 
fluid is non-aciduous, harmless upon 
contact with the hand or body, and the 
depth of marking is controlled by a 
rheostat and time of etching exposure. 
—Ideal Industries, Inc., Sycamore, Ill. 
—Mi.. Suppties, October 1946. 


Silver Brazing Alloys 
Low Temperature 


WITH THE PRICE of silver increased ap- 
proximately 20 cents per troy 0z., 
Handy & Harmon has introduced two 
new silver brazing alloys featuring lower 
silver content. Known as Easy-Flo 45 
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ae practical port- 
able welder built into a 
strong, shock-proof carrying case, 
ready to carry right to the work— 
not the work to the welder! 


Plant maintenance men and me- 
chanics use it for both electric 
flame and metallic arc welding, 
light and heavy brazing and sol- 
dering—any metal—iron, steel, 
bronze, brass, aluminum, etc. 





Kit includes ng trans- 
former, dual-use electrode hold- 
ers, polarized outlet plug, metal- 
lic rods and fluxes, welding hel- 
met, Instruction Manual. Plugs 
in on any standard 110-V., 60- 
cycle AC outlet, anywhere. Uses 
very little current. Permits work- 
ing in close quarters. Saves time, 
money, inconvenience. 


Many Prospects in Your 
Territory 


The Magic Wand Welder is priced 
for quick sales and sells itself. Backed 
by unconditional factory guarantee, 
based on performance of thousands 
of units now in use. Sold through 
distributors. Write for full informa- 
tion, discounts, open territory, adver- 
tising aids, etc. Address inquiries to 


JOHN H. GRAHAM & CO., Inc. 


General Sales Agent 
a) Dept. L, 105 Duane St., 
New York 8, N. Y. 
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Easy to use—strong—stain-free 


CASCAMITE 


A modern wood glue 
for your customers! 


fw HIGHLY water-resistant glue for 
jobs which are to be exposed to ex- 
Cessive moisture or dampness. Easy to 
mix with cold water. Perfect for veneer- 
ing because it’s stain-free. 

Suggest CASCAMITE for: laminated 
wood beams, arches, trusses, prefab- 
ricated houses, cabinet work, veneer- 
ing, or wherever a highly water-resist- 
ant bond is desired. Available in 1, 5, 
25, 50, and 100-pound drums. 


By the Makers of the Na- 


* 
— eet 


CASCAMITE 


JREA RES 





For gluing dissimilar materials 


CASCO FLEXIBLE CEMENT 


— NEW, flexible, water-resistant, 
ready-for-use adhesive for bonding 
dissimilar materials. Bonds materials 
on which conventional-type glues do 
not “take”: metals, plastics, foils, 
linoleum, etc. to wood, wallboard, con- 
crete, etc. Sets up flexible—withstands 
jolts, shocks, and expansion. 

CASCO Flexible Cement is suitable 
for: novelties, mounting (maps, dis- 
plays, foils), labeling, wall covering, 
and assembly gluing. Available in 1, 5, 
30, and 55-gallon drums. 


Where a completely durable, water- 
proof bond is required, recommend 
CASCOPHEN, the new resorcinol-resin 
glue. It withstands practically anything: 
continuous outdoor exposure, moist or 
dry heat, mold or fungus, solvents, etc. 


CASEIN COMPANY OF AMERICA 

(Division of The Borden Company) 

Dept. MS-06, 350 Madison Ave. 
New York 17, N.Y. 














CAPITAL “RED CAPS” 


Long Service Life . . . Vast Potential 
Markets .. . Many Applications . . . 
Fewer Replacements 


INDUSTRIAL 


BRUSHES and BROOMS 


@ One of the main reasons for the 
outstanding quality and service 
ability of CAPITAL “RED CAPS” 
is the fine quality fibres and bris- 
tles used in making them. In 
actual test they have outworn and 
outperformed similar maintenance 
equipment. Plants now using these 
brushes and brooms are among 
the most satisfied in industry. 
Many leading distributors have 
been handling CAPITAL Indus- 
trial Brushes and Brooms for years 
and making nice profits too. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 















PRECISION 
BRAND 









Pachaged 


FOR YOUR CONVENIENCE 
SAVES TIME * WASTE * AND BOTHER 


THICKNESS GAUGE STOCK 
Precision Brand quality. Tempered, 
polished, and edged with rounded 
ends. 12 inch lengths in individual 
envelopes. 12 to the box, 9 boxes, 
108 pieces to the carton. All popular 
thicknesses. Size etched on each piece. 


THICKNESS GAUGE STOCK 
Ye INCH WIDE 
Precision Brand thickness or feeler gauge stock is manu- 
factured from finest quality tempered and polished spring 
steel, especially for this purpose. In dispensers and in 
10. 15, and 25 foot leneths. All popular thicknesses. 
Cellophone wrapped for protection. 





ORDER TODAY 


REG .U.S.PAT.OFF 





PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, INCORPORATED 


9425 WEST KINZIE STREET © CHICAGO 24. ILLINOIS 
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and 35, their percentage of silver alloy 
is signified in the numerals in their 
names. The 45 percent alloy also con- 
tains copper, zinc and cadmium. One 
of its exceptional qualities, according 
to the manufacturers, is a new low 
melting range, 1120 deg. F. to 1145 
deg. F. The joints produced between 
ferrous. non-ferrous and _ dissimilar 
metals are strong, ductile and _leak- 
tight. The 25 percent alloy has other 
characteristics, among them a_ wider 
melting range of 1115 deg. F. to 1295 
deg. F. It is high in strength and 
ductility, while inexpensive to use.— 
Handy & Harman, New York—Muu. 
Suppiies, October 1946. 


Flange Jacks 
Simple Design 


A NEWLY DESIGNED flange jack is now 
on the market. The manufacturer 
terms it a high grade tool, sturdy and 
strong, yet simple in design. The jaws 
are heavy one-piece steel forgings ca- 
pable of withstanding tremendous pres- 
sure. It is said that the jacks have 
easily opened joints against loads of 
15-tons, without damage to the jacks 
or the flanges. in repeated laboratory 
tests. The tools should be saleable to 
large manufacturing plants, public 
utilities. water works, oil refineries, oil 
fields, ships and ship yards. Having a 
shipping weight of 13-lbs., they are 
suitable for standard flanges from 2- to 
20-in.—T. G. Persson Co., Bloomfield. 
N. J—Mut Suppries. October 1946. 


. 
Couplings 
Low Power-Takeoff 
RECENT ADDITIONS to the Morse Chain 
line of power transmission equipment 


are small couplings designed for the 
low power-takeoff of fractional hp. 
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by carrying the complete 
CLOVER LINE 


“e 
si a 


CLOVER COATED ABRASIVES, — in ali grains, 


grades, backings, coatings, sizes and shapes. 


CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Foamous since 1903. 





~y * ee 


CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


Ab iiiitee 








drives. Available in two sizes, handling 
3- and 9-ft. lbs. torque, the couplings 
weigh approximately 14-lbs. and 1-14- 
lbs., respectively. Maximum r.p.m. is 
3600 for both sizes. The choice of stock 
bores ranges from 14-in. on the smaller 
to l-in. on the larger. Morse uses a 
flexible neoprene biscuit assembly which 
shields machine installations from 
shock and permits slight angular mis- 
alignment of shafts while transferring 
maximum power.—Morse Chain Co., 


| Detroit—Miv Suppwies, October 1946. 


Lapping Machine 
Flat 


A NEW Low cost machine, designed for 
high speed precision flat lapping of 
single parts or production runs of hard- 
ened steel, quartz, glass, etc., has been 
developed. The manufacturer asserts 
that the machine rapidly and _ easily 


| finishes each piece to a high polish and 


precision flat finish and size. Single 
pieces ordinarily do not require hold- 
ers, chucks or collets—the operator 
merely laying the piece on the revolv- 
ing circular lapping plate and direct- 
ing its motion with his hands. This 
machine can be used for precision flat 
lapping of machine and tool parts, flat 
sliding surfaces, flat rotating surfaces, 
air-tight and liquid-tight seals, and flat 
surfaces on plastic molds, die-casting 
molds and drawing dies.—Spitfire 
Tools, Inc., Chicago 41—Mu. Sup- 
pLies, October 1946. 
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LOW TEMPERATURE 
WELDING ALLOYS 


A Complete Line 
Priced To Sell 








RAPID TURNOVER 


Big sales records are being chalked up for low 
temperature brazi and welding alloys and 
fluxes. REASONS ARE: low temperature alloys 
save gas and current; make welds faster; and 
avoid most of the dismantling and re-asse: 

common to procedures that require a lot of heat. 





HIGH QUALITY LINE 


The All-State line is made to the high standards 
that have been set for low temperature work. 
The line provides many different alloys and 
fluxes, thus making it possible for the user to 
select exactly the combination he wants to use. 


UNEXCELLED PERFORMANCE 


Requirements can be met for strength, color 
matching, smooth joinings, machinability and 
freedom from defects. Rod pti is re 
markably low. 





EASY-TO-USE 


With the simple instructions in each package, 
most operators can adapt their techniques t 
the few things that are done differently in low 
temperature welding. 


ATTRACTIVE PRICES 


The All-State line is priced to protect the dis 
tributor from being undersold. 


STOCKS AVAILABLE 


All-State offers prompt service on initial and 
replacement stocks with a liberal plan of full 
credits for adjusting distributors’ stocks. 


DISTRIBUTOR SUPPORT 
Consumer demand is stimulated by adverti 


a + 


and publicity on new p . pany 
distributor activities; consumer clinics; and the 
All-State national field staff of competent weld. 
ing experts maintained to assist distributors 
salesmen in developing new customers. 


+ 


Wire or write for details; stating the time on 
All-State representative may call. 


Hll-State 
WELDING ALLOYS CO.. Inc 


\ y 





96 WEST POST ROAD - WHITE PLAIN 
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gives these blades their outstanding Medart Company, The 

performance. They are gauged and Menasco Manufacturing 

checked throughout every step of their Metro Tool & Gauge 

manufacture and given a stiff bending Millers Falls Co.. 

pounds test before you get them for Milwaukee Brush Mfg. oo ” ‘The. 
sale. HY-FLEX meets today's demand Mining Safety Device Co 

for a medium priced blade which is Morgan Vise Co 
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Faithful!” 


HIS is just one of the many 

affectionate names the ‘Load- 
Lifter’ Electric Hoist has deserv- 
edly earned from many owners 
and operators. 

When a piece of mechanism 
performs so that men ‘endow it 
with a personality, you may sell 
it with absolute confidence. 

You know all about the rugged 
construction of the ‘Load-Lifter’ 
and of the many special features 
not found in their entirety in any 
other hoist. Translated into serv- 
ice, they mean a long life of 
lifting up-to-capacity loads as 
continuously as a clock runs and 
with the minimum of trouble and 
maintenance costs. 

Recommend ‘Load-Lifters’ for 
all tough lifting jobs under diffi- 
cult conditions knowing that you 
are selling satisfaction for an in- 
definitely long time. 

If a problem is involved, write 
us. We have so many solutions 
to case histories in our files, we'll 
be sure to find one the exact 
duplicate of the situations you'll 
run into in your selling. 


Are you well supplied with 


copies of Catalog 215? If 
not, write for more. 


LOAD LIFTER 


Hoists 


meee 
MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of “Shaw-Box' Cranes, ‘Budgit’ and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





THEY SATISFY 


The line is complete in sizes, shapes and cuts and 
in both American and Swiss patterns giving you a 
line that can furnish the proper file for any filing 
job that your trade may have. 


“ALLIGATOR” : 


$' 
ROTARY PATTERN 


YOU CAN'T BUY OR SELL A BETTER FILE 


“CARSON” “NEWTON” 


AMERICAN PATTERNS 


CARSON-NEWTON CO., BELLEVILLE, N. J. 
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E ach month, more SpeedWay Drills 
come off the production line; are be- 
ing shipped each day. But, frankly, 
though we are beginning to cut into 
our mountainous pile of back orders, 
there's a deal of waiting still for a lot 
of people who are ordering SpeedWay 
Tools today. However, because they 
are worth waiting for, we suggest that 
you place your order now with your 
local SpeedWay dealer for earliest pos- 
sible delivery. 


SPEEDWAY MFG. CO. | 


1832 S. 52nd Ave., Chicago 50, Ill. 
No. 89 equipped with Snap-Release 
Chuck 


No 89-J with Jacob chuck (as 
illustrated) $5.00 extra. 































in Cone a! oe ee ee Oe tee 


SS uvin 















Se 
IT'S EASIER TO DO 
GOOD SOLDERING 

AND TINNING WITH 


Soldering Flux 


Ruby’s Stainless Steel 
Flux and Rubyfluid 
Soldering Flux — in 
paste or liquid form— 
properly conditions 
the metal so that it is 
easier to solder 
quickly. There are no 
objectionable or harm- 
ful fumes. Economical 
to use. 





See 
your jobber or 
write direct. 





RUBY CHEMICAL CO. 


70 S. McDowell St. 
COLUMBUS, OHIO 


— Oo“ 





Square, Straight Tapping 
gy HALF THE TIME 





The Dahlstrom Tap Guide prac- 
tically eliminates tap breakage, and 
turns out uniform work. Just fasten 
it to a post or bench, slip a Tap 
Adaptor into the spindle, and turn 
the handle. Equipped with seven 
Adaptors from 8/32 to 4%” (taps 
not furnished). Table 6” x 104%", 
7” opening. Literature on request. 


Advertised in Leading Machine Shop Mapaet 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. . Minneapolis 15, Minn. 


Dablstrom TAP GUIDE 
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WALDEN 


WORCESTER 


MICROJUSTABLE 
WRENCH 


Designed and 
Engineered by 


STEVENS-WALDEN, inc. 


Drop Forged, Heat 
treated. STRONG 
WHERE STRENGTH 
IS NEEDED....... 


Adjusts snugly to any size nut by 
quick acting thumb screw. Ma- 
chined with Micrometer precision, 
Bright plated and highly polished 
This wrench is a prime necessity in 
every machine shop and garage. 
Made in seven sizes from a vest 
pocket size of 4 inches in length 
to the 18 inch large size. 


mcronstans VOR EN 
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The Publisher's Page . .. where the views expressed are his own 


“Buy From The Distributor" . 


tioning the distributor in advertising copy appearing in 

magazines going to industrial users. This will come as a 
surprise to many distributors and possibly to the Manufac- 
turers’ Relations Committee, headed by Ray Neal, of the 
National Association who have done so much to bring it 
about. Certainly it is good news. 

The number may be even greater. We could, of course, 
check only a fraction of the hundreds of magazines making 
up the business publications of the country. Some manufac- 
turers, selling through distributors, may be using schedules 
in magazines not checked. It is also possible that advertising 
was so scheduled as to miss September issues we did check. 
For that reason the list of manufacturers appearing (start- 
ing) on page 84 is probably incomplete and will be supple- 
mented in future issues as additional names are discovered. 

The copy form, in which the distributor is mentioned, has 
wide variations. In general it falls into three classifications. 
First, those who say in effect, Buy from the Distributor ; 
second, Buy from our Distributor; third, Sold exclusively 
through Distributors. A few manufacturers, such as Cleve- 
land Twist Drill Company, Dodge Manufacturing Company, 
Fiske Bros. Refining Company and National Twist Drill & 
Tool Company use a symbol of some form in playing up the 
distributor service. 

No special advertisements featuring distributors were 
found in September issues we checked. Such advertisements 
have been carried, during the past, by Manning, Maxwell 
& Moore and Cleveland Twist Drill in recent issues of busi- 
ness magazines, and quite recently, Black & Decker carried 
a two color, full-page advertisement in the Saturday Evening 
Post. When you realize that The Post reaches some three 
million, plus, people and a page in color costs around ten 
thousand dollars, you begin to get the impact ofthis effort 
in behalf of distributors. 

Coming up is another outstanding advertising job featuring 
the distributor. Eighteen industrial magazines, October 


ee ONE HUNDRED TWENTY-FIVE manufacturers are men- 


issues, are being used by The Lunkenheimer Company to sell 
distributors’ services. It is interesting to note that five of 
the magazines on their list were used for the advertisement 
“Service and Dependability” that we ran in September issues. 

The manufacturers are doing their part in the job of 
promoting industrial distributors, and I have every reason to 
believe the tempo of their efforts will increase. Distributors 
have not kept pace. In fact up to now they have done very 
little for themselves. There is evidence aplenty, however, 
that this situation will change materially in the coming 
months. There are a number of distributors who already 
are doing something about it and the list will grow in leaps 
and bounds if my mail means anything—which I am sure 
it does. 

As a part of the distributor’s own efforts, Mitt Supp.ies 
will continue full-page advertisements, for the balance of 
1946, in two outstanding industrial publications. The copy 
theme of these advertisements will feature the major services 
performed by distributors. Each advertisement will detail 
a particular service in much the same manner as covered in 
the booklet, “Service and Dependability.” 

Just a few words about our September campaign and the 
booklet that was prepared to sell your services. The many, 
many letters you wrote us are appreciated no end. It is an 
understatement to say that they more than repay our efforts. 
What they say to me is that we are a part of an industry that 
is the very lifeblood of the American system of enterprise. 
An industry that truly serves industry economically and is 
ready to face whatever the future brings. Let’s advertise 
that fact and never let the world forget it! 

To the National and Southern Supply and Machinery 
Associations our sincere thanks for the bulletins sent to their 
memberships about our campaign. And to the many indi- 
vidual distributors, who have joined in to make this start in 
selling fhe distributor’s services to industrial users a con- 
tinuing campaign, I ean only say—it will pay off which, after 
all, is what you’re interested in. A. M. MORRIS 


























STARRETT DIAL TEST INDICATORS 



































INDICATING OR INSPECTION OPERATION 


Every mill supply salesman should have a copy of the new Starrett Dial Indicator 
Catalog “EG”. It illustrates and describes the complete line—helps sell Starrett Dial 


Indicators for countless applications like those shown above. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS ° U.S.A. 


World's Greatest Toolmakers 
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‘egistered SLINGS 


= 


If your local Hazard distributor does 
not have a stock of standard sizes 
and lengths of Hazard Registered 
Slings on hand he can get them for 
you immediately by phoning the 
Hazard District Office. Order today. 
You will find them the most efficient 
wire rope slings you have ever used. 

The Acco-Loc Safety Splice itself 


Witkes-Derre, Pa, Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portiend, Son Francisce, Tacome, Seattle, Bridgeport, Conn. 
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HAZARD WIRE ROPE DIVISION 
AMERICAN CHAIN & CABLE 


moe WY WY tn Busines for Your Safety 





is neat, compact, flexible to the ter- 
minal. No seizing wires to ravel; no 
wire ends to barb. No distortion of 
rope structure. Always develops 
100% of rope strength. Hazard 
Registered Slings are made of Lay- 
SET Preformed Wire Rope (Imp. Plow 
Steel) the kink-resisting, easy-to- 
handle, safe wire rope. 












